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Want a line that gets results? 
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vel TY WEBSTER'S 


Want quick results on your selling effort? Then 
tell the world that you stock the Webster line. 
It's nationally advertised to bring ’em in. It’s a 
complete line that will satisfy every customer. And 
it’s made on honor, to make repeat sales for you. 













MULTIKOPY CARBON PAPERS 
A style and weight for every requirement. Neat, 
legible, non-smudging copies. Available with 
or without Micrometric scale. 










STAR TYPEWRITER RIBBONS 
America’s oldest and best-known brand. It’s 
made to rigid cloth and ink specifications for 
long-wearing, dependable service. 














MULTIKOPY Spiro-Sets, MultiKopy 
Master Papers, MultiKopy Duplicating 
Fluid and Star Skin Cleaner provide a care- 
fully matched team in the duplicating field that’s 
hard to beat. It will bring your customers back 
repeatedly for more. 
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F. S. WEBSTER COMPANY 


13 Amherst St., Cambridge 42, Massachusetts 
Webster's warehouses in key cities from coast to coast: 
New York, Philadelphia, Pittsburgh, Detroit, Chicago, San Francisco, Cambridge 
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{OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office 
machinery, office devices, of- 
fice furniture, office supplies 
and the complete range of 
commercial stationery. Its 
comprehensive news reports 
of the industry and its valu 
able special articles upon 
subjects germane to its field 
have given it unusual pres 
tige. It serves a clientele 
composed of managers and 
agents for the various office 
machines, devices and sup- 
plies, commercial furniture, 
commercial stationery deal- 
ers and many of the largest 
corporations in the United 
States. It also reaches some 
dealers in forty-eight other 
countries who deal in Amer 
ican office equipment 


{/No person, firm or corpo 
ration either directly or in- 
directly connected with the 
industry the journal repre 
sents has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves 
It aims to discuss all sub 
jects fairly, and to furnish 
its readers reliable informa 
tion concerning the progress 
and development of the of 
fice appliance industry. It 
will answer any questions 


germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions to 
which it will give prompt 
and earnest consideration 
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THE ADVERTISEMENTS 


These advertisements present the products of the leading manufacturers in each division of the industry. Because of the ground 


for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 
customers. They do, however, offer their services in resolving any disagre:ments which result from relations established ; 


‘lL unk shoe . } 
througn the journal 
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For the benefit of the subscribers the lines advertised are here classified. Many of the requirements of the modern business office 
are represented. Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 
commumcate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, withou: 
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Cole Stee pment Cv per Chair Co National Desk ¢ Ir Shaw ‘Walker Co 
Globe-We ‘ The Mot or Furn ( Peerless Steel Equipment ( Star eel Equipment Co 
Hedges N VN Desk ( Royal Metal Manufacturir ( Victor Safe & Equipment Co 
tockwell ( \ Ir na Ct ( Security Steel Equip. ( Wei Mfs Co. 
We Mfg. Ce R 1 Met Mfe ( Shaw-Walker Co Western Mfg. Co 
Brief & Zipper Cases Shaw-Walker Co Victor Safe & Eauip. ¢ Wolcott Steel Products, In¢ 
Doppelt, Chas., & Cc Sik ( Ir rhe Wells Office Furniture ( Yawman and Erbe Mfg. Co 
Leathercraft, Ine r Chair ¢ Yawman and Erbe Mfg. ¢ Filing Cabinets, Wood 
Master-Craft Corr D Ss VW "ole Met } r ( Diaries Globe-Wernicke Co., The 
Meier Joshua (xc We Office }F ( See Memo Books Weis Mfg. Co 
National Brief Case Mf ( Chairs, Tablet Arm Dictating Machines Yawman and Erbe Mfg. ( 
tationers Loose Leaf Co lasper Chair ( Hunting Roberts Co rome Supplies 
Bulletin Boards New Indi 2 ( Dictating Machines, Used Act luct Ine 
€ etin Board ¢ W © Office Furr ( hipman-Ward Mfg A dvane Prod. Di Ad Ss. B 
Ri wiles, BE. W. A., ( Checks, Stamped Metal Drafting Instruments & Equipment Aigner, G. J Co 
Calculating Devices Dayton Ster Work C-Thru Ruler Co Amberg File & Index Co 
Lightning Adding Ma ( Meyer & Wenthe. I Cardinell Corp Art Metal Construction Co 
Meilic Systems, Ir Checkwriters & Signers Duplicating Machines & Supplies Barkley, C. L.. & Co 
S man-Ward Mfg. ¢ Hall-Welter ¢ Ames Supply Co Browne-Morse Co 
Viet Safe & Equipme ( Safes ( Challenger, Ir Continued next page) 
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(CLASSIFICATIONS Continued) 


Cooke & Cobb Co. 

Corry-Jamestown Mfg. Corp 

Daco Card & Index Co 

Farber, Louis H 

Globe-Wernicke Co., The 

Guide System & Supply Co 

Imperial Methods Co 

Metal Office Furn. Co. 

Northern States Envelope Co 

Oxford Filing Supply Co 

Pronto File Corp 

Quality Park Envelope Co 

Rockwell-Barnes Co. 

Shaw-Walker Co 

Smead Mfg. Co 

Victor Safe & Equipment ( 

Warshaw Mfg 

Weis Mfg. Co 

Yawman and Erbe Mfg. Co 
Finger Pads 

Melind, Louis Co. 

Speed Products Cx Ine 
Fountain Pens 

Esterbrook Pen Co 

Sheaffer, W. A., Pen Co 
Gummed Cloth Rings 

Reyburn Mfg. Co 

Warshaw Mfg 


Co 
Gummed Tape & Sealing Machines 


Reyburn Mfg. Co 
Honor Rolls 
Acme Bulletin Bd. Corp 
index Card Signals 
Cel-U-Dex Corp 
Cook. The H. C., Co 
Graff. George B., Co 
Victor Safe & Equipment Co 
index Tabs 
Aigner, G. J., Co 
Amberg File & Index Co 
Barkley. C. L., & Co 
Cel-U-Dex Corp 
Globe-Wernicke Co., The 
Guide System & Supply Co 
Markilo Co 


Master-Craft Corp., Div. S-W 


Melind. Louis Co 

Reyburn Mfg. (« 

Shaw-Walker Co 

Sheppard, C. E., Co 

Speed Products Co Inc 

Victor Safe & Equipment (« 
inks, Adhesives, ete. 

Melind, Louis Co 

Union Rubber & Asbestos (« 
Inkstands 

Sengbusch Self-Cl. Inkstd. ¢ 

Squires Inkwell Co 


Labels 
Canvas Products Co 
Imperial Methods Co 
Oxford Filing Supply © 
Reyburn Mfe. (« 
Warshaw Mfg. (« 
Weis Mfg. Co 


Ladders, 1h ig Store & Vault 


Cotterman, I 


Leads for eichecnmeid Pencils 
Rite-Rite Mfg. Co 


Leather Goods 
Doppelt, Chas... & Co 
Leathercraft, Inc 
National Brief Case Mfg. Co 
Leather Upholstered Furniture 
Cardinal Sales, Inc 
Barcalo Mfg. Co 
Brieht Chair C« 
Gunlocke, W. H., Chair Co 
Imperial Leather Furn. (« 
Jasver Chair Co 
Wells Office Furn. Co 
Letter Sorters 
Wood Processors 
Letter Trays 
(See Correspondence Trays 
Library Equipment 
All-Steel Equipment Inc 
Art Metal Construction Co 
Art Steel Sales Corp 
Browne-Morse Co 
Cardinal Sales, Inc 
Corry-Jamestown Mfg. Corp 
General Fireproofing Co 
Globe-Wernicke Co., The 
Peerless Steel Equipment Co 
Security Steel Equip. Corp 
Shaw-Walker Co 
Yawman and Erbe Mfg. Co 
Lockers & Storage Cabinets 
All-Steel Equipment Inc 
Anderson-Hickey Co. Inc 
Art Metal Construction Co 
Art Steel Sales Corp 
Berger Mfe Div Republic 
Browne-Morse Co 
Cardinal Sales, Inc 
Globe-Wernicke Co The 
Invincible Metal Furn. (« 
Keystone Steel Equipment (x 
Lyon Metal Prod 


Securitv Steel Equipment Corr 


Shaw-Walker Co 
Standard Steel Equip. Co 
Yawman and Erbe Mfg. (¢ 
Loose Leaf Books & Systems 
Amberg File & Index Co 
Felcdco Loose Leaf Corp 
Master-Craft Corp Div. SW 
National Blank Book Co 
Sheppard, C. E., Co 
Stationers Loose Leaf Co 
Vevier Loose Leaf Co In 
Wilson Jones C< 
Loose Leaf Metals 
Wilson Jones Cx 


Loose Leaf Sheet Covers, Celluloid 


Aigner, G 
Cel-U-Dex Corp 
Markilo Co 

Loose Leaf Sheet Covers, Plastic 
Meier, Joshua Co 

Mail Bags, Canvas or Leather 
Canvas Products Cc 

Mail Distributors 
Advanco Prod., Div Adv. S 
Globe-Wernicke Co.. The 
ictor Safe & Equipment Co 


‘o. 


Mailing Machines 
Commercial Controls Corp 


Standard Dupl. Machines Corp 


Map Tacks 
Graff, George B., Ce 
Moore Push Pin Co 

Maps, Giobes, etc. 
Amer. Map Company 

Marking Devices 
Multistamp Company 

Matched Office Suites 
Art Metal Constructior 
General Fireproofing ¢ 
Globe-Wernicke Co The 
Leopold Co 
Royal Metal Mfg. ¢ 
Shaw-Walker Co 

Memorandum Books 
Master-Craft Corp., Div. S-W 
National Blank Book ( 
Rockwell-Barnes C« 

Wilson Jones Co 

Memorandum Devices 
Norwood Equipment Co 

Mending Tape 
Reyburn Mfg. Co. 

Metal Badges, Checks, Tokens 
Dayton Stencil Works 
Meyer & Wenthe, In 

Metered Mail Systems 
Commercial Controls Corp 

Moisteners 
Pike, E. W., & Co 
Rivet-O Mfg. Co 
Sengbusch Self-Cl. Inkstd. ¢ 

Numbering Machines 
Force, Wm, A., Co 
Roberts ppeutering Bach ( 
Stewart, A., & 

Office Partitions & Railings 
Globe-Wernicke Co.. The 

Office Printing Outfits 
Fulton Specialty Cc 

Pads, Figuring 
Nat'l Blank Book ( 
Rockwell-Barnes ( 

Wilson Jones Co 

Paper 
Eaton Paper Corp 
Rockwell-Barnes Co 
Wansco Paper Prod Ce 

Paper Clamps 
Acco Products, Inc 
Acme Fastener (< 
Autmtc, Pencil Sharpener C« 
Cook, The H. C., Ce 
Esterbrook Pen Co 
Graff, George B., C 
Vail Mfg. Co 

Paper Clips 
Orkville Co Div 
Vail Mfg. Co 

Paper Fasteners & Washers 
Oakville Co., Div 

Paper Fastening Machines 
Ace Fastener Corp 
Acme Staple Co 
Arrow Fastener Co 
Autmte. Pencil Sharpener ( 
Markwell Mfg. Co 
Neva-Clog Products, Inc 
Speed Products Co., Inc 
Victor Safe & Equipment ( 

Paper Fastening Stickers 
Feldco Loose Leaf Corp 

Parcel Post & Postal Scales 
Accurate Parts Mfg. Co 
B-T Company 
Commercial Controls Corp 
Pelouze Mfg. Co 

Paste 
(See Inks. Adhesives, et« 

Pencil Pointers for Draftsmen 
Crofoot, Nielsen & ( 

Wood Processors 

Percil Sharpeners 
Autmtc. Pencil Sharpener ¢ 
Rite-Rite Mfg. Ce 


Pencils, Mechanical 
Listo Pencil Co 
Rite-Rite Mfg. C 
Sheaffer, W. A Pen ( 
Winslow Prod Engin. ( 
Pencils, Wood Cased Lead 
General Pencil Co 
Staedtler, J. S., Inc 
Swan Pencil Co 
Pens, Steel 
Esterbrook Pen (Cc 
Sengbusch Self-Cl., Inkstd. ¢ 
Pins & Pin Containers 
Oakville Co., Div 
Vail Mfg. Co 
Pilatens, Typewriter, etc 
Ames Supply Co 
Shipman-Ward Mfg. (¢ 
Postal Meters 
Commercial Controls Cort 
Presentation Covers 
Amberg File & Index ( 
Barkley, C. L.. & ¢ 
Meier, Joshua Co 
Price & Sign Markers 
Fulton Specialty Co 
Melind, Louis, Co 
Stewart, R. A.. & C 
Punches 
Acco Products, Inc 
Acme Fastener Co 
Globe-Wernicke Co The 
Mitchell Corp 
National Blank Book ¢ 
Wilson Jones Co 
Push Pins 
Moore Push Pin ( 
Ribbons & Carbons 
Allen & Co 


Allied Carb. & Rib. Mfg. Corr 


Ames Supply Co 
Buckeye Ribbon & Carb. ¢ 
, ‘odo Mfg. Corp 
‘olumbia Rib. & Carb. Mfg 
Little, A. P., Ine 
Manifold Supplies C¢ 
Mittag & Volger, Inc 
Old Town Ribbon & Carbon 


Peerless Imperial Co Ir 
Pengad Mfg. Co 

Phillips Process (« Ir 

Queen Ribbon & Carbon ¢ 





Remington Rand Inc 


Rose Ribbon & Carbon Mfg 


Royal Typewriter Co. 
Safeguard Corp 
Shipman-Ward Mfg. Co 
Storms, H. M., Co 
Underwood Corp 
Webster. F. 8., Ce 


Rubber Stamps 
Meyer & Wenthe, In 
Stewart iw 
Rubber Type 
Force, Wm A. Co 
Fulton Specialty (C« 
Melind, Louis, Co 
Stewart, R. A & 
Rulers, Transparent 
Thru Ruler Cc 
Safes, Office 
Art Metal Construction ( 
Brush-Punnett Co 
General Fireproofing Co 
Globe-Wernicke Co., The 


Herring-Hall-Marvin Safe 


Invincible Metal Furn. C< 
Meilink Steel Safe Co 
Mosler Safe Co 
Remington Rand Inc 


Security Steel Equipment Co 


Shaw-Walker Co. 


Victor Safe & Equipment (« 


Salesbooks 
Ersco Saleshbook Makers 
Sand Urns 
Glaro peat hine Products C 
Scrap 
Amber File & Index Co 
Consolidated Loose Leaf Co 
Globe-Wernicke Co., The 
Weis Mfg. Co 
Wilson Jones Co 


ary 
Meyer & Wenthe, Inc 
Shelving 
All-Steel Equipment Inc 
Art Metal Construction Co 


Berger Mfg. Div., Republic 


Browne-Morse Co 


Corry-Jamestown Mfg. Corp 


General Fireproofing Co 
Globe-Wernicke Co., The 
Lyon Metal Prod., Ine 


Securit Bteel Equipment Corp 
0. 


Shaw- Walker 
Shows, Merchandise 
Luggage & Leather Goods 
of Amer. 
Shows, Office Equipment 


National Business Show Co 


National Office Mgmt. Assn 
Signs, Changeable Letter 

Acme Bulletin Bd. Corp 

Rowles, E. W. A., Co 
Slide Rules 

C-Thru Ruler Co 


Smoking Stands, Office 
Glaro Machine Prod. Co 
Herzog, H. P., Co. 
Nestler-Fields Co 
Wells Office Furn. C 

Spindle Flies 
Wells Office Furn. C¢ 

Stamp Affixers 
Commercial Controls Corp 

Stamp Pads 
Fulton Specialty Co 
Melind, Louis, Co 
Meyer & Wenthe. Inc 
*hillips Process Co., Inc 
Rivet-O Mfg. Co 
Stewart, R. A., & Co 

Stamps, Duplicating 
Multistamp Co 

Stands for Office Machines 
Adjustable Table Co 
Ames Supply Co 
Art Steel Sales Corp 
Cardinal Sales, Inc 
Farber. Louis H 
Flewelling, L. C 
General Fireproofing C« 
Harter Corp 
Hunting-Roberts Co 
Karl Mfg. Co 
Maso Steel Products 
Shipman-Ward Mfg. CC 
Tiffany Stand Co 
Toledo Guild Prod., In 
Toledo Metal Furn. Co 
Van Riper, Mark Co 
Wells Office Furniture Co 


Staple Extractors 
Ace Fastener Corp 
Schollhorn, Wm., Co 
Staples & Stapling Machines 
Ace Fastener Corp 
Acme Btaple Co 
Arrow Fastener Co 


Consolidated Wire Prod Co 


Markwell Mfg. Co 
Neva-Clog Products, Inc 
Vail Mfg. Co 

Wells Office Furniture 


Stationery 
National Engraving (« 
Stenographers’ Notebooks 
National Blank Book (< 
Rockwell-Barnes Co 
Stools 
Harter Corp 
Wells Office Furniture Cx 
Storage & Transfer Cases 
All-Steel Equipment Inc 
Amberg File & Index Co 
Art Metal Construction Co 
Art Steel Sales Corp 
Bankers Box Co 
Barkley, C. L., & C 
Berger Mfg. Div., Reput 
Browne-Morse Co 
Cardinal Sales, In 
Cole Steel Equipment C« 
Columbia Steel Equipment 
Corry-Jamestown Mfg. Cort 
General Fireproofing Co 
Globe-Wernicke Co The 


Guide System & Supply Co 
Herring-Hall-Marvin Safe Co 
Imperial Methods Co. 
Invineible Metal Furn. Co 
Metal Office Furn. Co 
Oxford Filing Supply Co 
Peerless Steel Equipment Co. 
Pronto File Corp 
Rockwell-Barnes Co. 
Security Steel Equipment Co 
Shaw-Walker Co 
Weis Mfg. Co 
Yawman and Erbe Mfg. Co 
Storage Fixtures & Equipment 
All-Steel Equipment Inc 
Strong Boxes, Fire Protected 
Bison Distributing Co 
Herring-Hall-Marvin Safe Co 
Meilink Steel Safe Co 
Victor Safe & Equipment Co 
Tables 
Art Metal Construction Co 
Brown-Morse Co. 
Cardinal Sales, Inc. 
Corry-Jamestown Mfg. Corp 
Globe-Wernicke Co., The 
Lyon Metal Prod., Inc 
Manhatan Office Equip. Co 
Maso Steel Products 
Peerless Steel Equipment Co 
Security Steel Equipment Corp 
Shaw-Walker Co. 
Victor Safe & Equipment Co 
Wells Office Furniture Co 
Tabulating & Statistic Machines 
Remington Rand In 


Tags 
Reyburn Mfg. Co 


Telephone Accessories 
Victor Safe & Equipment ‘ 
Telephone Stands 
Art Metal Construction Co 
General Fireproofing Co. 
Peerless Steel Equipment Co 
Shaw-Walker Co. 
Wells Office Furniture Co 
Yawman and Erbe Mfg. Co 


Thumb Tacks : 
Graff, George B., Co 
Oakville Co Div 

Ticket Holders 
Aigner, G. J Co 
Meier, Joshua Co 

Trimming Boards 
Amer. Photo Laboratories 


Type Cleaners 
Multistamp Co 

Type, Typewriter 
Ames Supply Co 
Shipman-Ward Mfg. Co 

Typewriter Cleaning Material 
Ames Supply Co. 
Cardinell Corp 
Clarotype Co., The 
Martens Type Cleaner (< 
Mittag & Volger, Inc 
Norta Distributing Co 
Regal Typewriter Co 
Rivet-O Mfg. Co 
Shipman-Ward Mfg. Co 
Webster, F. S., Co 

Typewriter Covers 
Shipman-Ward Mfg. Co 

Typewriter Cushion Bases & Knobs 
Amer. Hair & Felt Co 
Peerless Imperial Co., Inc 
Shipman-Ward Mfg. Co 


Typewriter Cushion Keys 
Ames Supply Co 
Peerless Imperial Co., Inc 
Shipman-Ward Mfg. Co 
Speed Key Corp 
Speed Products Co., Inc 


Typewriter Parts & Tools 
Ames Supply Co | 
Shipman-Ward Mfg. Co 


Typewriter Tables 
See Stands for Office Machines 


Typewriters, Mfrs. of 


Remington Rand Ine ( 
Royal Typewriter Co 
Smith, L. C. & Corona Typws ) 
Underwood Corp , 
Woodstock Typewriter Co 
i 
Typewriters, Rebuilt & Used 


Regal Typewriter Co 
Reliable Typw. & Adding Mach. Corp 
Shipman-Ward Mfg. Co 


Typewriting Instruction 
Crim, E. D 
Upholstery Materials 
Bolta Products Co. f 
Masland Duraleather C¢ 
Visible Systems nent ( 
Aigner, J 
Art Metal Cosstrection Co - 
Fandex Co 
Globe-Wernicke Co.. The ( 
Master-Craft Corp. Div. S-W : 
National Blank Book Co . 


Remington Rand Inc 
Ross-Gould Co 

Shaw-Walker Co 

Sheppard, C. E., Co 
Stationers Loose Leaf Co 
Victor Safe & Equipment (« 
Wilson Jones Co ~ 
Yawman and Erbe Mfg. (¢ F 


Wardrobe Racks 
Vogel-Peterson C 


Waste Baskets 


Art Steel Sales Corp 
Cole Steel Equipment (« 

Corry-Jamestown Mfg. Cort \ 
Fox, George E., & Co s 
General Fireproofing Co I 
Globe-Wernicke Co.. The re 
Hunting-Roberts Co et 
Shaw-Walker Co y 
Wells Office Furniture Co : 
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WANTS AND LOR SALE 








The rate for classified advertisements is ten cents a word, minimum charge $2.00. 


SITUATIONS WANTED 





SALESMAN NOW CALLING UPON STATIONERS throughout west coast 
irea is open for new connection as full time representative of manufac- 
turer or will consider two or three lines of good sales potential on 
straight commission. Over ten years with one company. Interested in 
writing materials, filing supplies or any other commercial stationery 
products. Convincing references. Will work entire coast territory or part 
of it depending upon potential volume Address A-59, care Office Appli- 
inces, Chicago 6 





OFFICE SPECIALTY SALESMAN with many years successful experience 
is available as salesman, sales agent or branch manager in California. 
test of references for ability and character. Capable of handling any 
type of office machine, furniture or other business equipment. Address 
{-60, care Office Appliances, Chicago 6 





national or territorial 


OFFICE EQUIPMENT SALESMAN interested in 
Experienced, capa- 


management of line of office equipment and supplies 
ble. Reply A-66, care Office Appliances, Chicago 6 








EXECUTIVES AVAILABLE 





SALES REPRESENTATIVE WANTED-—PIONEER MANUFACTURER of 
carbon papers and inked ribbons has several openings for men capable 
of becoming field or branch managers. Successful background in carbon 
and ribbon industry essential. Unlimited opportunity for advancement. 
The Buckeye Ribbon and Carbon Co., 7209 St. Clair Ave., Cleveland 3, Ohio. 





TERRITORIES AVAILABLE for factory representatives to handle Dupli- 
cating Machine Stencils, Ink, and Correction Fluid. Manufactured by an 
old and reliable company. Commission basis. Challenger, Inc., 125 
Winder St., Detroit 1, Mich 





TOP FLIGHT STEEL FILING and office equipment line now in production, 
require experienced salesmen. All territories. Liberal Commission and 
exclusive territory arranged. Write fully Standard Industries, 327 So. 
La Salle St., Chicago 4, Ill 





WANTED: 


Experienced salesmen for quality office lounge furniture 
Write P. O. ; 


Box 549, High Point, N. C 








EXECUTIVES WANTED 





Executive possibilities, for 
equipment store. Must 
Give complete in- 
Box N-191, care 


WANTED—YOUNG MAN under forty with 

prosperous commercial stationery and office 
have experience. Large firm in Southern California. 

formation in first letter. Replies strictly confidential. 
Office Appliances, Chicago 6. 














EXECUTIVE AVAILABLE, 20 years experience office furniture as Pur- 

chasing Agent, Office and Department Manager, 38 years of age, married. RETAIL STORE MANAGER WANTED for corporation in large Texas 

Prefer Dallas, Texas, or Topeka, Kansas. Box A-63, care Office Appli city. We operate stationery department in connection with printing 

inces, Chicago 6 plant serving territory and city accounts through salesmen. Must be 
experienced. Write fully. Box N-188, care Office Appliances, Chicago 6. 
WANTED—EXPERIENCED MANAGER for office supply department. Old 

SALESMEN WANTED established business in southern town—population "35,000. Good salary. 

Write fully, giving references. Confidential. Box N-202, care Office Ap- 
pliances, Chicago 6 

MR. SALESMAN: Interested in selling an item that brings repeat 


orders Our patented BUCK-L-BINDER for storing loose-leaf records, 
once adopted, becomes part of the user's filing system, insuring repeat 
business. Exclusive territory allotted to desirable representatives. Write 
The Reb-Wal Hunt Co., Box 208, Roval Oak, Michigan 








SALESMEN WANTED for established Western and Pacific Coast terri 
tories. Unusual opportunity offered several qualified men experienced in 
selling typewriter ribbons and carbon papers to stationers, office out- 
fitters and business machine dealers. Consumer sales training essential. 
Must be capable of instructing distributors’ personnel in successful sales 
methods. Salary, expenses and liberal commission. Permanent positions 
and exceptional chances for promotion with pioneer manufacturer of 
unsurpassed reputation for highest quality products and outstanding 
dealer service. Write full details in confidence Address Mr. Leach, 527 
Fifth Ave., Room 501, New York 17, N. ¥ 





WANTED FACTORY REPRESENTATIVE by nationally known midwest- 
ern manufacturer of office equipment and supplies. Excellent oppor- 
tunity. Must have experience selling dealers; be able to conduct sales 
meetings; evaluate markets; open up new dealerships. The position is 
full time and permanent. Give complete background and details of 
experience. Eastern territory open. All letters shall be kept confidential 
Write N-197, care Office Appliances, Chicago 6 





FACTORY REPRESENTATIVE: Leading Eastern manufacturer has 
openings for several territory men to call on stationers in Midwestern 
ind Southern States. Our men receive commission on al! sales in their 
territory, have a drawing account, and we pay their traveling expenses 
Send complete information, including photo if possible, and personal 
interview will be arranged. Write Old Town Ribbon & Carbon Company, 
Inc., Brooklyn 17, N. Y¥ 





SALES REPRESENTATIVE WANTED to handle well known stationery 
line in Wisconsin, Minnesota, Illinois, Indiana, Michigan, Ohio, Ken 
tucky, West Virginia. May consider entire area as one territory or 


complete in- 
Letters will 
Appliances, 


divide it Product well known and well accepted. Give 
formation including territory, lines covered and references 
be held in strict confidence Address N-189, care Office 
Chicago 6 





ONE OF THE WORLD'S OLDEST and best known calculating machines, 
manufactured in Sweden, is again being imported to this country. Sales 
men of office equipment, who sell directly to offices, will find it an 
interesting and profitable side line Write Room 802, 210 Fifth Avenue, 
New York 10, N 





SALESMEN, BIG PROFIT IN 
Enlarges small type 2!/2-3 times 
to 12” wide and you don't have to hold it 
among lawyers, accountants, business houses, etc 
details Copy Right Mfg. Corp., 53 Park Place 


UNIQUE MAGNIFYING Reading Glass 
Magnifies whole line at a glance up 
No competition. Wide market 
Retails $8.50. Request 
New York 7 





KNOWN MANUFACTURER of stencil file cabinete and 
related items has openings in several territories for aggressive sales 
representatives. Commission basis. Prefer men now selling duplicating 
equipment and with established following among office machine dealers 
Write in confidence giving full details of previous selling experience, 
age, and territory covered. Box N-190, Office Appliances, Chicago 6 


NATIONALLY 
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REPRESENTATIVES AVAILABLE 





NORTHERN CALIFORNIA DISTRIBUTION AVAILABLE for desks, 
chairs, files, stationery cabinets, transfer cases, folders, trays, typewriter 
stands, etc. Well established distributor contacting dealers from San 
Francisco headquarters is interested in furniture on either dealer or 
distributorship basis, allied or supplementary lines on strict jobbing 
basis. Equipped to do good selling job for two or three non-competitive 
responsible manufacturers. Address A-62, care Office Appliances, Chicago 6. 





MANUFACTURERS OF QUALITY office furniture, equipment and supplies. 
Do you need intelligent, aggressive representation in Wisconsin, Minnesota 
and adjacent states if desired? We are calling on all dealers in this terri- 
tory every thirty to forty-five days, and can handle two or three addi- 
tional lines. Particularly interested in desks, (wood and steel) chairs, 
filing equipment and office machines. Commission basis only with pro- 
tected territory. Address A-65, care Office Appliances, Chicago 6. 





WASHINGTON, D. C.. MANUFACTURERS’ REPRESENTATIVE is in- 
terested in new ideas and items suitable for use by government agencies. 
Write Ronald H. Vine, Room 701, Champlain Building, 1424 K Street, 
N. W., Washington, D. C 

WELL ESTABLISHED AND WELL RATED New York distributor is in- 
terested in line of desks, chairs, filing and storage cabinets on distri- 
butorship or jobbing basis. Address A-64, care Office Appliances, Chicago 6. 











REPRESENTATIVES WANTED 





STATIONERY SALESMAN: Ideal sideline, selling nationally known foun 
tain pens and pencils through America’s largest distributor of fountain 
Liberal commission; protected territory. Give full particulars of 





pens. ) i 
present line and area covered. Address N-194, care Office Appliances, 
Chicago 6. 

NEW REVOLUTIONARY DEVICE FOR INKING RUBBER STAMPS. 


Every stamp user needs it. Thousands in use. Excellent opportunity for 
manufacturer's representative calling on stationery trade. A number of 
exclusive sales territories still open. Write stating experience, lines now 
selling, territory covered. Claridge Products, 6713 N. Olmsted, Chicago 31. 








EXPORT REPRESENTATIVES AVAILABLE 





EXPORT TO SWEDEN Desire representations for specialized office 
equipment of merit, particularly new ideas and developments. Repre- 
sentative located Stockholm. Write Room 802, 210 Fifth Ave., New York 
iO; MY, 








TYPEWRITER REPAIRMEN, MECHANICS, ETC. WANTED 





EXCELLENT OPPORTUNITY for office machine mechanic to operate own 
office ulpment and supply business in small midwest town. Lines well 
established, a place to live, overhead exceptionally low. Will take $7,500 
to handle—will net $5000.00 a year for right man. Address Box N-196, 
care Office Appliances, Chicago 6. 





WANTS AND FOR SALE, Continued Next Page 





WANTS AND FOR SALE, Continued. 





BOOKKEEPING MACHINE SERVICE MAN Must be experienced on 
Burroughs Bookkeeping Machines and Moon Hopkins. Permanent position, 


good pay. All applications strictly confidential. Write N-198 ire Office 
Appliances, Chicago 6 





EXPERIENCED TYPEWRITER MECHANIC WANTED —AI! makes 
Steady position for steady man. Will assist in obtaining living quarters 
Address N-199, care Office Appliances, Chicago 6 





WANTED ADDING MACHINE MECHANIC AND TYPEWRITER Mt 
CHANIC—all makes. Scottsbluff Typewriter Co., Scottsbluff, Nebraska 
Attractive proposition for a good man 








RETAIL BUSINESS FOR SALE 





FOR SALE in Midwest $50,000 corporation, stationery, office machine and 
furtniture business. Franchises include L. C. Smith & Corona Typewriters 
Established 16 years in town of 20,000 population with exceptionally good 
trade area. Doing excellent volume Net 28% this year—great opportunity 
for future, clean stock Address N-195, care Office Appliances, Chicago 6 





OFFICE SUPPLY AND EQUIPMENT BUSINESS. Leading typewriter and 
1dding machine franchise. Complete repair dept. Large complete stock 
(i00d location, large modern store. Good business town Ideal living 
conditions year round, on the west coast of Florida Box N-19 care 
Office Appliances, Chicago 6 


OFFICE SUPPLY AND EQUIPMENT STORE. Good locatior ompletely 
stocked with new merchandise, good lease. Rich midwestern city Will 
require approximately $15,000 to handle. Must sell at once due I 
ter’s health. Address N-200, care Office Appliances, Chicago ¢ 


to daug 


FOR SALE IN MIDWEST 835000 stock office supplies, furniture and fix 
tures. Established 15 years in town of 20,000 population. 120,000 trade 
area doing over $100,000 gross: excellent opportunity for future Clean 


tock. Write N-201, care Office Appliances, Chicago ¢ 


FOR SALE--COMPLETE office supply and furniture establishment, wit 
connecting gift shop in fast growing Florida city of near 100,000 popu 
tion. Would sell both or either departments. Address N-19 ire Office 
Appliances, Chicago 6 


FIRST-CLASS MID-WESTERN OFFICH EQUIPMENT ind tationery 


store. Expanding trade area. Clean stock and favorable lease Good 
location. Approximately $15,000 investment. Box N-20 ire Office Ap 
pliances, Chicago ¢ 
DECALS 

DECALS Advertise and identify your product with our all lacquer name 
plates. Brilliant colors, attractive designs, 1000 for $18.00, 2000 for $32.00 
For special designs send us a rough sketch and we will quote ul a price 
Fast delivery, no waiting Mail Order Decal C Oo W Washingtor 


Chicago Il 
FOUNTAIN PEN REPAIRING 


WELTY’S REPAIR ALL MAKES FOUNTAIN PENS, Desk Pens, Pencils 


ete Repaired at standard prices—time now averages te day ind 
improving We especially feature “CONKLIN,” SWAN, WATERMAN 
WAHL, PARKER, WELTY, SHEAFFER, MOORE, etc., but can repair all 
other makes. We feature Gold Pen Points and Repairing. Ma ill makes 
to ONE place for better service ASK ABOUT NEW WELTY PENS, $1.50 
to $10.00 LIST Welty Pen and Repair Co (Est 1904) 8 S State St., 
Chicago 


FOR EXPORT 


ADDING MACHINE PARTS 


BURROUGHS ADDING AND BOOKKEEPING MACHINE PARTS ex 


ported Foreign inquiries invited Dearborn Equipment 
Dearborn St., Chicago 5 


ADDING MACHINE PARTS, TYPE, ETC. 


LARGE STOCKS of new and used Adding and Calculating Machine Part 
ivailable Quotations furnished on = specific part ip request I 4 
Dehn, Jr 1648 10Ist Ave... Oakland, Calif 








FOR SALE AND WANTED TO BUY, USED EQUIPMENT 


ELLIOTT-FISHER, Burroughs, Moon Hopkins, Adding and Calculating 
Machines, Comptometers, Electromatic Typewriters, and fanfold machines 
bought and sold. Chicago Office Appliances Co., 1930 West 2Ist St., 


Chicago & 


BURROUGHS, MOON HOPKINS Billing and Bookkeeping Machines, Comp 
tometers, Calculators, etc. Bought and Sold Dearborn Equipment Com 
pany, 605 So. Dearborn, Chicago Il 











ELLIOTT-FISHER Machines, Adding Machines, Comptometers, Burroughs 
and Monroe Calculators, Typewriters and all office machines bought and 
sold. Teeter-Warsh Co., 849 N. 3d St., Milwaukee 3, Wis 





ELLIOTT-FISHER machines, calculating machines, adding machines—all 
office equipment, bought and sold. W. J. Crowley Company, 906-908 N 
Water St., Milwaukee 2, Wis. 





WANTED TO BUY Late model Elliott-Fisher bookkeeping and billing 
machines Must be over 200,000 serial number Accounting Machine 
Service Co., 605 W. Washington St., Chicago 6 





BURROUGHS, MOON HOPKINS, ELLIOTT-FISHER. We buy, sell, repair, 


rebuild. Comprehensive service for dealers Adding and Bookkeeping 
Machine Service Co., 1307 Grand, Kansas City 6, Missouri 





BURROUGHS, MOON HOPKINS, Elliott-Fisher, Remington Accounting 
Machines, and everything in the office machinery line. State model, serial 
number and we will quote highest cash prices. International Office Appli 
ances, Inc., 29-31 East 22d St., New York 10, 





WANTED—All makes calculators and adding machines. State make, 
model, serial number and adding capacity. International Office Appliances 
Inc., 29-31 East 22d St., New York 10, N. Y. 





WANTED TO BUY Sundstrand bookkeeping machines, Models A, €, 
ind D, and 8142P. Give complete model number, serial, size carriage and 
whether front feed or back feed. International Office Appliances Inc 
29-31 East 22d St New York 16, N. Y 





QUANTITY of Monroe and Marchant Calculators, hand or electric, rough, 
complete Inquiries solocited on all types of other machines. American 
susiness Machines, 135 Grand St., New York 13, N. Y 





DICTAPHONES—EDIPHONES-—Foremost specialists in rebuilding, sales 
ind purchases of dictating equipment Write for catalog American 
Dictating Machine Co., 235 Fifth Ave... New York 8 Yy 





BURROUGHS MOON HOPKINS, Elliott-Fisher Bookkeeping Machines 
Comptometers, all makes calculators bought and _ sold Dorrell-Markel, 
8% S. llth, Minneapolis, Minn 





BURROUGHS PRODUCTS our specialty, get our higher cash prices for 
calculators, bookkeepers, billers, comptometers \ L. Steen, 60 West 
Harrison, Chicago 5, Illinois 





BURROUGHS SPECIALISTS Also buy, sell and rebuild all types office 
machines. Comprehensive dealer service Nelson Adding Machine Service, 
87 S. Dearborn, Chicago 5, Illinois 





WANTED—TYPEWRITERS, Adding Machines, calculators, from dealers 
or jobbers. Typewriter Parts Company, 407 East Travis St., San Antonio 
Texas 





WANTED TO BUY Surplus: equipment of all types. Ready buyer. Colun 
bia Trading Corp., 7 Waverly Place, New York 8, N .Y 





SORTING EQUIPMENT—MODERN, efficient, good condition—offered bs 
West Coast industrial concern. Suitable for all papers including letters 
checks, invoices, et Low shipping cost to any locality. Attractive price 
to move quickly Address A-61, care Office Appliances, Chicago 6 





BRAILLE TYPING MACHINE WANTED by a sightless reader who finds 
himself seriously inconvenienced because of the lack of such a machine in 
connection with his work of editing a private monthly Would you 
please write to Bro. John Soehnel, 8S. M Mount St. John, R. D. 2 
Dayton 10, Ohio 





WANTED 4 OLM Filing Folde Machine in ge 


P. O. Box 1712 Atlanta, Georgia 





condition Address 











ADDRESSOGRAPH, B FRAMES with pivo tabs Any quantity Als« 
graphotype electri Lipman’s-Universal, 1209 DeKalb Ave., Bklyn. N. \ 





VISIBLE EQUIPMENT bought, sold and exchanged. We specialize in re 
built Kardex, Acme and International Visible Factograph cabinets, as 
well as other makes. Write and tell us what Visible Equipment you need 
or have for sale Special prices to dealers. E. H. Heineman, 4 Nort} 
Eighth St., St. Louis 1, Mo 








KARDEX, ACME, all makes used visible filing equipment Thousands of 
reconditioned cabinets, panels, books, always on hand. Special service 





ind prices to dealers for purchase or sale Get our quotations. Chas. S 
Nathan, Inc., 548 Broadwav, New York 12, N. ¥ 
ACME (Insite) &x 14- and 23-drawer units; also 6x4 and 5x3 size 


Quantity of MeCasky Production Panels Commercial Card System Co 
») Grand St., New York 1 N. ¥ 


KARDEX, ACME, POSTINDEX, etc. visible filing equipment of all types 
hought and sold. We specialize in this field and offer full cooperation to 
dealers. Commercial Card System, 135 Grand St New York 13, N \ 


WANTED 
INTERNATIONAL Visible Factograph cabinets, in 6- and 12-drawer 8x 
size, complete with card holders. We are also interested in extra § 
International card holders in any quantity Advise what you have avail 
able E. H. Heineman, Box 552, St. Louis 1, Mo 





VISIBLE FILES 
KARDEX, ACME, POSTINDEX AND GLOBE 
WE HAVE ON HAND and offer for immediate delivery all types and 
sizes. Dealers inquiries welcomed. Universal Business Equipment Ce 


37 S. Dearborn St., Chicago 5 
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PATENTS 


Copies of patents shown here can be obtained 

from the Commissioner of Patents, Washington, 

D. C., for 25 cents each in cash, postoffice 

money orders or certified check. Stamps and 

versonal checks not accepted. Copies of design 
patents are ten cents each. 








- - 
2,431,015. Ink Reservoir Pen. Arthur Edward 
Andrews, London, and William Frederick Johnson, 
Barnehurst, England, assignors to Mentmore Manu- 
facturing Co., Ltd., London, England, a company of 
Great Britain. Application October 3, 1944, Serial 
No. 556,956. In Great Britain, November 16, 1943. 
Granted November 18, 1947. 

2,431,017. Record Card. Waldemar A. Ayres, Kew 


assignor to International Busi- 
New York, N. Y., @ cor- 
Original application December 

309,445, now Patent No. 
1945. Divided and this 


Gardens Hills, N. Y., 
ness Machines Corporation, 
poration of New York. 
15, 1939, Serial No. 
2,366,827, dated January 9, 
application March 4, 1944, Serial No 525,111. 
Granted November 18, 1947 
Typewriter Rhythm Recorder. Carlton T 

Jackson, Rochester, N. Y., assignor to International 
Business Machines Corporation, New York, } 
corporation of New York. Application January 20, 1944, 
Serial No. 518,985. Granted November 28, 1947. 
2,431,084, Clip. John Seiler, Prescott, Ariz. 
Application August 1, 1944. Serial No. 547,589. 
Granted November 18, 1947, 


2,431,447. Sharpener or Pointer for Pencils and the 
Like. Theodore T. Anderson, Chicago, Il Applica 
tion November ve 1945, Serial No. 629,071. Granted 
November 25, 

2,431,472. Folding. ss, oan for Papers. Joseph N 
Fistell, New York, } . Application September 20, 
1945, Serial No bi7- 481. jranted November 25, 1947 

2,431,504. Reeorder. George D. Rathbun, Man- 
hattan, Kans., assignor to Rathbun Voting Machine 
Co., Inc., Manhattan, TT a corporation of Kansas 

Application June 24, a Serial No. 492,127 
Granted November 25, 1 


2,431,520. Photoprinting "Machine. Paul B. Streich, 
Maywood, IIl., assignor to Charles Bruning mpany, 
Inc., New York, N. Y., a corporation of New York 
Application February 20, 1945, Serial No, 578,840 
Granted November 25, 1947. 

2, ,662. Microfilm Reader and Projector for 
Records Indexed on Microfilm. Henry W. Ralph, 
Jamaien, N. Y. Application February 20, 1943, Serial 

0. 476,658. Granted November 25, 1947 

NG 431, 714. Selective Printing and Punching Machine. 
Oscar J Sundstrand, West Hartford, Conn., wow 


Corporation, New York, N. 


to Underwood | 
Original application June on 


orporation of Delaware. 


1941, Serial No, 399,461. Divided and this appli- 
cation October 16, 1945, Serial No. 622,588. Granted 
December 2, 1947. 

2,431,729. Carbon Paper Rack. Garfield T. Buck- 
ey, Jr., Chicago, Il Application August 10, 1944, 
Serial No. 548,828. Granted December 2, 1947. 

2,431,906 Calculating Machine. Arni  Arnason, 


assignor to Addressograph-Multigraph 
Del., a corporation of Dela- 


Park Ridge, 
Corporation, 


Iil., 
Wilmington, 


ware, Application November 4, 1944, Serial No. 561,- 
884. Granted December 2, 1947 

2,431,922. Staple Remover. Frank R. Curtiss, New 
Haven, Conn. Application June 19, 1944, Serial No. 
541,109. Granted December 2, 1947. 


2,431,930. Full 
and Sture Toorell, 
Aktiebolaget Facit, 
f Sweden. Application 5, 
34,287. In Sweden May 1943. 
ber 2, 194 
2,432,010. Coin Counting Machine. 
Halfpap and Arnold R. Buchholz, Watertown, Wis.. 
issignors to Brandt Automatic Cashier Company, Wa- 
tertown, Wis., a corporation of Wisconsin Applica- 
ion June , 1946, Serfal No. 678,608. Granted 
December 2, 1947 
2,432,012. Writing Pen. Benjamin W._ Hanle, 
Elizabeth, N. J., assignor to Eagle Pencil Company, 
corporation of Delaware. Application November 30. 
1944, Serial No. 565,922. Granted December 2, 1947. 
2,432,061. Writing Instrument. Isidor Chesler, 
Oceanport, N. J., assignor to Eagle Pencil Company, 
New York, N. Y., a corporation of Delaware. Appli- 
cation August 23, 1946, Serial No. 692,677. Granted 
December 2, 19 
32,090. Recording Meter Pen. Walter V. Cook 
Collingswood, N. J assignor to The Esterbrook Pen 
Company, Camden, N. J., a corporation of New Jersey 
Application November 1, 1948, Serial No. 508,619 
Granted December 9, 1947 
Fountain Pen. Charles K. 
assignor to The Moore 
a corporation of Massachusetts 
_ 1945, Serial No, 587,893. 


Cycle Positioning Means. Erik Grip 
Atvidaberg, Sweden, assignors to 
Atvidaberg, Sweden, a corporation 
May 1944, Serial No. 
19, Granted Decem 


William_ G 


Lovejoy, Need- 
Pen Company, 
P Appli- 
ry Granted 
. Printing Tape Dispenser. Edwin 
koff J. Application August 29, 
551 79 Granted December 9, 1947 

Locking Device for the Seat Posts of 
Ernst Edvard Lundquist, Stockholm 
ation May 17. 1945, Serial No. 594.- 
June 5 1944. Granted 


1944 


Applic 


Sweder 


Sweder 
106 In 
] 1047 
2,432,300. Lettering and Designing Device. Fred 
Ellis, New York N. Y. Application February 2, 1945, 
Serial N 5.753. Granted December 9, 1947 
2,432.376. ‘Lead Sharpening Device for Mechanical 
Pencils. William FE. Brady, Muskegon, Mich. Appli- 
cation April 17, 1946, Serial No. 662,834. Granted 
December 9, 1947 
2,432,402. Ash Receiver for Desks. Benton L. Fay 
Joseph, Mich Application November 7, 1946, 
Serial No. 708.221. Granted December 9 
2.432.409. File Fastener. Robert E 
dell, N Application April 24. 1945, 
9.985. Granted December 9, 1947 
2, 432, 410. Typewriter Type-Bar 
Frederick Gordon Liverpool Enel a 
Ne ber 6 1945 Serial 
Brit afi November 1944 


December 


i 


1947 
Goolev 
Serial 


— 





No 
Gr antes i 





29 December 9 


REISSUES 


for Dispensing Gummed Tape 
ayton. Mo., assigner to Better 
Conn., a corporation of New 
241,858, dated May 13, 1941, 
~ptember 15, 1938 Application 
for reissue April 1942, Serial 439,139. 
Granted December 2 47. 
22,947. Multiplying Unit. nt a L 
iam H. Petit, Angeles, Calif., assignors, 


22,945. Apparatus 
Ralph E. Engberg, C 
Packages, Inc It 
York. Original No 
Serial No. 229,999 


] 
Shelton 
9 
Se 
15, No 

19 
Clary and Wil- 
by direct 


8 
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and mesne assignments, to Clary Multiplier Corpora 
tion, Los Angeles, Calif., a corporation of California 
Original No. 2,403,480, dated July 9, 1946, Serial No 
281,082, June 26, 1939. Application of reissue August 
24, 1946 Serial No. 692,740. Granted December 9, 
DESIGN PATENTS 

147,885. Design for a Pencil. Guy J lakemar 
Knob Lick, Ky. Application November 2, 1946 Seria 
No. 134,476. Granted November 18, 1947 


(47,900. Design for a Portable Adjustable Lamp or 





Similar Article. Walter Fanelli, South Euclid 

assignor to Faries Manufacturing Company Heent iT 
Iil., corporation of Illinois. Application May 17 
1946, Serial No. 129,775. Granted November 18, 1947 


1948 
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2.438.012 





22.967 














ones tone 
147,935. Design for a Chair. Carl W. Sundberg, 
Detroit, Mich., assignor to Reynolds Metals Company, 
Riche ond, Va., a corporation of July 2, 1946, Serial 
265. Granted November 18, 1947. 
147,982. Design for a Pencil. Robert J. Lyn 
Chicago, Til. Application October MB. 1946, Serial "No. 


1,060. Granted November 25, 194 


148,032. Design for a Stapling “Appliance. Charles 
M. Lindstrom fast Greenwich, assignor = 
toston Wire Stitcher Company, Warwick, | eS 
rporation of Maine Application June 26, 1646. 
Serial No. 131,061. Granted December 2, 1947. 

148,076. Design for a Card index or the Like. 
Isaac Keesing, Jr., Washington, D. C. Application 
January 24, 1945, Serial No. 117,565. Granted Decem- 





Philosopher 









Patriot 
Statesman Writer 
Diplomat ait Philanthropist 
Scientist \ Journalist 
(greatest of x WS 
his time] % Printer 
Inventor Wiseman 





BENJAMIN FRANKLIN 
January 17, 1706—April 17, 1790 





Maxims prefixed to Poor Richard’s Almanac: 


Dost thou love life? Then do not squander time, for that is the 
stuff life is made of. 


Plough deep while sluggards sleep. 


Y 38 


Never leave till tomorrow what you can do today. 


A little neglect may breed mischief; for want of a nail the shoe 
was lost: for want of a shoe the horse was lost: and for want of 


a horse the rider was lost. 





Autobiography 

Human felicity is produced not so much by great pieces of 
good fortune that seldom happen as by little advantages that 
occur every day. 

When men are employed, they are best contented; for on the 
days they worked they were good-natured and cheerful, and, 
with the consciousness of having done a good day's work, they 
spent the evening jollily; but on our idle days they were mutin- 
ous and quarrelsome. 
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VISIT NUMBER $8 


“Office Appliances” 





Surveys Portland 





PORTLAND, LARGEST CITY of Oregon, on the Wil- 
lamette River where it joins the Columbia, has a 
metropolitan population in excess of 385,000. The city 
covers 66.86 plus square miles on both sides of the 
river and has a rambling business district spread out 
over a large area facing the Willamette. 

More than 90 office supply and equipment dealers 
serve the needs of the business and industrial firms 
of the city and the surrounding area of small com- 
munities. Portland is one of the west coast’s largest 
lumber shipping centers. It is the heart of industrial 
Oregon and does a lively import business of around 
$8,000,000 yearly with exports now passing the 
$30,000,000 each year. 

About one-third of the manufacturing in the state 
is concentrated in Portland where some 759 manufac- 
turing firms are engaged in the production of all kinds 
and types of merchandise with lumber and lumber 
products far in the lead. An estimate of more than 
2,500 retail and wholesale firms serve the area. Its 
jobbing community caters to the needs of most of 
Oregon. 

This is the market for Portland’s office supply and 
equipment trade. Year in and year out it is a good 
market and today business is as good in Portland as 
in any other Pacific Coast city. There are a few more 
business buildings empty in the city than in others 
we have visited but Portland business men told us this 
resulted when the great wartime boom of the city 
receded and business life returned to a more normal 
level. During the wartime days and immediately there- 
after a number of suburban communities developed 
and in these there are almost no business vacancies. 
Some office supply firms have sprung up in these areas 
and with small operations are managing to establish 
a better toe-hold than they could have in downtown 
locations, where overhead was always greater. 

Almost every trade man with whom we talked told 
us that there were too many dealers in the city today; 
that some would have to go when normal times re- 
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January, 


Etghth of a Series of Journeys 
to Metropolitan Centers for the 
Purpose of Obtaining Firsthand 
Information on the Retail Di- 
vision of the Office Equipment 
and Supply Industry 


By ERNEST W. FAIR 


Field Reporter 


turned. Whether or not such business demises are in 
order remains to be seen. 

The office equipment and supply trade has several 
outstanding institutions; none of these well-estab- 
lished oldtimers will be among the casualties. They 
have done a remarkable job of keeping pace with the 
trends of the times and are fast converting their 
firms into general supply stores capable of handling 
any business or commercial need. 

J. K. Gill & Company, in downtown Portland, is one 
such firm now taking the lead in this area. Book, 
greeting card, phonograph record, photographic sup- 
ply and other such departments are making this a 
miniature department store. Books and greeting cards 
are almost standard in the larger Pacific Coast stores 
where the office supply firms have nearly cornered 
the worth-while greeting card market and have found 
it a very profitable venture. 

The photo supply department is something new and 
is being talked of a great deal here and in Seattle. Gill’s 
department is one of the first such departments we 
have actually observed in operation. They and other 
dealers base interest in these departments on the 
point that most business men have hobbies and the 
one in greatest use is photography. They believe their 
stores an ideal center for such sales. 

A note of warning, based on considerable experience 
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THE SKYLINE OF BUSTLING PORTLAND, ORE., LOOKING TO THE WEST 


in photo supply merchandising, is in order here how- 
ever. Photo supplies are somewhat different than 
greeting cards, for example, in that salesmen must 
know the technical aspects of the merchandise they 
are handling and its use and such departments require 
darkrooms and laboratories. In most major 
established photo supply stores are fully equipped to 
give all of these services. It’s tough competition. The 
best bet for office supply dealers who wish to enter 
this field, in the opinion of this writer based on his 
observations over the country, is on a strictly limited 
basis and purely as a special service to customers 
Gill’s, for example, is not attempting to compete 
with Portland’s photo supply stores, but have installed 
this department as a profitable use of floor space they 


had available. 


CASH REGISTERS 
CALCULATORS 
BOOMAEEPING MACHINES 





fio 


BUSINESS MACHINES 





MACHINE FIRM—The Holladay Business Machines Co. in 
Portland, handling office furniture and supplies as well as 
business machines. 
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cities, 


A great deal of attention is being given to promo- 
tion and merchandising of office furniture in this area. 
Competition here is in a very advanced stage and no 
dealer is attempting to get by with mere floor presen- 
tation. Ideal offices are set up in every major store 
and those most successful are the ones arranged to 
fit customer budgets. 

“We often make the mistake of trying to over-sell 
in these displays,”’ one such dealer told us, “and that 
isn’t profitable. We’ve lost too many sales in our own 
stores because we tried to sell our customers such com- 
plete offices in too expensive combinations. 

“Now, we're finding it more successful to set them 
up to fit the budgets of just about every business man. 
Except on the more expensive layouts we have found 
it advisable to leave out frills and special accessories 
and create inexpensive office layouts as a whole with- 
out trying to load the customer down with a lot of 
office accessories he cannot afford. Our experience is 
showing us that it is better business to sell him what 
he can afford and then try to sell the extras rather 
than try to get him to bite it all off in one sale.” 


Stores Display Versatility 

Completeness and versatility is another combina- 
tion a number of Portland office furniture dealers are 
using to good advantage. And they are using selling 
ideas in merchandising these units. Hollady, Inc., pri- 
marily a business machine outlet, has been branching 
more and more into the office furniture business and, 
by an effort to make their stocks versatile enough to 
fit any customer’s wants, are building it successfully. 
This firm features its stocks with “Furniture of Dis- 
tinction”’ and divides such merchandising into depart- 
ments. 

They do a great deal of advertising and promotional 
effort built around the themes presented in this sample 
copy: 

“Furniture of Distinction. 

“CHAIRS . Posture & Executive 
fort you have never experienced before. 

“DESKS Modern Streamlined Steel or Wood 
Desks . . . Designed for the office of tomorrow at prices 
you can afford to pay. 


Enjoy com- 





“FILES ... Steel... Ballbearing extension—smooth 
performance—all types and A file for every 
purpose. 

“CHROME .. . Deep Upholstered—Durable for Office, 
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OUTSTANDING FIRM—The J. K. Gill 
Co., is one of Portland’s outstanding 
stationery firms. 


Waiting Room, Store Seating, Home, Restaurant Ta- 
bles and Seating.”’ 

Bushong’s at 323 SW Park Avenue, one of the city’s 
most complete stores and one of Portland’s leaders, 
have built their business on completeness of stock and 
service. Their “Minute Man’s Service” idea has been 
one of the best we have observed in the trade for 
though seldom is a customer is need of rapid service 
he likes to know that his office supply store will render 
that service when he needs it .. . it’s a good business 
idea well worth wider use than given at present in 
the trade. 

Service, the leading Portland dealers have found, 
is the surest and best way to eliminate all outside 
competition. There is very little business in office 
equipment and supplies going outside of Portland via 
the mail order route today and encroachment on the 
trade from other types of business institutions is very 
small here; almost of no consequence at all. And 
year-in and year-out devotion to the idea of full and 
complete service to the customer has made this situ- 
ation what it is here today. 

There are many ideas used by Portland firms in 
their business building efforts and of the more than 
90 firms in the trade few are in business without some 
such asset. Space in these columns cannot permit 
mentioning all. 
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Pacific Stationery & Printing Company at 415 SW 
2nd, which has been in business in Portland for over 
56 years, never lets a promotion opportunity go by 
without reference to “Complete line of office, school 
and engineers supplies and equipment” in such copy. 
Its specialization in engineering equipment (and many 
other Portland stores also are in this field) has been 
most profitable. It’s a good field worth any dealer’s 
investigation. 

D. C. Wax Office Equipment House, as can be ob- 
served in an accompanying illustration, have trimmed 
their front windows most effectively to provide dignity 
to their institution. They are the largest dealers in 
the city in desks, chairs, tables and similar equipment. 
Charlie Helwig Inc., 330 SW Stark, has a good slogan 
in “The Office Suppliers serving Portland since 1915” 
while the W. J. Morrow Company at 2807 NE Glisan, 
has a specialty we have not observed to date in his 
funeral office records of every type and description. 

Appliance promotion is very heavy in this area. 
Dealers told us the market has never been better and 
that within the whole area there are many as yet 
untapped sources of future business. All of the firms 
handling appliances and equipment are giving them 
promotional effort for this reason. The J. K. Gill Com- 
pany has the Barrett line for Oregon and Washington 
and both here and in its new Seattle store, has 


BUSHONG’S—The Portland store of 
Bushong’s office equipment and printing. 
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begun a very active sales and service campaign. Hol- 
laday Inc. has a good method of promoting such appli- 
ances under its idea “Figuring Machines for Every 
Purpose” and gives great attention to sales and service 
and to used machines. Bill Morrison Company at 811 
SW 6th, together with a number of other Portland 
dealers, does a large amount of export business on 
rebuild calculating machines of all kinds. 

Incidentally, Portland’s office equipment and supply 
dealers have borrowed a leaf from the funeral direc- 
tors’ method of securing extended advertising in tele- 
phone directory classified listings. Funeral directors 
generally use every type of possible name listing and 
often include the name of each executive of the com- 
pany under a separate listing. So also are many of 
Portland’s office supply firms. The regular firm name 
is carried as a listing, leading line names are carried 
as line listings and executives of the firm are also 
carried similarly. It’s a most inexpensive method of 
making certain the business man who picks up his 
telephone directory to find a dealer has a good chance 
of landing on the number of one’s firm. 


Stress Personal Selling 


A great deal more attention is being given personal 
selling here today than a few months ago. Dealers are 
giving more attention to selection of personnel. 

“All of us have been a little careless in the past,” 
one office furniture dealer told us, “because we just 
had to take anyone we could get. Today the situation 
is different and all business knows that there is no 
longer any excuse for ineptitude, discourtesy or sloven- 
liness in the operation of any busi- 
ness. 

“We're hiring new salespeople on 
a basis of the business personality 
they possess as a first considera- 
tion. Then this young man works 
in the stockroom and learrns every 
item we carry and its use in mod- 
ern business. When he has acquired 
this background he is ready to sell 
in the store and as a salesman. 

“But that training goes right on 


ROGERS DEPARTMENT-—Mr. and Mrs. 

Harry Rogers, co-owners, appear in the 

cheer-amusement department of Harry 
Rogers, Stationers, in Portland. 
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IMPOSING FRONT—The D.C. Wax Of- 
fice Supply Co., Portland, offers an at- 
tractive front and display space. 


and never stops. We believe that a 
lot of firms here in Portland are 
going to be out of business five 
years from now and we’re convinced 
that one of the ways to keep from 
being in that group is to make cer- 
tain that we have the most intelli- 
gent and best-trained sales staff of 
any store in the city.” 

Credit is being given more atten- 
tion here than in the year past, just 
as in cities we have previously vis- 
ited. Some stores are requiring that salesmen secure 
all credit data on standard inquiry forms and that 
every item so secured be thoroughly checked before 
an account is opened. 

“All such information always helped,” one large 
store credit manager told your reporter, “but the big- 
gest thing all of us in this field will have to watch in 
the months ahead won’t be gleaned from any infor- 
mation form. 

“Every office supply and equipment man is going 
to have to learn how to judge the probability of con- 
tinued success of every firm to whom he gives credit. 
If there are elements in that firm’s operation which 
tend to cloud that success for the future then any 
credit granted must be held to a minimum and 
watched most closely.” 


Credit Sales Are Ahead 


Credit sales of major appliances in this area are 
way ahead of any previous figures back to pre-war 
days. Generally speaking, one sale out of every three 
is being made on installment payment credit here 
insofar as furniture and major appliances are con- 
cerned today. A year ago it was closer to one in ten! 

But it’s good business even then, although it re- 
quires a great deal more watching and a little more 
expense in collection. Portland office supply men 
aren’t as sure of continued and indefinite prosperity 
as were those with whom we talked in Seattle last 
month ... but they see no business troubles within 
the immediate future. 

(Next Month—Cleveland, Ohiv) 
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IN PORTLAND—Presenting the Pacific 
Stationery & Printing Co. in Portland. 


GILL EXECUTIVE—Arthur L. Weaver, buyer and manager of 
commercial stationery dept. of J. K. Gill Co., checks stock 


PORTLAND INDUSTRY ROSTER 
Office Equipment Dealers 


Bushong & Co., 323 Southwest Park (also supplies, new and 
used furniture) 
Comptometer Div., Felt & Tarrant, Morgan Bldg. (also adding 


calculating machines) 


Ralph C. Coxhead Corp. (Friden Cal. Mach. Co.) 19 NW Park 

Ediphone Co. agency, 305 SW 5th 

Exact Weight Scale Co. Agency, 815 SW Main 

Hollady Business Machines, Ine., 318 SW 9 (also furn., add 
mach., cal. mach. rental, typewriters, typ. rent.) 

International Business Machines Co 806 SW Morrison (also 
typewriters) 

Oregon Time Recorder Co., 513 SW Pine 

Monroe Calculating Machine Co., 219 SW 9 (also adding mach.) 

Moore Business Forms, In« Fitzpatrick Bldg 

L.. Nabut, 1104 NW 15th (also add. and cal. mach.) 

Pacific Stationery & Printing Co., 415 SW 2 (also off. furn 
supplies) 

Produc-Trol Portland Co., Terminal Sales Bldg 

Remington Rand, Inc., 525 SW Pine (also furn supplies, add 
mach., repair typewriters) 

Rite-Line Sales Agency of Oregon, 1020 SW Taylor 

Office Equipment Repairing (not listed above 

John W. Burns & Sons, 5140 NE 42nd 

Office Fixtures (not listed above) 

Ellis Store Fixture Works, 1726 SW Taylor 

Specialty Woodworking Co., 7400 SW Macadn 

W. Van & Co., 6811 SW Macadm 

Office Furniture (not listed above) 

West Coast Printing & Binding Co., 1324 W Burnside 

Business Equipment Bureau, 928 SW Stark 

im. J. Chapman & Co., 313 SW 5th (also supplies) 

J. K. Gill Co., 408 SW 5th (also supplies, add. and cal. mac} 


and repair) 
Charlie Helwig, Inc., 330 SW Stark 
Kilham Stationery and Printing Co., 
Kubli-Howell Co., 324 SW 4th (also 
Laings, 725 SW 11th 


(also supplies) 
238 SW 5dth (al 


supplies) 


supplies 
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Office Supply Co., 706 SE 6th (also used furn., supplies). 

Smith Bros. Office Outfitters, 721 SW Oak (also supplies). 

Thornton Stationery & Printing Co., Inc., 831 SE Grand 
supplies). 

D. C. Wax Office Equipment 
furn., supplies). 

Office Furniture, Used (not listed above) 

Kalberer Hotel Supply Co., 403 NW. 5th 

Office Supplies (not listed above) 


Sherlock Bldg. 


(also 


House, 219 SW Bdwy. (also used 


R. G. AHen Company, 


Columbia Ribbon & Carbon Mfg. Co., In« 1310 SW Washington. 
Dictaphone Corp., Fitzpatrick Bldg 
Ditto Duplicating Machine Agency, Dekum Bldg 


Franklin Printing Co., 525 NW Glisson 


Frecks Stationery & Printing Co., 723 SW Alder 

J. B. Gray & Son, Davis Bldg 

Griffith & Rasmussen, 1028 SW 3rd 

Charles R. Hadley Co., Pittock Bldg 

Bill Morrison Co., 811 SW 6th (also machine repair, typewriters, 
rental). 

W. J. Morrow, 2807 NE Glisson 


Printing Co., 427 SE Belmont 

Oregon Supply Co., 338 SE Union 

Peters Office Supply Co., Dekum Bldg 

Porthers Business and Income Tax Co., 

Harry Rogers Stationer, 1025 SW Washington 
rental) 

Super Office Service, 1031 SW Morrison 

West Coast Binding & Printing Co., 1324 W Burnside 

Addressing Machines (not listed above) 
\ddressograph-Multigraph Sales Agencies, 1117 SW Washington 

W. E. Finzer & Co., 330 SW Stark 

Adding and Calculating Machines (not listed above) 

Acme Adding Machine & Typewriter Company, 206 SW 6th (also 
rental, repair, typewriters) 

Office Equipment Co., 101 SW 3rd 

Burroughs Adding Machine Co., 1103 SW Alder 

Burtons Typewriter Market, 428 E Burnside (also rental, repair, 
typewriters, typ. rental, typ. repair) 

Clary Multiplier Corp., 1017 SW Washington 

Marchant Calculating Machine Agency, Panama Bldg 

Oregon Typewriter Ci 330 SW 5th (typewriters, rental, repair) 

Portland Typewriter & Adding Machine Co., 406 SW 4th (also 
rental, repair, typewriters) 

Underwood Corp., 1542 W Burnside (also typewriters, repair) 

Typewriter Inspection Cs 322 SW 5th (also typewriters, repair, 
rental). 

Typewriter Shop, 412 SW Stark (also repair, rental, typewriters) 

Victor Adding Machine Co. Agency, 206 SW 6th. 

Adding and Calculating Machine Repair (not listed 


above) 
Columbia Typewriter Co., 763 W Morrison (also typewriters). 
DeSemple Typewriter & Adding Machine Agency, 717 SE Union 

(also typewriters) 
T. W. Hammond, 81 SW 
General Supply Dealers (not listed above) 
Carters Ink Co., 510 SW 3rd 
Columbia Ribbon & Carbon Mfg. Co., In¢ 
H & M Ribbon & Carbon Co 709 SW 
Kee Lux Mfg. Co., 917 SW Oak 
Simmons Carbon Co Henry Bldg 
Stenno Ribbon & Carbon Mfg. Co., 3207 SW Ist 
Duplicating Machine Dealers (not listed above) 
Fitzpatrick 


Northwest 


2742 SE 96th. 
(typewriters, 


Morrison 


1310 SW Washington 
Ankeny 


Davidson Sales & Service Agency, Bldg 
Ditto, Inc., 523 SW Pine 
Duplicating Supply Co., NW Harbor Blvd 


Duplicator Supply Co., 709 SW Ankeny 
Typewriter Dealers (not listed above) 
Darling-Sieberts, In 7622 SE Foster 
Maurice Friendland, 406 SW 4th? 

Fred Roney Typewriter Co., 519 NW Park 
John W. Heideman, 206 SW 6th 

Morris M. Israel, 412 SW Stark 


Earl A. Kessler, 322 SW 5tl 
Office Equipment Corp., 101 SW 3rd 
Royal Typewriter Co., In Rothschild Bldg 


lL. C. Smith & Corona Typewriters, Inc., 215 SW 6th 
Sears, Roebuck & Co., 524 NE Grand 

Lippman, Wolfe & Co., 521 SW 5th 
Miller-Bryant-Pierce, 511 SW Pine 


Typewriter Rental Agencies (not listed above) 


Portland Fireworks & Trading Post 9114 SE Powell (also 


repair) 
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TWENTY-THIRD ANNUAL 
SPECIAL SECTION 


adaptable by dealers everywhere. 


CONTENTS 


Specializing Means Becoming an Expert 


Sales Plan Conserves Time and Builds Volume 
Motion in Sign Attracts Typewriter Buyers 
Specialized Selling Eliminates Seasonal Slump 

Put Sales on the Assembly Line 

Merchandise Kit Helps Put Over Sales of Portables 
Diversified Lines Pay Specialties Dealers 

Goldilocks Wants a Posture Chair 

Specialize on Maps and Cooling Units with Profit 
Desk Accessories Respond to Special Sales Effort 





Three Record Cards Prove Useful to Typewriter Dealer 





Originally an office specialty was defined as a machine 
or mechanical device, because such products could not 
be sold exept on a specialized basis. From product char 
ateristics only, the definition was shifted to embrace 
technique of sales. Some even go to the extent of saying 
that any item can be sold as a specialty. Local market 
conditions will determine the degree of specialization, but 
the experience of dealers under varying circumstances in 
diverse market areas indicates clearly that any dealer can 
specialize with profit. Presented on following pages are 


suggestions from experience, tested ideas that are readily 
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SPECIALIZING 


Means Becoming an Expert 








HE OTHER DAY I took a cus- 

_tomer to lunch. We _ were 
friends, good friends, and I had 
happily lost five bucks to him the 
preceding football weekend, which 
always makes for a jolly lunch as 
far as customer and salesman are 
concerned. 

Shortly after we were seated, a 
competitor of mine passed and 
spoke most pleasantly to me and 
my customer. He, the competitor, 
was a tall, shy man, whom I had 
always regarded as a very nice 
fellow but much too formal and 
reserved to make a living as a 
salesman. In fact, if I had ever 
thought of him as a competitor I 
would have guessed that he had 
been misguided in his youth, but 
was determined to make the best 
of a bad situation. After we had 
placed our order and the waitress 
had gone I casually asked Jim 
where he had known Mr. Smith 

“Why, he came out to see me a 
couple of weeks ago,” he answered, 
taking a sip of water, “you know 
he’s a filing expert.” 

It was I who took a sip of water 
this time, and a long one—‘Yes,”’ 
I said through my best-customer- 
luncheon grin. “He does sell filing 
supplies, but who the hell told you 
he was an expert, did he?” 

Jim looked a little puzzled. ‘No, 
as a matter of fact he didn’t, but 
he certainly made a good analysis 
of our filing problem. You know 
that thing has been a headache 
to me for years.” 

This Was a Startling Disclosure 

“The hell you say,” I answered 
rather startled. ‘I thought the 
only headaches you had were from 
hang-overs.” Jim laughed as he 
always did, no matter how dull 
the joke. 

“No, seriously,” he said, “this 
man is on the ball. If this thing 
turns out like he says it will, it 
will save us plenty of time and 
money.” 

“Look, Jim,” I grinned again 
“How do you think I’m going to 
make a living when you give mv 
competition all your business?” 

“What do you mean all my busi- 
ness?” Jim asked. “Didn’t I just 
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buy two desks from you last 
week?” 

Just as I was about to make 
some witty retort the waitress ar- 
rived with our lunch and whatever 
I had to say was lost amid the 
clatter of the dishes on the table 
and the sudden shock to me of my 
own stupidity. 

Long after I had returned to the 
office I still thought about Jim 
and what he had said about this 
‘filing expert.” In fact I thought 
about it long after I went home 
and finally made, in my own mind, 
an analysis of the situation. 

Jim was one of my good friends, 
not, perhaps, a close friend, but 
certainly one of my best business 
friends. We kidded each other 
and laughed a lot together. We 
often had lunch and occasionally 
shared a bottle of Scotch at din- 
ner. Jim likes a good joke and 
50-yard line tickets. Both of these 
I supplied in reasonable abund- 
ance and assumed “old Jim” was 
not only my friend but my cus- 
tomer. I Knew, of course, I didn’t 
get all of Jim’s business but no 
salesman ever gets all the busi- 
ness. 


Receipts Provide a Shock 


The next day I checked the de- 
livery receipts on Jim’s account 
for the past six months. It was 
good business—good volume cer- 
tainly, but to my surprise and 
slight dismay, most of it was fur- 
niture. There were some nice sta- 
tionery orders but most of them 
were staple items—clips, paper, 
folders, pencils, and so forth. In 
all of those delivery receipts there 
was not one creative sale. Not one 
item that I had sold to my old 
friend Jim to help him do a better 
job. 

I put the delivery receipts back 
in the file and thought some more. 
Who had really done the best job 
for Jim? Had I, who had slapped 
his back and called him “Jim” for 
two years, or this shy, reserved 
man who had called him “Mr 
Bowden” for two weeks, and was 
already referred to as a filing ex- 
pert? There was not a happy an- 
swer. When I got home that night 
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By W. S. RICHARDSON 


Ivan Allen-Marshall Company, 
Atlanta, Ga. 


I tried to solve the problem on 
paper and this is my conclusion: 
The foremost factor in selling 
anything is the salesman’s rela- 
tionship to the buyer. Unless you 
offer him more than a glad hand 
and shelf merchandise, then your 
relationship can never be greater 
than that of an order taker to an 
order places. NO INTELLIGENT 
BUYER LIKES TO THINK OF 
HIMSELF AS AN ORDER PLACER. 
The proper introduction and 
presentation of the correct uses 
of items to increase efficiency in 
his office is what he demands of 
you. Your fulfillment of this re- 
quirement is directly reflected 
in the job that he is doing. 
When he realizes that you are 
honestly striving to help HIM do 
a better job, then you have at- 
tained the proper relationship 
with the buyer. This can be done 
in many ways. Frequently a sim- 
ple suggestion can direct his at- 
tention to the effort that you are 
making to help him. Each time 
this is accomplished your rela- 
tionship is strengthened. 


Respect is The Most Important 


It is, of course, important that 
the customer likes you. It is even 
more important that he respects 
your ability. Too many salesmen 
today are still leaning toward the 
old out-moded days of the drum- 
mer, when the man who cracked 
the wisest and paid the most en- 
tertainment bills did the most 
business. 

A salesman should always make 
himself as pleasant as_ possible 
but above all else he must know 
what he is selling and know its 
proper application. 

I took time out to see what the 
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Encyclopaedia Britannica had to 
say of salesmanship. On page 877 
of Volume 19, of the 1942 edition 
this was the summation of a long 
article: 

“Of the various attributes and 
qualities essential to full success 
as a salesman, two may be cited 
as being of exceptional impor- 
tance—adaptability and knowl- 
edge of merchandise.” 

Adaptability, of course, is adapt- 
ing yourself to the business of 
selling. Knowledge of merchan- 
dise is selling. 

So often many of us have heard 
friends say, “that fellow sure has 
personality. I'll bet he’s a born 
salesman.” But on close exami- 
nation of the record you will find 


THREE RECORD CARDS 


that same fellow is eking out a 
small livelihood in the Selling pro- 
fession. The reason: Lack of 
knowledge of merchandise. A 
trained salesman in the office sup- 
ply industry is an expert. He is 
in a profession and proudly so. 


Absolute Faith Is Needed 


No matter how much you may 
like the doctor next door you 
would not call on him to treat 
your child unless you had com- 
plete and absolute faith in his 
ability as a doctor. This is espe- 
cially true if the child is seriously 
ill. 

So it is in our business. Friend- 
ship alone will always win some 
orders, but if we are to do an 





intelligent job, if we are to render 
a real service to our customer we 
must have his confidence. This is 
attained only through knowledge 
of merchandise and the proper 
presentation of its application. 

Understand your customer. Un- 
derstand the job he is doing and 
strive to help him do it better. 

You don’t have to worry about 
supplying all of his needs. Just 
see that you supply the needs that 
help him most. 

No salesman is greater than the 
service he renders. No service is 
greater than helping your cus- 
tomer do a better job. 

Perhaps this is why good old 
Jim didn’t call on me to Solve his 
filing problem. 


Prove Useful to Typewriter Dealer 





ECORDS, PROVIDING THEY 

do not take too much time to 
keep up, are very useful in busi- 
ness. Griffin’s, owned by E. M. 
Griffin, and located at 111 S. Waco 
St., Hillsboro, Tex., uses three re- 
cord cards that were laid out by 
Mr. Griffin and which serve very 
useful purposes in the typewriter 
end of his business. The three 
cards all measure 2'% x 5 inches 
and were made that size so as to 
fit into a drawer of his safe where 
the records are kept when the 
business is closed at end of the 
day. In this way the records are 
preserved in case of fire during the 
night. 

One of these record cards is a 
repair card which is made out for 
every typewriter brought in for 
repairs. This has spaces for the 
entrance of the owner’s name and 
address as well as the make of 
machine, serial number and date 
of repairs. Then there are spaces 
for the entrance of every repair 
made together with the price for 
making it. Besides giving a com- 
plete history of what was done for 
purposes of charging the cus- 
tomer, these repair cards when 
filed away alphabetically by cus- 
tomer’s name serve as useful re- 
cords should the customer come in 
a year, or even six months later, 
and claim that he had had the 
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Control System Saves Time and 
Earns Customer Gratitude 


machine repaired only a_ few 
months ago. Often a customer will 
think he has had certain repairs 
made which he had not had. These 
repair cards are quick proof of 
what was done and have saved Mr. 
Griffin considerable argument be- 
sides maintaining a customer’s 
good will. 

Another card that is useful is 
an out card. This is used in cases 
where a typewriter is loaned some 
customer for a few days while the 
customer’s own machine is being 
repaired. It furnishes a complete 
record and is most useful should 
the machine be lost or stolen while 
it is loaned out. 


A third record card that Mr. 
Griffin uses is a machine record 
card. One of these is made out for 
every typewriter that Mr. Griffin 
buys, whether new or used. There 
are spaces for the entrance of the 
name from whom the machine 
was purchased, the date, the serial 
number, the make, together with 
space for the amount paid in case 
of trade in, cost of repairs made 
to the machine if it is a used ma- 
chine, and labor cost of repairs. 
On the same card is a space for 
the entrance of the date when 


By S. P. LATHROP 


Field Correspondent 


the machine was sold, how much 
cash was paid when it was sold, 
any trade-in allowance, the make 
of the trade-in and also amounts 
received from rentals should it 
have been rented while in Mr. 
Griffin’s possession. This rental 
figure is a recapitulation of rental 
fees which are written on the 
blank back of the card as they are 
made. Thus, this record card gives 
the complete history of a machine 
and shows exactly what each ma- 
chine cost and finally brought in, 
whether rented and then sold or 
traded in. 

A by product of these record 
cards is that on several occasions 
they have been useful in inform- 
ing a customer what the serial 
number was of his typewriter after 
it had been stolen. 


These records take but a little 
time to keep up but they do tell 
plenty about typewriters and, in 
Mr. Griffin’s case, have more than 
proven their value. 
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SALES PLAN 


Conserves Time and Builds Volume 





Been ON, let’s dream.—Let’s 
imagine that we're’ senior 
salesmen pulling down $6,000 a 
year—no let’s make it $8,000. Be- 
sides, the boss tosses in 100 extra 
bucks every month with the ad- 
monition: “Get plenty of loose 
change and let it jingle around in 
your pants pocket, son, to get the 
sound of it.” 

To continue the golden dream, 
let’s suppose that our sales terri- 
tory has been trimmed down to 
a few city blocks—so that we don’t 
even need a car to get around in, 
and that our major accounts have 
been reduced to less than 100. To 
cover minor accounts a junior as- 
sistant salesman will do all the 
tedious time-consuming jobs such 
as periodic contacts, taking care 
of the servicing, and telephoning. 

And while we’re walking on 
clouds, let’s imagine that the boss 
orders us to keep out of the office 
—check in by phone in the morn- 
ing, and not to drop in at noon. 
And all sales meetings are strictly 
one-hour affairs on Friday, op- 
tional with no questions asked for 
non-attendance. 

In addition, as little as 30 min- 
utes a day suffices for all the 
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Duplicating Machine Sales Tripled 
In Two Years by Ward Harris, Inc., 


San Francisco, Calif. 


paper work because the records 
have been reduced to checking 
columns and jotting down code 
symbols. For the longer reports, 
plenty of dictating machines are 
available with sufficient clerical 
help to do the _ time-wasting 
piddling little jobs. 

And sure, while we’re at it, let’s 
throw in a girl——a pretty chick, 
too—for doing the customer aid 
work such as demonstration and 
instruction jobs. 

Now wake up, son! It’s a real- 
ity. 

You see, you’re at Ward Harris, 
Inc., 555 Market St., San Fran- 
cisco, Calif—one of the most 
modern office machine appliance 
stores in the United States. (Edi- 
tor’s Note: OFFICE APPLIANCES used 
an article on the store in the De- 
cember, 1947 issue, page 22.) 

At Ward Harris’, salesmen’s pipe 
dreams came true. Everything is 





By EUGENE BURNS 


Special Correspondent 


trimmed down to essentials—and 
essentials are selling! 

For Ward Harris this plan has 
already paid off. He says: “The 
proof is in the handsome black 
columns on my ledger. We 
achieved an easy transition from 
wartime to peacetime and in the 
process tripled our Mimeograph 
equipment and_ supply sales, 
thanks to Bob and Red.” 

Bob is soft-spoken Robert Ab- 
bott, general manager of Ward 
Harris, Inc., which does a million 
and a half business annually, and 
“Red” is Leslie D. Fries, manager 
of the Mimeograph division. 

Putting the plan into operation 
called for doubling the sales’ staff, 
rearranging’ the personnel — and 
to do a complete over-all job, to 
move into a brand new four-story 
office building designed strictly 
for selling. 

It was a gamble, of course, and 
it took nerve. But in the past 
two and a half years, the new 
sales plan has paid off. Sales have 
practically quadrupled. 

Both President Harris and Gen- 
eral Manager Abbott disclaim the 
credit. They say: “If you want 
the information about our sales- 
men‘s’ time-conservation plan, 
talk to “Red’’—it’s his baby!” 

Since taking over the A. B. Dick 
distributorship, Ward Harris has 
more than tripled its former vol- 
ume of business. 

“It took nerve on President 
Harris’ part,” said Red. “The staff 
had to be doubled. The territory 


BUILT SALES PLAN—President Ward Harris (right) of Ward Harris Inc., San for each salesman had to be re- 
Francisco, Calif., ig conferring with his general manager Robert Abbott (center) duced—many of them did not like 
and Leslie (Red) Fries. The three men put into effect a new salesman’s time- this id Th babilit 
conservation plan which has tripled the sales within the past two years. The am see. € probability was 
attractive office was “engineered” by Ward Harris Inc., for efficiency. that big money would be dropped 
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the first year, perhaps even dur- 
ing the first half of the second 
year until the time-conservation 
plan could be thoroughly adopted. 
We knew that to be successful, 
there could be no deviation from 
the plan. That’s where most good 
sales plans collapse.” 


Salesmen Needed Convincing 


The salesmen themselves had 
to be convinced. This took hard- 
headed calculation. They were 
told: There are 237 working days 
a year (in holiday-conscious Cali- 
fornia which even celebrates Co- 
lumbus Day and Admittance 
Day). At best, the average sales- 
man was shown that he puts in 
three solid hours of selling each 
day—if he works—the rest of the 
time is wasted in the home office, 
in making reports, in lunch hours, 
in reception room waiting, in see- 
ing unimportant people, in demon- 
stration work, and in  travel- 
ing. Three hours a day makes 
a total of 711 selling hours 
per year. At a salary of $6,000 
this means that every sales- 
man’s time is worth between $8.00 
and $9.00 an hour to himself, but 
to justify his time to the company 
he must sell about $70.00 worth 
an hour or about $50,000 a year! 

Next a careful analysis was 
made of each account—the time 
spent at that account and the net 
sales of that account. Surprising- 
ly enough, some of the major ac- 
counts yielded less than $.45 an 
hour! while so-called minor ac- 
counts yielded $25.00 an hour! 

The next step was obvious. The 
salesmen were told that the way 
to improve their sales—and their 
earnings—was to put in more sell- 
ing hours in the most profitable 
accounts. 


Increased Efficiency Is Goal 


Sold on this practical aspect, 
the salesmen were told that the 
best way of extracting the maxi- 
mum from their accounts was to 
reduce the geographical limits of 
their sales’ territory. In San Fran- 
cisco, for example, some of the 
senior salesmen were limited to 
a few blocks. In the country dis- 
tricts, salesmen were limited to 
certain towns. Major accounts 
were restricted to 100 or less. 

Then to allow the senior sales- 
man to extract the most business 
from his major accounts and to 
give him the maximum time, he 
was given a junior service sales- 
man to help him work his limited 
territory. This junior salesman 
was responsible for making tele- 
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phone calls, contacting all the 
minor accounts and doing the 
service work for both the minor 
and major accounts. 

However, there was this posi- 
tive agreement: the senior sales- 
man had the complete responsi- 
bility of covering his restricted 
territory including both major 
and minor accounts. As a posi- 
tive check the quotas of the junior 
service salesmen were assigned to 
the senior man and a commission 
was paid to the senior man on 
the accomplishments of his un- 
derstudy, whether the _— senior 
salesman did the work or not. 
The junior salesman’s income was 
based upon a salary, a commis- 
sion, and achievement bonus. 


Salesmen’s Income Increased 


The time-conservation _ sales 
plan made it possible for the sen- 
ior salesmen to raise their salary 
within two months. Today, some 
of the former $4,000 a year sales- 
men are crowding the $8,000 fig- 
ure and by next year, there is no 
doubt they will be earning $10,000 
a year because their talent is 
being confined to major accounts 
and their time is not dissipated 
by long hours spent with minor 
accounts which, of course, need 
coverage—as every good business- 
man knows.” Although the junior 
salesman is not as effective, he 
has been able to extract about 80 
per cent of the top salesman’s 
former business from the smaller 
accounts. 

These junior men, in most in- 
stances, were war veterans with- 
out job experience. Most of them 
went from high school into the 
service. They began at Ward 
Harris’ under a G.I. $200.00 a 
month training program. When 
the training was completed, Ward 
Harris paid them a flat $200.00 
a month salary for half of their 
time doing service work. This, 
figured out at about $4.00 an hour, 
is hardly profitable to the com- 
pany. But for the remainder of 
the day, the junior salesman de- 
votes his time to selling equip- 
ment and supplies to the minor 
accounts in his senior salesman’s 
territory. For this he is paid a 
commission on equipment and 
supplies sold and, further he gets 
an achievement bonus on all sup- 
plies sold to assigned accounts 
over and above the figure of the 
previous year. On this basis, 
Ward Harris’ junior salesmen, 
without previous selling experi- 
ence, average from $250 to $300 
a month—‘“‘and within a year, 





they should earn over $350 a 
month,” says Fries. 

The time-conservation plan 
added another restriction. Senior 
salesmen were instructed to fol- 
low scheduled calendar calls de- 
pending upon the potential of the 


account. And they were trained, 
once they called, to see the top 
management of these accounts. 


Long Reports Eliminated 


Using a simplified four-year re- 
port form, Ward Harris Inc. 
eliminated long hand reports— 
codes and symbols were used. For 
example, if the salesman called 
upon the president of an account, 
the report card carried No. 1 in 
the right square. Other pertinent 
factors were similarly coded and 
checked. For lengthy reports, dic- 
tating equipment was made avail- 
able at all times. Quota records, 
too, were maintained for the 
salesman so that they could be 
noted daily by the control office. 
Extra clerical help was hired on 
the correct assumption that the 
salesman’s time was too valuable 
for clerical duties. 

To further conserve the sales- 
men’s time, they were restricted 
from running up and interfering 
with the service department and 
the accounting departments — 
however good their intention, un- 
less they received special permis- 
sion. Instant information is avail- 
able to the salesmen through a 
P.A.X. inter-com system. 


A competent girl was added to 
the staff to be the many-legged 
assistant of the sales’ representa- 
tives. This customers’ aid opera- 
tor gives a proper and complete 
training to the salesmen’s cus- 
tomers’ personnel. As far as pos- 
sible, customers are encouraged 
to send their personnel to Ward 
Harris’ demonstration offices 
where the trained customer ad- 
visor gives them a thorough four- 
hour Mimeograph instruction 
course while formerly salesmen’s 
instructions, under pressure, were 
at best two hours long. This, of 
course, gives the senior salesmen 
another point of contact. 

“Our main effort was directed 
toward saving the salesmen’s time 
and to do all we could for him,” 
said Mr. Fries. ‘“You’d be sur- 
prised how difficult it was at first 
to get the salesmen to comply. 
It meant that we had to curtail 
their natural impulses. It’s the 
easiest thing in the world, you 
know, to go charging up to the 
service department and check up 
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vn a customer’s machines or to 
pitch in and instruct—but it is 
not profitable reckoning the worth 
of the senior salesmen’s time. 

“We also asked them not to 
check in mornings except by tele- 
phone and not to come in during 
noon hours. They were given a 
$100 a month while developing 
their territory and told that in 
no way was it to be considered a 
salary—but rather an expense ac- 
count to be used in any way they 
saw fit. There was, however, this 
one bit of advice: “Don’t use it up 
in pleasant associations with fel- 
low salesmen.” 

Sales meetings—which can be 
a deadly, time-killing bore-—are 
limited to exactly one hour a 
week, Fridays, from 4 to 5 P.M. 
“It is strictly voluntary with no 
questions asked of any man who 
does not attend,” said Mr. Fries, 
“and as a result, every salesman 
attends unless he is tied up with 
a deal. With a new plan getting 
under way which was putting 
more money into their pockets, 
the salesmen were only too 
anxious to attend. Once every 
two months the meeting is turned 
into a ‘gripe’ session at which 
heads of other departments are 
given an opportunity to answer 
questions!” 

The supervision of this sales- 


men’s time-conservation plan was 
and is constant. Deviations are 
not allowed. In brief, this is it: 

1. The senior salesmen are 
limited to major accounts not to 
exceed 100. 

2. Salesmen are restricted to 
limited territories. 

3. Senior salesmen are trained 
to meet and sell top management 
and to make basic problem analy- 
ses studies. 

4. Senior salesmen guide and 
train a junior salesman, who, 
after proper training is assigned 
all minor accounts. The assign- 
ment of quotas, for the full terri- 
tory, however, is made to the sen- 
ior salesman. 

5. Senior and junior salesmen 
are directed to have their custom- 
ers trained in Ward: Harris’ cus- 
tomer aid department by the cus- 
tomer aid operator, thereby re- 
lieving the salesmen of routine 
time-consuming work. 


Relieved of Further Responsibility 


6. The sales representatives are 
relieved of the responsibility of 
following through on orders be- 
cause the management has set up 
a program of complete supervision 
on accounting procedures. 

7. Sales representatives are re- 
lieved of the responsibility of fol- 
lowing through on _ service as 


management has set up efficient 
service control. 

8. Edison Voicewriters are made 
available to all sales representa- 
tives so that salesmen can easily 
compile their reports and instruc- 
tions. 

9. A simple report form is 
made available to the sales rep- 
resentatives, which requires check 
marks and codes to give them 
complete control of their contacts 
in the field. 

10. Regular sales meetings are 
scheduled for one hour a week 
with attendance entirely volun- 
tary. 

11. Outside courses in public 
speaking and sales preparation 
are made available to the person- 
nel without cost. 

12. Compensation is made on 
the basis of salary and commis- 
sion with achievement bonuses 
for all progress over the previous 
year. 

“The proof of Ward Harris’ 
salesman’s_ time - conservation 
plan,” says General Manager 
Robert Abbott, “is that our sales- 
men are making more money to- 
day than any other salesmen in 
our field of office duplicating 
equipment and _ supplies. That 
statement,” he added, “takes in a 
large territory—the entire United 
States.” 


Motion in Sign Gains Typewriter Buyers 





( NE OF THE MOST beautiful 

and novel electrical spectac- 
ular signs for office equipment 
dealers is the big new neon sign 
of Kirk’s Office Supply Company 
at Yakima, Wash. 

In red, green and blue neon the 
sign features a full-length figure 
of a stenographer seated in a regu- 
lation stenographer’s chair in 
front of a typewriter. 

And she’s not just sitting there 
waiting for dictation. That steno 
is busy! She just keeps typing 
away, hour after hour, long after 
closing time. And she never asks 
for a raise, or overtime pay, 
either. 

Outlined in blue neon, set against 
a large orange-colored, painted, 
circle, the stenographer’s flying 
fingers on the keyboard of the 
typewriter, achieved through fast 
blinking of the lighted “fingers,” 
gains the powerful eye-catcher 
quality which keeps the eyes of 
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onlookers glued to the sign until 
they are close enough to get the 
full impact of the lettering pro- 
claiming the- location of Kirk’s 
Office Supply Company. 

The words ‘“‘Kirk’s” and “Supply”’ 
are in capital letters outlined in 
green neon; “Office,” in caps, is in 
red neon. Two vertical ornamental 
neon stripes in red complement 
the word “Supply.” 

The sign is so large that it can 
be seen for blocks along Yakima’s 
“Mazda Mile,” crosstown Yakima 
Avenue. Kirk’s sign more than 
holds its own with scores of com- 
peting and colorful neon devices 
along the thoroughfare. 

The sign is the finishing touch 
to a recently completed store en- 
largement and modernization pro- 
gram inaugurated by store owner, 
R. Lee Kirk. The new store is one 
of the most modern and most 
progressive office supply stores in 
Yakima. 


1948 


By GIB CLARK 


Field Writer 
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SPECIALIZED SELLING 


Kliminates Seasonal Slump 














HOSE OF US who have seen 

fit to invest money in the 
stationery business in an effort 
to make our days on earth free 
from want, that we may enjoy the 
more abundant life, have always 
had concern over the months 
which bring what our industry 
terms “seasonal slump.” To most 
of us, this occurs during July and 
August. We at Bauman’s have 
concentrated our sales efforts dur- 
ing the hot weather on air cir- 
culators. We have offered our 
customers two brands of fans 
the Kisco, and an air cir- 
culator made in Wichita, the 
Vornado fan. Though we do not 
lack competition, as 20 Wichita 
firms sell this locally manufac- 
tured product, our sales volume 
for the year 1946 on the Vornado 
circulator was $20,000 and in 1947, 
$21,000, most of which was ob- 
tained during July and August. 
We find this amount of approxi- 
mately $10,000 per month in 
specialized selling very helpful in 
eliminating a normal decline in 
retail trade during hot weather. 
We do not reach this volume of 
selling without a concentrated 


effort by our sales staff. Our 


salesmen are prepared for selling 
fans by learning the principles 
of their operation through litera- 
ture furnished by the manufac- 
turers and by sales meetings con- 
ducted by representatives of the 
manufacturers. We have found 
it very profitable for our sales 
staff to put fans in our custom- 
ers’ offices for a three day demon- 
stration period. Of course, the 
salesman calls on the account 
immediately after the fan is de- 
livered to see that it is in a loca- 
tion where it will operate most 
efficiently, and to explain 
thoroughly again the new prin- 
ciple of air circulation. Although 
we do not offer any additional 
bonus incentive to our sales staff 
for the selling of these fans dur- 
ing July and August, we do offer 
a bonus on fan sales for the month 
of June, and in this way find that 
our salesmen are well prepared 
for the coming larger demand 
during the hottest weather. 


Background Information 
Helps Salesmen 


As an illustration of the mate- 
rial available to our salesmen in 
their job of specialized selling, we 

















A VORNADO FAN IN A PRIVATE OFFICE 
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By RALPH V. BAUMAN 


Bauman Office Equipment Company, 
Wichita, Kans. 


give a brief history of this de- 
velopment of the Vornadofan. Its 
inception was about 30 years ago 
when Ralph K. Odor discovered 
a principle of aerodynamics on 
his father’s cattle feeding farm 
in Oklahoma. Young Odor built 
a dust separator to process dusty 
alfalfa hay, using a fan blade at- 
tached to a threshing machine 
casting, some pipe, an old hammer 
mill and a funnel-shaped recep- 
tacle. The dust was driven up- 
ward by air, separating it from 
the ground feed and hay which 
was distributed to feed troughs. 

Working one day with his home 
fashioned dust separator, he was 
startled to see a rock which had 
entered the machine with a fork- 
ful of hay, shoot out of the pipe 
into a feed trough 40 feet away. 
Thus the young man had first 
demonstrated to him the velocity 
of a slip stream through a tube. 
This principle of air movement 
is used in Vornadofan. 

Later, Mr. Odor began to apply 
this principle to aircraft, and out 
of this experimentation came the 
Vornadoplane, the development of 
which is closely interwoven with 
Vornadofan. O. A. Sutton, presi- 
dent of the O. A. Sutton Corpora- 
tion, became interested in the 
Vornadofan when he saw the 
product, and the new principle of 
air movement employed. Thus, 
an agreement was reached where- 
by Mr. Sutton obtained the rights 
of manufacture, and Mr. Odor be- 
came affiliated with the company 
to direct engineering research. 

In addition to our newspaper 
advertising, the Sutton Corpora- 
tion advertises in the local news- 
papers and radio stations, as well 
as conducting an extensive na- 
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tional advertising campaign in 
leading magazines. Our company 
is furnished advertising material 
which includes envelope stuffers, 
mailing pieces and catalogues, 


PUT SALES 
On the Assembly Line 


and we feature a Vornadofan in 
one of our window displays dur- 
ing our summer sales campaign. 

Our organization definitely be- 
lieves in specialized selling, and 


we have selected the Vornadofan 
as only one of many products on 
which we find it very profitable 
to put forth a concentrated sales 
effort. 





Can you, the employer, solve 
these problems? Can you tell your 
men how—will you? If not, your 
specialties may be sold only with 
average intelligence. You must 
know that your men know. You 
must be sure that complete knowl- 
edge is made of every practical 
use to your customers.—Quoted 
from Goldthwait article in July, 
1928, OFFICE APPLIANCES. 


JR VETERANS, home from 
( fighting, seeking jobs, come 
up from time to time with the 
query, “Is it a career?” Their ex- 
periences have developed new ag- 
gressiveness and broader vision. 
They doubt if there is wisdom in 
entering the hurly-burly of free 
enterprise to worm their ways 
through miscellaneous jobs in ef- 
forts to reach the goal of security. 
Our industry has come of age so 
far as being able to set up a pro- 
gram progressively advanced in 
departmentalization, intensive 
specialization within departments 
and progressive promotion of men 
to higher departments is con- 
cerned. It is obvious that we are 
applying this formula to the deal- 
er and his field. It also presup- 
poses the dealer to operate in one 
or all, or a combination of the 
sales departments mentioned be- 
low, best adapted to his field and 
organization. 


List Seven Departments 

To clarify the objective, suppose 
we outline the inclusions within 
seven desirable departments. Many 
are doing so now, or approximate- 
ly. You will see that intensified 
sales effort will result in better 
training, greater efficiency, and 
more satisfactory sales than mis- 
cellaneous coverage. Actually it is 
putting sales on the production or 
assembly lines only you don’t 
stand in one spot. The seven divi- 
sions might line up as follows: 

1. Planning, decorating and fur- 
nishing — Anything so _ inclusive 


must be confined to the larger 
fields. It depends for success on 
technically and artistically trained 
men of convincing experience. 
Professionally it might include 
architecture and interior decorat- 
ing. Few care to attempt it or can 
support it, but in an adequate 
field it might be wise to estimate 
how far one could go, to consider 
if more comprehensive construc- 
tion contracts might be more 
profitable than merchandising or- 
ders. A concrete example is at 
hand to illustrate the breadth of 
this field. A few days gone by, 
the writer, who got pretty well 
tempered by years in the New 
York sales field crucible, surveyed 
30 copies of the Wall Street Jour- 
nal for evidence of work done in 
this field. There were four office 
equipment advertisers. Only one 
stands out as the prize example. 
Its presentation was always in a 
single column, telling in about 
three inches of one of a major lot 
of contracts in a single field. To 
save repetition consider them al- 
ways of the plus-major type. This 
concern has been spreading this 
work for over 39 years, but even 
so, it is impressive as an advertis- 
ing lesson in telling what they 
have done rather than what they 
could do. You say your field is not 
New York. But the exhibit follow- 
ing, totaling 144 major contracts 
has its lessons: 29 law offices, 14 
banks, 16 advertising agencies, 38 
manufacturers, 9 chemical com- 
panies, 24 brokerage houses and 
14 insurance companies. 


What the by-product of every- 
day orders picked up was, may 
best be left to the imagination. 

2. Commercial office planning 
and furnishing — This is the 
younger brother of the foregoing 
No. 1. It does not assume the ar- 
chitectural or interior decorating 
training that No. 1 requires, but a 
measurable understanding of 
them. It’s chief need, aside from 
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By H. M. GOLDTHWAITE 


Denver, Colo. 


harmonious blending of equip- 
ment, is an infallible knowledge 
of planning to secure the best 
operating efficiency. Drawing 
ability for plans and elevations is 
a must here but not to the degree 
needed for No. 1. Having been 
graduated from previous depart- 
ments, the man or men will have 
the experience to cover filing sys- 
tems and their equipment. 


Storage Needs Are Great 

3. All storage problems of stock 
and supplies—Here steel shelving 
and storage cabinets come into 
their own. The need extends into 
so many fields that a list is not 
needed. The immediate need is 
for a man or men who can survey, 
translate needs into proper spac- 
ings and arrangements and make 
the working drawings. This de- 
partment should not be confused 
with or made a part of any other. 
The price of shelving is so moder- 
ate in comparison with the cost of 
engineering work involved that 
the belief is expressed that work 
of this kind should be on a con- 
tract basis, except in new layouts, 
where bidding is done from the 
architect’s layout. Again, the erec- 
tion is a major job and should be 
provided for in a contract. How- 
ever, the fire-resistant and non- 
combustible qualities makes the 
cost of steel of no consideration 
as against wood. Installations of 
this kind must be developed, 
rather than wait for occasional 
customers to buy a shelve or so for 
some corner. 

4. Filing equipment, systems and 
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cards—Here again is a specialized 
field, wherein the salesman must 
not only know his own equipment 
and its best applications, but must 
also know competitors’ possibilities 
and their reactions to the com- 
petition. Accurate surveys are 
needed and in larger outfits, draw- 
ings of the correspondence room 
to secure efficient layout. It is true 
that photographic methods using 
about two per cent of the current 
vertical file methods space will 
eliminate many of the former 
larger outfits, but vertical filing 
will live in thousands of smaller 
equipment. 

5. Visible records—card and 
loose leaf—Those have taken such 
a firm hold on business and in- 
dustry that assignment of one 
man or more to cover the field is 
a must. 

6. Loose leaf systems and sup- 


plies—If you have ever seen a 
qualified salesman in this field at 
work in satisfying the needs of 
customers, you will understand 
how important his work is. Of 
course, he should have a basic 
knowledge of accounting, which 
will strengthen his appeal with 
the treasurer of the company to 
whom he is selling. The largest 
order ever obtained by the writer 
was one for $5,000, worked out by 
accountants. However, it was en- 
tered complete for the factory 
without an error in any mecha- 
nical details of factory procedure. 
One should perfectly draw special 
forms for approval and elimina- 
tion of proof. Being a draftsman 
here is an unqualified advantage. 

7. Stationery, stationers items, 
supplies—These, of course, run 
into thousands and literally are 
the bread and butter and the 


MERCHANDISE KIT 
Helps Put Over Sales of Portables 





financial basis of the business. In 
Denver, the W. H. Kistler Station- 
ery Company, the Kendrick-Bel- 
lamy Company and Hoeckel’s have 
all the major set-ups of the most 
modern type for the display and 
sale of these items. This depart- 
ment produces the steadiest flow 
of orders and must receive due 
attention. The small item in a way 
becomes big business. This is the 
starting point of your salesman’s 
climb to a career. 

And now, having all these 
sources of income for yourself and 
of benefit to your customers, how 
are you going to interest your pub- 
lic for an expansion of sales? You 
should get along pretty well as it 
is, but now, expanding your lay- 
out, there is another important 
publicity step to come, since this 
assignment of space is filled. 





ALES OF PORTABLE type- 

writers in the stationery store 
will soon require adept merchan- 
dising as more and more machines 
become available, according to the 
Stationery department of the 
Wellston store, St. Louis, Mo. 
Therefore, even though the mar- 
ket currently is one of “registra- 
tion orders,” the store is making 
long range plans for aggressive 
typewriter promotion. 


The store maintains three na- 
tionally-accepted lines of portable 
in a Single case in the stationery 
department, showing one sample 
of each in the curved end of the 
case which faces into the main 
aisle. Showcards read, “Portable 
typewriters—save time in school 
work, and help to make better 
grades” to appeal to students, and 
“speed up your correspondence 
with a modern portable” for busi- 
nessmen and housewives. Prices of 
each model are listed on a con- 
tiguous card, with time-payment 
plans for each. Before arranging 
weekly or monthly payment sys- 
tems, the management studied the 
incomes of its typical customers, 
and set these up to suit. There- 
fore, there is a flexible sales credit 
system which before the war sold 
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**Self-Demonstration” Convinces Many 


285 portables over one school term. 

Interested prospects are given a 
chance to try out each portable 
by means of reinforcing the glass 
case top over the typewriter dis- 
play, and allowing them to type a 
few lines of a letter as desired. For 
this ‘“self-demonstration” the 
Wellston store has developed a 
“kit” which has become extremely 
important. This consists of a stiff 
leatherette folder similar to a 
man’s fitted shaving kit. In sec- 
tions inside are sheets of typing 
paper, a hook containing two 
typewriter brushes, a sheet of 
printed sentences for the type- 
writer prospect to copy when typ- 
ing (something which experience 
has shown is necessary since the 
average person strikes the keys 
aimlessly and cannot think of 
anything to type) and folders on 
each make of typewriter handled. 

When a customer asks to try a 
typewriter, this folder is simply 
handed over, and opened up on 
the counter. The customer then 


By ROBERT LATIMER 


Feature Writer 


finds everything necessary to roll 
in a sheet of paper, type a few 
lines, make erasures, and read the 
booklet which fits that particular 
machine. It isn’t necessary for a 
salesperson to stand by while the 
tryout goes on—since the “kit” 
actually does a friendly, helpful 
sales job. It also eliminates un- 
sightly sheets of paper lyinz about 
on the counter top, and saves time 
formerly required in hunting up 
necessary paper and erasers. 

The Wellston store is accepting 
advance orders on all typewriter 
lines, but tells its customers that 
they will only be notified by post- 
card when the machine is avail- 
able, and given three days to come 
in and pick it up. This saves 
bookkeeping, and only the cus- 
tomer really anxious to buy will 
sign up on that basis. 
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DIVERSIFIED LINES 


Pay Specialties Dealers 





HE ABILITY TO SWING with 

equal facility from one office 
machine to another is the basis on 
which Office Equipment Service 
Company, 306 Fern St., West Palm 
Beach, Fla., is geared to the pe- 
culiarities of this Florida winter- 
resort metropolis. 

Office Equipment Service Com- 
pany opened up on December 7, 
1941, but the opening was natural- 
ly obscured by other events of 
world-shaking nature. “We prob- 
ably chose about the worst time 
in history to launch a new busi- 
ness depending upon complex of- 
fice machinery,” Albert A. High- 
tower, owner of the firm, indi- 
cated. “However, with typewriter 
repair service, general office ma- 
chine repair service, used equip- 
ment .sales, and constant acquisi- 
tion of new franchises when pos- 
sible, we were able to weather the 
storm well.” 

Diversified Lines Pay 

Company lines now include ex- 
pert service on a long list of office 
appliances, accounting equipment, 
bookkeeping machines, portable 
typewriters, rebuilt typewriters, 
adding machines, duplicators, and 
dictating equipment. During the 
war, Mr. Hightower was able to 
obtain a list of leading adding 
machine, calculating and book- 
keeping equipment, which has 
made him a well-established deal- 
er as new machines arrive. While 
the company specializes for the 
most part in bookkeeping and 
adding machine equipment, ac- 
tually extreme diversification has 
been responsible for steady growth. 
“Our sales come in spurts,” Mr. 
Hightower said. “When adding 
machines are selling, the service 
department slows down, and im- 
mediately after a long run of serv- 
ice volume, we find a demand for 
bookkeeping equipment, or dupli- 
cating equipment. Our service 
work is continuous, of course, and 
we make many new friends 
through the typewriter rental 
business. We rent probably about 
20 times as many typewriters dur- 
ing the winter Season when the 
population of Palm Beach and 


West Palm Beach jumps from 40,- 
000 to 200,000, and this has be- 
come big business with us when 
hotels, camps and resorts which 
have little use for an extra type- 
writer during the summer hasten 
to rent them during the winter. 
Our rental rates on typewriters 
are $6 a month, or three months 
for $15, which was OPA author- 
ized.” 

In handling service work and 
making sales calls, Mr. Hightower 
is constantly on the outlook for 
offices which will benefit from 
modern bookkeeping equipment. 
“Like many parts of the South, 
Florida has been slow to adopt 
ultra-modern bookkeeping meth- 
ods,” he pointed out. “Therefore, 
I feel it is my job whenever visit- 
ing a business of any type, to see 
whether or not one application of 
bookkeeping machinery equip- 
ment or another will fit. During 
the war we were able to speed up 
efficiency in many offices with used 
equipment, and I seldom find any 
type of business which will not 
profit immensely by the installa- 
tion of modern bookkeeping equip- 
ment.” 


A Proof Table Was Needed 

One of the best examples of how 
Mr. Hightower has been able to 
fit bookkeeping and adding ma- 
chines into West Palm Beach of- 
fices came recently when he made 
a service call on an organization 
which was using an old bookkeep- 
ing and adding machine which 
carried no proof table whatsoever 
The firm had for many years been 
using the old machine, and at the 
end of the posting lost the proof 
table altogether. At the end of the 
month, when it came time to bal- 
ance, exhaustive handwork had to 
replace the missing proof table 
With 3,000 accounts to worry 
about, this firm was obviously 
wasting many man-hours per 
month, and Mr. Hightower quickly 
solved the problem, and made 
himself an excellent sale when he 
demonstrated a new lightweight 
model bookkeeping machine, with 
a built-in proof table facility. 

In two other instances, the lack 
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STORE FRONT—Of Office Equip- 
ment Service Co., West Palm Beach. 


By BERT MERRILL 


Staff Correspondent 


of a proof table has slowed up 
bookkeeping, and resulted in sales 
of used and new equipment. 

Similarly, making most of his 
own calls (one full-time store em- 
ployee, and a mechanic handle the 
store) Mr. Hightower has used 
much the same tactics to sell and 
install Soundscribers. “This mod- 
ern form of dictating equipment 
will fit in to many businesses 
where more standard cylinder 
types show little or no improve- 
ment,” he pointed out. “In pre- 
senting the equipment, I look for 
any place it would pay an execu- 
tive to keep a complete record of 
a transaction or conversation with 
a customer, with his partners, and 
so forth; or one who needs to 
record his thoughts or notes on 
business deals constantly, without 
the necessity of calling in a sten- 
ographer. Demonstrating the easy 
play-back features of this equip- 
ment, its portability, and the ease 
of filing away the records perma- 
nently has made many an old- 
timer long accustomed to using a 
secretary change his mind.” 

Deliveries, of course, are still 
searce as far as new equipment is 
concerned at Office Equipment 
Service Company. Therefore, Mr. 
Hightower is rapidly rebuilding all 
old equipment he can obtain, and 
has a long waiting list for all new 
machines on order. Eventually, he 
believes, it will be possible to in- 
stall modern, cost-saving, time- 
saving equipment in almost every 
office originally contacted through 
service or rentals. 
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GOLDILOCKS 
Wants a Posture Chair 








EMEMBER THE STORY of 

Goldilocks and the Three 
Bears? She tried the papa bear’s 
chair and it was too big. She tried 
the mama bear’s chair and that 
was too big. Then she tried the 
baby bear’s chair and that was 
just right. There isn’t an office 
equipment salesman in the trade 
that doesn’t have battalions of 
Goldilocks on his territory and 
every one of them is interested in 
a chair that is just right. 

The original Goldilocks was un- 
fortunate in that she didn’t have 
a posture chair salesman to help 
her find the chair that is just 
right. Unfortunately a lot of the 
modern Goldilocks are very little 
better off since although they do 
have a salesman who could help 
them, he doesn’t spend much time 
worrying about their posture chair 
problems. 

Many an office equipment sales- 
man only makes a half hearted 
effort on posture chairs because 
he thinks that the posture chair 
salesman has this business sewed 
up. This just isn’t true. The of- 
fice equipment salesman always 
has a tremendous advantage over 
the specialty posture chair sales- 
man because he calls so often on 
the account and because he has 
built up a following there. All he 
has to do to transform that ad- 
vantage into posture chair sales, 
is to keep his eye on the posture 
chair business and let the buyer 
know that he can do everything 
the posture chair specialty man 
can do and a lot more. 


Observation Sells Chairs 


Posture chairs are sold by ob- 
servation. In every office there is 
one girl who thinks her chair 
should be replaced. The observant 
office equipment salesman makes 
the replacement of that chair his 
target. He keeps an eye on the 
condition of the casters and the 
covering of the chair and if local 
ground rules permit, he cultivates 
the girl a little and he gets a pos- 
ture chair folder or blotter on her 
desk. Never underestimate the 
power of this little Goldilocks. She 
has many reasons for wanting a 
new chair. Her chair is uncom- 
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fortable, the casters no longer roll 
right and she is jealous of the 
girls who have better chairs than 
hers. When she knows you are 
trying to sell the firm a posture 
chair she becomes your ally and 
friend. 

Where the salesman is up 
against the purchasing agent of 
a larger firm, an effort should be 
made to get him into the store 
to look at your line of posture 
chairs. You have a sound argu- 
ment here. He should not buy 
chairs sight unseen, nor should he 
buy a chair simply because some 
salesman has gone to the trouble 
to bring a chair into his office to 
demonstrate. Convince him that 
only by coming into the store can 
he get a true perspective of the 
chairs available. 

Don’t be unprepared for him 
when he comes into the store. This 
man doesn’t come in every day. 
It is worth while to set the stage 
for him when he does come. Make 
your posture chair department 
look as impressive as_ possible. 
Plant the idea in his mind that 
you carry the most extensive line 
of posture chairs in town. If you 
can sell him on this idea you have 
very little to worry about from 
the posture chair specialty sales- 
man. 


Let the Stenographer Help 


If your store stenographer isn’t 
sitting on one of the best posture 
chairs on the market, she should 
be, and she should be trained to 
help demonstrate this chair in 
actual use. It isn’t hard to teach 
her to speak up with a little testi- 
monial. Just let her say, “Mr. Pur- 
chasing Agent, whatever Mr. 
Salesman says about this chair 
is certainly true. I have never had 
a more comfortable chair. I can 
work all day without fatigue and 
I make fewer errors because this 
chair keeps me in a position that 
is just right for typing.” 

A good plan is to have an execu- 
tive posture chair decoyed among 
your other posture chairs. Let the 
buyer sit in this while you talk to 
him. Point out to him that execu- 
tives can experience the many 
advantages of posture seating too. 


By G. R. SCHROEDER 


Special Correspondent 


(Mr. Schroeder writes from a_back- 
ground of experience in the commercial 
stationery and office furniture fields.) 


Often the buyer will not want 
to leave his office. Ask him for 
permission to send out a demon- 
stration chair, or perhaps two, so 
that he can see the chair and the 
girl can try it out. Find out which 
girl the chair is for and be sure 
that it is very carefully adjusted 
for her. Show her that she can 
easily make adjustments for her- 
self. Don’t let a demonstration 
chair stay out more than a week. 

When you have made your sale 
and the chair goes out for delivery 
be sure that the store’s decalcoma- 
nia label is in plain sight on the 
chair. This is inexpensive adver- 
tising where it does the most good. 
Remember that the arrival of a 
new posture chair in the office is 
an event of considerable impor- 
tance. Use a little showmanship 
to make it as big a show as pos- 
sible. The chair should be adjust- 
ed as soon as possible after deliv- 
ery and the salesman should check 
with the girl occasionally there- 
after to be sure the chair is satis- 
factory. 


Provide Repeat Business 


Posture chairs make for repeat 
business. The buyer often tries 
to duplicate posture chairs already 
in his office to avoid stirring up 
jealousy among the office girls. 
So don’t forget that Goldilocks is 
looking for a chair that fits just 
right. If you can help her find 
that chair she will help you sell 
more chairs. Once your chair is 
in the office you can use it as a 
selling tool. 

Don’t overlook the fact that spe- 
cial types of work sometimes re- 
quire special type of posture 
chairs. A girl who must get up 
from her chair often needs a bet- 
ter grade of chair with big free 
rolling casters. The section chief 
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or head girl in the office often 
rates either an executive posture 
chair or at least a better chair 
than the other girls. In recogniz- 
ing and satisfying these special 
posture chair requirements, you 
can prove to the buyer that you 


SPECIALIZE 
Map and Air 


are giving him real service as well 
as Selling him and that you know 
as much or more about the pos- 
ture chair business as the specialty 
posture chair salesman. 

One of the surest ways of mak- 
ing profitable friendships with the 


ON 


Goldi-locks in your territory is to 
help them in their search for a 
chair that fits just right. Their 
comfort, their efficiency and some- 
times even their good health de- 
pends on their having a good 
posture chair. 


Cooling Units With Profit 





Seam KANSAS CITY Sta- 
J tionery firms are utilizing in- 
genious and outstanding promo- 
tion methods, using a “leader” in 
one line or another to make their 
stores outstanding. This leader is 
usually featured most prominent- 
ly in store advertising and brings 
additional customers to the store, 
where they eventually purchase 
their stationery supplies. Every- 
thing from air cooling units to 
specially-made area maps are 
being used effectively by Kansas 
City stationers. 

A leader in one of these effec- 
tive forms of stationery store pro- 
motion is the Gallup Stationery 
Company. C. M. Talty is manager 
of this large and successful firm 
and a master hand at conceiving 
and carrying through special pro- 
motions. 

One of the major lines chosen 
by Mr. Talty for promotion meth- 
ods is maps, and there is a special 
reason why Mr. Talty is concen- 
trating on this line at the present 
time. A big reason behind this 
promotion, he states, is conditions 
surrounding Kansas City. This 
city, like Los Angeles, is expand- 
ing through annexation of adjoin- 
ing territory. This expansion paves 
the way for the need for greatly 
enlarged and modified metropoli- 
tan maps, also separate maps of 
such new Kansas City territory. 

Taking advantage of this local 
situation, Mr. Talty is developing 
a business in maps which makes 
his store known as the “map cen- 
ter” of Kansas City. Lithographed 
in four colors, these maps in heavy 
demand show streets, spots of in- 
terest, and highways, not only in 
Greater Kansas. City, but also 
Kansas City, Mo., Kansas City, 
Kans., North Kansas City, North- 
east Johnson County, Clay County, 
the suburban area, Parkville, Over- 


land Park, Independence and Ray- 
town, plus newly-planned areas, 
and proposed annex sections. One 
of these, across the river in Clay 
county, involves the annexation of 
19 square miles. 

Of interest to other dealers 
making a leading feature of map 
sales, is the method by which Gal- 
lup’s raises volume and profits by 
leaps and bounds. While Gallup’s 
sell an ordinary pocket map of 
any of these contiguous areas for 
50 cents, their special angle is sell- 
ing mounted and framed wall 
maps, which run much higher. 
The reason suggested by Mr. Talty 
is that pocket maps are most un- 
satisfactory. They become torn, 
crumpled or dirty, and soon have 
to be replaced. On the other hand, 
a framed or mounted wall map is 
always available in home, office, 
truck driver’s headquarters or 
store, and is good for as long as 
conditions do not change in regard 
to streets and highways. 

Examples of how these mounted 
wall maps run. into real money 
may be cited here. For example, 
such a map, mounted on map- 
board and waterproofed, retails 
for $4.60. A still more desirable 
type of map, framed with wood 
moulding, retails for $7.50. 


Feature Cooling Units 


In other first class Kansas City 
stationery stores, cooling units are 
being featured as “leaders.” They 
increase volume in all regular sta- 
tionery lines, because the new cus- 
tomers, attracted first by the cool- 
ing units, become regular station- 
ery customers. 

A good example of such adroit 
promotion is Schooley’s. This sta- 
tionery firm features cooling com- 
fort units in their regular adver- 
tising. Mr. Rutherford of the 
Schooley store states that in addi- 


By J. L. SIMPSON 


Field Correspondent 


tion to good store advertising of 
their units, demonstrations are 
made wherever requested, not only 
in Greater Kansas City, but in 
surrounding towns. Units are 
shipped anywhere, he says, and so 
the market for these is good with- 
in a large radius of Kansas City. 
The Schooley air cooling unit costs 
about $43, will serve all the oc- 
cupants of a large office, may be 
moved readily from room to room, 
or floor to floor, is rugged and 
fool-proof, and the cost of opera- 
tion is very low, reveals Mr. Ruth- 
erford. He says it’s a great “pro- 
motion item,” highly profitable in 
itself, and builds up volume in 
every department of the Schooley 
store. 

The Myers Office Furniture Com- 
pany is promoting a similar item 
of merchandise with most satis- 
factory results. The firm likewise 
features the cooling unit as a 
“leading item” in stock. Points 
emphasized in advertising are that 
this device “provides cool comfort, 
circulates air in all directions, has 
three speeds, no drafts, is silent, 
portable and economical in opera- 
tion, and is specially suitable for 
homes, offices and hospitals.” The 
Myers store carries several sizes 
and types of the cooling units, 
ranging in price from $43.15 to 
$47.75, federal tax included. Units 
sold in both Schooley and Myers 
stores are within the reach of al- 
most every one. One unit, moved 
from floor to floor, is sufficient for 
the average home or the largest 
office. Several are required in hos- 
pitals or department stores, mak- 
ing for added volume when such 
sales are made. 
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DESK ACCESSORIES 


Respond to Special Sales Effort 





( FFICE ACCESSORIES have 
been brought to good volume 


at the Business Equipment Com- 
pany, St. Paul, Minn., through 
merchandising complete office 
units from the standpoint of func- 
tional use. These accessories often 
represent a major profit in the 
whole transaction, according to 
A. L. Friedland, manager. 

“We present these items as time 
and effort savers,” said Mr. Fried 
land. “We show a customer that 
a desk should serve in other ca- 
pacity than as a top to work on 
Correct outfitting of a desk can 
make it a complete working unit, 
permitting the operator to have 
working materials compactly as- 
sembled through the use of devices 
originated for that specific pur- 
pose. Drawers equipped with sta- 
tionery sorters save effort. A desk 
‘an be set up to have in it a filing 
system, immediately at hand, to 
ease work and save movement 
A side typewriter desk is an effort- 
saver. These and many other 
items can be sold with a desk, if 
presented as a complete working 
unit.” 

Lighting Featured 


The importance of lighting is 
stressed by the company when 
recommending an office layout. 
Salesmen show that lamps should 
be chosen for the particular job, 
not as decorative features, but 
selected for utility. A large lamp 
display, in which fluorescent 
lamps are featured, is made on a 
special unit located at one end of 
a selling floor on which are as- 
sembled correlated groupings rep- 
resenting a complete office fur- 
nishing. Variety in size and type 
enable customers to have demon- 
strated how correct selection aids 
in various types of office work, 
eliminating strain and fatigue re- 
sulting from poor lighting, from 
lamps not suited to work, incor- 
rectly placed or not of the right 
height. 

The firm is aided in gaining cus- 


tomer acceptance of accessories 
as a part of a working unit be- 
cause an installation service is 
featured in which counsel as to 
layout is given without extra 
charge. An office is laid out as 
an efficiency engineer lays out 
production space, with kind of 
furniture, arrangement and num- 
ber of pieces chosen for the kind 
of work to be done with the great- 
est degree of efficiency. From this 
layout of the office as a whole it 
logically follows that customers 
are receptive to the ideas pre- 
sented for time saving and short- 
cuts in work through correct ac- 
cessory fittings. “It’s a matter of 
demonstrating,” said Mr. Fried- 
land. “Lots of things that are still 
done in old-fashioned manner will 
be quickly changed if the cus- 
tomer is shown how modern, small 
accessories will ease the job, if 
co-ordinated in a whole working 
unit.” 


Fully Furnished Model Offices 


The company presents complete 
office furnishings in display set- 
tings on the street floor, with each 
setting suggesting an office layout. 
These are sufficiently separated 
to give the planned effect. Com- 
plete unit sales is the aim. Com- 
plete lines of wood and steel office 
furniture are carried, set up to 
show various types of working 
units through to executive office 
suites. 

The second floor of the three- 
floor establishment displays lines 
of single pieces. Here the firm 
shows one of the largest lines of 
upholstered chairs carried in the 
Northwest. Every type of chair is 
shown, including posture chairs 
which are in demand. In selling, 
the company does not try to push 
the highest priced chairs in stock 
but those that are best suited to 
the particular work of the person 
to use it, thus carrying out the 
general sales policy of sale for 
efficiency. “We feel that this pays 


By E. C. PITKIN 


Field Correspondent 


off in the long run,” said. Mr. 
Friedland. 


More Complete Office Units 
to Be Displayed 


It is planned to change the lay- 
out of the second floor in the near 
future to present a further show- 
ing of complete office furnishing 
units. There are to be eight of 
these, set apart with low partitions 
to add to the suggestion of com- 
plete unit purchase and to permit 
presentation of correlated items 
to aid in an over-all work plan 
aimed at efficiency. The present 
setup to show variety can be car- 
ried out in the new plan with 
space at sides and rear of the floor 
for single piece display of furni- 
ture. 

Promotion of accessories is car- 
ried out through newspaper ad- 
vertisements, telephone directories 
and direct mail piece in which 
they are tied-in with complete 
equipment. About 300 pieces are 
mailed out each month to regular 
accounts and those that the com- 
pany is interested in gaining. The 
mailing pieces are varied each 
month, stressing varied lines. A 
recent one stressed filing systems. 

These are followed up by per- 
sonal calls from salesmen. In the 
prewar period 12 outside salesmen 
were employed. Due to the con- 
tinued shortage of merchandise 
this number has been cut, but 
when stock warrants, the outside 
force will again be increased to 
approximately that number. 

In playing up accessories and 
theming sales to the practical help 
that this merchandise can give to 
operators, the firm strikes a note 
which finds good response. The 
resulting sales make an appreci- 
able increase in total sales and in 
profits. 
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Correct Lighting Saves kyes and 


Raises Production 





Experiment in Card-Punch Room 
of Bureau of Internal Revenue, 
Washington, D. C., Provides 
Evidence 


"N THE PREFACE to the report, “The Influence of 
Lighting, Eyesight, and Environment Upon Work 
Production,” W. E. Reynolds, Commissioner of Public 
Buildings, Washington, D. C., said: “The primary pur- 
pose of this study was to find out what happened to 
the production, welfare, and morale, of a group of 
office employees when their working conditions were 
improved so they could see better. Additional objec- 
tives were to get engineering data needed for any 
future program for improving Government offices, and 
to get statistics and other facts that would be useful 
to industrial management, when they are deciding to 
undertake a program for improved environment in 
which their employees work.” 

The study, which was carried on over a period of 
more than two years, proved that the production of 
workers in the card-punch operation chosen as the 
guinea pig for the experiment rose very sharply under 
the improved environmental conditions. 


Experiment Proves of Value 


This experiment would seem to have great impor- 
tance from the viewpoint of private industry and also 
from the viewpoint of the worker. - The industrial 
manager, who is trying to get greater production at 
less cost, will of course be interested in the findings, 
and the worker naturally is interested in getting a 
better environment in which to do his or her job. 

The space chosen for the experiment was a card- 
punch subsection of the Bureau of Internal Revenue, 
in which there was old-fashioned lighting, badly soiled 
surfaces of ceiling and walls, and in general a dim 
and depressing environment. 

In successive stages, the lighting was modernized, 
then the walls and ceiling were cleaned and painted, 
and lastly the floor and the desks were made light in 
tone. The tabulating machines were changed from 
black to a light grayish-green, so that there should 
be good reflection of light throughout the room. 

The eyesight of all the workers was tested and cor- 
rective eyeglasses were furnished to all who needed 
them. Careful measurements were made before and 
after all of these steps were taken. Production records 
of the workers in the card-punch room were kept 
daily by the Bureau of Internal Revenue and turned 
over to the Public Health Service technicians for 
analysis and interpretation. 

As printed, the joint report includes an introductory 
explanation of the experiment, followed by a detailed 
report of the Public Buildings Administration’s share 
in the project, and lastly, the analysis made by the 
United States Public Health Service. 

The report contains charts and tabulations explain- 

(Turn to page 194, please) 
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A STUDY IN IMPROVED LIGHTING 


Top—Original conditions in card-punch room, Bureau of In- 
ternal Revenue, Washington, D. C. 
Center—Intermediate conditions in the card-punch room. 
New lighting has been installed and acoustic tile cleaned. 
Walls, machines, furniture and floor covering are unchanged. 
Bottom—Final conditions in the same room. New lighting 
and painting with light colored machines, desks and floor 
coverings. Note opaqued glass panels at back. 
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DISPLAY CLINIC 








Are You Making All of the Sales That 
Could Be Closed in Your Store? 





ANY OFFICE EQUIPMENT merchants who thought 

that they were closing a good percentage of sales 
awoke suddenly to the potentialities offered by inani- 
mate salesmen—display fixtures—after seeing them at 
work. 

With this issue, OrricE APPLIANCES begins a Series of 
three articles which offer specific sales aids—display 
deals and gimmicks, point of purchase suggestors— 
that can be installed in the average office supply store, 
and which tests have shown to be potent sales volume 
increasers. 

Few office supply stores have the space or the means 
with which to install pretentious fronts, but all can 
take advantage of the lessons other stores have found 
effective. Often, some part or even a single feature 
can present the store’s merchandise to buyers outside 
in a manner that will bring them in—with their wal- 
lets open. 

A Suggested Effective Window 


For example, there is the window that doubles as an 
inside-the-store selling fixture. It can be made cheaply 
by a carpenter. This display consists of a circular 
“table top,” which is centered between the store and 
the window. The display portion that is to appear in 
the window is set up, and revolved into its place. Then 
a panel is dropped flush with the wall, and the re- 
maining semi-circle becomes an in-the-store display 
fixture that conserves space and makes an otherwise 
blank wall sparkle with Sellability. 

This fixture is a sure attention-getter both inside 














MORE ATTENTION—A small “box” set into a counter 


increases attention value and sellability. 
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TWO IN ONE—The window display that doubles as an 

in-store selling fixture. Easily made by a carpenter, it 

consists of a revolving “table top” centered between 
store and window. 











and outside the store because of its circular shape 
(psychologists’ tests have proved that the surest at- 
tention-grabbing shape is a circle) ; its unusual design; 
and the fact that it is so different. 

Displays on it can be arranged with extra power 
because the relatively small size of the fixture permits 
“spotlighting’ of particular merchandise in a more 
effective manner than does a larger display space on 
which many lines must be shown. 

The efficacy of the backless window has been proven 
since the war in stores of every description. In this 
design, the entire windowed portion is glass, with the 
more conventional window counter and valance elim- 
inated. It allows the passer-by to see everything going 
on inside the store—making the whole, wide store in- 
terior the “window.” The advantages of this design 
are two-fold: It permits displays of broader scope, and 
allows more merchandise to be shown effectively with- 
out crowding or “junking” the window because of the 
fact that the entire store is utilized as a display area. 
Too, the backless window idea is based upon the 
proven psychological fact that action attracts the eye. 
The action going on inside the store helps to grab the 
passer-by’s attention. 

Most office supply owners will find the installation 

(Turn to page 185, please) 
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Some Profitable Resolutions for 1948 





HE WELL-KNOWN LECTURE, “Acres of Diamonds,”’ 

tells in brief of a fortune hunter who spent most 
of his life traveling all over the world in search of 
diamonds. After many years he came home, ill and just 
about ready to die. As he entered his gate and crossed 
the creek in front of his house he noticed something 
sparkling in the water. Upon investigation he dis- 
covered they were diamonds. They had been there 
all the time, right in his own back yard. 

This illustration can be likened to the businessman 
who, having the means for success right in front of 
him all the time, fails to take advantage of his good 
fortune. The diamonds had been there all the time 
and that is true in many cases of opportunity. It is 
there if we will only take advantage of it. 


Resolutions in Reference to Display 


Your display windows are an important part of your 
opportunity to succeed and if you are neglecting them 
for any reason whatsoever, then it is high time that 
you made some resolutions for 1948. Not only should 
you make these resolutions, but you should put forth 
every effort to the end that they are kept every month 
of the present year. This is only common sense and 
in the interest of your business and its success, you 
will do well to give this some thought. 

In this article I would like to submit some profitable 
resolutions which would be a splendid guide for the 
owner of a stationery and office appliance store. The 
adoption of these resolutions would help substantially 
to increase the sales for the new year. 

1. I RESOLVE to give more thought 
have before to my display problems. 

2. I RESOLVE that during the year 1948 my win- 
dows will at all times be as appealing if not more ap- 
pealing than those of my competitors. 

3. I RESOLVE that in order to accomplish this I 
will lay out a definite plan which I will follow through- 
out the year. 

4. I RESOLVE to keep my eyes open to what my 
competitor is doing with his windows. If he is neglect- 


than I ever 
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Western Office Furniture Company, 
Long Beach, Calif. 


ing his I will be thankful for the extra opportunity 
this affords me and I will do everything in my power 
to take advantage of the situation and promote my 
displays to the fullest. 

5. I RESOLVE to make some one person in my 
employ responsible for my windows. I will help him 
in every way to do a good job for me. I will give him 
of my time for discussion of window problems. I will 
help him to get new ideas. I will help him to carry 
out those ideas by giving him enough of a budget for 
his displays so that he will not have to come to me 
whenever he wants to purchase a reasonable amount 
of props with which to do a good job for me. I will 
see to it that he gets to a big city once in a while so 
that he will not become stale at his work and will 
have the opportunity to study the ideas which other 
talented people have put into effect. 


Study Can Be Worthwhile 


6. I RESOLVE to study, from every available source 
what the experts have to say about profitable mer- 
chandise presentation and use of display space. I will 
segregate and adopt those features which in my opin- 
ion will apply to my own business. 

7. I RESOLVE to spend a little money on my win- 
dows so that I will be able to get away from the com- 
monplace drab showings in which no one is interested. 
I will purchase some new fixtures and a few of those 
props which will add value to the appearance of the 
merchandise displayed in my windows. 

8. I RESOLVE that during 1948 my windows will 
present my merchandise in diversified fashion. I will 

(Turn to page 198, please) 
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How are Karnings and Capital Related 





HE ULTIMATE PROFITABLENESS of a business 
is measured by the earnings on invested capital, 
which is the original investment to which profits have 
been added or losses deducted through the years; the 
net worth or difference between assets and liabilities 
on the balance sheet for an individual or a partner- 


ship; the outstanding stock and surplus for a cor- 
poration. 

This is Dean’s capital investment in his business: 
1945 EXHIBIT A 1945 
Assets Liabilities 
Cash $ 5,000 Bills payable $ 4,000 
Receivables 6,000 Loans payable 5,000 
Inventory 7,000 Mortgage payable 8,000 
Business property... 20,000 Reserves 4,000 

Equipment 5,000 Net worth (Capital 

Trucks 1,000 invested in 

Furniture and business) 30,000 
fixtures 2,000 

Other assets 5,000 

Total assets $51,000 Total liabilities $51,000 


This is Dean’s profit and loss statement for 1945: 


EXHIBIT B 
$50,000 


30,000 


Sales 
Cost of sales 


Margin on sales $20,000 


Overhead expense 15,000 
Net profit on sales $ 5,000—10°., 
Profit on investment of $30,000 16.6%, 


Dean’s sales increased in 1946. 


EXHIBIT C 
Sales $75,000 


Cost of sales 


$30,000 
22,500 


Margin on Sales 
Overhead expense 


Net profit on sales $7,500—10°, 
Still 10° profit on sales but profit on $30,000 invest 
ment increased from 16.6% to 25%. 
Say Dean’s sales had decreased in 1946 
EXHIBIT D 
$40,000 
24,000 


Sales 
Cost of sales 


Margin on sales $16,000 


Overhead expense 12,000 
Net profit on sales $4,000—10°, 
Still 10% net profit on sales, but profit on $30,000 


investment decreased from 16.6% to 13.3¢ 
Say Dean sales in 1946 were again $50,000, as in 
1945: 
EXHIBIT E 
Sales $50,000 


Cost of sales 30,000 


$20,000 
14,000 


Margin on sales 
Overhead expense 


Net profit on sales $6 ,000—12°, 
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Profit on sales increased from 10 to 12, profit on 
investment increased from 16.6% to 20%. 

Say that Dean invests $20,000 additional in his busi- 
ness for expansion. Then his balance sheet will show: 


EXHIBIT F 


Assets 
Current assets $20,000 
Business property. 35,000 
Equipment and 
trucks 10,000 
Other assets 5,000 
Total assets $70,000 


Liabilities 
Current liabilities...$ 8,000 
Fixed liabilities 6,000 
Reserves 6,000 
Net worth (invested 

capital) 50,000 
Total liabilities $70,000 


Say Dean increased volume from $50,000 to $75,000 


after expansion: 


EXHIBIT G 


Sales 
Cost of sales 


Margin on sales 
Overhead expense 


Net profit on sales 


$75,000 
45,000 
$30,000 
22,500 


$7,500—10°. 


Still 10°. net profit on sales but profit on investment 


was 25% 


not paying so well. 


in 1944 before expansion 
now it is only 15‘% on $50,000 (Exhibit F). 


(Exhibit C) and 
Expansion 


Say Dean increased volume to $100,000 after expan- 


sion: 


EXHIBIT H 


Sales 
Cost of sales 


Margin of sales 
Overhead expense 


Net profit on sales 


Net 


profit the 


Same 1n 


$100,000 
65,000 
$35,000 
30,000 


$5,000—5°. 


dollars as on Exhibit B 


($5,000) but profit on investment decreased from 16.6% 


on $30,000 (Exhibit A) 


to 10% 


on $50,000 ‘Exhibit F). 


Say a slump occurred and Dean's volume dropped 


to $50,000 as in 1943: 


EXHIBIT K 


Sales 
Cost of sales 


Margin of sales 
Overhead expense 


Net profit on sales 
Net profit on investment 


$50,000 
32,500 
$17,500 
5,000 


$2,500—5™ 
5% (Exhibit F) 


Dean’s profit on sales and profit on investment are 
now the same because both bases of computation, sales 


and net worth are $50,000. 


The foregoing tables show that the profit on sales is 
not the ultimate key to managerial efficiency, that the 
businessman who makes each dollar invested return 
the most profit, is the ace operator. 
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REVIEW AND FORECAST 





Statements by Several Chief Executives of 
National Industry Associations in Great 
Britain and the United States 





U. S. OFFICE EQUIPMENT 
MANUFACTURERS 
By P. M. ZENNER 
President, 


Office Equipment Manufacturers 
Institute 





N SLIGHTLY MORE than 

two years since VJ Day, 
the office equipment in- 
dustry has made _ rapid 
strides to cope with a mar- 
ket which is materially 
larger than could have 
been visualized a few years 
ago. The necessary period 
of reconversion from al- 
most complete submersion 
in war activity was accom- 
plished in record-breaking 
time and today the pro- 
duction of every segment 
of the industry is surpass- 
ing previous maximum accomplishments. 

A combination of pent-up demand and 
expanding markets has created a delivery 
which is the subject of concern to every manufacturer 
and dealer, but we may look forward with confidence 
to rapid improvement during 1948. During the past 
two years almost every company engaged in the manu- 
facture of office equipment has vastly expanded its 
productive facilities. New plants have been and are 
being erected in every section of the country and 
tremendous investments have been made in new pro- 
duction equipment. To date the impact of this ex- 
pansion is not clearly evident but it may be expected 
that, in general, deliveries of office equipment will 
be made on a normal basis by the end of 1948. 








} 
| 





rapidly 
situation 


Former Estimates Need Altering 

I believe I speak for every person engaged in the 
industry in stating that all our prior estimates of 
the potential market for our equipment must be dras- 
tically altered. It is obvious that business cannot 
function efficiently without the products of our indus- 
try and the realization of this by industrial manage- 
ment is evident’on every hand. It is of extreme inter- 
est to the writer to note the drastic change in attitude 
toward the use of office equipment which has taken 
place over the last quarter of a century. Twenty-five 
years ago it was unusual to see offices adequately 
equipped with adding, calculating and accounting 
machines, or with efficient files, desks and other de- 
vices. Today, it is the exception rather than the rule 
to find a business which is conducting its affairs 
without such equipment. 

The realization by management that 
may be efficiently conducted without 


no business 
proper office 
OFFICE APPLIANCES, 1948 


January, 


equipment accounts for greatly enlarged horizons for 
the entire industry. In fact, it is impossible to esti- 
mate accurately the future potential market for office 
equipment in the United States, exclusive of world 
markets, which, sooner or later, will be opened for 
our products. 

Our industry, which is characteristic of American 
enterprise, has a long record of creative accomplish- 
ment. Throughout its history one of its most out- 
standing features has been the continuous introduc- 
tion of new devices and new methods for increasing 
the efficiency of business management. Necessarily, 
during the war, new product development and re- 
search engineering were either abandoned entirely or 
carried on in an extremely limited fashion. These 
conditions have now been corrected and throughout 
the industry “engineering for the future” is pro- 
ceeding at a pace never before attained. Already 
many new developments and improved models of 
present products have been introduced, but it is safe 
to say that these developments constitute only a 
minor portion of the work in process. 

Several years ago a number of economic surveys 
listed the office equipment industry as one of a select 
group subject to the greatest expansion in the present 
era. Current developments indicate these predictions 
were based on sound reasoning and we may be con- 
fident that our industry in the future will constitute 
an increasingly important factor in the American in- 
dustrial society. 

*—-> 


U.S. OFFICE FURNITURE 
DEALERS 


MOE TURMAN 


President, 
Vational Office Furniture 
{ssociation 


By 





ITH THE COMING of 

the New Year, busi- 
nessmen. in all lines would 
like to know what lies 
ahead. The office furniture 
merchant is no exception. 
I do not know why it is 
presumed that the presi- 
dent of a national associa- 
tion is supposed to know 
the answer and frankly, I 
doubt if he does. After all 
he is just another. dealer. 








with the same problems as 
all other dealers. 

From reading the vari- 
ous economic forecasts, the daily newspapers, the 
business magazines and the various statistical serv- 

(Turn to page 114, please) 
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Have you Met These Furniture Prospects? 





URNITURE DEALERS meet varied types of per- 

sonalities. How to deal with them successfully re- 
quires a common Knowledge and understanding of ele- 
mentary psychology. When faced with problems, and 
placed in situations created by emotional and obdurate 
customers, a retailer needs only to apply with effec- 
tiveness the simple rules of business psychology. Or- 
dinary exercise of tact, alertness, perspicacity, and 
understanding may save countless sales which might 
have otherwise failed to materialize. 

For greater clarity and comprehension, it may be 
well to classify, if only partially within the limits of 
this article, some of the various types of individuals, 
with whom the average office furniture dealer comes 
face to face, and who by their words, imprecations and 
actions conjure up situations calling for quick think- 
ing. 

The Disgruntled Customer 

After a disconcerting experience at the office, and 
being saturated with radio and newspaper information 
about rising prices, a man comes to the store. He 
wants to buy a filing cabinet but his emotions are on 
the ascendancy because he has developed a feeling of 
skepticism. The dealer informs him about the price. 
With reddened face this individual unlooses a vitriolic, 
“Why man, you’re crazy!” At this point the unsuspect- 
ing dealer has been placed in a delicate position, and 
he must extricate himself without further offending 
the man and keep his own ire from rising. What shall 
he do? 

In this case, proper application of such attributes as 
self-confidence, self-composure, reason, and ability to 
weaken the position of the belligerent prospect while 
strengthening his own will help to alleviate the situa- 
tion. By a calm explanation of construction, quality, 
and comparative values a dealer can soothe the sub- 
ject’s nerves, bearing in mind that conversation, if 
continued long enough, will reduce the man’s tempera- 
ture to normalcy. When this has been achieved, and 
the dealer is reasonably certain the disgruntled cus- 
tomer has cooled off, it is then that the dealer makes 
his final move. He has doubtlessly removed the ele- 
ment of doubt so often the cause of lost sales, and he 
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is now ready to ask for the order, and usually gets it. 

He’s the man who comes to your store ready to test 
your credibility. Frequently dealers are unwittingly 
led into a trap by this fellow who listens intently to a 
dealer exhorting features of material in a desk or a 
chair, and with surprising suddenness bluntly calls 
attention to the dealer’s lack of knowledge. The patron 
usually has an independent knowledge of wood, and 
challenges the storekeeper who represents an item to 
be genuine or solid walnut when it is actually only 
birch. 

When a dealer is confronted with this extraordinary 
situation, he must correct the error with finesse by a 
mild admission of mistake, minimizing its importance, 
and diverting the man’s attention from the subject as 
much as possible; he is the type who should be allowed 
to bask in his own conceit, and this egotism will melt 
away as the transaction progresses. By the greater 
weight of reason, a dealer should be extra-cautious 
when faced by this personality, who seeks to find some 
manifestation of inadequacy and to trip up the store- 
keeper while elevating his own importance. We are 
admittedly too often prone to depend upon factory 
catalogues for our knowledge of specialized woods. Too 
few dealers have an authentic background of experi- 
ence enabling them to discuss with any degree of cer- 
tainty the differences between one grade of wood and 
another. Avoid talking wood to a customer; he may 
reveal himself to you as a lumberman, unless you are 
unequivocally sure of your ground. 


The Slow-Thinking Customer 


You have met this individual who takes you on a 
scouting tour through the store in quest of something 
he isn’t personally sure about, and when he finds it, 
reaches an impasse; he studies, feels, analyzes, and 
stands about the item under consideration; he is un- 
able to make up his mind. Realize that this person is 


OFFICE APPLIANCES, January, 1948 








not as anxious as you to close the deal; that his mental 
processes function slowly. Be kindly, courteous, patient, 
and apathetic. Your nerves may be ready to leap up 
and your throat may be parched. Ultimate success 
must come. Every slow-thinking customer may be a 
fast-buying customer when he has reached the limits 
of procrastination. 

No one who ever came into contact with this type 
of person ever felt at ease. He is a supreme egotist, a 
vigorous proponent of things religious, national, eco- 
nomic, and political, caustic in his remarks, and carries 
the proverbial chip on his shoulders. 

Dealers are cautioned to hew close to the line of 
business. Weight your every word. Be on the defensive 
at all times. Avoid the infiltration of current events 


which will inevitably draw you into a discussion beyond 
the business at hand. This not only diverts the cus- 
tomer’s attention from the transaction itself but may 
lead to disastrous consequences, and failure. Focus 
your entire attention on making the sale, ever mindful 
that this individual is dynamic and grounded in ideas 
of his own about the way the world should be run. 

One does not need to be erudite, or learned in 
Freudian theories of psychology to meet the average 
consumer on his own ground, and by sheer common 
sense Manage to maneuver out of any situation. The 
successful office furniture dealer because of the special- 
ized nature of his business must be prepared to “face 
the music”—psychologically—and wriggle out of any 
position into which he may be placed. 


Efficiency Theme in Radio and Other 


Advertising Sells Furniture 





rWXIMELY USE of adroit and well-planned radio and 

newspaper advertising is pulling in business for 
the John A. Marshall Company, Kansas City, Mo. Max 
Laffoon of the firm, dealing in complete office outfit- 
ting supplies, gives some details of how the firm profits 
by planning. 

“While no order is too small for us to execute care- 
fully and efficiently,” explains Mr. Laffoon, ‘naturally 
our radio and newspaper advertising is so slanted as 
to appeal to the larger customers such as insurance 
offices. Much of our radio copy is directed toward 
the general managers, owners or top flight executives 
whose responsibility is to choose the various types of 
office furniture. 

“At this time we are installing a complete new out- 
fitting of chairs in an insurance office, an order per- 
haps directly attributable to our present series of 
radio ads emphasizing the fact that proper-fitting 
and adjustable chairs contribute to the comfort of 
employees and thus increase office efficiency. 

“We are installing in this office four different types 
of the office chairs from one of our leading lines. 
Thirty-four chairs are for stenographers and four are 
specially designed for top-flight executives. 

“Two other types are being installed, 15 of these 
being especially suitable for secretaries and 19 for 
various other types of personnel such as clerks, book- 
keepers and accountants. Part of our success lies in 
having exactly the right office chair—or other type 
of office furniture—for the employee who is engaged 
in a specific task. 


73 Chairs to One Concern 


“Here, in a single order, then, is a substantial in- 
stallation of Marshall merchandise—a sale of 73 chairs 
to a single concern. That represents a nice bit of 
business for any office furniture store to land from 
a single customer. The price of our cheaper line of 
office chairs, adapted to use by stenographers, is 
around $32.50, and prices range up to a bit under $200 
for executives’ chairs. If high-grade leather cover- 
ings are desired for such chairs we can furnish these, 
too, in any shade or color of leather desired.” 

Mr. Laffoon commented, “Color schemes play a larger 
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Success of John A. Marshall 
Company, Kansas City, Mo., 
Revealed in Interview 


part in the successful merchandising of office furni- 
ture than most people are aware of. Many successful 
executives believe firmly that a harmonious color 
scheme in office furnishing contributes materially to 
the overall enthusiasm of employees for their jobs and 
is a factor in building loyalty to the firm which em- 
ploys them. 

“Being acutely aware of this factor in successful 
promotion of office supplies, we co-operate fully with 
customers in making various color schemes available, 
and our main colors are red, green and brown.” 

Asked about relative popularity of these three colors, 
Mr. Laffoon stated that the most popular shade or 
color in office chairs was green. 

“The reason? Well, it concerns another line which 


(Turn to page 50, please) 
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SLOW BUT SURE 





Is Best Way to Assure Sound Growth 


New Store 
Culminates 
14 Years of 
Advance 


By 
ZOE JOHNSON 


Field = 2 
AMIS GUTHRIDGE 











Correspondent 


HE AMIS GUTHRIDGE Office Furniture Store held 

its opening at 305 Main St., Little Rock, Ark., 
recently, but customers and orders were drifting in 
days before the public opening. 

The success of the Guthridge stores was founded 
in depression years when Mr. Guthridge, fresh from 
the 1933 graduating class of State Teachers College, 
Conway, Ark., opened a small second hand furniture 
store at 312 W. Capitol Ave. 

Here he had a floor space of only 25 x 90 feet, but 
Mr. Guthridge says he realized intuitively that he was 
on the ground floor for better days to come. He 
knew he was getting a break in that business was 
slow then, giving him time for learning all phases 
of his business through gradual growth, affording him 
the experience to build a substantial foundation by 
guarded investments and planning for future ex- 
pansion. 

While at 312 Capitol Ave., Mrs. Guthridge was his 
Silent partner, filling the role of first assistant, sales 
lady and bookkeeper. They had the help of one man 


First Expansion in 1938 

The first expansion came in 1938 when Mr. Guth- 
ridge moved into new quarters at 401 W. Capitol, 
where he has a floor space of 50 x 150 feet with a 
large balcony. Here he gradually eliminated all sec- 
ond hand furniture and added a full line of office 
furniture to home furnishings. Eventually he became 
so crowded for display room that the only answer 
was to open a new store stocked solely with office and 
reception room furniture. 

Miss Ruth Holmes was left to manage the 401 West 
Capitol furniture store and Mr. Guthridge took over 
the management of the new office furniture store. 

This new store is also the only store in Arkansas 
dealing exclusively in office and reception room furni- 
ture and has all the charm of such distinction. The 
interior decorating, lighting, and furniture arrange- 
ment give it the svelte sophistication of larger metro- 
politan stores and the individual elegance of smaller 
establishments. 

The floor space is 25 x 140 feet; the glass entrance 
is ultra modern with seven 150-watt floodlights to 
illuminate each display window. Both to right and left, 
seen upon entering the store, are large mirrors against 
the nile green walis and reflecting the white ceiling. 
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AMIS GUTHRIDGE STORE—Top view shows the adequate 
display room. In center is the display window. Bottom pic- 
ture reveals the attractive inside of the Guthridge store. 
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See the A. B. DICK COMPANY display 
at the National Office Management Conference, 
Stevens Hotel, Chicago, February 2, 3, and 4. 


MODEL 91 


Simple—no special training needed. Clean, it won't spoil a secretary’s 
manicure. 
Versatile— letters. forms. post cards. folders ... high visibility in black- 
and-white, or in colors... saves you money on long or short runs. 
MODEL 90 Fast—always ready for use. No expensive maintenance. No extensive 
daily “cleanup.” 
Electrically driven or hand-operated models. Call the Mimeograph dis- 


tributor near you for a demonstration. 


The Mimeograph brand —_— 


IS MADE BY A. - DICK COMPANY 


947, A. 8. DF cComPany 


MIMEOGRAPH is the trade-mark of A. B. Dick Company, Chicago, registered in the U. ~ eneten Office. 
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Twenty-two fluorescent lights run the length of the 
ceiling and the floor is covered with mauve-dappled 
carpeting that gives the noiseless elegance that high- 
lights the atmosphere of any modern store. 


“Redecorated” Every Week 


The Guthridge store is up to the latest accent 
through being supervised weekly by the professional 
interior decorator who designed the decoration scheme 
of the store. She comes each week and rearranges 
the display windows and the furniture over the entire 
floor. And in the floor scheme is the predominating 
charm of the establishment. Here, all colors and 
blendings of browns and greens and soft tinted uphol- 
sterings are arranged with the artistry of flower beds 
in a garden and give a pleasing, restful harmony. A 
beautiful stand and large-shaded lamp at the front 
of the floor give a special note of elegance and a 
subtle suggestion of the perfect light for night work. 

Mr. Guthridge consistently uses display and classi- 
fied ads in both city dailies and also in the yellow 
pages of the telephone directory. But he considers 
his store and display windows his best advertisements. 

During the years he has developed connections with 


factories and wholesale concerns that give him good 
lines of office and reception room furniture in both 
popular prices and the most expensive brands. 


Customer Is Not Pressed 


There is no high-pressure salesmanship in the Guth- 
ridge stores. The customer is shown quietly about 
the floor and courteously left to his own selection of 
the equipment he needs. 

Mr. Guthridge says one of his best selling angles 
is to make business and professional men as conscious 
of the appearance of their offices and reception rooms 
as their wives are of the appearance of their homes. 

After all, he says, a professional man’s office is the 
home of his business and the appearance of his office 
adds or detracts from the opinion formed by his 
clients of his business or professional ability. 

Another pleasing courtesy to his customers is the 
free service of his interior decorator in arranging in 
their offices all new furniture bought at the Guth- 
ridge store. 

It is Mr. Guthridge’s creed that all sound business 
expansion must be founded on experience, slow growth 
instead of trying to begin at the top, honesty, first 
and last, and courtesy all the time. 





Efficiency 


Theme in Radio Advertising 


(Continued from page 47) 


we emphasize in promoting our stock, and that is 
office desks and tables. Our most popular number 
in this line is a desk 60 x 34 inches in surface space 
and the fact that most of these tables come in gray 
or green appears to be the deciding factor in inducing 
buyers of chairs to choose the green. 

Max Laffoon emphasizes that the success of the 
John A. Marshall store is built upon something much 
broader than the mere sale of office furniture. The 
service which the store furnishes for every customer 
desiring it, is an important angle of the sales tech- 
nique here, he declares convincingly. 

“The matter of utilizing space in a given room to 
the maximum is a poser for most executives, or other 
purchaser of office furniture. Part of our service in- 
volves a survey of every customer’s office, when so 
desired, to study the situation with the eye of our 
experts. A survey often indicates that far too much 
space is being taken up by steel filing cases, leaving 
too little room for chairs or desks. We have the answer 
for this, too, which often creates additional sales, in 
our five-drawer Super-Filer which assures about 45 
per cent more capacity on present floor space. When 
this matter is adjusted and more floor space made 
available in such offices, then our experts further 
co-operate with the buyer by blue-printing the 
arrangement of chairs or desks to create maximum 
efficiency in such offices, yet with enough room for 
people to move freely about. Such planning is just 
as vital to our success as the sale of chairs which 
may be adjusted to various positions, the matter of 
creating harmony in shades and colors by selling 
chairs which match desks, tables and other office 
equipment, and the constant appeal to executives 
in the matter of chairs or desks which will increase 
employer efficiency by contributing to employee 
comfort.” 

Marshall direct and 


newspaper advertising is 
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specific, each ad being devoted to a specific line for 
sale at the Marshall store. One ad may describe in 
detail the line of Marshall chairs for stenographers 
or company president. Another may be confined ex- 
clusively to illustration and description of the line 
of steel filing cabinets, guaranteed to furnish much 
larger capacity on given floor space. 

The popular green and gray office desks, 60 x 34 
inches, which are in greatest demand at the Marshall 
store, retail for around $92.00. 

Since the Marshall radio advertising program is one 
of the most effective in this area, Mr. Laffoon out- 
lined some of the details: 

The Marshall weekly radio promotion program is 
heard over KCKN on Saturday nights at nine o’clock. 
It is called “Sports Around the Nation,” and is locally 
arranged, lasting for 15 minutes. The latest pro- 
gram was signed for 16 weeks, rotated around the 
game of football. At other seasons, it could feature 
baseball, boxing or basketball. 

Carefully planned publicity for the Marshall store 
is combined with the sports comments concerned with 
various football teams. 

“Choosing Sports Around the Nation as the theme 
of our radio program for Marshall was indeed a for- 
tunate choice, insofar as results were concerned,” 
states Mr. Laffoon. “Almost every business man, with- 
out exception, is interested, and as Saturday is the 
date for all these games, their interest is at the peak 
Saturday night. Promotion, all through the program, 
is aimed at executives, owners or other buyers. We 
stress, especially in promoting chairs, the comfort 
and added efficiency of employee, through using 
adjustable chairs. Feature of the program is our 
band-salute to the day’s winning football team. Last 
Saturday this was Alabama. An enthusiastic sports- 
minded broadcaster makes these programs more popu- 
lar.”—JLS. 
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That’s what you get in PANAMA-BEAVER Carbon Papers 


Constantly precise as the most detailed operations in producing an airplane, 
are the manufacturing processes employed here to make PANAMA-BEAVER prod- 


ae shard out ty offbce oflicioncy 


Brilliantly conceived, meticulously planned, developed into vital being for yeo- 
man service in the most important of America’s offices and institutions — PANAMA- 
BEAVER Carbons and Ribbons can never suffer from the obvious faults of mass- 
production, never be other than head and shoulders above the commonplace. 








PANAMA-BEA VER 
LOC HE nnd 





MANIFOLD SUPPLIES CO, 188 3rd Ave, Brooklyn 17, N. Y. 


Coast to Coast Distribution 





CARBON PAPERS HECTOGRAPH UNI-MASTERS INKED RIBBONS 
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EDITORIAL 








The State of 
the Industry 


@ RUGGED INDIVIDUALISM which in 
most cases amounts to minding our own 
business well is the best antidote to clouds 
on the horizon as this new year begins. 
True, there is worry on the international 
scene and doubts regarding proposed leg- 
islation in Washington. But, the business- 
man who approaches the months ahead in 
1948 with a firm resolve to "saw wood" 
well in his own backyard can find serenity 
and satisfaction. 

The Marshall Plan, the ring-a-round-the- 
rosie dealings with Russia, and proposed 
price ceiling restoration all present long- 
range possibilities of influencing business. 
The smart firms in this industry will be 
concerned, however, with such things as 
the state of the inventory, the proper 
training of salesmen, the improvement of 
display windows and counters and the re- 
placement of wartime hangovers in dis- 
courtesy with a friendlier attitude. 

It's continued attention to the little de- 
tails of a business which bring profits in 
spite of international and governmental 
complications. Good business, like charity, 


begins at home. —COS 








Thank You, Friends 


@@ THE HOLIDAY season was gladdened by many 
expressions of goodwill and seasonal greetings from 
our friends. To each of these individuals and firms 
we extend our sincere thanks. We have tried through 
the years to make OFFICE APPLIANCES more than an 
impersonal journal of the industry and have relished 
each opportunity to find warmth in contacts, be they 
oral and written. Your holiday messages were re- 
ceived with genuine pleasure. 


—_—_» = 2 — _ 


Soundness Wins Over Tricks 

@@ SOUTHERN FRIENDS in the industry have 
passed along to us some sound advice regarding sales- 
manship which can bear repetition. Commenting on 
a statement, “the time is coming when salespeople 
will have to know all the tricks in the trade to sell 
merchandise,” J. E. Malone of the Malone Office 
Equipment Company, Columbus, Ga., says: 

“T have seen tricky salesmen—but they didn’t last 
long. “Any man today who doesn’t have a con- 
scientious desire to sell his customer an honest value 
—give him one dollar’s worth for what he spends—is 
far off the beam. “If he doesn’t take pride in his cus- 
tomers’ feeling that he is 100 per cent inherently 
honest in his dealings he has no business selling. .. . 

“A successful salesman, in my book, is one who 
knows what he is selling, has ability enough to give 
his knowledge to his customer, and a great desire 
to treat his customers as he would have someone 
treat him.” 


HERE AND THERE 





DICK BUTTON, UNDERWOOD ption of the world's title lost by a principle by describing the achieve- 
MAN'S SON, SEEKS 1948 fraction of a point. ments of successful men and women. 
OLYMPIC SKATING TITLES This young king of grace and One section, "A Portfolio of 
After a breath-taking record of skates is also an accom Doers,’ which illustrates the points 

: hed pianist and he has studied made in the book, contains the pho 


nly five years on the ice with the 
name Dick Button skyrocketing in 
figure skating ranks, the 17-year 
d son of Underwood's well known 
George Button, is now preparing 
to enter both the Olympics compe 
tition and the World championshio 


be held in Switzerland early this 
year. 

Dick now holds the North Amer 
ican hampionship, the United 


States national championship, the 
Oscar L. Richard Trophy and missed 
annexing the championship of the 
world by only the very narrowest 
margins last winter at Stockholm 
Sweden, where he finished second. 

The youth's figure skating recora 
is indeed a rare one. In every com 
petition in which he has entered 
since placing second in the Eastern 
Novice competition in 1943, he has 
finished in first place, with the ex- 
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assical music since he was eight 
ears old. His ambition to play i 


Carnegie Hall is second only t 
ringing the Olympic title and the 
hampionship of the world to the 
U Stat 





J. S. SPROTT, PRESIDENT OF 
G-W, HAILED AS MAN "WHO 
GETS THINGS DONE" 


J. S. Sprott, president and gen 
ral Manager of The Globe-Wer 
nicke Co., Cincinnati, Ohio, ‘'aet: 
things done,” according to Donald 
A. Laird, author of a new book 
The Technique of Getting Thing 
Done,’ recently published by Whit- 
tlesey House of New York City. 

The 310-page book explains that 
t isn't how much you know, but 
what you get done that really 


sunts’’ and then demonstrates this 





-«. §. SPROTT 


tographs and biographies of 34 
present day leaders. It is here that 
reference is made to Mr. Sprott's 
engineering background, and his 
work as president of The Globe- 
Wernicke Co. 
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Smith-Corona 


...no finer office typewriter! 











Smith-Corona 


...no finer portable typewriter! 





Smith-Corona 


...no finer desk model 
adding machine! 











very product bearing the Smith-Corona label is backed 
by the combined experience and high reputation of these 


two great typewriter names. 


LC SMITH & CORONA TYPEWRITERS INC 
SYRACUSE 1N Y ora 
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‘KEEP DIMES MARCHING’ IS 
APPEAL AGAIN; POLIO TOLL 
HIGH IN PAST YEAR 


The March of Dimes, long an 
American institution, again calls on 
the nation which has generously 
supported the annual January ap- 
peal for funds to continue this vital 
fight on infantile paralysis. 

In recent years polio has taken 
a tragic toll—more than 72,000 
cases were reported in this country 
from 1943 to date. Thousands of 
victims, the majority little children, 
continue to struggle with handicaps 
imposed by this crippling disease. 
For many of them, hope tor recov- 
ery and rehabilitation rests entirely 
upon the resources of the National 
Foundation for Infantile Paralysis. 


oeuse! 


Join the 


=< MARCH 
‘ OF DIMES 





THE NATIONAL FOUNDATION FOR INFANTILE PARALYSIS 





And each succeeding month adds 
{ 


new victims to the growing list of 
crippled children. 
Hence, the appeal to keep the 


Jimes marching. 





AOA-UNAC TO CAMPAIGN FOR 
60 MILLION SUM IN AIDING 
OF NEEDY OVERSEAS 


A campaign of hearts plus dol 
lars—a campaign to supplement 
through private giving our Govern 
ment's overseas relief program—i 
scheduled during the month of Feb 
ruary. 

The newly-organized American 
Overseas Aid—United Nations Ap 
peal for Children will seek $60,000 
000. 

This AOA-UNAC drive is ex 
plained by Lee Marshall, president 
as follows: 

“American Overseas Aid is a 
federation of the major voluntary 
American agencies for foreign re 
lief, which will also represent the 
American effort on behalf of the 
worldwide United Nations Appea 
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for Children. AOA was organized 
at the suggestion of President Tru 
man and in answer to the increasing 
demands from American community 
leaders for unification of peacetime 
sppeals for aid to wartime victims. 





DO WE CARE?—These overseas or- 
phans need our help. 


lt was established as a means of 
supporting American foreign pol 


IiCy 
> — 


WILLIAM H. SCHAFER, G-F 
ADVERTISING MAN, SERVES 
AS PART-TIME INSTRUCTOR 


William H. Schafer, veteran mem 
ber of the advertising department 
»f General Fireproofing Company 
is serving as a part-time instructor 
| of Business Admin 


in the Schoo 
istration at Youngstown 
Younastown, Ohio. 

Mr. Schafer is teaching an ad 
course in salesmanship and 
in advertising principles. 
that his cla 


vanced 
a@ course 
An interesting fact is 
of 27 men numbers all ex-service 
men. 


Previous education fits the G-F 

















W. H. SCHAFER 


in well for this work, he having 
tudied at the University ot Mich 


Yan Wectm nster Colleae ana Rab 


Inctitiite 
u e 





HORSE SENSE FROM OLLIE THE OWL 


OLLIE 2 WHO STREET 
THE OAK TREE 
owe HOLLOW 





Dear Reader: 


There was an oriole around 
here one time who used to sit 
for hours on an old hickory limb, 
never worked, and yet, he was 
always as fat as a pumpkin. | 
got to thinking about him one 
day, wondering how he kept so 
well-fed without working. Never 
saw him digging for worms or 
chasing beetles. Says I to my- 
self, “Wonder what his racket 
is?” 

So, one morning | watched 
him and about noon | saw him 
fly to an old tool shed down on 
Johnson’‘s farm. 

This tool shed was in bad 
shape, the door off, Johnson 
never used it any more, a spider 
had woven its web across the 
doorway and an old log that 
Johnson used for chopping wood 
stood in the path in front of this 
gossamer curtain. 

Well, this web was loaded 
with flies and bugs, so what does 
this bird do but stand on the log, 
and keep picking them off until 
his crop was crammed, then he 
flew back to his hickory limb 
to sit around until the next meal. 
He figured he was a fool for 
working when he could get such 
easy pickings. I've come across 
a lot of birds like that in my 
time, they want to make a kill- 
ing doing little or nothing. 

I watched this oriole for a 
week, and noticed the spider 
web getting thicker and thicker, 
until it was like frosted glass, 
you couldn't see through it at all. 

One day, as usual, the oriole 
headed for his meal, got on the 
log and started filling up when 

swoosh!—a big black cat 
crashed through the web from 
behind and that was the end of 
easy pickings. 

It's all right to believe in Santa 
Claus but don’t take him for a 
sleigh ride. 


Very wisely yours, 
“OLLIE THE OWL.” 
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Look what high school students 
aught us! 









Here’s about as important and authentic 
a picture of Royal Portable Typewriter 
preference as we have ever been able to 


give you! 





Just look ... animpartial survey among 





high school students proved to us that... 


Royal Portables are preferred by as many high school students 


as are the second and third most popular portables combined! 


HIS WAS no hit-and-miss study, either. Ques- 
i setiaene were completed by 33,896 students 
in 446 high schools all over the United States! 

You know that high school students are your 
biggest potential customers. Right across the coun- 
try they list cameras, bicycles, and portable type- 
writers as the three things they want most. 


And this eye-opening survey proves that there is 
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as big a demand for Royal Portables as there is for 
any two other portable typewriters. 

Such overwhelming preference for Royal is worth 
considerable to you. It’s your clue as to which port- 
able typewriter you should feature. It’s your tip to 
merchandise Royal Portables . . . because Royal 
once again is proved to be the /eader! 

Don’t ignore the findings of this survey among 
high school students. It amply demonstrates that 
the demand is for Royal . . . so take advantage of 
the ever-increasing wave of Royal popularity. 

Display Royal Portables in your windows. . . on 


your counters . . . feature them in demonstrations. 


REMEMBER, these high school students are your 
No. 1 market. Let them know you carry Royal 
Portables, and, sure as shooting, they’ll be ordering 
their No. 1 choice—the Royal Portable! 


RUYAL PORTABLE 


THE Standard Typewriter in Portable Size 





- Newest 7s ol 
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STREAMLINER DESKS 
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Famous Globe-Wernicke Engineering! 


Sleek, Graceful Beauty 


New Exclusive Advantages for Amazing 
Work Efficiency 


These New Streamliner Desks represent years 

of study and survey to determine what your 

customers want most in a desk—years of research 

and famous Globe-Wernicke engineer- 

ing know-how to give your customers 
the ultimate in modern desk de- 
sign, beauty, and exclusive work- 
ing conveniences. 


provide maximum working space. The smooth, 
full sweeping top with non-obstructed corners, 
is a remarkable advance in top construction. 
Richly finished in seal gray, a handsome shade 
that harmonizes with all furnishings, and has a 
lasting metallic luster, also available in green. 











Bases are finished in dark green to match 
linoleum top; trim and hardware are satin-finish 
white metal. 


The Globe-Wernicke Co., 
nati 12, Ohio. 


Every outside edge of the 

Streamliner Desk is sleekly 

rounded to protect the per- 

son and clothing and to 


Norwood, Cincin- 





PEDESTAL CONSTRUCTION 


Pedestal shells are one-piece wrap-around 
construction. This outstanding feature 
makes the new Globe-Wernicke Stream- 
liner a desk of exceptional strength and 
rigidity. It also eliminates all panels, and 
makes possible air-flow rounding of all 
corners. The newly designed island bases 


FEATHER-TOUCH, SILENT DRAWER OPERATION 


All drawers operate on a floating roller 
suspension. Live rubber bumpers cushion 
the closing of drawers. This means they 
operate not only silently, but with feather- 
touch ease. No pulling, no tugging, you 
can open and close a Streamliner Desk 
drawer with your little finger. 


FORMED LINOLEUM TOP 

The dark green linoleum top of the Stream- 
liner Desk is formed by an exclusive, pat- 
ent-applied-for process that eliminates end 
cowling and metal corner caps. Corners 
are sleekly rounded. No metal touches 
the arms. This means greater working 
area, no reflections, no glare. 


are wide and substantial. Their dark fin- 
ish resists scuffing and marring. 


heads and typists’ supplies. Type- 
writer can be concealed behind false 
drawer front. 


DOUBLE PEDESTAL FLAT 
TOP DESK... 


shown on the left hand page is of 
generous proportions and graceful SINGLE PEDESTAL FLAT 
design. Regularly equipped with 

four box drawers and one storage or TOP DESK... 
filing drawer. Available with either shown to the right is a compact yet _ 
60” or 66” top, it stands 3014” high, roomy desk that fits into limited § 
and is 323"” deep. THE DOUBLE space. Regularly furnished with one 
PEDESTAL TYPEWRITER box drawer and one storage drawer, 
DESK MODEL shown in inset the latter may be replaced by two 
comes equipped with three box additional box drawers. Overall 
drawers, one of which is equipped dimensions: 30)%” high, 48” wide, 
with sloping partitions for letter- 323%" deep. 


Globe - Wernicke 


STREAMLINER DESKS 
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Filing Equipment & Supplies 
Visible Record Systems 


Office Furniture 
Bookcases 
Stationers’ Supplies 








BUTLER BROTHERS BUILD OFFICE DESKS, TABLES 

Butler Brothers, 426 W. Randolph St., Chicago, 
through the office equipment division, has begun dis- 
tribution of the convertible wood office desks and 
tables manufactured at its factory located in Okla- 
homa City, Okla. 

After a recent survey of office desk production and 
the company’s chances for obtaining much needed 





BUTLER EXECUTIVE DESK, NO. 24636 


new furniture, it was decided to assume the manu- 
facture of the convertible desk and build a marketing 
organization to sell it through regular channels—that 
is, the established office supply and equipment dealers 
of the country. 

The convertible desk, developed by W. E. Tarr and 
C. I. Center of the Studebaker Corporation office man- 
agement staff, has been on the market for several 
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BUTLER SPACE-SAVER DESK, NO. 24626TU 


years. It was first manufactured by one of the out- 
standing wood office furniture makers in the country. 

This new product of Butler Brothers is built in the 
popular 2814-inch height, which was more or less a 
radical departure from the old standard of 3042 inches. 
It was the first desk to be offered in this lower height 
which soon attained popularity. Because of the type 
of construction, it is possible to furnish even different 
models and sizes of desks from one set of pedestals. 
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Tops and drawers are interchangeable, so that with 
one body it is possible to have a large executive desk 
with overhanging top, size 77 x 36 inches—junior 
executive size 581 x 34% inches, and another size top 
on the same set of pedestals, for example, converts 
the desk into a salesmen’s, secretarial, typist’s, or a 
clerical size model, 2634 x 5814 inches. By removing 
one top drawer it is possible to insert a typewriter 
platform in either the right or left pedestal, leaving 
either three small and one large, or five small drawers 
in addition to the typewriter platform, which is un- 
usually rigid. An island base is used beneath the ped- 
estals. The desk bases, tops, and typewriter or ma- 
chine platform include metal inserts permitting per- 
manent interchangeability through the use of machine 
screws and metal inserts instead of metal to wood 
contact. 

The same tops, as described above, are used on table 
bases and are also interchangeable. 

I 
REX-O-GRAPH OFFERS NEW DUPLICATOR 


A new motor driven model fluid type duplicator was 
recently announced by Rex-O-Graph, Inc., 3729 N. 
Palmer St., Milwaukee 12, Wis. 

Designed to save time and labor in duplicating work 








NEW REX-O-GRAPH FLUID DUPLICATOR 


of all types, according to the manufacturers, the new 
model features a control mechanism declared to be 
simple in operation. A simple toggle switch turns on 
the motor. The machine is‘operated by a combina- 
tion of a single lever and push buttons, and stopped 
automatically by an interior counter-switch mechan- 
ism. After the master is dropped in place, the lever 
is moved to the right or “feed” position, and the ma- 
chine operates automatically, feeding the sheets and 
processing them. When the required number of copies 
is run, an audible signal is heard and feeding is 
stopped automatically as the lever moves to an “idle” 
position. Simply pushing a button stops the machine 
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Your dealership in Art Metal, Postindex, 

and Wabash—The Three Names that Stand for Office Efficiency— 
is backed by 60 years of leadership in the development 

Art Metal r itsoee of lake tae 





i coaaiiataa iene Works and manufacture of quality products. That's stability, 
USA 


progress—backing you up! 
In 1888 the Art Metal Construction Company was founded 
in Jamestown and began manufacture of metal interior 
equipment. It has survived three wars and four depressions, 


with sound business policies and loyal support of nation-wide distributors. 


You can depend on Art Metal to carry on from its 





60th milestone—continuing constant research and 





2 Ss 
development of products, maintenance of quality and DsTIN\ 
service at fair prices, and effective, helpful merchandising 


Art Metal Construction Company, Jamestown, New York 


oe Art Natal 


“Our 60th Anniversary” 
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SYSTEMATIZED EQUIPMENT AND RECORDS FOR BUSINESS 











and the master can be automatically ejected. In addi- 
tion to motor drive, the new duplicator offers auto- 
matic paper centering, 100 per cent roller moistening, 
feeding, counting, master copy ejection, copy stacking 
and the “Quick Change Master Guide.” 
SE ie cee oe 
INTRODUCE FINELINE PENS ON WEST COAST 


The Fineline division of the W. A. Sheaffer Pen 
Company, located in Mount Pleasant, Iowa, 35 miles 
from the parent company in Fort Madison, Iowa, re- 
cently began a sales test in the highly competitive 
California market of its new $1.50 ball point and $1.50 
pen. 

Both the $1.50 ball point and the $1.50 pen are avail- 
able in a choice of black, red, blue or green plastic 


NEW FINELINE PEN AND BALL POINT 


trimmed with stainless steel bands and clips. The pen 
has a selection of four point grades—medium, fine, 
extra fine or shorthand. A refill for the ball point 
includes a new writing unit as well as a cartridge of 
permanent writing fluid. 

The two new products were released for nationwide 
distribution for delivery in January. 

ee 
WESTERN OFFERS THE PRESIDENT LAMP 

Western Fluorescent Lighting Company, 3242 W. 
Roosevelt Rd., Chicago 24, Ill., is distributing the new 
President model as a desk lamp which is declared 
to eliminate glare and through an adjustable shade 





THE PRESIDENT DESK LAMP 


can regulate the area of light coverage. A chemically- 
treated finish inside the shade is claimed to reflect 
only the beneficial rays. 

Choice of three Hammerloide finishes is offered— 
Old English, gold and statuary bronze. The size is 14 
inches high and reflector is 19 inches long. Base is 
6 x 10 inches. The lamp operates on 110-125 volt, 60 
cycle AC only. Shipping weight is 11 pounds. 

sac ce de 


WINSLOW OFFERS DRAFTING PENCIL 


Winslow Product Engineering Company, 612 W. 
Maple St., Los Angeles 14, Calif., is offering a new 
aluminum drafting pencil known as the Elastichuck. 
The pencil features a rubber collet in the neck of the 
chuck which grips the lead and cushions it against 
undue pressure, thereby eliminating unnecessary lead 
breakage. The rubber collet is the only contact be- 
tween lead and pencil. 

The manufacturers claim that the hardened steel 
chuck cannot be damaged when sharpening leads 
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against a file or sandpaper pad. The chuck is knurled 
for those who grip a pencil close to its point. The 
barrel is also knurled for normal grip and is tapered 
for perfect balance. Metal is highly polished to avoid 














fe: 2 


NEW DRAFTING TYPE PENCIL 


stain or rust. A roll-stop keeps the pencil from roll- 
ing off inclined drawing boards. The pencils use all 
standard leads and an indexed tip identifies the lead 
in the pencil. Pencils are available either in single- 
end or double-end, as illustrated. Double-end pencils 
will accommodate two full-length leads and are used 
where two kinds of leads or colors are necessary. 
a Se en 
OFFER NEW PLASTIC FONEHOLDER 


Reyam Plastic Products Company, 1523 E. 53rd St., 
Chicago 15, Ill., recently announced a new Ruberlyke 
Foneholder that is longer and thinner than the pre- 
vious type and which is declared to be absolutely non- 
marking. 

The Foneholder is now being sold to advertisers 
with the advertiser’s name, address and telephone 
number imprinted thereon and also on a mailing car- 
ton and gift card, which are furnished with the device. 

en EO 


OFFER NEW G-W STREAMLINER DESK 


A new Streamliner desk offering exclusive features 
for work efficiency is now ready for the market, manu- 
factured by The Globe-Wernicke Co., Norwood, Cin- 
cinnati 12, Ohio, J. S. Sprott, president and general 
manager, recently announced. 

The new Streamliner is claimed to combine beauty 
and working convenience with the sleekness of mod- 
ern desk design. All outside edges of the desk are 
smoothly rounded to protect person and clothing. The 
desk is finished in seal grey with bases in dark green 
to match linoleum top. Hardware and trim is satin- 











NEW STREAMLINER DESK—The new Globe-Wernicke 

streamliner desk is inspected. by (left to right) H. L. 

Pfau, vice-president in charge of sales; H. M. Pendery. 

vice-president in charge of production; and J. S. Sprott. 
president and general manager. 


finish white metal. The green linoleum top is made 
by a new process which eliminates end cowling and 
metal binder strips on the top edge. No metal touches 
the user’s arms. 

The large filing drawer may be shifted from left to 
right pedestal or from the bottom to the top and all 
pedestal drawers are interchangeable. All drawers 
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OLD TOWN Cachistve FRANCHISE 


A modern storefront and all the latest pushbutton gadgets? Fine — but your 


methods may still be obsolete! Take your carbon, ribbon and duplicating supply 
section. Does it feature a streamlined trade-mark line—simple, clean, compact? 
A dealer with an Old Town Exclusive Franchise in his pocket knows his 
operation is planned right — with expert help from Old Town’s trained staff. 

Old Town Spirit Hektograph Supplies lead the world in quality and 


economy of performance. 


bn Wid Town Exrchestve Rranchise Means: 


PROTECTION: You are the only Old Town dealer in your area. All orders go through YOL , 
PRODUCTS: A /ine of superlative quality—complete, simplified, grade-marked and trade-marked. 
PROMOTION: Hard-hitting dealer helps. Local selling aids. Consistent magazine advertising. 


PROFITS: Priced right to give you liberal margin of profit. Quicker turnover of compact stock. 


Town 


RIBBON & CARBON CO., INC. 
Foremost makers of Spérit Carton fer Every ase 
750 Pacific Street * Brooklyn 17, New York 





Send for a FREE copy of the OLD TOWN COUNSELOR .. . a comprehensive 44 page, illustrated book on 
products, uses, markets, etc. 
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operate on the same kind of floating roller suspension 
found in the Globe-Wernicke filing cabinets. Live 
rubber bumpers cushion the closing of drawers. 


PSS Ne 
IMPROVED TRU-COPY-PHOTE IS OFFERED 
General Photo Products Company, General Photo 
Building, 15 Summit Ave., Chatham, N. J., recently 
announced the availabiilty of a new photo copying 


NEW MODEL OF TRU-COPY-PHOTE 


machine, Tru-Copy-Phote, with automatically-set elec- 
tric timer. The copying surface of the machine is 14 
x 20 inches. 

Use of the automatic timer is declared to assure 
uniform results in any quantity from printed or writ- 
ten copy and photographs and makes the machine 
excellent as a contact or reflex printer. 

The machine is built with heavily reinforced ply- 
wood, covered with washable rubberoid cloth, and has 
heavy hinges, durable clamps and unbreakable Tufflex 
glass. The unit is furnished complete with trays, dryer, 
paper, chemicals, color filter, red pilot light, squeegee 
board and glassware. It operates on 115 volts, AC, in 
ordinary office light. A general catalog with detailed 
information on this and other models is available. 

atthe Sahay : 
ATLAS OFFERS TWIN STENCIL FILE 

Atlas Stencil Files Company, 1458 Hayden Ave., 
Cleveland 12, Ohio, manufacturers of steel file cabinets 
and storage cabinets, are offering a new twin-deluxe 


NEW ATLAS TWIN STENCIL FILE 


stencil file large enough to house 1,000 stencils- 
500 stencils on each side. The purpose of this new 
unit is to offer the maximum filing space for used 
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stencils with compactness. The unit is made of heavy 
gauge steel and the size is 25 x 25 inches. Complete 
information may be secured by addressing the com- 
pany in Cleveland, Ohio. 
eS eee 
EVERLAST OFFERS NEW BALL PEN 

Everlast Pen Corporation, 644 Broadway, New York, 
N. Y., has introduced a new No. 290 ball pen made to 
retail at only $.25. The product has the size and 
shape of a pencil and a patented air-lock feature is 
declared to prevent “stop and go-flow.” The pen is 


EVERLAST NO. 290 BALL PEN 


available in black, blue, maroon or grey plastic all 
with iridium-tipped nib and gleaming chromium cap 
and clip. 


eee ee 

SHEPPARD OFFERS NEW CATALOG BINDER 

A new addition to the Cesco line was recently an- 
nounced by the C. E. Sheppard Company, 4401 21st 
St., Long Island City 1, N. Y., in the form of the Bar- 
loc Binder which features an automatic “floating 
back”. of simple construction. The binder is equipped 
with a small lever at the top which, when pulled, opens 
the book. To lock it in a closed position, this lever 
is pushed back, giving added content-safety when 


not in use. 
The “floating back” enables the open book to lie 





NEW BAR-LOC BINDER 


in a flat position for convenient reference and elimi- 
nates the difficulty of reading the contents in the 
gutter of the book. This is done, state the manufac- 
turers, by a slight pull on the covers giving the 
“floating back” 50 per cent additional expansion. 
The new Bar-loc is made with three telescoping 
posts for a standard ring book punching and has a 
transfer bar for convenience in changing sheets. The 
backbone is covered with a loose material to allow 
for expansion and fits snugly when the book is locked. 
On quantity orders the binder may be had with a 
metal telescoping back instead of one with loose mate- 
rial. 
—- — 


NEW ELECTRIC CLOCK 


NU TONE OFFERS 

A combination chime and self-starting electric clock 
that can be used as an office signal from the executive 
to the secretary, assistant, or any number of desig- 
nated persons has been introduced by Nu Tone, Inc., 
general offices at 222 W. No. Bank Dr., Merchandise 


Mart, Chicago, Ill. In addition the clock can be used 
from the switchboard to the executive to indicate in- 
coming telephone calls. In general offices it can be 
used with intercommunication systems to command 
attention, yet sound a “polite” warning that someone 


is about to speak. 
The case of the 9-inch clock is done in a lustrous 
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SPEED-O-PRIVE Presents 


Anna i Leading Scopes anal aie! Fe bas ols 


TILTED — 





HORIZONTAL 








ue & DE LUXE 
TWLTED™ VERTICAL SPEED-0-SCOPE 


Four adjustable legs tilt scope 
in every desirable position. 





$qqso UPRIGHT—4 LEGS 
SPEED-0-CABINET ES 
Two 12 inch pull-out leaves gives a 50 FLAT—NO LEGS 











inch working surface to accommodate 
duplicator, impression paper and 
finisned copies. 





ECONOMY SPEED-0-SCOPE | 
One-piece bakelite chassis prevents warping § T E E L STE N CL F LE CA B N E I 
or misalignment. Keeps stencils fresh and ready for reruns. 


Prices Slightly Higher West Of The Rockies 


SPEED-0-PRINT CORPORATION + 161 £. GRAND AVE. * CHICAGO 11, ILLINOIS 











bronze finish. The dial with brass trim blends with 
the cover on the self-starting clock which has Tele- 
chron movement. It sounds a single note for one or 
more calls, two different notes for a special call. Plug- 























NU TONE CHIME ELECTRIC CLOCK 


in transformer and a walnut finish desk buttonblock 
with two push buttons identified with numbers 1 and 
2 are furnished, together with pre-wiring of 12 feet 

of three-wire cable enclosed in brown fabric. 

~- —-e 

STAR OFFERS NEW FILING CABINET 
Claimed to be especially suitable for filing catalogs, 
insurance and legal forms, printed matter, tools and 
cuts, Star Steel Equipment Company, Room 605, 53 





STAR STEEL FILING CABINET 


W. Jackson Blvd., Chicago, is offering a metal utility 
cabinet with outside dimensions of 26 inches high, 20 
inches wide and 16% inches deep. Drawers inside 
measure 2% inches high, 9 inches wide and 15 inches 
deep. Stacked two high, 52 inches, the user has a 
standard file height cabinet. List price is $30.00. 
AOR e Pe oe ae ee 
TIFFANY ANNOUNCES SPECIAL MODEL STAND 


A special stand equipped with two drop leafs made 
to accommodate a machine for continuous billing and 
like work is announced by Tiffany Stand Company, 
Poplar Bluffs, Mo. Tiffany developed this stand with 
a special top designed to hold the machine and billing 
carrier attachments. 

The same one-eighth inch thick roll-formed, rolled 
edge angle and channel steel is used in other models, 
baked enamel finish in either dark office green or sil- 
vertone gray, and caster retracting mechanism with 
heavy zinc die-cast cupped feet casters are features 
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of the stand, model FW. The drop leaf on either side 
can be mounted flush with top or in a lower position. 

Tiffany has also announced production of a stand 
known as model ET to accommodate an electric type- 


writer. 
a a oe 


MASO INTRODUCES ARISTOCRAT STAND 


Maso Steel Products Company, 500-32 S. Throop St., 
Chicago 7, Ill., has introduced a new elevator stand 
that will handle most of the larger office machines 
and which is equipped with a raising and lowering 
device. Known as ‘Model No. 2418, the Aristocrat, the 
new stand has two nine-inch drop leaves and measures 
a full 18 x 42 inches when opened. The half-inch 





MASO’S NEW ARISTOCRAT STAND 


hard-tempered Masonite top has the new grained 
walnut finish and the metal is a smooth baked enamel 
walnut finish. Casters are equipped with two-inch 
wheels. 

The elevator device stays locked in position and 
can be operated by a touch of the user’s foot. Legs 
of the elevator are equipped with solid rubber shoes. 

The stand is set up, fitted, leveled and tested at the 
factory. The top is riveted to the all-steel under- 
structure by a special process. 

Priced to retail at $21.75 the Aristocrat is packed 
one to a carton, shipped set-up. Shipping weight is 
30 pounds. 


Ba i i a? 
L. E. WATERMAN OFFERS NEW PENWELL 

The new Penwell offered by L. E. Waterman Com- 
pany, 344 Hudson St., New York 19, N. Y., has a pat- 
ented Flo-Control cap making it possible to utilize a 





WATERMAN’S NEW PENWELL 


complete bottle of ink, placed flat on its side, in the 


base. 
This .eliminates hazardous pouring or inverting of 
bottle, according to the manufacturer. Available in 
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BURNT UMBER —THE RICHEST BROWN 
YOU EVER SAW — PERSIAN BLUE-A 
SOFT LUSTROUS SHADE — THE BEAUTY 
AND QUALITY OF STAR SAPPHIRES 











More colors mean more customers. And this year the ever-popular “TRIUMPH” 
line of writing instruments will be more colorful than ever. Once again Sheaffer's 
starts the new year with a sales stimulant for dealers. New colors that supple- 
ment the beauty of ‘TRIUMPH” design . . . colors that are certain to promote 
your sales efforts. Be sure to ask your Sheaffer salesman to show you the bril- 
liant colors added to the “TRIUMPH” line. And be sure to promote and feature 


“TRIUMPH” merchandise as aggressively as ever... for a more prosperous year. 






SHEAFFER'S 


W. A. SHEAFFER PEN CO. 
FORT MADISON, IOWA 


THE VALIANT THREESOME BY SHEAFFER'S 
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black, red, tan or mottled brown smooth plastic, the 
Penwell requires only four inches of desk space and 
has no sharp angles or curves to collect dust. It is 
equipped with a special Waterman’s pen, made of 
Stainless steel, and is fitted with a special reservoir 
type of feed which the manufacturer claims holds 
enough ink to write several hundred words between 


dips. 
a 


COMMERCIAL CONTROLS ADDS NEW ITEMS 

Commercial Controls Corporation, P. O. Box 372, 
Rochester 2, N. Y., is now in position to make imme- 
diate delivery of various models of mailroom furniture 





MAILROOM TABLE, SORTING RACKS 


which have been recently added to the USPM line. 
Included in these products are mailroom tables, sort- 
ing racks, cabinets and classifying racks. 

The USPM sorting racks are made on a unit basis, 
each unit having three vertical divisions with shelves 
adjustable on one-inch centers. These shelves are 
furnished either with or without label holders. Mail 
placed on the sloping top of the unit is always within 





UTILITY CABINET, CLASSIFYING RACK 


reach and view of the operator. The USPM mailroom 
table is just wide enough to accommodate two of the 
sorting racks and deep enough to provide ample work- 
ing space for handling mail. 

The USPM utility cabinet furnishes convenient work 
space for the final preparation of mail for metering. 
It has a raised shelf designed to hold a Model 100 
letter scale at eye level. The top surface of the cabinet 
will hold one or two USPM classifying racks for sorting 
outgoing mail. 

All of this equipment is of metal construction in 
standard gray wrinkled finish. The top of both the 
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table and the cabinet are oil-tempered Presdwood for 


maximum durability. 
ks 


OFFER NEW PARKER DEMONSTRATER PEN 
A new transparent Parker “51” demonstrator pen 
is now being made available to retail sales personnel 





NEW PARKER DEMONSTRATOR PEN 


selling the pen company’s line, it was announced by 
James N. Black, vice-president and general sales man- 
ager of the Parker Pen Company, Janesville, Wis. 

The pen, constructed with a clear Lucite barrel, has 
been added as an extra sales aid to retail salespeople 
in demonstrating the correct filling procedure and 
various mechanical features of the Parker “51” pen. 

eS eS ~ eS 
COLE OFFERS AIR-FLO STEEL FILES 


Cole Stee] Equipment Company, Inc., 285 Madison 
Ave., New York, N. Y., is now manufacturing the No. 





COLE NO. 1002 AIR-FLO FILE 


1002 two-drawer desk-high Air-Flo steel file. 

Constructed of heavy gauge, cold-rolled furniture 
steel and finished in Cole gray, green, or grained wal- 
nut, the file measures 30% inches high, 1434 inches 
wide and 285g inches deep. 

Other features are precision bearings throughout; 
each drawer equipped with a fool-proof catch; new, 
improved, cradle type, ballbearing suspension slide; 
automatic lock controlling both drawers optional. 

eiraieie: <<" aaa 
MYRTLE OFFERS PACEMAKER DESK INNOVATION 


An innovation in the form of an adjustable type- 
writer platform is offered in the new Pacemaker 
series desk by Myrtle Desk Company, High Point, N. C., 
the particular model being No. 6058C, illustrated here- 
with. Adjustment in platform height may be instant- 
ly made within a range of 26% to 31% inches from 
the floor. A single knob pull controls the movement 
up or down. Rigidity is attained by a slotted, easily- 

(Turn to page 150, please) 
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The PR Victory is 


Metal Stitched 


No Gummed Tapes 





The y Ae Victory has an 


Attached Cover 


It’s part of the case 








The YRS Victory locks tight with 


Only One Fastener 


on the side out of the way 
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The JY Victory has 


smooth Tops and Bottoms 


Slides easily off stacks 


The Ye Victory is made of 


Extra Heavy Fibre Board 


Plus corrugated reinforcing apron 





The J Victory is 


A Case of Quality 


and is easily sold 








FOR 355 YEARS 


The Weis Manufacturing Company 


Wie 


Monroe, Michigan 


New YorRK 13: The Weis Mfg. Co., 54-56 Franklin St. CHICAGO 6: Associated Stationers Supply Co. 
BosTOn 10: Adams, Cushing & Foster, Incorporated 
Carpenter Paper Company 
OMAHA 8 OKLAHOMA CITY 1 FoRT WORTH 1 HOUSTON 2 



















ROTARY MOTION Clary gives you 
high speed rotary printing. Rotat- 
ing dials instead of vertically mov- 
ing type bars. There's no lag when 
a Clary functions... You get 
speed and more speed with Clary's 
new exclusive rotary motion. 





The New 


MACHINE 





does more work with less effort 


THE WORLD’S FASTEST The new Clary adds, EASIEST TO USE The keyboard is ar- 


subtracts, and multiplies at a speed of 188 ranged so your fingers touch the keys 
cycles per minute ...as much as 48 per cent without stretching. Even a small hand 
faster than other adding machines. The can span a Clary comfortably. Fully 
new Clary is faster, quieter . . . ideal for automatic control bars answer with 
any office. Outstanding electromotive de- new ease and speed. No spacing stroke 
sign gives smoother operation. And the is needed. Clary, the world’s fastest 
mechanical operation of printing is adding machine and the easiest to use, 
speeded by rotary action .. . something is also the easiest to sell. Write for 
new in adding machines. These are the latest Clary folder today. 


some of the reasons why Clary is the 


world’s fastest adding machine... why 


it does more work with less effort. See Addl , Sith Ce C a 
it and try it today. MWidbigolied 


- y SEPSALES OFFICES: Clary Factory Branch Offices or 


CLARY MULTIPLIER CORPORATION, Dealers are located in principal cities. If our representa- 
Main Office and Factory 1572 North _ tive is not listed in your phone book, write or wire for 
Main Street, Los Angeles 12, California his address 





CLARY MULTIPLIER CORPORATION, 1572 N. Main Street, Los Angeles 12, Calif. 


PLEASESEND meyour NAME 
latest folder telling 


more about the new ‘"*™ - 
Clary. No obligation, 
m ADDRESS 
of course. 
OA 1-48 CITY _ ZONE____._._.._ STATE 
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C. W. Hunt, of C. W. Hunt & Son, San Francisco, 
paid OFFICE APPLIANCES a Visit November 26. He had 
come to Illinois principally to spend some time with 
the Pelouze Manufacturing Company in Evanston. Mr. 
Hunt’s concern is representative for Pelouze through- 
out California and serves as agent for Hall-Welter 
Company in the northern half of the state. 


H. L. Bockfinger of Acme Tag Company, Minne- 
apolis, Minn., signed the Guest Book December 1. He 
had come to Chicago to attend a convention and pro- 
posed to cover most of the country before returning 
to Minneapolis in some two or three months. Bock, 
as he is known by many of his friends, Hank by 
others, was in the ribbon and carbon business when 
OFFICE APPLIANCES was established. He was a friend 
of the founder, George H. Patterson. His hobby is 
selling and through the years he has built up an en- 
viable sales record. 


F. H. “Ted” Caswell, F. H. Webster Company, favored 
OFFICE APPLIANCES With a visit December 8. He was 
on a trip which included most of the company’s 
branches. From Chicago he planned to go to Detroit 
and then, back to Cambridge. A man who has par- 
ticipated freely in association activities and a former 
NSA trouper, already he was working on a schedule 
which would enable him to attend as many 1948 re- 
gional meetings as possible. 

—_>-——— 


AUTOMATIC PENCIL SHARPENER MOVES OFFICES 


Transfer of all general office functions from Chicago 
to Rockford, Ill. has been announced by the Auto- 
matic Pencil Sharpener Company, division of Speng- 
ler-Loomis Manufacturing Company. 

This move to Rockford was made primarily to ex- 
pedite service to the trade, reports the company, since 
it now places Apsco executive, general sales, and ac- 
counting offices in the same city as its largest plant. 
In addition to the Rockford plant, Automatic Pencil 
Sharpener Company also operates plants in Los An- 
geles, Calif.. and Toronto, Canada, for production of 
Apsco Dexter, Giant, Premier, and other sharpeners. 

Apsco also maintains divisional sales offices in New 
York City, Chicago and Los Angeles. For general 
communications purposes, however, the company has 
asked the trade to use the new headquarters address: 
Automatic Pencil Sharpener Company, 1801 18th Ave., 
Rockford, Ill. 

In conjunction with the executive office move, the 
company also announces a new pricing policy with 
the placement of Apsco pencil sharpeners under re- 
tail Fair Trade Contracts in all states having Fair 
Trade Laws in effect. 


+ ——« 
R. E. MANN JOINS H. S. CROCKER FIRM 


R. E. (Rolly) Mann joined the H. S. Crocker Com- 
pany, Inc., San Francisco, Calif.. on November 10, 
recently announced Fred W. Ahern, general manager 

Mr. Mann was for many years manager and buyer 
of Wobber’s in San Francisco, and, prior to that, was 
with the J. K. Gill Company of Portland, Ore. 
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GROMBACHER NEW PRESIDENT OF ROYAL METAL 


On January 1 Irving Grombacher assumed the presi- 
dency of Royal Metal Manufacturing Company. 
Joseph K. Salomon became Royal’s general manager, 
taking over the position vacated by Mr. Grombacher. 

Mr. Grombacher’s assumption of the presidency 
came after more than 25 years of service with Royal 
Metal, during which time he developed the sales poli- 
cies that advanced the cause of chrome, Royal indus- 
trial seating and Royal Custometal. Starting with 
Royal as a salesman, Mr. Grombacher covered vir- 
tually the entire United States and Canada in his 
career, meeting and making firm friends with most 
of the dealers who now make up Royal’s “family.” 
Since June, he has been executive-in-charge and act- 
ing president, succeeding Joseph M. Miroff, retired. 

Taking over as general manager is Joseph K. Salo- 
mon, a veteran of over 20 years with Royal. Mr. Salo- 
mon’s acquaintance with the intricate internal oper- 
ation of the firm ably qualifies him for the No. 2 
position. Behind Mr. Salomon is a working acquaint- 
ance with every phase of Royal’s activity, from manu- 
facturing to sales. 

Under these two successful and still young men, 
Royal Metal plans increased production, expanded 
service facilities covering the U. S. and Canada, and 
enlarged sales. 

2 — 2 


FRITZ MADE FULTON VICE-PRESIDENT 


Fulton Specialty Company announces the appoint- 
ment of Raymond R. Fritz to the post of vice-presi- 
dent. Assuming the duties of general manager, Mr. 
Fritz will direct operations of both production and 
sales of the company’s extensive line of stamp pads, 
inks, numberers and daters. 

Having represented the company for the past 20 
years throughout New England, New York, Pennsyl- 
vania, Maryland, Washington, D. C., and Cleveland, 
Ohio, Mr. Fritz will continue to call on his many 
friends in the industry from time to time. 


4+ = — 
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JIM ARMINGTON—Sixty-one years in one in- 
dustry is the notable record rolled up by Jim 
Armington of Eberhard Faber Pencil Company 
sales organization. Jim’s long tenure of service 
started when he went to work for the Dennison 
Manufacturing Company as an errand boy on 
March 4, 1886. That errand boy became the first 
delegate Dennison ever had at the old set-up of 
the National Stationers Association, held in Boston 
in 1905. He retired from Dennison’s in 1930 after 
45 years of service and became a manufacturers’ 
representative until six years ago when he joined 
the sales organization of the lead pencil company. 
Jim has been a wheelhorse in many of the NSA 
activities and those of stationers’ organizations in 
the East. This fact was recognized last Fall when 
he was elected an honorary member of the NSA 
and was presented an honorary plaque by the Bos- 
ton Stationers Association. 
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ule Flex 
CHAIN POST 
BINDERS 




















e 


Always Room for : 
More Sheets 


FOR MORE PROFITABLE SALES 


The numerous advantages afforded by the 
@ Auto-Flex Chain Post Binder over the ordi- 
nary post binder, presents an opportunity for 
“service-selling” that assures greater customer 
satisfaction and more profitable unit sales. 


Among these advantages are: Open or Closed Back Styles 
@ Tight compression for a few or large number of ; in Choice of Bindings 7 
sheets. Bvoi'6 Je 


@ Expansion for working space at the turn of a key, 
unlimited capacity by adding post sections. 





@ When expanded, sheets lie perfectly flat and pro- 
vide flat writing surface. 


@ Permits instant addition or removal of sheets at any 
part of sheet body. 


@ No protruding posts to mar furniture. Convenient to 
stack, saves space. 


@ Dished metal hinges allow covers to turn back 
full open position. © 





For complete description, ask for Circular D123]. 





WILSON JONES Co. 


GENERAL SALES OFFICES 


NEW YORK BOSTON CHICAGO KANSAS CITY, MO. SAN FRANCISCO 
122 East 23rd Street 137 Federal Street 3300 Franklin Bivd. 816 Locust Street 500 Howard Street _ 


Main Plants at CHICAGO and ELIZABETH, N. Jd. 
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PRESENTING 





FEATURING 


Cigarette burn-proof top e Adjustable 
height from 29” to 3014” e Full exten- 


sion drawers @ More knee room through 































elimination of knee drawer @ New posi- 
tive tamper-proof locking device ¢ Ball 
bearing file drawer equipped with sus- 
pension rails for hanging file folders ¢ 
Typewriter platform in secretarial desk 
has new adjustable height mechanism 
with maximum ease of operation e 
Adjustable foot rest ¢ Convenience tray 
in top right drawer @ Spacious utility 
slide in back, all executive desks e All 
drawers treated to insure permanent, easy 
glide e Sixteen patterns for widest range 
of choice ¢@ Finish and construction, the 
finest @ Pedestal bottoms enclosed and 
strengthened with rigid 13/16” ply- 
wood @ Selected walnut veneers @ Com- 
plete line of chairs by High Point 
Bending & Chair Co. e@ Designed and 
finished to match — Featuring doweled 
and bolted frames of solid pecan ¢ 
Upholstering in genuine top grain 
leather e@ Pieces illustrated are: Pace- 1 
maker Desk 6064F, Table 6064T, Phone 
Cabinet 6016TS — Pacemaker Chairs 
4910 (Swivel) and 4911 (Arm) 
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HIGH POINT BENDING & CHAIR COMPANY 


SILER CITY. NORTH CAROLINA 















THE Zcemakee 


Outstandingly different because—in this one moderately priced series are concen- 


6000 





trated more wanted features than ever before available in a single line. Production 
on an unprecedented scale will soon be accomplished as the result of plant facilities 
now among the most modern in the U.S.A. 


















member WOOD office 


HIGH POINT 


furniture institute 


NORTH CAROLINA 





This LOOSE-LEAF 
Sales Policy Protects | -scu saver 


RULED FORMS 


The Dealers’ Future Profits! | so *° *™ 


THONG BINDERS 
AND INDEXES. 


AND INDEXES 


CATALOG BINDERS 
AND INDEXING 


RING GOODS 
SHEETS AND INDEXES 
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Riese Stent. 
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VISIBLE BINDERS 
FORMS AND INDEXES 


OFFICE APPLIANCES, January, 1948 





CBRL DSO PRES TEEN SRILA RS AN 





, “Built Like a 


WHERE ELSE 
Can Any Dealer Get All , 
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4 Extra Profits because of 
numerous exclusive items 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 

of this journal their headquarters. The staff at the main office, 600 W. Jackson Blvd., Chicago, and the staff at 

the branch in charge of G. C. Wheeler at 1023 Pershing Square Bldg., Pershing Square, 42nd St.and Park Ave., New 

York, will be happy to be of any possible service. While the facilities at New York are not so many as at Chicago, 
there will be found the same desire to serve. 


LONDON NOTES AND NEWS 
By Mrs. S. S. Elliott 


London, November 1. 
O.A.T.A. held its annual Ladies’ Evening at Gros- 
venor House, Park Lane, on October 20. Two hundred 
and eighty guests attended. President J. A. Cumming 
and his lady, who carried a bouquet of dark red 
roses, received the guests. The toast of tthe evening 
was, of course, “The Ladies,” proposed by the presi- 
dent, the response being by Miss Barbara Gledhill, 
daughter of Past President W. G. Gledhill, T.D., M.A. 
A sheaf of mixed flowers was presented to Miss Gled- 
hill by the president’s daughter, Miss Ena Cumming. 
The cabaret, presented by Charlie Kunz, was Mr. 
Cumming’s personal contribution to the evening’s 
entertainment. Each lady received a useful present, 
which was highly appreciated. Being the last function 
prior to the enhanced austerity era, everyone was 
bent on enjoying the occasion to the fullest extent 


* * * 


Carbon Paper, Inked Ribbons and Duplicating Sup- 
plies Association held a recent meeting at which 
E. Brown of P. & J. Arnold, Ltd., was elected president 


EUROPEAN OFFICE EQUIPMENT, LTD., WALSALL, ENGLAND, 


European Office Equipments, Ltd., Walsall, England, enter- 
tained their staff on Saturday, November 1, 1947, with an 
enjoyable program participated in by 98 from the Walsall, 
Birmingham, Stafford and Shrewsbury establishments. Dur- 
ing the afternoon, the men visited the Aston Villa vs. Preston 
North End fooball match. The ladies, presented with gift 
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in succession to J. H. Torring of Columbia Ribbon & 
Carbon Manufacturing Company, Ltd. The members 
of the association presented Mr. Torring was a silver 
salver in recognition of services rendered not only as 
president of the association for a period of two years 
but also as chairman of the cloth and tissue sections 
throughout the war years. Mr. Torring did yeoman 
service during these difficult years on behalf of the 
ribbon and carbon industry. 


* * * 


O.A.T.A. held its twenty-eighth annual meeting and 
election of officers on October 27 at the Connaught 
Rooms. The following officers were elected to the 
Council for 1947-1948: 

President—E. H. Gardner, Addressall Machine Com- 
pany, Ltd. 

Vice-president—W. G. Lansley, 
Fisher, Ltd. 

Immediate past president—J. A. Cumming, Gestet- 
ner, Ltd. 


Underwood Elliott, 


(Turn to page 202, please) 
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OFFICE PARTY ON NOVEMBER I, 1947 

vouchers, spent the afternoon shopping in Birmingham. All 
joined for tea and afterwards visited the theatre. The party 
was terminated with a dinner and entertainment. The organ- 
izers were Joseph Wakefield, Walsall; Kenneth Horton, head 
office; Arthur Whitehouse, Birmingham; and Arthur Lowndes. 
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WOOD DESK ACCESSORIES 


are again available in all styles and finishes 














LETTER TRAYS 
CARD TRAYS 
CARD CABINETS 

















: STATIONERY RACKS 
0, PRIVATE SECRETARY FILES 
LEGAL BLANK CABINETS 
SORTING TRAYS 
. 
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NOMDA NEWS 





National Office Machine Dealers Association 
R. H. Koch, Executive Secretary, 803 Third National Bldg., Dayton 2, Ohio 


Members of the National Office Ma- 
chine Dealers Association are urged 
to send in suggestions for the better- 
ment of the industry. Tell about your 
sales experiences. Offer ideas on how 
the association can operate more suc- 
cessfully. A short question-and-answer 
column devoted strictly to inquiries 
relating to the office machine industry 





ovrice 
. 4 


can be developed. Answers will be as 
prompt as possible and every effort 
will be made to assure accuracy. An- 
swers and other trade information 
which cannot be published in OFFICE 
APPLIANCES will appear in the reg- 
ular NOMDA bulletins. Address your 
correspondence to John Dannenfelser, 
133 E. Spring St., New Albany, Ind. 








PLANS PROGRESSING FOR NOMDA MEETING; 
HOLD MID-WINTER SESSION IN MISSOURI 


“Letters we are receiving from dealers all over the 
country indicate that the Mid-Winter Meeting of the 
National Office Machine Dealers Association, to be 
held in Springfield, Mo., February 22, 23 and 24 will 
be the largest meeting NOMDA has ever held,” de- 
clares Leroy “Rock” Jones, whose training school for 
office machine mechanics will be a focal point for the 
convention. 

The convention will literally take over Springfield, 
all hotel rooms having been assigned to NOMDA. 


Program to Be Educational 


An educational program has been arranged with 
speakers assigned subjects vital to the dealers’ suc- 
cess. Special “How to Do It” programs and demon- 
strations are arranged in retyping, painting, rebuild- 
ing, cleaning and other special features of interest 
to the industry. 

How much does it cost to recondition a typewriter? 
What does rebuilding of a typewriter cost? How can 
the shop be made more profitable? How much time 
should a mechanic spend in reconditioning or rebuild- 
ing a typewriter? How does the Institute train these 
mechanics? Can a mechanic be trained in the mech- 
anisms of all makes of typewriters? How does the In- 
stitute rebuild dealers’ machines? 

The answers to these and many other questions will 
be made available by Mr. Jones at the meeting. 

No commercial displays are planned other than 
those individual manufacturers may have in their 
own hotel rooms. 


Official Program Planned 


An official program will be printed. It will contain 
the full program of this Mid-Winter session and will 
also include the program of the first graduating class 
of the Institute to be held the evening of February 23. 
Pictures of graduates of this class as well as classes 
of April 23 and June 25 will be included, giving the 
names, home address, marital status and cities where 
these graduates are interested in receiving employ- 
ment. Advance copies of the program will be mailed 
to every member of NOMDA in order that they might 
contact these young men by mail in care of the Insti- 
tute and arrange for consultations when they arrive 
for the convention. 

Advertising in the official program will be limited 
to “complimentary or congratulation” cards, all of 
uniform size, priced at $25.00 each. Any profits real- 
ized from the program will be given to the NOMDA 
treasury. 

Hotel reservations should be made now, the com- 
mittee advises. 


EASTERN OMDA MEETS IN PHILADELPHIA 

The regular meeting of the Office Machine Dealers 
Association of Pennsylvania, New Jersey, Delaware was 
held on Monday evening, November 17, at the St. 
James Hotel, Philadelphia, Pa. 

The feature of the evening was an address on 
“Merchandising” by Franklin Cowl of the Wharton 
School, University of Pennsylvania. Mr. Cowl’s talk 
was declared helpful to the members with most of his 
statements backed by actual surveys rather than 
being theories arrived at in a classroom. Some of 
the out-of-town members as Russell E. Ashley, Ashley- 
McCormick Company, Brighton, N. J., and Walter 
F. Phillips, Phillips Typewriter Company, Harrisburg, 
Pa., made the trip just to hear the address. 

The nominating committee suggested the following 
officers for 1948: 

President—John di Paul, Paul Typewriter Company, 
Philadelphia, Pa. 

Vice-president—Edward Pfitzenmaier, 
Typewriter Company, Ardmore, Pa. 

Secretary—Alvin Spaide, Philadelphia, Pa. 

Treasurer—Anthony Esposito, Ever-Ready Type- 
writer Service, Philadelphia, Pa. 

Directors—Jose Casasnovas, Wilmifigton, Del.; David 
E. Fox, Tri-County Typewriter Service, Woodbury, 
N. J.; J. S. Gladney, Dictating Machine Service, Phil- 
adelphia, Pa.; Richard V. Sayers, Victory Typewriter 
Exchange, Philadelphia, Pa.; E. K. Kocher, Office 
Machinery Company, Inc., Philadelphia, Pa.; C. C. 
Savery, Jr., Typewriter Maintenance Company, Phil- 
adelphia, Pa.; Edw. J. Toussaint, Central Duplicator 
& Typewriter Company, Camden, N. J.; and Edwin 
C. Wick, Wick & Rouillot, Norristown, Pa. 


Suburban 


—-<. 


COMDA ADDS 22 MEMBERS TO ROSTER 

At the regular monthly meeting of the Chicago 
Office Machine Dealers Association, held in the Mary- 
land Hotel on the evening of December 9, it was an- 
nounced that the names of 22 new members have been 
placed on the records of the association since the 
membership drive started a couple of months ago. 
Forty were present to receive the good news as well 
as highly favorable reports of the COMDA dinner 
dance held in November. 

The mid-year meeting of the National Office Ma- 
chine Dealers Association, scheduled for February 22, 
23 and 24 in Springfield, Mo., was publicized effec- 
tively. After the advantages of attending the Spring- 
field meeting were pointed out, 16 dealers indicated 
intentions of attending and Bob Goldblatt, Star Type- 
writer Company, was appointed chairman of a trans- 
portation committee to arrange for a special car or 
cars on a train leaving Chicago on Friday, February 20. 
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In the new Remington Rand electric adding machine, 
cushioned power gives welcome relief from harsh 
office clatter. You'll turn out more work with 

new ease on this quieter, faster model— with 

its longer, ‘streamlined motor bars and famous 
10-key touch-control keyboard. All feature keys are 
electrified—you add, subtract, multiply directly — 
as fast as your fingers will move. For full details, 
call your local Remington Rand representative or 


Dept. OA-1, 315 Fourth Avenue, New York 10. 









Cushioned Power: Built-in steel cushions 
reduce noise and vibration—lessen strain 
on moving parts— insure smoother operation 


and longer life. 


Streamlined Action: Longer, feather-touch 
motor bars and compact 10-key keyboard 
eliminate finger groping, speed every opera- 


tion. Completely electrified. 





the new Remunglon Kand electric 


OFFICE APPLIANCES, January, 1948 





adding machine 


81 








CANADIAN OMDA MEETS AT MONTREAL 


The first convention of the Canadian Office Ma- 
chine Dealers’ Association was held in Montreal, Can- 
ada, from November 20 to 23, inclusive, with Mon- 
treal’s outstanding hotel, the Windsor, acting as con- 
vention headquarters. This hotel has many memories 
of past grandeur, the outstanding being the stay of 
the King and Queen in 1939. 

The question of holding the first Canadian conven- 
tion was originally mentioned at a regional meeting 
which took place in Toronto early in September. At 
that time, it was still a matter of conjecture if so big 
an undertaking could be arranged in so short a space 
of time. A fast-working committee was formed and 
when the delegates arrived at the convention, they 
were all impressed by the smooth working of this com- 
mittee. First a date was set and agreed on by all the 
local associations. Then, the real work took place, 
making all hotel accommodations. The committee, 
which consisted of R. T. Armand of the Randmar 
Platens & Parts, Ltd., as chairman, Hale DeLuca of 
Office Machine & Equipment Company as vice-chair- 
man, and W. T. Corney of Thomas & Corney Type- 
writers, Ltd., acting as the Toronto chairman, were 
commended for their proficiency in bringing the whole 
affair to such a happy conclusion. 

The delegates started to arrive in Montreal on 
Thursday morning and by that evening, it looked as 
if all the Quebec and Montreal dealers had closed up 
shop as there was practically 100 per cent attendance. 
Registration started Friday and the committee were 
in for a real surprise when members from British 
Columbia and Manitoba as well as from as far east 
as Halifax registered. 


Austerity Program Revealed 


The Canadian Government announced its austerity 
program the same week as the convention. This 
necessitated a change in the agenda of the meetings. 
As all office equipment was practically barred from 





further importation, it amounted to a real threat to 
the livelihood of all members. Consequently, every 
meeting was a real business get-together. 

The opening meeting was called to order with A. 
Whitley presiding. After the opening welcome by Mr. 
Armand, who explained what plans had been made 
for the members and their wives, the meeting got 
down to serious business. The morning session was 
adjourned at 12:30 after much discussion. Arrange- 
ments were made for buses to take all the members 
to the Royal Typewriter Company’s plant at 7035 
Park Ave., Montreal, for a complete inspection of the 
premises. This inspection was arranged as if it were 
a time-study job. When the inspection was over, the 
conventioners gathered in the employees’ dining hall 
where a full-course dinner was furnished by the Royal 
Company with H. Ulrey acting as host. All the dele- 
gates were very impressed by the wonderful job being 
done by his firm in the manufacture of typewriters in 
Canada. Transportation was provided for return to 
the hotel. 


Cocktail Party Precedes Banquet 


Friday evening, a cocktail party was arranged be- 
fore the banquet which was scheduled to start at 
6:30 p.m. All the members and their wives were well 
taken care of, in their usual gracious manner, by the 
members of the Quebec Association and their wives. 
The banquet was presided over by the genial presi- 
dent, Alf. Whitley, Windsor, Ont. The speaker of the 
evening was “Jim” Ward of Shipman-Ward Company, 
Ltd., Chicago, who was in great form and told the 
Canadian dealers many home truths concerning all 
typewriter dealers and also to taffy his remarks, gave 
them some very good ideas on the operation of their 
businesses. 

Donors of the appreciated prizes for the convention 


were: 
Two Royal portable typewriters, Royal Typewriter 
Co., Ltd.; 


two Smith-Corona portable typewriters, 





Seen at the head table for the convention banquet are 
Joseph Rubin, Montreal; Mrs. Whitley, Windsor; John Brown- 
lee, Vancouver: Mrs. W. T. Corney, Toronto; A. Whitley. 
Windsor; Mrs. James P. Ward, Chicago: Howard Soulis, Hali- 
fax: Mrs. Joe Rubin; Camilien Houde, Mayor of Montreal; 


82 


AT THE HEAD TABLE OF CANADIAN OFFICE M 





~ 


ACHINE DEALERS CONVENTION DINNER 
Harry J. De Luca, Montreal; Joseph Rubinstein, New York; 
Mrs. Rudner; James P. Ward, Chicago; Mrs. J. T. Armand, 
Montreal; W. T. Corney, Toronto; and R. T. Armand, who 
does not appear at the extreme right of the picture. 
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Gratified users are continually demanding 


at , COLUMBIA DUPLICATING SUPPLIES: 
he Gi latine Roll 

es. All sizes, all spindles, for all hecto- 
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Even the smallest business or organization can afford, and has 
many uses for this widely demanded, outstanding duplicator in 
the low-price field. Larger businesses have countless daily uses for 
a large number of these inexpensive machines which anyone can 
operate easily. Furnished complete with Columbia all-season 
gelatine roll. Takes any size form from post card dimensions to 
8Yy"x13". 


A Partial List of Many Continuous Ysers: 


Large and Small Businesses of All Types - Banks - Municipalities 
Boards of Education and Schools . Utilities . Churches - Clubs 
Restaurants - Sales, Service and Advertising Organizations 
Institutions . Stores 


WRITE NOW FOR INTERESTING INFORMATION 


RIBBON & CARBON 


MANUFACTURING CO., INC. 
1 Main Office & Factory: Glen Cove, L. 1., N. Y. 


New York Sales & Export: 58-64 West 40th St., 
Midwest Sales: Kansas City, Mo., Dwight Bldg. 
Chicago « Detroit « Milwaukee « Minneapolis 
Nashville * Philadelphia « Pictsburgh « Portland, 
Oregon ¢ Cincinnati ( Harris-Moers Co.) « Atlanta. 

Also: London, England « Sydney, Australia. 
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FRIDAY MORNING, BEFORE OPENING OF CANADIAN OMDA CONVENTION 


FIRST ROW: George Buell, Halifax; E. E. Shaw, Winnipeg; 
A. Harriman, Winnipeg, President of Manitoba Association; 
George Fox, Toronto, Secretary of COMDA; A. Whitley, 
Windsor, president of COMDA; W. T. Corney, Toronto, vice- 
president of COMDA; H. J. DeLuca, Montreal, president of 
the Quebec association; R. T. Armand, vice-president of 
COMDA, chairman: Clarry Starr, past rresident of COMDA. 
SECOND ROW: Keith Watts, Vancouver; C. E. Costain, Lon- 
don; A. Thomas, Toronto; Miss Forgie, Toronto; Campbell 
Hood, Toronto: Mrs. Ross, Toronto; Thomas Walsh, Toronto; 
James P. Ward, Chicago; Ed. Twite, Montreal; George Don- 
aldson, Toronto; president of the Ontario association; Luis 
de Olazarra, Chicago; Ed. Statz, New York. 
AMONG OTHERS: Rene T. Armand, Montreal; Jack San- 
derson, Toronto; Peter Woodfine, Montreal; Gerald Woodfine, 
Montreal; A. Kaiser, Montreal; James W. Hood, Toronto; 
H. Simpson, Toronto; J. J. Goldstein, Montreal; Rene L. Pepin, 
Montreal; A. Letourneau, St. Hyacinthe; Raoul Blackburn, 
Chicoutimi; John C. Preston, Ottawa; Peter J. Roda, Toronto; 
James D. Preston, Ottawa; John H. Watts, Ottawa; H. Ritchie, 


L. C. Smith & Corona Typewriters, Ltd.; Underwood 
portable typewriter, Underwood, Ltd.; Underwood 
portable typewriter, James P. Ward; ribbons and car- 
bon, Budge Carbon Paper Mfg. Co.; two sterling elec- 
tric wall clocks, Office Machine & Equipment Co.; two 
No. 99 deluxe service kits; six Black mechanical copy- 
holders, Randmar Platens & Parts, Ltd.; two Silent 
Sentry typewriter bases, Business Machine Products, 
N. Y.; ribbons and carbon, Acme Carbon & Ribbon 
Co.; three service kits, Ames International; $25.00, 
McCulloch Equipment Co.: $25 ladies prize, National 
Typewriter, Inc.; other prizes, A. Whitley & Co., John 
Underwood & Co., Canada Carbon Co., and Thomas & 
Gorney, Inc. 

By a strange coincidence, the prize donated by the 
Acme Carbon & Ribbon Company was won by a mem- 
ber from one of their competitors, the Canada Carbon 
& Ribbon Company; the portable donated by the 
Underwood Company by Lorne White, Sales Manager 
of the Royal Company; and the portable donated by 
the Royal Company was won by Mrs. L. Corney, wife 
of one of the partners of Thomas & Corney Type- 
writers, Ltd. 

After the banquet, members and their wives were 
invited to social and other entertainment by the 
manufacturers. These activities went on into the 
small hours of the morning. Representatives of the 
following manufacturers were present: 

Ames Supply Company, New York. 

Joe Rubenstein, New York. 

Louis Olazarra, New York. 

Bev. Dempsey and Eddie of Cunada Carbon & Rib- 
bon Co. 

Shipman-Ward Mfg. Co., Chicago. 

Alex. Campbell and Mr. Harman of Acme Carbon 
& Ribbon Co., Toronto. 


Stanley Thompson and Royal Thomas of John 
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Montreal; W. Harmer, Toronto; G. Donaldson, Toronto; H. E. 
Soulis, Halifax: P. O. Soulis, St. John; J. A. Campbell, Toronto; 
J. B. Whitley, Windsor; A. J. Grosvenor, Toronto; W. 
Cudmore, Windsor: R .I. Beaton, Windsor; Gilbert God- 
bout, Rimouski; Art. Wakelin, Toronto; C. J. Burrell, Toronto; 
Ernest Maag, Montreal; G. Despres, Montreal; T. M. Mc- 
Culloch, Montreal; B. St. Denis, Montreal; C. L. Fox, Mon- 
treal; W. D. Dawson, Toronto; R. R. Harris, Moncton; A. G. 
Hale, Montreal; M. Fisher, Montreal; Harold McEvoy, Mon- 
treal; Jacques Longpre, Montreal; M. P. Hofstetter, Toronto; 
Stanley Thomson, Toronto; Herb Blake, Hamilton; R. G. 
Fitzpatrick, Toronto; James Carolan, Toronto; Joe Rubin, 
Montreal; Cook Sidney, Montreal; S. W. Groves, Montreal; 
B. M. Dempsey. Montreal; E. N. Norcott, Montreal; R. G. Hill, 
Ottawa; Roger Laperriere, Montreal; C. Martineau, Mon- 
treal; S. Rudner, Vancouver; Ford Planche, Montreal; Lorne 
White, Montreal; G. F. Waller, Montreal; Roy Thomas, To- 
ronto; E. Lacouline, Quebec; E. L. Chaloult, Quebec; W. J. 
Martel, Quebec; J. Clancy, Toronto; John Brownlee, Van- 
couver; Samuel Stein, New York: W. D. Sanderson, Toronto; 
G. A. Dunn, Montreal; F. W. Thomas, Toronto. 


Underwood Company, Toronto. 

Saturday morning’s session was taken over by the 
Underwood Company, Ltd. E. Waller, who knows 
how a typewriter should be demonstrated and sold, 
gave a fine demonstration. At the present time, as 
he pointed out, machines are being delivered, because 
of the demand, without a previous demonstration and 
the operator is unaware of any new features or im- 
provements which may have been introduced. 

Next, the portable division of the Underwood Com- 
pany took charge. They gave a display of the various 
aids they have prepared to assist the dealer. Bob 
Fitzpatrick handled this demonstration. All were 
then invited to a sumptuous luncheon provided 
through the courtesy of the Underwood Company. 

A general session was held on Saturday afternoon. 
This meeting lasted over four hours. Many subjects 
were discussed but the main topic was the new aus- 
terity program recently put into effect. It was unani- 
mously approved to send a delegation to Ottawa to 
see the Hon. Mr. Howe regarding these restrictions 
and endeavor to have the dealers put on a quota basis, 
at least. 

Harry DeLucca was in the chair on Saturday eve- 
ning for the closing banquet. The speaker for the 
evening was Mr. Rubinstein of New York City. His 
theme was “diversify.” 

The convention closed with the singing of “Oh, 
Canada.” 

eS 


NET CLUB HOLDS CHRISTMAS PARTY 


The New England Travelers Club enjoyed a Christ- 
mas party on December 2 at the Hotel Puritan, Boston, 
Mass. Between 40 and 50 attended and a savings bond 
attendance prize was won by a new member, Fred 
Robinson of The Moore Pen Company. Jim Armington, 
Eberhard Faber Pencil Company, became the owner 
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LACE your order now for GF 

Steel Transfer Files, to take care 
of transfer-time needs. Manufacture 
of this popular line of rugged steel 
files has been resumed. Pre-war 
quality and GF special features are 
maintained. 


With GF Steel Transfer Files you 
provide permanent, sure protection 
to valuable records. Dust, dampness, 
insects and rodents are shut out 
effectively. Each case is channel 
reinforced —so constructed that the 
combined weight of the entire, 
loaded stack is carried directly to the 
floor through the reinforcing mem- 
bers. There is no load on the sides of 
cases or drawers to cause distortion 


eae ee 
UAC Eterm 


or interfere with free opening and 
closing of files. 


cece cccemsncs sees 


For further information and prices, 
phone or write the GF office which 


y 
serves you. 
Letter-size case No. 2TL-2 illustrated. Dimensions of 
each case: Outside 13%’" wide x 12'%4)”’ high x 25” 
es deep. Inside of drawer measures 12%”" x 10%” x 
“es 24'%4’, Also available in Cap size. 








FOUR ROLLERS FOR EASY ACTION 


THE GENERAL 
FIREPROOFING CO. 


425 East Dennick Avenue 
YOUNGSTOWN 1, OHIO 


To make for easy opening and closing of drawers, 
steel rollers are provided — mounted in pairs — 
four rollers to each drawer. 


One pair of rollers is mounted on the top rear of 
the drawer. Another pair is mounted in the case 
bottom, front. Thus each drawer has a 4-point 
roller bearing. 





GOODFORM ALUMINUM CHAIRS « METAL DESKS e« METAL FILING CABINETS e¢ STEEL SHELVING 


OFFICE APPLIANCES, January, 1948 85 








FIGURE IN OMDA ORGANIZATION— 
New officers and prominent figures in 
organization of the Southern California 
Office Machine Dealers Association 
(left to right) are: Gene Hart, director; 
Ralph Maddon, director: Paul King, 
organizing committee; Edward E. Peck, 
representing NOMDA; C. Elmer Ander- 
sen, chairman of nominating commit- 
tee; Clyde Gleason, master of cere- 
monies; Ronald Beale, secretary: Gor- 
don E. Miller, newly-elected president 
of the organization. 


of a new hat and Mal Derry, The Globe-Wernicke Co., 
of an English razor. Brief remarks were made by 
President Ray Fletcher, National Blank Book Com- 
pany; Chairman George Curran, The Moore Pen Com- 
pany; and Jim Armington. Diversions following the 
dinner were poker and bridge. 

> io 


SOUTHERN CALIFORNIA OMDA IS ORGANIZED 





At a representative gathering of office machine deal- 
ers held on Tuesday evening, November 20, at the 
Roger Young Auditorium, Washington Blvd., Los An- 
geles, the Southern California Office Machine Dealers 
Association was organized with the following officers 
and directors unanimously named to handle its affairs 
during the first year: 

President, Gordon E. Miller of the Southern Cali- 
fornia Adding Machine Company, Los Angeles; vice- 
president, Foster Bragg of the Typewriter Exchange, 
Long Beach; secretary, Ronald V. Beale of the Pre- 
cision Typewriter Company, Los Angeles; and treas- 
urer, Ralph Maddox of the Holly-Beverly Typewriter 
Company, Hollywood. 

The following make up the charter board of direc- 
tors: E. E. Thornton, California Typewriter Exchange, 
Los Angeles; Ray Stockwell of the Stockwell-Binney 
Company, San Bernardino; Gene Hart of the Hart 
Typewriter Company, Los Angeles; Jack Davenport of 
the Davenport Typewriter Company, Bakersfield; 
Lewis Beiswinger of the Pasadena Typewriter Com- 
pany, Pasadena; and Ws A. Harnden of the Office 
Appliance Company and the Hollywood Office Furni- 
ture Company, Hollywood. 

The chairman of the evening was Clyde Gleason, 
president of the San Diego Office Machine Dealers As- 
sociation, while C. Elmer Anderson, past president of 
the National Office Machine Dealers Association, was 
chairman of the nominating committee. 

In charge of the details of organization was the firm 
of Keeler, Griffith and Associates, specialists in asso- 
ciational organization work. Dr. Keeler gave an inspir- 
ational address. Mr. Griffith, during the process of 
organization, handled the legalistic and parliamentary 
phases of the work. 

Mr. Keeler’s address dealt with the value of free 
enterprise as opposed to controlled economy, empha- 





sizing the fact that organizations of this kind could 
do much in preserving the free enterprise System in 
America, a nation which he said at the present mo- 
ment is the last citadel of free economy in the world. 


Edward Peck Gives Address 


Edward E. Peck of Peck’s Office Appliance Com- 
pany, Oakland, representing the National Office Ma- 
chine Dealers Association, flew to Los Angeles to do 
his part in assisting with the organization. Mr. Peck 
had had previous experience in the Northern Califor- 
nia Office Machine Dealers Association and served as 
general chairman of the convention of the National 
association at Sacramento. He had but recently re- 
turned from New York City where he had attended 
a meeting of the executive committee of the national 
group. 

In his address Mr. Peck referred to the benefits 
which he felt had accrued to members of the North- 
ern California association during the war. He urged 
the members of the new organization to study care- 
fully the work and the methods of the National asso- 
ciation, an organization which he characterized as 
one of the most effective associations of its kind in 
the United States. He made a special effort in his 
address to impress all present with the importance 
of the industry represented, citing its contribution and 
intrinsic value to the government during the war. 

In conclusion he urged the long view, the view to- 
ward the future, not merely the immediate present. 
To make an organization of this kind really valuable 
to the members, he stated, three things are necessary 
—hard work, co-operation, and money. He made a 
special point of money, saying that any worth while 
effort costs money. Properly functioning, he said, an 
association of this type serves as a protection to the 
individual dealer, and that in modern times the indi- 
vidual dealer needs the protection that comes from 
organization. 

Enthusiasm Is Evident 

By way of comment it may be said that enthusiasm 
was the Keynote of the gathering and that the deal- 
ers present came from all parts of Southern Califor- 
nia, from points as far distant as San Diego, Santa 
Barbara, Bakersfield, and other cities. Several men 

(Turn to page 166, please) 





SOUTHERN CALIFORNIA OMDA ORGANIZATION BANQUET GROUP 
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CURL-LESS 





UNMATCHED PERFORMANCE 


Even in these difficult days Tagger ribbons 
and carbon paper have steadfastly maintained 
their unparalleled reputation for value and per- 
formance. To extend the existing leadership 
of this fine line, a new ultra modern Tagger 
“Curl-Less’’ carbon that eliminates tendency 
to curl has been added to the line. It always 
lies flat and smooth, is quick and easy to 
handle, will not wrinkle or tree. Precision 


workmanship combined with an exclusive 


M &V manufacturing process enables Tagger 
“Curl-Less’’ to produce exceptionally accurate 
reproductions and give long and dependable 
service—truly an outstanding value. Of course 
Tagger “Curl-Less” is furnished in various 
weights and finishes for standard as well as 
noiseless machines. The special M&V quick 
removal feature saves operators’ time and in- 
sures longer wear. Remember too, all this 
added value—at no extra cost. 





MITTAG AND VOLGER, INC. 


ESTABLISHED 1881 


FINE CARBON PAPERS & INKED RIBBONS «+: PARK RIDGE, NEW JERSEY 
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E. R. MANNING TO NEW POST IN INDUSTRY 


News in the luggage and leather goods industry. is 
the announcement that E. R. Manning has become 
associated with Oscar N. Plotkin, Joseph Plotkin and 
I. L. Lewis in thé.management of the affiliated com- 
panies that include Oshkosh Trunks and Luggage, 
S. Dresner & Son, Inc., Gladstone Case Company, In- 
destructo Trunks and Luggage Company, and Na- 
tional Brief Case Company. 

Oscar Plotkin, in making the announcement said, 
“In our plans for the further expansion of our fast 
growing companies, we needed a man with broad 
knowledge of sales, advertising, design and materials. 
No one in our industry fits that requirement better 
than Ed Manning and we are all very happy that he 
is joining our organization. With a background of 12 
years of luggage and leather goods retailing, five years 
spent in Europe, and many years of friendly contact 
with dealers and suppliers throughout the country, 
Mr. Manning brings to us a fund of valuable informa- 
tion out of his long experience. His first assignment 











E. R. MANNING 


will be in connection with important Oshkosh plans; 
his office will be at 512 S. Peoria St., Chicago.” 

An active member of the Chicago Sales Executives 
Club, past-president of the Luggage and Leather Goods 
Salesmen’s Association, and vice-chairman of the Na- 
tional Stationers Association (recently general chair- 
man of its annual convention), Mr. Manning is well 
known throughout the country. 

Mr. Manning says, “In resigning as vice-president 
of Stein Bros. Mfg. Company and, general manager of 
Frank Mashek Company, I do so with tremendous 
enthusiasm for the big job ahead of me, but with 
sincere regret in severing a long, intimate and friend- 
ly association with Leo Stein.” 








WILSON JONES ELECTS VICE-PRESIDENTS 
Edward F. Dooley of the eastern division, and George 
Cormack of the western division have been elected 
vice-presidents of Wilson Jones Company. 
Mr. Dooley’s entire business career has been spent 
in the stationery industry. After eight years in the 














GEORGE CORMACK 


retail stationery field, he joined the Wilson Jones sales 


EDWARD F. DOOLEY 


staff in New York City as local representative. For 
the past eleven years he has been manager of the 
Metropolitan New York branch of Wilson Jones Co. 

George Cormack’s entire business career, after spend- 
ing five years in the retail stationery field, has been 
with Wilson Jones Company. He was for many years 
sales manager of the Chicago Metropolitan area and 
for the past two years has been western division sales 
manager. 

Tom Dunn, who has been covering New England 
territory for several years, has been appointed man- 
ager of the Boston, Mass., office. 


nenadelliallisabaicenesic 
FULTON SPECIALTY CO. MOVES N. Y. OFFICE 
In order to render a better service, the Fulton Spe- 
cialty Company announces that hereafter its office 
and factory will be combined at 82 Fulton St., Eliz- 
abeth, N. J. 





EXCUSE UE. PLEASE 


In the story of the annual tournament of the Sta- 
tioners Golf Association of New York, published in 
the November issue, two important lines were left out 
inadvertently. The result was that Co-hosts E. Kemp 
of the Ever-Ready Calendar Manufacturing Company 
and L. J. Messina of Professional Printing Company 
were not named. The omission is sincerely regretted. 
We apologize. 
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the In a successful company there will naturally evolve, down 
Co. through the years, improvements and refinements in product, 
nd- in appearance, in trademark design. This is particularly true 
pen of Standard where every day ‘is dedicated to progress, to 
ars research, and to new ways of doing better even the smallest 
ind things. In all our activities, one desire is paramount, — to 
les produce the finest in everything we make. The Standard 
Trademark epitomizes this policy. It is our unequivocal guar- 
“m3 antee of quality. When you own a Standard Duplicator you 


have the ‘‘Crowning Achievement in Fluid Duplicating’. 
Standard Duplicating Machines Corp., Everett 49, Mass. 
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The modern personal file combining the 
warmth of plastics with the strength of 
metal. A ‘‘must”’ item for home, office, 
small business. 





wet Stee Sales Corp. 300 EAST 145TH STREET + NEW YORK 51_N. Y. 
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Filing Uprights 
Futura Card Cabinets 
Futura Cash, Bond and Office Boxes 


Desks* 
Moldmaster Plastic Trays 
Hang Files* ‘Soon 


Junior Card Filing Systems 
Rotarian Plastic Letter Trays 
Futura Multi-Units 

Visibles* 

Chairs* 

Tidy Desk-Master 





N.-Y 





sae. 
wert Steel Sales Corp. 300 EAST 145TH STREET + NEW YORK 51 
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THE CAMERA LOOKS AT ASHLEY-McCORMICK CO.— 
Views taken inside the Ashley-McCormick Co. store, Bridge- 
ton, N. J., where the twentieth anniversary of the firm was 
recently observed. Top—office of E. Russell Ashley. Second 
—partial view of the store showing method of display. 
Third—sales department. Fourth—furniture and office ma- 
chines department. Bottom—partial view of the offices. 


ASHLEY-McCORMICK HAILS ANNIVERSARY 

The twentieth anniversary of the Ashley-McCor- 
mick Company, 32 E. Commerce St., Bridgeton, N. J., 
was recently observed with congratulations received 
from many fellow businesses and patrons. Full-page 
advertising in the Bridgeton Evening News hailed the 
event. 

From a small, one-man local business in 1927, the 
firm grew into a larger, partnership business with 
Joseph W. McCormick in 1931. Since 1942, Mr. and 
Mrs. E. Russell Ashley have been the sole owners of 
the firm. The size and scope of the trade has in- 
creased each year until it now encompasses the three 
counties of Cumberland, Gloucester and Salem. 

The staff now numbers 30 employees including a 
factory-trained repairmen and sales force. Special 
departments include those for books, photo supplies, 
giftware, furniture and office machines, and greeting 
cards. 

A firm of office outfitters, Ashley-McCormick serves 
as agents for many national manufacturers including 
Dictaphone Corporation, Underwood Corporation, Oh- 
mer Cash Register Corporation, A. B. Dick Company, 
Friden Calculating Machines Company, and Art Metal 
Construction Company. 

a 
ANNOUNCE DETAILS OF LUGGAGE SHOW 

One of the important highlights at the National Lug- 
gage and Leather Goods Show to be held in Chicago 
at the Hotel Morrison, February 15-20, will be the 
over-all industry meeting scheduled for Monday, Feb- 
ruary 16, from 9:30 A. M. to 12:00 noon, in the Holly- 
wood Room of the hotel. The show will be closed dur- 
ing these hours. 

“Retailers, manufacturers, suppliers, salesmen, deal- 
ers and anyone else in the trade attending the show 
are cordially invited to attend this important meet- 
ing,” said Maurice Levitan, executive secretary of the 
Luggage and Leather Goods Manufacturers of Amer- 
ica. 

The schedule for hours of the show, which will 
include more than 150 exhibitors showing trunks, lug- 
gage, brief cases and personal leather goods, is as 
follows: 

Sunday—1 P. M. to 6 P. M. 

Monday—1 P. M. to 6 P. M. 

Tuesday-Thursday—9 A. M. to 6 P. M. 

Friday—9 A. M. to 12 noon. 

=> 
NEW OFFICES AID FRIDEN IN FRISCO 


Sven von Heideken, San Francisco district manager 
for the Friden Calculating Machine Company, Inc., is 
now doing business from attractive, well appointed 
ground floor headquarters at 44 Second St. 

In moving to the new location, the manager real- 
ized an ambition he set for himself on June 1, 1934, 
the first day he assumed responsibility for Friden 
sales in San Francisco. The advantages and benefits 
to be derived from ground floor sales and service rooms 
draw high praise from von Heideken. 

“We very definitely have felt the benefits already,” 
he said. “Although we have not as yet made any direct 
sales, many people have shown their interest. Many 
have stopped to see our machine and to pick up litera- 
ture. The advertising we have received in this man- 
ner will be of great value.” He points out that the 
new office is in the center of the great San Francisco 
business district and in the heart of the office ma- 
chine “sales row.” 
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fasyrest is one of a com — 

plete line of Steelease 

chairs now available to 

re office furniture 
dealers. You are invited to 40 

es write for prices and catalogs, 





® Height is adjusted without tools 
@ Easyrest provides scientific support ak tse b cl 
The adjustable back is scientifically ts gpitaanslogg Dh cman neta: the ee 


designed and shaped to fit the holl @ Easyrest is indestructible 
at aan of your back. : a4 Of fine tubular steel, the Easyrest frame is one 
® The seat is designed for restful comfort solid, unbreakable, electrically welded unit. 


Rounded in front and square across the back to @ Smooth finish is easy on sheer hose 
relieve pressure against the sensitive bones and Finished in beautiful grey enamel, extremely 





nerve centers at the base of the spine. durable, and completely free of rough surfaces. 
@ Coil springs insure maximum softness @ Swivel mechanism is absolutely noiseless 
The seat is upholstered over 24 individually Specially designed swivel irons operate with 
coiled springs to provide a durable yet comfort- the greatest ease, require no further lubrication. 
ably yielding cushion. @ Coverings are smarter, more durable 
@ Any girl can adjust Easyrest in a jiffy Fine upholstering materials are trimly tailored 
Easyrest is the only posture chair allowing the over the coiled springs and hair padding. 
occupant to adjust the back while seated. @ Casters roll with ease 





Girls like the step-saving, free-rolling casters. 
@ Easyrest has TESTED superiority 


TH Easyrest’s design and construction has been 
Cangeeae fn ee) ee exhaustively tested assuring extra comfort. extra 


manufactured solely by security, extra service and extra value. 


METAL OFFICE FURNITURE COMPANY, Grand Rapids 2, Michigan 
Western Distributors: Hunting-Roberts Company, 2223 East 37th Street, Los Angeles 11, California 
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HARTFORD HONORS ROYAL VICE-PRESIDENT 
Charles B. Cook, vice-president and factory manager 
of the Royal Typewriter Company, has been chosen 
for the 1947 Citizens Award of the Hartford Post, Jew- 
ish war veterans. Prominent Hartford citizens at- 
tended the presentation dinner on November 29 when 
Mr. Cook was given a bronze plaque emblematic of the 
award. 

This award, the sixth to be given by the Post, is pre- 
sented each year to the Hartford man “Whose life 
and deeds exemplify the unifying principles of Amer- 
ican interfaith relationship.” 

Previous award winners were Isidore Wise, the Rev- 
erend Thomas Hayes, the Reverend Russell J. Clinchy, 
Mayor Edward N. Allen, and Hartford Times Publish- 
er Francis S. Murphy. Mr. Cook was selected for the 
honor by William A. Purtell, president of Holo-Krome 
Screw Corporation, chairman of the committee of 
judges, and Oliver Ellsworth, Clayton R. Burt, the 
Reverend Russell J. Clinchy and Judge Jacob Schwol- 
sky. 

Widely recognized as one of Connecticut’s most 
prominent industrialists, Mr. Cook came to this coun- 
try from England in 1893. Not only is Mr. Cook vice- 
president and factory manager at Royal, but his con- 
nections include chairmanship of the board of direc- 
tors, Silent Glow Oil Burner Corporation, and mem- 
bership of the board of directors of Taylor & Fenn 
Company, Veeder-Root, Inc., Holo-Krome Screw Cor- 
poration, Colt’s Fire Arms Company, Spencer Turbine 
Company, the Phoenix State Bank and Trust Com- 
pany, and the Manufacturers Association of Hartford 
County. He is active in many civic capacities, and 
has long been associated with such activities as the 
Y.M.C.A., the Community Chest, the Red Cross, and 
other charitable organizations. 


<= 


CALIFORNIA FIRM OPENS NEW DEPARTMENT 


McWhorter-Young, Inc., one of the largest station- 
ery stores in San Jose, Calif., recently opened an office 
furniture department on the second floor. Modernis- 
tic in every detail, the new department features a 
complete line of the latest office furniture, and reports 
a splendid volume of trade. 

The store also carries a full line of office equipment, 
such as typewriter supplies and so forth.—LBM. 


—-- 





the 
1947 Group B division of the National Letter Writing Week 
was displayed by S. C. Toof & Co., Memphis, Tenn., awarded 
$100. Toof had won second prize in the 1946 contest, prov- 
ing that appealing windows is no novelty to this concern. 
Here, Don Fulier of the stationery department, who designed 
and dressed both windows, is posed with three of the figures 


TOOF WINS AGAIN—First prize winning window in 


used in the winning window this year. The window was 
unique and attracted unusual attention because the figures 
were photographs of live models instead of manikins. 
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Ky. 


Howard D. Happy, head of the store, 


customers to “be happy” and “see happy” in the course 
of business. 

In the main window of the Broadway store, Mr. 
Happy has a curiosity-intriguing sign which reads 
“Smiles for Sale—5c to 25c Each.” A lot of people 
come in to ask what the sign means, and Mr. Happy 
explains that he gives the same kind of cordial greet- 
ing to every customer who spends a nickel or $2,500 
in his store.—RAL. 


PRIZE-WINNING WINDOWS—These windows won Group B 
stationers awards in the contest held in connection with the 
tenth annual National Letter Writing Week, Oct. 12-18. Top— 
first prize, S. C. Toof & Co., Memphis, Tenn., display by 
Donald G. Fuller; center—second prize, Scrantom’s Book & 
Stationery Coe., Rochester, N. Y., display by Fred Angell: 
bottom—third prize, H. S. Crocker Co., Inc., San Francisco, 
Calif., display by W. B. Garthwaithe. 
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“GOOD HUMOR” GETS RESULTS FOR STATIONER 

Clever slogans bolstering up the good humor of busi- 
ness men have earned an enviable reputation for the 
Howard D. Happy Company, stationers of Paducah, 


has made 
may puns from his name which appear regularly in 
newspaper advertising and window displays, advising 
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POSTURE 


CHAIRS 


BETTER OFFICES ACCLAIM THESE NEW 
1948 MODELS... PACEMAKER puitoers » 


These outstanding values . . . offer advanced 
designs in finest posture seating . . . assuring 
complete satisfaction . . . increased office effi- 
ciency at small cost. Sit rite with a RITEFORM 
. . . today’s finest fastest growing chair line for 
better offices. 


































155UA 

“MASTER EXECUTIVE” 
Luxuriously distinctive . . . with 
famous RITEFORM posture. No 
Sag-Spring, deeply padded cush- 
ion and back . with uniquely 
styled padded side arms . a 
leader in Executive chair popu- 
larity. 


NO. 225 
“ALUMINUM DE LUXE” 


“5” Star Secretarial 

Better posture chairs ... at only a 
slightly higher cost than usually 
paid for steel tubular styles. Nu- 
Kraft Foam Rubber Cushions, Du- 
ran-Koroseal, or Imperial, Fine 
Quality Plastic Leathers. 

Frames: Grey - Green - Brown on 
all models shown. 





235A JR. EXEC. (below) 


The Sensation of the Industry NO OTHER POSTURE CHAIR 
GIVES AS MUCH 
; NO. 125 SPRINGBACK SECRETARIAL 


RITEFORM’S ‘'5’’ star features, with the 





entific design, the result of 22 years ex- 
perience building better posture chairs 
Frame: 1’ o.d. steel tubular welded 

Cushion: 16!/2.” x 13!/.” x 3” NuKratft latex 
Back Rest: 13” x 7” padded. Adjusts 
z* 2 . 
Seat adjusts 17'’ x 21"’ above floor 





Compare s-emsoem-rostuer ma 


POR PanGut PeLtvens © 
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DEALERS: Write today —con- 
cerning valuable RITEFORM 





a DB. franchise, which offers a chair 
le frorm CHAIR CG, lac for every need — building 
43 S. OXFORD: ST. PAUL 5, MINN. amazing sales results. 
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F. O. B. MARIETTA, GA. 





Write for Illustrated Brochure 
RECESSED BACK 


Manufacturers of the World’s Finest Office Desks and Chairs 


GENERAL OFFICES 
725 S$. LA SALLE ST. 


CHICAGO 5, ILLINOIS 
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TELEPHONE 
HARRISON 1100 


CABLE ADDRESS 


OFFICE FURNITURE COMPANY WELLOFF, CHICAGO 
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HOW ONE FIRM TOOK ADVANTAGE 
OF THE SURPLUS OFFICE 
FURNITURE PROBLEM 


ITH THE CLOSE of World War II, many firms 

engaged in the sale of office furniture were 
anticipating a great business. Much to their dis- 
appointment, the factories that had supplied them 
with goods for years faced a conversion problem that 
required time to solve. Even today many small deal- 
ers cannot obtain enough furniture to supply their 
needs. An alternative was the purchase of Govern- 
ment surplus furniture. Many dealers found that ave- 
nue also closed to them. 

Maurice Kressin, who operated the Manhattan Stor- 
age & Transfer Company in Washington, D. C., a man 
with over 25 years’ experience in dealing with the 
various Government departments, made a study of sur- 
plus property since 1944, recognized the many diffi- 
culties that would have to be overcome. Because he 
also saw opportunities, Mr. Kressin organized the Man- 
hattan Office Equipment Company, starting with a 
floor space of 75,000 square feet. He began buying 
every type of office furniture that he thought would 
be salable by retail dealers throughout the United 
States. He made contacts with war veterans who were 
eligible for unlimited quantities of surplus furniture 
but who had no facilities to store the furniture nor 
could find an immediate market. Mr. Kressin bought 
from the veterans and resold to dealers and users. 
Advertisements in trade journals brought hundreds 
of inquiries for every type of office furniture and 
machine. 

The surplus equipment had to be bought in large 
lots, sometimes as much as 200 desks with 300 chairs 
or 350 to 400 file cabinets. The purchases involved 
moving the furniture immediately. Manhattan had the 
equipment and personnel to handle it on that basis. 
In one instance a certain army camp about 20 miles 
from Washington called in a half dozen large dealers 
to dispose of 10 carloads of surplus goods. The Man- 
hattan organization had the space and the facilities 
to handle the deal and in less than 30 days moved the 
entire lot to its warehouses, thus obtaining merchan- 
dise at a price that permitted profitable resale to deal- 
ers at a fair price. 


Fireproof Warehouse Acquired 


To handle its expanding business, Manhattan re- 
cently obtained a fireproof building containing 75,000 
square feet of space, 60,000 of this on the ground 
floor. A railroad siding contributed to fast service 
Dealers from all parts of the country finds displays 
on the ground floor. Goods are sold in carload lots or 
by the piece, if desired. A regular price list is pub- 
lished assuring dealers of fair treatment. Prices include 





98 





Mlankattay 
Oi f Cguipn onl t 





a 


MANHATTAN’S LARGE-CAPACITY DELIVERY TRUCK 


crating and boxing. Money is refunded if the customer 
is not satisfied, providing he pays all freight costs. 
Buying surplus goods from Manhattan, according to 
Mr. Kressin, is advantageous to a dealer because he 
can purchase as much or as little as he desires. He 
may select the type of furniture he desires instead 
of being required to take complete lots including many 
articles not readily salable in his locality. Storage and 
transportation of unwanted merchandise is costly. The 
buying problem has been simplified for dealers by the 
Manhattan Office Equipment Company, which has two 
capable buyers on the road seeking the goods needed. 
When items are not in stock, the Manhattan buyers 
make a special search and before many days have 
passed the dealer’s order is filled. As a further serv- 
ice, a repair department is maintained for refinishing 
those furniture pieces that need it. About 250 dealers 
in almost every state are on Manhattan account books 


Manhattan has also served dealers in Canada and 
other parts of the world. Export shipments are made 
regularly and until the recent Canadian embargo, 
which is only temporary, dealers in Canada paid as 
much as 40 per cent duty on the gross purchases and 
still resold at a good profit after paying transportation 
costs. All orders received are filled in sequence and 
most of them are shipped within a week or ten days 
after receipt. Goods are shipped F.O.B. Washington, 
D. C., and most of the business is done on a C.O.D. 
basis. 

Twenty-one people are employed by .Manhattan 
Mr. Kressin is a firm believer in giving work to a GI, 
whenever possible. Men are trained for their jobs and 
have helped to build the annual volume to over $330,- 
000. A constant stock of $75,000 worth of office furni- 
ture and equipment is maintained. Mr. Kressin 
attributed the success to hard work, foresight, and 
the application of sound principles. Looking to the 
future, Manhattan has made contacts with some of 
the leading manufacturers of new goods and carries 
a good stock for the local retail trade. It is Mr. Kres- 
sin’s belief that at least three or four years will elapse 
before the large manufacturer will be able to supply 
the demand for post-war business, and from present 
indication, it will take three or four years for the 
Government to dispose of goods. 

Half the space in the eight Manhattan buildings 
is used for the storage and transfer business and half 
for the office equipment business. 


a 
HOBART, OKLA, FIRM PURCHASES COMPANY 


The Hodgkinson-Jackson Typewriter Exchange at 
Hobart, Okla., has purchased the Alton Printing and 
Stationery Company from Harvey Wimberly, it was 
recently announced by Lee Hodgkinson, president of 
the firm. The printing department was not included 
in the purchase. The company will continue in oper- 
ation at its present location in the Times-Democrat 
Building.—JHR. 
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The new National Simplex Trays are made 


of aluminum ... light in weight . . . easy to 
handle. Open drop side for better visibility 
and offsetting of ledger cards. Modernly de- 
signed to be a credit to any office ... a joy to 
every operator. 

One all-purpose stand... with a choice of 
9 adapter tops . . . accommodates different 
sized trays. Flush top is also available for 
office machine or table use. 

Indexes and a wide selection of stock forms 


of top NATIONAL quality round out the line. 


It will pay you to feature and display this fine 
posting equipment. See your NATIONAL 
CATALOG No. 47, pages 108-113, for full 
details. 


NATIONAL BLANK BOOK COMPANY 


HOLYOKE, MASSACHUSETTS 


NEW YORK CHICAGO BOSTON SAN FRANCISCO 
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“EYE-EASE” 
paper shows figures 
clearly, cuts glare, min- 
imizes eyestrain, re- 
duces fatigue ... means 
less errors and better 
office operation. 
Exclusively 
NATIONAL! 
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DISPLAY TROUBLES IN BRITAIN 





By George D. Taylor, 
Long Beach, Calif. 





J. TAYLOR of Boston, Lincs., England, writes 

e that in view of the fact that they are not allowed 

to burn window lights, he would appreciate any sug- 

gestions that we in the United States may offer to 
help him overcome this handicap. 

There is no question that a serious handicap of this 
nature needs some serious thought and some very 
unusual action. Here are some of the things which, 
in the opinion of the writer, are worth cOnsidering 
and putting into effect. 

The first thing is to paint the backgrounds white 
or an off-white. Do this so that all the available light 
be distributed to advantage. Even in daylight it is 
true that most merchandise will show better against 
a light background, so if there is any chance at all 
of the merchandise being seen in a window without 
lights, the light background would be a definite help. 


Limit Display to a Few Items 


It would be reasonable to trim the window lightly. 
Do not give the customer so much to look at that it 
confuses him. This is bad policy even in the daytime 
and under rationed conditions it would be infinitely 
worse. Display your small items in unit trims and 
show a few pieces of furniture to advantage. Do not 
attempt to crowd your windows. 


Use a light colored floor covering. In other words, 





do all in your power to encourage the reflection of the 
light that may be periodically available from street 
lights, car headlights, flashlights, and so forth. 

Luminous paint should be a distinct advantage in 
this kind of emergency. Paint it on drafting tape 
and use the painted tape to outline several pieces of 
merchandise, so that at night the outline will be 
visible to the passer-by. Files, desks, and chairs will 
lend themselves admirably to this treatment. 


Luminous Letters Suggested 


Mitten letters may not have been introduced into 
the British Isles, but they would be invaluable in 
putting the message across at night. They can be 
purchased in several sizes, up to nine inches in height, 
and can be set in wooden channels. These can be 
used to carry different messages, such as your store 
name or single words such as files, desks, and so forth. 
If treated with luminous paint, they should show up 
nicely at night and make up in a very substantial 
manner for the lack of window lights. 

Moving objects are always more attractive than 
stationary ones. This has been advocated for years 
by the display profession. A moving display would 
be especially attractive in a darkened window if used 
with the luminous paint idea. A luminous display 
on a turntable would be a splendid means of attract- 
ing the attention of the public to your store when 
the lights are out. 

These are the means of desperation, but there is 
not the least doubt that over a period of 365 days, 
they could help substantially in counteracting the 
handicap of no lights. 








HORDER’S USES “CHRISTMAS ALL OVER THE WORLD” WINDOWS 


“Christmas All Over the World” was the theme of 
Horder’'s Inc., 1947 Christmas windows. The center 
panel depicted a famous cathedral and different 
cathedrals were used in the 28 windows created, 
thereby carrying the theme. The balance of the 
background was simulated drapes, painted red and 
black, and the whcle was touched off with papier 
mache bells centered over the cathedrals. The me- 
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dieval touch was further enhanced by flagstone steps, 
used as displayers, and cut-out heralds in each cor- 
ner carrying the Christmas greetings message. The 
entire project was the creation of the Horder display 
department. Earl Parker, artist: Miss Helen Reed and 
Wesley Fincher, designers and trimmers; and Homer 
Hamilin, supervisor; joined in contributing the ideas 
that made up the composite production and worked 
enthusiastically for its successful installation. 
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; Tray indexes : pa 
; Desk protectors Sign printing outfits 
i Coi , Wide line of daters, numberers in 
: a plain, die-plate, and self-ink- 
’ Stamp pads (inked and dry) ing style 
: 
' I} you don't have the Justrile catalog, 
; once fo 
UTS] LOUIS MELIND COMPANY 
it 362 WEST CHICAGO AVENUE © CHICAGO 10, ILLINOIS 
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4 
} 
1948 «OFFICE APPLIANCES, January, 1948 101 


See 





ZENNER ELECTED CHAIRMAN OF MCBEE 
P. M. Zenner, formerly vice-president, was recently 
elected chairman of the board and general executive 
committee at the annual meeting of The McBee Com- 
pany, Athens, Ohio. D. R. Zenner, formerly vice- 
president in charge of production, was chosen as pres- 








P. M. ZENNER 


ident. He replaces A. B. Roe, who is retiring after 15 
years as president. 

Other officers elected were H. B. McBee and H. A. 
Baker, vice-presidents. Roger Connor was made a 
vice-president and re-elected as secretary. H.C. Davis, 
formerly general sales manager, was elevated to vice- 
president in charge of sales. B. F. Cutler was elected 
treasurer and W. E. Ausenheimer was made comp- 
troller. J. M. Scriven and C. J. Dickson were re-elected 
assistant secretaries. 

The following were elected to the board of directors: 
P. M. Zenner, chairman; A. B. Roe, the retiring pres- 
ident, vice-chairman; D. R. Zenner, H. B. McBee, H. A. 
Baker, Roger Connor, W. B. Stitt, partner of Olcott, 


Havens, Wandless & Stitt, New York; F. C. Rummel, 
president of Burr & Company, Inc., New York; and 
C. P. Luckey, vice-president of New York Trust Com- 
pany. 

Besides the main plant 
operates plants in St. Louis, Los Angeles, New Bruns- 


in Athens, Ohio, McBee 


wick, N. J. and Montreal. Offices are maintained in 
all principal cities of the United States and Canada 
with general sales headquarters in New York City. 


——___—_9—=>-9———__—- 


SANFORD GOES WITH WAGNER-HENZY-FISHER 


R. L. Sanford, better known as “Sandy,” has joined 
the Wagner-Henzy-Fisher Company, Cleveland, Ohio, 
as vice-president. He has had 25 years’ experience 
in the office equipment industry, and since finishing 
at the University of Rochester, has never entertained 
any ideas that other type of business could offer a 
more interesting field. 

Mr. Sanford’s training days were spent in Rochester, 
N. Y., with the Yawman and Erbe Company. Before 
long he was sent to the Cleveland branch office of 
Yawman and Erbe. 

Later he became associated with the Brooks Com- | 
pany as manager of the office furniture department. 
This connection lasted 19 years and included the posi- 
tion of sales manager of equipment and stationery. 

During the World War II, “Sandy” joined the Ace 











R. L. SANFORD 


Desk Company as partner and general manager. From 
this company he resigned to accept his new position 
with the Wagner-Henzy-Fisher Company, effective 
January 1, 1948. 
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IN HAVANA—tThis attractive store front 
is that of the Guiterrez Marban Y Cia, 
prominent Havana, Cuba, firm in the 
industry. An explanatory story ap- 
peared in the December issue, page 64. 
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AS PHOTOGRAPHED 


No. 854 LETTER SIZE $42.70 
No. 858 LEGAL SIZE 49.95 
Q . 
arate 7 ee WITH ONE SWINGING SHELF 
ey ee “ ee, “Sree J No. 855 LETTER SIZE $46.95 
gh en ee a gee oes i No. 859 LEGAL SIZE 54.20 
SPECIFICATIONS 
LETTER SIZE LEGAL SIZE 


WITH TWO SWINGING SHELVES 


No. 856 LETTER SIZE $51.20 
No. 860 LEGAL SIZE 58.45 





Additional lock on bottom drawer — add $2.50 


COLE STEEL EQUIPMENT COMPANY 
285 Madison Avenue, New York 17, N. Y. 
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285 Madison Avenue, New York 17, 
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COLE sic EQUIPMENT COMPANY 


27-DRAWER 
STORAGE CABINET 


Will pay for itself many times over 












































as a valuable money-saver in locat- 
ing and safeguarding important | 
matter. For catalogues, hardware, 
office forms, printed matter, art 
work, cuts, photographs, tools, etc. 
Olive green or Cole gray crinkle 
finish. 


WIDE HIGH DEEP 
Cabinet size 30 37% 13° 
Inside drawer 9 3% 12° 
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i 
§ 
§ 
Designed for card record 
systems. Constructed: of 1 
heavy cold-rolled furniture 
steel, electrically welded 
throughout. Units can be 
stacked. 
ONE DRAWER UNITS TWO DRAWER UNITS 
i No Card Capacity Height Width Green No Card Capacity Height Width Green 
C335 3x5 1500 cards «= 5'4” Ba” ~—s $3.60 C3352 3x5 = 3000 cards «= Sie” = 124,” $6.30 : 
' C346 4x6 1500 b'/,” 7/2” 4.20 C3462 4x6 3000 6!” 147,” 7.20 i 
C358 5x8 ~— 1500 iy” My” ~~ §.40 C3582 5x8 3000 74” 18%" 9.60 H 
C369? = bx? 1500 Bi4” 10” 8.40 C3692 6x? += 3000 * 84” = 20/2” ~—'12.00 E 
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CUTS OR PHOTOGRAPHS OF ALL ITEMS AVAILABLE ON REQUEST 


COLE ie ie ee ee ee ee ee, ee Oe 
285 Madison Avenue, New York 17, N. Y. 
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TWIRLIT 
PAPER DRILLS 


are simple 0. 
but powerful? 





The boring principle of TWIRLIT PAPER imum of manual effort and absolute silence. 
DRILLS allow a more efficient hole cutting opera- TWIRLIT drills holes cleanly without the wrinkle 


tion than a power driven paper punch with a min- usually found around force driven holes. 








WRITE FOR 
CATALOG TODAY 


MITCHELL CORPORATION 


HAGERSTOWN ® MARYLAND 
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TWO ARE PROMOTED BY BURROUGHS 


Promotion of two men to newly-created positions 
of director of sales promotion and director of market 
research in the Burroughs Adding Machine Company, 
Detroit Mich., was recently announced by Ray R. 
Eppert, vice-president in charge of marketing. 

E. G. Welch, formerly supervisor of the bank division 
of the marketing department, will be in charge of all 
sales promotion, and H. F. Waite, who has handled 
special assignments in the comptroller’s department 
at Burroughs since 1928, will head the market research 
department. 

“The creation of the new position,” according to Mr. 
Eppert, “is a part of Burroughs’ program expanding 
marketing activities and intensifying the study of 
business accounting needs. By further concentrating 
the control of these functions, we will be better able 
to meet the growing demand for figuring and account- 
ing machines.” 

Mr. Welch, who served as a bank officer and as audi- 
tor for a state bank commission before he joined the 











ee 





H. F. WAITE E. G. WELCH 
Burroughs organization in 1936, will co-erdinate all 
the activities of the company’s sales promotion and 
methods divisions. 

As director of market research, Mr. Waite will super- 
vise the study of market conditions, assist in the co- 
ordination of production control, and compile data 
for the development of new products to meet business 
needs. Before coming to Burroughs, he had been a 
traveling auditor for the U. S. Treasury Department 
and a senior accountant in a public accounting firm. 

_ > . 
BERT M. MORRIS APPOINTS TODD 
The Bert M. Morris Company, Los Angeles, Calif., 


manufacturers of the Morriset and other plastic arti- 
cles, recently announced the appointment of Kenneth 














KENNETH TODD 


(Ken) Todd as the mid-western representative. Mr. 
Todd has been identified with the commercial station- 
ery and writing instrument industries for the past 20 
years in organization and management. 
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AL COELLN HEADS STANDARD DAIRY 


Al Coelln, formerly divisional sales manager of Wil- 
son Jones Company, in charge of the Boston, Mass., 
branch, has been elected president of the Standard 


AL COELLN 


Diary Company. He will make his headquarters at 
the Standard Diary plant in Cambridge, Mass. 

Mr. Coelln’s entire business career has been spent 
in the stationery industry. He has been on the sales 
staff of Wilson Jones Company since 1929, covering 
various territories throughout the East. For the past 
ten years he has been divisional sales manager of the 
New England states. 

E. W. Mead, vice-president of the Standard Diary 
Company, will continue as sales manager with head- 
quarters at 122 E. 23rd St., New York City. 





100,000 SQUARE FEET OF SPACE IN GOLD- 
SMITH’S NEW BUILDING—This new building 
is completely occupied by Goldsmith Broth- 
ers at 23-10 43rd Ave., Long Island City, 
Queens, N. Y., for warehousing in connec- 
tion with their store on Nassau St. The build- 
ing provides 100,000 square feet of space in- 
stead of 10,000 as incorrectly stated through 
typographical error in the December issue. 


ROYAL ANNOUNCES MANAGERIAL CHANGES 


The Royal Typewriter Company recently announced 
five new managerial changes. 

S. R. Langs, former South Bend, Ind., manager, has 
been promoted to district manager at Detroit, Mich. 
A former St. Louis, Mo., salesman, A. E. Staehle has 
been named to fill the South Bend managership. Mr. 
Staehle had been at St. Louis since April, 1941. C. A. 
Bue, former Minneapolis salesman and a Royal 25- 
year man, has been appointed to head the St. Paul, 
Minn., office. 

P. M. Hagan, former Akron salesman, and William 
Cone, former Boston salesman, will head the Scranton, 


Pa., and Springfield, Mass. offices respectively to round | 


out the new group of appointments. 
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_ Established 1854 
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KOLLER & SMITH PROMOTES SCRIVEN 


L. Edward Scriven has been elected vice-president 
of the corporation, and director of the duplicator divi- 
sion at Koller & Smith Company, Inc., New York, N. Y., 
according to an announcement by J. B. McMahon, 
president of the company. 

Koller & Smith, retailers of office equipment, sys- 
tems, forms, and supplies, are exclusive Metropolitan 
New York distributors for Niagara stencil duplicating 











L. EDWARD SCRIVEN 


machines and supplies, and are one of the oldest 
office equipment firms in New York, with 1948 being 
their golden anniversary year. 

Mr. Scriven had been general manager of the 
Niagara Duplicator Company of San Francisco and 
Concord, Calif., directly preceding his present appoint- 
ment, and since the end of the war. 

Previous to his connection with the Niagara Duplica- 
tor Company, Mr. Scriven was an executive in the 
War Production Board in charge of field organizations 
under Donald Nelson. He had also been vice-president 
of the A. C. Nielsen Company and western manager 
for McKinsey & Company, management engineers. 

Koller & Smith plan to open several branch stores 
to retail their whole line in Newark, N. J., and Albany, 
N. Y., during the next several months. They already 
have temporary quarters in both these cities. 


FURNITURE LINE ADDED BY ALLIANCE FIRM 


Twelve years ago the Alliance Typewriter & Office 
Supply, Alliance, Ohio, started in business in a mere 
ten-foot square space. Just recently, Mrs. Lavina 
Holzer, the proprietor, moved her rapidly-growing 
business into an adjoining room with more than four 
times the original floor space. 

With this expansion, Mrs. Holzer has added a line 
of office furniture from such widely-known manufac- 
turers as the Gunn Desk Company and the Metal 
Office Furniture Company of Grand Rapids, Mich., 
and the Security Steel Furniture Company of Avenel, 
N. J. The furniture line will include wood and metal 
desks, posture, swivel and companion chairs. 

The Alliance Typewriter & Supply will have steel 
filing cabinets as a specialty. 

Since 1935 the firm has handled Remington, Royal, 
Underwood, Smith-Corona typewriters and Remington 
Rand adding machines. 

eo 


NEW JUSTRITE BRANCH IN DALLAS 


The Louis Melind Company recently announced the 
opening of a new branch at 714 N. St. Paul St., Dallas 
1, Tex. Stationers in the states of Texas, Louisiana, 
Oklahoma and New Mexico are told that the new 
Justrite location will increase the speed of service by 
many days. 

Complete stocks of all Justrite merchandise, such as 
rubber bands, erasers, stamp pads, daters and num- 
berers, and the many other items in the Justrite line 
will be on hand at all times. 
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BURROUGHS PLANS TWO ADDITIONS 


Plans for two more substantial additions to the 
manufacturing facilities of the Burroughs Adding Ma- 
chine Company were announced recently by John S. 
Coleman, president. One of the additions will add a 
complete story to one section of the company’s De- 
troit, Mich., plant and the other will materially en- 
large the capacity of the factory at Plymouth, Mich. 

Mr. Coleman pointed out that these plans for addi- 
tional facilities were a part of the $3,000,000 expansion 
program just authorized by the company’s board of 
directors. ; 

Burroughs recently purchased a plant at Joy Road 
and Schaeffer Highway which added 47,000 square 
feet to its production facilities, and a new display and 
training center has been completed on Woodward Ave. 
which will serve as the company’s Detroit branch and 
also provide training facilities for the sales and serv- 
ice departments. 

“Since starting our program about a year ago,” Mr. 
Coleman said, “we have increased the productive 
capacity of our existing plants about five per cent by 
installing new machinery to help our employees to 
increase their productivity, by rearranging our factory 
layouts, and by extensive use of conveyors. 

“The demand for our products, however, is so great 
that even with the additional capacity which improved 
methods have provided, we cannot adequately fill our 
backlog of orders and prepare for manufacturing the 
products of the future. In order to meet this growing 
demand, we are investing now and plan to continue 
to invest in expansions as well as improvements in 
our operations.” 

io 


BATEMAN APPOINTED BY J. K. GILL 


Robert O. Bateman was recently appointed advertis- 
ing manager of the J. K. Gill Company, Portland, Ore., 
according to an announcement made by George Hall- 
ing, general manager of the company. 

Mr. Bateman was formerly assistant production 
manager in the Portland office of Botsford, Constan- 

















ROBERT BATEMAN 


tine & Gardner advertising agency, after serving in 
the public relations office and information and edu- 
cation section of the U. S. Army Signal Corps. 

Before entering the U. S. Army he was assistant 
war bond manager at the H. J. Kaiser company’s Ore- 
gon Shipbuilding Corporation of Portland. 

3 jtine 
TEXAS FIRM ENLARGES PLANT 


A new office supply display and sales room has been 
opened by the Burnet Bulletin as part of its newly en- 
larged and modernized plant at Burnet, Tex. 

The new building was made by purchasing the old 
fire station, next door to the rock building which the 
Bulletin has occupied for the past 20 years and com- 
bining the two buildings into one handsome stucco- 
finished structure. The paper is one of the oldest in 
that part of Texas, having been established in 1873.— 
JHR. 
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BECAUSE IT MAKES SENSE 


The DIRECT Approach To Filing... FY 
“fi 


RECT NAME SYSTEM 


1. You open the drawer. Your eyes seek 
the center and there, a row of alphabetic 
guides stare up at you. You can instantly 
locate the desired subdivision. 

3. Miscellaneous 2. You find the folder you are seeking 
folders containing under the name you have in mind. 
small accounts. It is natural, simple and effortless. 








Alphabetic, individual, and miscellaneous folders are numbered to 
permit returning folders to the file by number. This is also a check 
against misfiling. Furnished in sets of 25 to10,000 or more subdivisions. 
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HOW IT WORKS. You go directly to the name you 
are seeking. The alphabetic guides are angled for 
perfect visibility. There are no hidden tabs because 
the system is divided into three separate working 
sections ... The alphabetic (center), individual 
names (right), and the miscellaneous or inactive 
accounts (left). The result is skyline visibility for 
effortless, accurate filing and finding. 


SIMPLE. Anyone who knows the alphabet and 
can count is able to operate the filing system with 


a few minutes of training. 


rast. Actual stop-watch tests made in over one 
hundred business offices prove that papers filed by 
this system can be found in less than 10 seconds. 


ECONOMICAL. Lhe cost of installing the”’Y and E” 
Direct Name Systems is more than repaid by execu- 
tive time saved when papers are wanted. Capacity 
of each filing clerk is automatically increased. 


YOUR PROSPECTS KNOW ABOUT “‘¥Y AND E” 
DIRECT NAME SYSTEM. This ad appears in 
American Business, Burroughs Clearing House, 


Nation's Business, Nation's Schools, The Office, Of- 
fice Management and Equipment, Hospital Prog- 
ress, and Hospitals in either January or February. 


WRITE FOR A SUPPLY OF DIRECT NAME 
FOLDER NO. 3922R. Feature “Y” and "E” Direct 


Name Systems and take advantage of the sales 
boost that the advertising gives you. 

















—THE JASPER DESK COMPANY 


INDIANA 


WOOD oofice FURNITURE INSTITUTE 


JASPER, 





Enthusiastic dealer praise has been showered on our Chippen- 
dale Desk. We are naturally proud of this achievement in fine 
executive furniture. 


Of course, there's a good reason for this Chippendale 
Desk's popularity. 

Stump walnut matched veneers, selected with the most 
meticulous care, are used for the face material on drawer 
fronts. They reflect all the dignity, warmth and luxury that 
is inherent in wood. Note too that genuine walnut is used 
for all exteriors and interiors. Other features merit attention 
including Roller Suspension Deep Drawer—Inset Back—and 
Dictation Slide on Back of desk (69"" only). 


Wherever executives desire luxurious, traditional office 
furniture, this Chippendale Desk offers a handsome addition 
to the business scene. 












. SSARLELES 
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SELLING DAYS 


ARE HERE AGAIN! 


MARKWELL 


OFFERS YOU 
FINE PRODUCTS 





A stationer who had an extensive mail-order business re 


ceived a large order from one of his customers who had estab AND 
lished the reputation of being speedier on ordering than on 
remitting. NEW SALES HELPS 





The firm wired him: "Cannot ship order until you pay for 
last shipment. 

"Unable to wait that long, wired back the customer. ‘'Can 
cel order.” 

"Where did | come from, Mother?" inquired a six-year-old, 
just home from his first day at school. 

This is it, thought the mother. She had read widely on the 
subject and knew exactly how to unfold the story of the birds 
and bees so that he would look upon sex as a normal, natural 
thing. 

So the mother told all. Then, curiously, she awaited his 


>. reaction. 
"| just wondered,’ the child said, ‘the boy who sits in 
front of me at school comes from New Jersey.” 





The drunk started ringing the operator of the hote/ at 5 
A.M. and demanded to know what time the bar opened. 

She told him with forced politeness that it did not open 
until 11 o'clock. He repeated his call at six, and again at 


seven tting more impatient each ti Finally sh t 
| even, getting more impatient eac me. ally she go the yan —Z——_ 
night clerk and asked him to tell the drunk off if he called ee ye 
again. He did. ef / A 
"Good morning," said the clerk, ‘and listen to me. We ‘ d ( 








don't care to have your kind of business. And we don't care 
if you never enter our barroom again! 


; "Shay, you,’ roared the drunk, who was pretty mad too 
‘I'm already in your *)?&(! barroom. I'm trying fo get out! 
f —cc— 


A college professor was explaining a chemical reaction to a 
group of students, chiefly made up of ex-Gi's. 

"Now, as a result of this reaction,” he exclaimed, "two FEATHERWEIGHT 
f atoms have disappeared. What has become of them?" IT STAPLES AND TACKS 
Silence greeted this remark. Again he repeated his state- 
ment, roaring dramatically, "What has become of those atoms?” 

Came a bass voice from the rear of the class, “Don't no- 
body leave dis room!" 





een ne 












' —cc— 
n- A young girl was taking a nude swim in a secluded lake. 
7 5 h tic / ) n a) [ nk ind str \ 
ine | ee ee ee ae ce HANDI-CLIP 
ee eee ee eee ee IT STAPLES AND PINS 
an old tub as a shield and advanced angrily on the youngster. 
i "Young man,” she exploded angrily, ''do you know what I'm 
ale ' thinking? 
I "Sure, lady,’ replied the lad you're thinking there's a 
f bottom in that old tub 
—cc— 
ost : "Il tell you | don't want any of your insurance,’ roared an 
ver exasperated businessman. ''No! No! NO! NO!" 
4 "O.K., O.K.," replied the persistent insurance man calmly, 
nat "Stop talking like Molotov.” 
ed -—_C¢¢c-— 
7 TACKMASTER 
ion ONE-HANDED LEVER TACKER 
ind 
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ion | 
Please write for information on our Office 
STAPLERS and STAPLES and Office SPECIALTIES; 
' also our effective SALES HELPS 

| MARKWELL MFG. CO. 
| tell you Mr. Blurp can't see you for two hours. Dealer Division 
He's busy working out his program for next summer. 200 HUDSON ST., NEW YORK 13, N. Y. 
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Satisfied Customers insure increased sales and 
profit! If you are looking for a complete line 
of Quality Duplicating Supplies which are 
unconditionally guaranteed—Write today for 


Prompt Deliveries 


The SHALLCROSS COMPANY 


Mancfacturers of 


Inks -Ribbons-Stencils-Papers 
FORTY EIGHTM and GRAVS FERRY ROAD 
PHILADELPHIA 43, PENNA 





REVIEW AND FORECAST 
(Continued from page 45) 


ices. and from observing the flux of markets, the 
best I can do is to hazard a guess and that I shall 
proceed to do—with tongue in cheek and the hope 
that I prove to be somewhere near right. 

It appears to me that the year ahead will be one 
that will keep all office furniture people on their toes. 
It is an election year and that always motivates the 
Government to move in certain directions that are 
dictated by the political aspects. The talk of inflation 
which one hears on the radio and reads in the news- 
papers, and what is even more important, the high 
prices prevailing wherever one does any buying, all 
tend to make the buyer careful and discriminating. 
That will show up more and more in office furniture 
in the months ahead. 

The lack of progress that is being made in the direc- 
tion of assuring peace for the world is also a factor 
which is causing economic jitters. The uncertainty 
as to the future of Europe will have an effect on busi- 
ness here and on Wall Street, too. 


Organize Businesses to Meet Changes 


Due to all these factors, I think it would be wise 
for the office furniture dealer to pay closer attention 
to business, to be on the alert for changing conditions 
in markets and demands and to conduct his business 
so as to be able to shift positions on inventory, if that 
should become necessary. 

Buying will have to be watched more closely. Many 
dealers are facing the problems of space shortage and 
in many cities getting warehouse space is next to im- 
possible to obtain, or the price for it is prohibitive. 

The public is much more discriminating and is de- 
manding more in quality than has been available 
during the war. Manufacturers will have to pay more 
attention to turning out products that are made well, 
and make more of products customers want. 

People in our business will have to keep their in- 
ventory and financing under closer scrutiny. Many 
orders placed during the war years and not yet filled 
are, in some instances, beginning to flood retail stores 
in unbalanced fashion. With the scarcity of storage 
space, they can prove to be a major headache to 
ownership. It would be wise for every reader to go 
over his commitments and try to ascertain what the 
potential shipments will be so that he can gauge his 
space and his ability to finance his business accord- 
ingly. It would be fair to the manufacturers if dealers 
would state what orders are bona-fide and what orders 
are to be eliminated so that they can estimate their 
needs and prospects with some degree of accuracy. 

All of us wili have to concentrate more on selling 

. we will have to see our customers more often ... 
we will have to pay more attention to attractive dis- 
plays and do more to arouse interest in new offices 
and new furniture. All of us will have to devote more 
time and energy to the training of the new men, 
(mostly GI’s) that we have hired, helping them to 
learn how to sell our goods with intelligence and 
dignity. 

Management needs to supervise the operation of its 
stores more closely and to make certain that courtesy 


| and attention which customers deserve are extended 
| by salespeople. Going back to pre-war selling and 


getting rid as much as possible of the bad selling 
habits which were developed during the war are busi- 
ness musts. This year should be a good time in which 


| to try to contact long neglected old customers. More 
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Depend on yeuow Box TIME SAVERS 





PERFECT CONSTRUCTION—Clean, Bright Finish—Attractive and Convenient Packages— 


Easy for You to Sell—Easy for Your Customers to Use. 


CLIPS: Gem, Gripit, Ring, Owl, “C” and PINS: Puritan Brass and Defender Steel. Also 


Handi-Grip. Also Triumph Clamps. 


FASTENERS: Oakville Brass and Defender 


“T”, Wedge Point, Handi and Card Pins. 


STAPLES: Oakville KWIK Wire. 


Steel. Also O.K. Fasteners and Washers. THUMBTACKS: Solid Head and One Piece. 
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| OAKVI LLE COMPANY DIVISION 


Scovill Manufacturing Company « Waterbury 86, Connecticut 


SAN FRANCISCO «+ IN CANADA: BROWN BROS., LTD. TORONTO 2 
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STURGIS 
Model 626 
UIST $47.50 





















Because —it's the only Way in 
which you can find out for your- 
self how COMPLETELY COMFORT- 
ABLE this modern chair really is 
—and how easy it will be to sell 
to that “in-between” market. 

Here is real comfort and value 
for your customers. 

Now in production — order 


your floor sample today. 





POSTURE 
CH A/I RS 





THE STURGIS POSTURE CHAIR CO. 


Sturgis, Michigan 
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attention should be given to resuming those services 
which the good dealer gave before the war and which 
helped him to build his business. 

I do not presume to tell you how to run your own 
stores ...I make these suggestions with the thought 
that they may set you thinking so that you come up 
with the best solutions for your own enterprises. 

The purpose of this article is not to give you the 
impression that I am ready to sell 1948 short, and 
certainly I am not ready to sell America short. I 
sincerely believe that with intelligent application and 
hard work, there should be plenty of business avail- 
able during the year for those dealers whose organiza- 
tions are on the alert, whose services are up to par, 
and whose values are kept in hand. 


NOFA Prospects for 1948 


Thus far I have talked of the individual dealer. I 
cannot miss this opportunity of including something 
about the NATIONAL OFFICE FURNITURE ASSOCIATION and 
its prospects for 1948. 

Since the convention, new branches have been or- 
ganized in Hartford, Conn., Philadelphia, Penna.; and 
other branches are being formed in Boston, Mass.; 
Los Angeles, Calif.; with Baltimore and Washington 
contemplating organization after the first of the year. 
The sustained enthusiasm on the part of our members 
in the various cities and the large number of individ- 
uals who are joining the association directly in the 
smaller cities, leads me to believe that this will be a 
fine year for the association. Each of our branches 
is doing a swell job in spreading good will and educa- 
tion among its membership—and these programs tend 
to help the individual dealer to understand better 
the problems that he faces, and how to solve them. 

To all of our members everywhere, and to all office 
furniture people the country over, we wish a Happy 
New Year—a year which will bring good health, peace 
of mind, prosperity to our industry and shall see peace 
established on earth so that men everywhere might 
live happier lives. 


GREAT BRITAIN 
RIBBON & CARBON TRADE 


By E. W. BROWN 


President, 
Carbon Paper, Inked Ribbon & 
Duplicating Material Manufacturers’ 
Association of Great Britain 


S PRESIDENT of the 

Carbon Paper, Inked 
Ribbon & Duplicating Ma- 
terial Manufacturers’ Asso- 
ciation of Great Britain, I 
wish to assure readers of 
the excellent publication in 
which these notes appear, 
that the British manufac- 
turing community is well 
alive to the importance of 
the part which it is called 
upon to play, in co-opera- 
tion with the United Na- 
tions, in rebuilding the 
commerce of the world upon the surest foundations 
of peace and prosperity. It is very well understood in 
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Another one of the important reasons why you, too, should prefer 
the A-S-E line. It’s backed by more than 35 years of engineering 
experience and it’s engineered years ahead to assure America’s 
most modern office furniture line. Write today for full details. 





A-S-E STEEL PRODUCTS FOR MANY USES 


STEEL OFFICE FURNITURE + ELECTRICAL OUTLET AND SWITCH 

BOXES + INDUSTRIAL EQUIPMENT FOR FASTER MATERIALS 

HANDLING + FROZ-N-FOOD LOCKERS + CLOTHING LOCKERS - 
WARDROBE, STORAGE, AND COMBINATION CABINETS 











ALL-STEEL EQUIPMENT INC. 


600 CLEVELAND AVE., AURORA, ILL. 
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Ce Lee 











the WRITE way 
to more PROFITS 


Take the WRITE way to volume sales .. . 
put your customers on the WRITE road to 
satisfaction . . . offer them WRITE quality 
products. 


WRITE Carbon Paper is guaranteed to 
give more carbons and cleaner copies. 
WRITE Typewriter Ribbons turn out sharp, 
crisp originals, 


WRITE'S long experience and technical 
skill assure outstanding results and uni- 
formity in unexcelled performance. 


Satisfied steady customers will return time 
after time for superior WRITE products. 


Stock WRITE Products—Sel! WRITE Products 


“ , . 
Volume Production permits lowest prices. 


Send for samples and discounts today. 


Deliveries made promptly 


420 Lexington Ave., 
WRITE. ni 


New York 17, N. Y. 


INCORPORATED 
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| has been made. 


the stationery trade, but not perhaps fully enough 
amongst the general public, that the availability of 
adequate quantities of efficient office appliances and 
supplies is an enormously important factor in the 
whole science of production, and is, as it were, the 
lubricant upon which the wheels of industry depend 
for their smooth running. 

If the organizing brain of world production could 
not transmit its plans and instructions quickly, accu- 
rately and clearly by means of up to date and efficient 
office methods and equipment, chaos would take the 
place of order, and the goods and services of which 
the world stands in such great need, would not be 
forthcoming. We are confident that these facts are 
appreciated by the governments of all the great man- 
ufacturing nations, and the British section of this 
industry, which I have the honor to represent, is proud 
to record that its essential nature was recognized 
throughout the years of war, and in spite of heavy 
damage and dislocation as the result of enemy action, 
achieved an enormous output. We are equally confi- 
dent that it will be encouraged to play its important 
part in the present struggle. Competition is keen, 
amongst ourselves and also in friendly rivalry with 
our fellow manufacturers in the American Continent, 
the Empire, and the other great industrial centers 
throughout the world. We welcome this competition 
because we know that it compels a high standard of 
quality in manufacture and performance which we 
all desire to maintain. May we therefore go forward 
with high hopes in 1948, and a steady resolve to place 
our industry, to whose service so many of us have 
devoted our working lives, with all its great potenti- 
ality even more than ever before at the service of 
mankind. 


—~— > —_— 


GREAT BRITAIN BUSINESS 
EQUIPMENT PRODUCERS 


By G. C. H. CHUBB 


President, 
{ssociation of British Business 
Equipment Manufacturers, Ltd. 





S YOU MAY HAVE 

GATHERED from ex- 
tracts from the British 
papers, many are the manu- 
facturing difficulties in this 
country at the moment, 
and on occasions like this, 
when one looks back over 
the year, it comes rather 
as a surprise to see the 
amount of progress that 





There are four sections 
in this association — Safes, 
Strongrooms and Fire Re- 
sisting Equipment; Office and Works Metal Equip- 
ment; Seating; and Office Machines and Appliances. 
Each one of these has found that by sharing their 
problems and pooling their knowledge they have been 
able to formulate working programs in consulta- 
tion with the government departments concerned. 

The controls in this country are many and varied 
and there is hardly any move that can be made in 
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NEVA<CLOG PRODUCTS, Inc. 


BRIDGEPORT. CONN. 
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ON DISPLAY in Z 
Room 1270—Merchandise Mart nae = 


MARKS 














popular price 


DESK LAMPS 


No. 901 Super Secre- 
tary flexible arm desk 
all-over felted 
base, auto-body baked 
enamel bronze finish . . . 
overall height 22”. 


lamp... 


mee 


an 


Ce 
No. 10 Circline fivor- 
escent desk lamp .. . 
English bronze plated 
finish . . . felt-padded 


bose . . . overall height 
21", shade diameter 14”. | 





| 
| 
| 


No. 17 Meteor fivor- 
escent desk lamp .. . 
adjustable flexible 
aorm...instant-lite 
push button switch . .. 
Walrus finish . . . over- 
all height 8” to 15”, 
shade length 15”. 











_ 
— og 












No. 936 Leader Eye-Eze 
desk lamp . . . tilt-top 
shade . . . walrus finish 
brown with brass trim 
. overall height 15”, 
shade diameter 10°. 


ed 





No. 900 President's 
Secretary flexible arm 
desk lamp...tray 
space in its grooved 
base .. . brown baked 
enamel finish . . . over- 
all height 23” /* 

— ail 






No. 926 Campus Special 





indirect study lamp... J 


ish... overall height 21”, 
shade diameter 14”. 
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th, 


plastic diffusing bowl~\ 
.. heavy padded base s 
. . statuary bronze fin- ¢) 








business life without careful reflections of the govern- 
mental regulations which may be involved, but we 
rightly feel that our members’ products are a very 
real contribution to the industrial efficiency of this 
and other countries and we look forward with a full 
measure of confidence to the New Year. 


GREAT BRITAIN 
TYPEWRITER TRADES 


By BERNARD LOWTHROP 


President, 
Typewriter (and Allied) Trades Federation 
of Great Britain & Ireland 


HE DETERIORATING 

position of the type- 
writer trade in Great Bri- 
tain is not generally recog- 
nized. Indeed in the United 
States it must be difficult 
to envisage the actual posi- 
tion. 

Since the autumn of 
1939, when industry and 
commerce were fairly well 
equipped, only a percent- 
age of normal wastage has 
been replaced. During the 
long period of hostilities 
extending over nearly six years, ‘make do and mend’ 
was the accepted principle. A gradually widening 
gap between supply and demand created largely by 
the huge demands of the services, government depart- 
ments, shadow factories and destruction by the 
enemy, caused inconvenience but not serious interfer- 
ence. The period of ‘mending’ has now gone on so 
long that really serious dislocation is imminent. Ad- 
ministration is feeling the attrition of the war years. 
Nor has there been any compensating increase in 
supply since the peace. Demand has greatly increased, 
in my view by as much as 33 per cent. Supply has 
retreated by a much greater margin. 

When administration lags, production lags. I feel 
the resistance set up in administration is a real con- 
tributing factor to some of the production difficulties 
in this country. Typewriters are tools of industry. 
Doing without or with an insufficient number is like 
retrogressing industry once more to the manufacturer 
of parts by hand. 

British manufacturers, importers and distributors 
are fully aware of all these facts. The British govern- 
ment, too, should be aware of the critical time ap- 
proaching. In 1941 when typewriters were already 
scarce; when for example thousands of machines were 
destroyed overnight in the fire of London, it appeared 
impossible for deterioration to continue for a further 
six years. Yet that is exactly what has happened. 
What is to be done about it? 

That is a problem—one of our many problems to- 
day. An increase in our home production is not possi- 
ble quickly. New factories, personnel training and 
raw materials take time. An increase in imports means 
the use of scarce currency essentially needed in the 
first place for foodstuffs. A decrease in exports means 
immediate loss of foreign currency and, in the long 
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.. « NOW WE GIVE YOU YOUR OWN 
PRIVATE CARBON IMPRINT! 
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You don’t have to mortgage your business to pay for the 
privilege! PEERLESS-IMPERIAL is doing for Mr. Average 
Stationer, of Main Street, what hitherto has only been avail- 
able to the Very Biggest. 

For as little as 100 boxes in any one grade and finish, you can 
have your name, address and trademark imprinted on every 
sheet of quality carbon . . . giving you brand identity and 
advertising with every sale. Every time a typist slips a sheet 
of carbon in her machine, she sees your name. 

Sounds too good to be true? It’s just another instance of 
PEERLESS-IMPERIAL’S outstanding service to Mr. Average 
Stationer, U. S. A. Write today for full particulars. 
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Deliveries On 
“Diamond-Arrow” 
Casters and 
Floor Protection 
Equipment 
Are Improving... 


y 


So, We'll Soon Be Giving You 
Much Better Service! 


One important reason why we’ve been unable to 
catch up with orders is that Bassick ‘Diamond-Arrows’’, 
the best and biggest selling chair casters on the market, 


have been wanted by too many people. 


Sell the Bassick Line of Casters, Rubber Cushion 


Glides,‘“NoMar’’ Rests and Cups. . . for steady profits 
to you and complete satisfaction and service to your 
customers. THE BASSICK COMPANY, Bridgeport 


2, Conn., Division of Stewart-Warner Corporation. 


Canadian Division: Stewart-Warner - Alemite Corpo- 


ration, Ltd., Belleville, Ont. 





term view abandonment of markets which may be 
very difficult to develop at a later time. 

It would almost seem there is no answer. In the 
meantime the trade in Great Britain is concentrating 
on maintenance of equipment in use and, if there are 
any still left, the re-establishment of typewriters laid 
aside for one reason or another. Government disposal 
machines come into this category. 

These difficulties will pass. Nothing is more certain 
than that. And when they do I sincerely hope and 
trust the machinery we have built up in the Type- 
writer Trades Federation and which has helped so 
much already to improve conditions for the whole of 
our industry, will be used wisely and well in the dual 
interests of the public and the trade. 

Greetings to all our American Friends for the New 
Year. 


GREAT BRITAIN 
STATIONERS 


By F. C. GUILDFORD 


Stationers’ Association of Great 
Britain & Ireland 


T IS SOMEWHAT diffi- 

cult for me to write an 
article at the moment on 
the conditions of the sta- 
tionery trade in Great 
Britain in view of the eco- 
nomic crisis through which 
we are passing. I would say, 
however, that despite the 
restrictions and austerities 
which are our lot at the 
present, the _ stationery 
trade is facing the future 
with confidence in the cer- 
tain hope that Britain will 
surmount her present dif- 
ficulties as she has risen above those of the past. I 
think, therefore, that in the circumstances it would 
be best to give you my views on the formation of an 
International Stationers’ Association. 

The proposal to form an International Stationers’ 
Association was first made by R. H. Furrer of Zurich 
to Herbert Holt at the British Industries Fair in May, 
1947, when he invited him to attend the annual con- 
vention of the Swiss Stationers’ Association at Basle 
for that purpose. This being a subject in which I 
was keenly interested I put forward my Swiss holi- 
day in order to attend the convention with General 
Secretary Holt. 

The suggestion for an international association, on 
being submitted by our general secretary, had the 
approval of our Swiss friends. The Swedish stationers 
have also shown interest and it will be brought to 
the notice of the stationers’ associations in South 
Africa, Australia and New Zealand. So close has been 
the co-operation between ourselves and the stationers 
of those dominions during the war that I have great 
confidence that they will join their efforts in this 
movement. 

The proposal has been carried by Mr. Holt to America 
and placed before the United States association at 
the annual convention in Chicago and before the 
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THER BIG SCOOP 


HeHeM: cco 


New Insulated Record File with Reced- 


New 


ing Door Offers Herring-Hall-Marvin 
Dealers a Tremendous, Protected Prof- 


it-Making Opportunity. 














ONCE AGAIN, Herring-Hall-Marvin 
dealers have an opportunity to step out in front with 
equipment for which the market is ready and waiting. 


This new, smartly-styled, attractively 
finished equipment is needed in every office where valua- 
ble papers must be protected against fire and burglary. 
Its filing drawers are big enough for blue prints, inven- 

















st. s: tory records, etc. It’s a “must” for architects’ offices, 
oS al engineering departments, government offices, public 
utilities, hospitals, hotels, executive offices, etc.,.etc. 

ners’ Herring-Hall-Marvin dealers get ex- 
urich i clusive territory rights on this big-volume equipment. If 
May, | your territory is open, write today for detailed information. 
con- f 
Basle | 
ich I | a my | —2 es ee 
holi- | 
hee NOTE THESE IMPORTANT FEATURES 

@ Approved by and bears the label of @ Easy swing, tenon and groove, 
n, on Underwriters’ Laboratories, Inc., for one- receding door. a % 
i the | hour fire exposure and the Underwriters’ 
oners ' Laboratories T-20 Burglary label in- @ Monolithic insulation. 

: cluding drop-impact test. These labels 
ht to i granted from the results of a test made @ Electro fused frame. 
South | of the units without interiors. 
Interlocking, inf d bod - 

been @ The T-20 Burglary label entitles user tion ay a ae — 
oners to 20% discount on burglary insurance , 
= of contents. @ Lock and boltwork behind insulation. 
| this @ Two models; one for letter-size file, ’ , ; : 

one for legal cap size. @ Approved by Underwriters’ Labora- General Offices 
1erica tories and the S.M.N.A. 
on at @ Furnished with or without interior Hamilton, Ohio 

the equipment. @ Smooth gray finish. 
* 
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Efficiency Comfort ' 


Economy 





Here are the latest additions to the 
famous DIXIE CHROME PRODUCTS 
line of modern furniture . . . the 
streamlined, fixed-bed TYPE- 


chanical steel tubing outer frame- 
work treated in the exclusive 
“UDYLITE” process of indestructi- 


ble chrome-plating. 





WRITER DESK and authentic DIXIE CHROME PRODUCTS 


POSTURE CHAIR, with heavy me- 2509 Oakland Ave. Dallas, Texas 











DIXIE DEB TYPEWRITER DESK DIXIE POSTURE CHAIR 
with heavy-duty vertical seat adjustment 


All-Steel Construction with Scratch-Proof, and Burn-Proof Plastic Top. screw encased in dust-proof housing. 
Baked crinkle enamel 4-WAY CONTROL for 
outer surfacing in 
black, gray or beige, 
with chrome trimmed 
edges and chrome han- 
dies on drawers. The 
letter-size file drawer 
at bottom has conven- 
ient index guide plate 
rest. 


1. Tension on back of chair 


2. Easement of back for 
healthful posture 


3. Raising or lowering back to 
lessen fatigue 


4. Adjustment of seat height 
to individual comfort. 


Two-inch, full ball bearing 
swivel, heavy-duty Rubberex 
* * * wheels for easy, noiseless 
movement and protection of 
floors. The seat is cushioned 
with Latex fiber, sisal and 








Both of these handsome 


_— _ casi favorably heavy cotton felt; the back 
priced ~ico bests ena with padded with heavy cotton, and 
other items of the same covering of seat and back is 
quality, and are available long-wearing Duran Plastic in 
for immediate shipment. a wide choice of colors. 
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Canadian stationers in the various centers visited by 
Mr. Holt during his tour. 


Purpose of an International Association 


As an expression of good will between men and 
women of the same trade in different countries the 
idea seems to be generally welcome. It may, however, 
be asked, “What practical results can be expected 
from such an association? Is there anything tangible 
to be gained from its formation?” 

Evidence that an international association can be 
of great practical use is provided by other trades and 
professions. It comes from the professions of medi- 
cine, law and insurance, all of which have developed 
international co-operation with some form of organ- 
ization. The advertising business also is reported to 
be moving towards international collaboration with 
exchange of ideas and information. 

More closely allied to the stationery trade are the 
printers, who long since formed the International 
Bureau of the Federation of Master Printers, publish- 
ing its own bulletin of information. Up to the out- 
break of war, three international congresses were held, 
in Cologne, Utrecht and Budapest. From each, those 
who attended came back with information of new 
practices, new ideas, and the valuable contact with 
men who are solving similar or meeting different prob- 
lems under varied conditions. Arrangements are be- 
ing made to hold the first post-war international 
congress of printers in Sweden in 1948. 

The first purpose of an International Stationers’ 
Association naturally would be to create friendship 
and cement good will through the business connec- 
tions of stationers throughout the world and thereby 
help in some way, however small, the establishment of 
peace on earth and good will among men. I believe 
that whereas the politicians of one nation and an- 
other, upon occasion, seem unable to grasp the other’s 
political and economic problems and so fail to reach 
agreement, responsible business men, through inter- 
national trade associations, can agree on many mat- 
ters to the benefit of all. When all is said and done, 
there is no fundamental difference between buying 
and selling one class of merchandise in this country 
and, for example, in Sweden, Switzerland or South 
Africa. 

The Correspondence Circle, initiated by the Sta- 
tioners’ Association during the war, was a small step 
in this direction. When I was in Canada last year 
many stationers referred to this correspondence circle 
and the friendships they had formed, and I found 
the keenest desire in everyone to keep in the closest 
possible touch with our association in this country. 
Prompted by that experience, on my return I suggested 
to the Council that we should try to get together on 
an international basis, and develop further the seed 
that was sown sO many years ago at the American 
stationers’ convention, by L. G. Sloan, Clifton Tollit, 
Percy Barringer and Herbert Marsh. 


Information Exchange 


Secondly, an international association might serve 
as a clearinghouse for ideas and information that 
would prove beneficial to stationers in all countries in 
every division of the trade—manufacture, wholesale 
and retail. Exchange of information might include 
production methods, sales research, publicity, labor 
relations and valuable statistics which could be ob- 
tained in no other way. 

Have we in this country in the past, been too secre- 
tive about our methods and discoveries? In America, 
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will be a 


COLUMBIA 


For 29 years, COLUMBIA has been manu- 
facturing STEEL OFFICE EQUIPMENT 


for American Business. 


Production has steadily increased... . 
Quality has never been sacrificed....Mate- 
rials and Workmanship have always been 
the best available. ... Service has remained 
unfailingly high. This has created for 
COLUMBIA OFFICE EQUIPMENT the 


prestige it now enjoys. 


On our books today are many Dealers who 
started with us when we began business. 
Many others joined us later, and have con- 
tinued a pleasant and profitable associa- 


tion. 


We constantly replace old machinery with 
new, adopt methods for more modern prac- 
tices, increase facilities for still better 
service, and gear all departments of manu- 


facture to accuracy and high efficiency. 


THE COLUMBIA LINE 


insures satisfaction through Superb Qual- 
ity. ... Fine Workmanship. . . . Unsur- 
passed Service... . . Attractive Profits. ... 


and Repeat Business. 


MANUFACTURED BY 


COLUMBIA 


STEEL EQUIPMENT COMPANY 


PHILADELPHIA 7, PA. 
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Hont \et this ive] ®) La 
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(one) 





TIFFANY STANDS 


are Built for this Job of Giving You 
the Best Protection for Your Machines 


Patented 
Adjustable Top 
SxS to 141% x 161% 


Welded 








Sure Hold 
Tiffany Knee 
Bracket 


Low ® 


Drop Leaf For 
Billing 


Caster 





Retracting > 
Linkage 
t 
‘ < Adjustable 
Foot for Uneven 
Fioor Surface 
Bassick 
Quiet 
Ball Swivel 
Casters 
Heavy Cast 


f= 
Model ‘S-Biller'’ Shown Here. 

Construction Roll Formed Angle and Channel 
@ Drop Leafs of 18 Ga. Prime Sheet Steel. 

@ Baked Enamel Finish, Standard 26"' Height. 

@ Models "S" and "SS" Also Now Available. 

@ Colors Dark Office Green and Silver Gray. 


Inquiries Invited 


* 
€ Steel 


TIFFANY STAND COMPANY 


MISSOURI 


POPLAR BLUFF, 
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| on the other hand, they are much more generous and 
free in the information that they are willing to dis- 
close. As individual members of our trade we should 
| be ready to help each other—“to promise unto an- 
other and to disappoint him not, even though it be to 
our own hindrance.” 

Arising from these activities much might be done to 
help to sustain nationally-advertised goods at a rea- 
sonable level, to frame an acceptable code of trade 
ethics, to discourage undesirable or unfair advertis- 

| ing practices, if there was any sign of them creep- 
| ing in. 

All these results spring from the spirit of co-opera- 
tion, of the desire for collaboration between men whose 
interests are fundamentally the same. You cannot 
| have collaboration between people who do not know 
| each other. Therefore, the first step is to get in touch 
| with one another. Someone once wrote— 
“If I knew you, and you knew me: 
| If each of us could plainly see 
And, with an inner sight, divine 
The meaning of your heart and mine, 
| 
| 
| 


I’m sure that we should differ less 
And clasp our hands in friendliness. 
Our thoughts would pleasantly agree 
If I knew you, and you knew me.” 


eo 


OMA PLANS ANNUAL SEMINAR, DISPLAY 
| The Office Management Association of Chicago re- 
| cently announced the program for the Sixth Annual 
Seminar and the Ninth Annual Chicago Equipment 
Display to be held February 2, 3 and 4 at the Hotel 
Stevens, Chicago. 
The theme of this year’s convention, sponsored 
| jointly with Northwestern University, will be “Devel- 
opment of Better Managers and Methods.” With this 
theme in mind, the seminar committee has planned a 
program of discussions by prominent businessmen and 
educators widely recognized for their contributions to 
the field of management. The exhibits committee 
since announcing a sellout of space four months ago 
has been focusing its attention on the design and 
| lighting of booths. 

Every foot of the 38,000 square feet of space in the 
spacious Stevens Exhibition Hall and adjoining cor- 
ridors has been reserved by 70 manufacturers of office 
equipment and services. Most of the exhibitors who 
have contracted for space say they are in a better 
position this year than last to make deliveries. Many 
of the companies will show new devices for the first 
time. 

The ten seminar discussions scheduled for the three 
meeting beginning at 10 a.m. Monday, February 2, 
will be held this year in the North Ballroom of the 
Hotel Stevens. 

“A Crisis in Management,” will be the title of the 
talk to be given by Robert Jackson, president of 
Aldens, Inc., at the seminar banquet on Tuesday 
evening. 

A closing luncheon on Wednesday will feature Lewis 
F. Gordon, vice-president of Citizens and Southern 
National Bank, as the speaker. His topic will be 
“Public Relations—How to Deal With People—Both 
the Customer and Employee.” 

On Tuesday, February 3, in the afternoon session, 
W. E. Tarr, office manager of the Studebaker Cor- 
poration, South Bend, Ind., will be heard on the sub- 
ject, “Office Layout and Equipment.” 

2 


HIGGINS ANNOUNCES NEW PRICE SCHEDULE 

Higgins Ink Company, Inc., 271 Ninth St., Brook- 
lyn 15, N. Y., in an announcement of November 24, 
1947, listed new prices to apply on all orders for 
large sizes of writing inks and drawing inks shipped 
on and after December 1, 1947. 
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By selling through dealers, Woodstock protects 
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ace This 100% dealer setup is backed by a complete 
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Both @ COUNTER DISPLAYS 
A series of — 
sion, VI , \ patent Pon 89 
ae the new de , @ WINDOW BANNERS 
. ’ } Attention getting, color- 
\ j ful, announcing sales and 
‘ — by you as a Wood- 
stoc 
LE 
-ook- WOODSTOCK TYPEWRITER COMPANY 
io WOODSTOCK, ILLINOIS 
; ior 
pped 
1948 OFFICE APPLIANCES, January, 1948 127 




















The case of the 
Mutilateg Tabs 





sone Rooks File 


You don’t need a super sleuth and baying bloodhounds 
to track down one of the reasons for high filing costs— 
the expense of replacing damaged file folders and guides. 
Rock-a-File reduces this expense to a minimum because 
supplies last longer with Rock-a-File side filing. Folders 
slide in and out sideways—there’s no cramming down of 
folders, no more mutilated tabs. 


Yes, Rock-a-File means real economy in supplies... 
and in floor space, too. It provides the same filing capac- 
ity as ordinary files in less than two-thirds the floor space! 
And Rock-a-File means economy in time . . . due to side- 
opening compartments, two or more persons can file at 
once. 

Filing is faster, easier and more efficient at lower cost 
with Rock-a-File. Get complete details of its many ad- 
vantages now—send for free descriptive folder today. 


mHere's How Rock-a-File Solves Filing Problemsgy 


COMPLETE ACCESSIBILITY—Entire contents acces- 
sible to two or more persons at once. All compart- 
menis can remain open. 

TIME SAVING—Open comportments do not block 
access to others in cabinet. No waiting to get at 
contents. 

LESS TIRING—Perfectly balanced compartments 
open and close effortlessly at finger touch. Fewer 
openings and closings. 

TOPPLE PROOF—Open compartments project only 
slightly—gravity center always within framework. 


ECONOMICAL —Supplies last longer. Folders slide 


in and out sideways. No more mutilated tabs and 
guides. 











A Nationally Advertised Product 


*Reg. U. 8. Pat. Off. Pats. App. For 


ROCKWELL-BARNES COMPANY 


Specralists to the Stationer since 1903 


35 East Wacker Drive Chicago 1, Ill. 
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PRATT APPOINTED BY CLARY MULTIPLIER 

Clary Multiplier Corporation, Los Angeles, Calif., 
recently announced the appointment of Robert T. 
“Bob” Pratt as branch office co-ordinator. 

The branch office organization now includes 43 offices 
-19 main branches and 24 sub-branch offices and for 














ROBERT T. PRATT 


the purpose of unifying the activities of these many 
centers, Mr. Pratt was appointed. He has been active 
in opening and organizing branch offices on the West 


Coast. 
oc a + 


EVERY DEALER NEEDS A “DIRTY DUTY” DAY 


Every office appliance dealer should plan to get rid 
of those nagging little activities which take up time 
and upset peace of mind—all at once—by inaugurating 
a “dirty duty day.” 

To this end, he should set aside an afternoon every 
two or four weeks, or a full day if necessary, to take 
care of the thousand and one petty annoyances with 
which the typical businessman is beset. He can use 
the day for such things as visiting the income tax 
bureau, paying the over-parking ticket, buying the 
dog license, and so forth! 

Properly used, the “dirty duty day” can save many a 
worry and headache. Why? Because it sets aside a 
definite time for the handling of typical petty annoy- 
ances. As a result, much time and effort will be saved 
over the amounts required to handle these items 
singly. Second, since the merchant Knows his irksome 


| tasks will be handled at such and such a day, he can 


completely put them out of his mind for the time 
being, and cease to worry about them. 
For best results, “dirty duties” should be written on 


| slips of paper and filed for ready reference when they 


are needed. Try always to “celebrate” their comple- 
tion on schedule.—BART. 
SS ee 


TRENHOLM RESIGNS UNDERWOOD POST 


Lee Trenholm, for ten years director of public rela- 
tions of Underwood, Ltd., at Toronto, Ont., has re- 
signed effective January 1. His future plans are to 
be made known as soon as they are completed. 

He is currently president of the Canadian Circula- 


| tions Audit Board; vice-president of the Association 


of Canadian Advertisers; a director of the new Public 
Relations Society of America and twice past-president 
of the Advertising & Sales Club of Toronto. 

> 


DEFIANCE APPOINTS JOE D. HALE COMPANY 
Defiance Sales Corporation, New York City, manu- 


| facturers of Perfection and Gem Calendars, recently 


| 


j 


announced the appointment of the Joe D. Hale Com- 
pany, 742 S. Hill St., Los Angeles, Calif., as Pacific 
Coast representative for territory west of Denver, 
Colo., effective January 1. 

The company has eight representatives who will 
solicit the 1949 calendar orders. 

Charles H. Hyatt represented Defiance Sales Cor- 
poration in the territory for more than 31 years. 
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GENERAL OFFICES: 84 HUDSON AVE., BROOKLYN 1, N. Y. 
BOSTON 10: 29 OTIS ST. * ST. LOUIS 2: 155 SO. 8TH ST. * CHICAGO 7: 538 SO. WELLS ST, 
NEW YORK CITY SALESROOM: 349 BROADWAY, NEW YORK 13 
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new Oxford advertising 
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“LOOK-UP TIME CUT IN HALF 





BY PENDAFLEX!” seys National Credit Office 


One of the world’s largest credit concerns, 
National Credit Office, announces installation of Pendaflex 
folders in 1125 filing drawers! And your customers 


are reading about National Credit in these important magazines: 


DUN’S REVIEW | 
NATION'S BUSINESS ) 
AMERICAN BUSINESS 
PURCHASING 
THE OFFICE 


This ad tells a typical story of all Pendaflex installations: 





every drawer 
It takes half the time, now that they have installed EP en - IT 1 >t : . . , 

: ) LOOK-UP TIME CUT IN HALF? MISFILING PRACTICALLY 
Pendaflex, for National Credit to look up information on 
60,000 customers! Yes, filing time has been cut in half — ie ‘ bk . ° 
and misfiling is virtually eliminated! So efficient is their ELIMINATED! Coupon inquiries received by Oxford will be 
Pendaflex filing system, that 6 phone clerks actually relay 
information while the customer waits! 


turned over to dealers for follow-up! 


ceria Pendaflex’ Send for mats (adapted from this ad) for your local advertising. 


hanging folders 
rode Mork Reg. US. Pot ¢ 

Your office, too, cam cut ‘sling time in 

balf and eliminate misfiling with 


e s 
Pendaflex — whether in one drawer or 
bundreds! Your dealer will install one | if i | S 
trial drawer of Pendaflex banging 


folders on a" guaranteed to perform 
basis, or money back! Call bim today 
or send coupon for full details! 





Every installation of Pendaflex hanging folders gives you 











Coxrors mmo supmy co. | 
340 Morgon Avenve, Brooklyn 6, N.Y ! " , " 

No new cabinets: sim Please send your catalog on Pendaficx | | > > cc ¢ . 
ge tne fs tn goer | Wag lca’ mot Seas | a net profit greater than gross sales on equipping 
letter or legal filing j comeo i] . . . “9 
drowers; folders hong | == 1 | the same cabinets with conventional folders. And it's a 
on frame! Address 

| 1 | 

L~-~-~~~~-~~~~~---- | guaranteed profit, thanks to Pendaflex price maintenance policy. 





Time to Stock Up — and Sell! 


Pendaflex items are plentiful again. Pendaflex is accepted as the greatest advance in filing in 40 years. 


To show it is to sell it. Start showing—and selling it—now, for profit and prestige. Stock up today! 


Oxford Filing Supply Co., Inc. — 


340 MORGAN AVENUE 
BROOKLYN 6, N. Y 


125 SO. 8TH STREET 
ST. LOUIS 2, MO. 
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DACO TAKES NEW ADDRESS IN BOSTON 

Continuing an expansion program, Daco Card & 
Index Company, manufacturers of filing supplies, 
forms and guides, has moved from 9 Federal Ct., to 
301 Congress St., Boston, Mass., in the heart of the 
paper supply district. 

Edward S. Churnick, president of Daco, says, “the 
firm will be able to double its production capacity in 
the new quarters. Even though the raw material 




















EDWARD S. CHURNICK 
situation hasn’t improved greatly we will be able to 


give Daco customers better service than ever before. | 


We have increased our facilities, added additional em- 
ployees, installed new equipment and a streamlined 
system to expedite the handling and delivery of 
orders.” 

Daco also announced that a separate department 
has been set up to handle the production and delivery 
of special forms and card requirements. Prompt re- 
plies for samples and inquiries for information on 
file folders, supplies, guide cards has been promised. 


ada ie 
SIX ARE APPOINTED BY BURROUGHS 


} 


Clarence Dunlop, works manager of the Burroughs | 
Adding Machine Company, recently announced the | 
appointment of six men to new executive positions in | 


the manufacturing division of the company. 
“These appointments,” Mr. Dunlop said, “are a part 


of Burroughs’ current program of improving and ex- | 


panding production activities.” 

Fred Blinkhorn has been promoted to supervisor of 
the tool division. A member of the Burroughs organ- 
ization since 1920, Blinkhorn has served in various 
capacities in the company’s tool division. 


Frederick M. Bock, an engineering specialist who 


has served with a number of leading corporations in | 


this country, Europe and South America, and during 
World War II, assisted the U. S. Army Air Forces Tech- 
ical Intelligence Unit in investigations of German 
manufacturing operations, was chosen assistant to the 
works manager. 


William J. Delahanty, who has served as chief fac- | 


tory clerk for the past 20 years, has been named pro- | 


duction manager. 

Cletis L. Myers has been designated co-ordinator of 
activities between the order department and the fac- 
tory. 

Wasson C. Pfeiffer will serve as manuafcturing en- 
gineer. He has been with Burroughs since 1922. Em- 
mett M. Pierce has been named supervisor of the com- 
pany’s Canadian and English plants. 

(8 elt _ 


LAKE CHARLES, LA. FIRM CHANGES HANDS 


The job printing and office supply business of the 
Port Printing and Supply Company, 331 Broad St., 
Lake Charles, La., owned and operated by O. T. Beach- 
ley, publisher of the Southwest News, has been sold 
to Hunter J. Huddle. The firm will continue business 
under the same name and in the same location, but the 
Southwest News, which was not involved in the sale, 
has been moved to 1508 Hodges St.—EEG. 
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WASTED 
POSTAGE DOLLAR 


With a USPM All-Purpose Postal Scale! 


WO 


HIS highly sensitive scale can save you as much as 10% 

of your postage costs! It tells you exactly how much post- 
age your packages and letters require and eliminates excess 
postage payments. 

The USPM All-Purpose Postal Scale weighs and computes 
first class, air mail, third class, book rate and parcel post 
postage on weights up to 30 pounds for all domestic zones. 
Packages or correspondence slide easily from any direction 
onto its rugged platform. Its wide-view chart lights up auto- 
matically . . . whisks into position .. . gives accurate postage 
computations instantly. Automatically adjusts itself to tem- 
perature changes insuring year-round correctness. 

Prevent the annoyances of postage-due mail . . . expedite 
. maintain customer goodwill . . . facilitate mail- 
room operation . . . with a USPM All-Purpose Postal Scale. 


Call your USPM specialist for a demonstration today. 


deliveries . 


USPM Systems and Equipment 
Meet Every Mailroom Need 
Depend on USPM for everything you need to modernize 
your mailroom equipment, systems, advisory and plan- 
ning service. All are described in our “Blueprint’’ folder, 
which we will gladly send you free on request. Write 


Department OA-18. 





Metered Mail Systems . . . Letter and Parcel Post Scales . . . Letter Openers 
Envelope Sealers . . . Multipost Stamp Affixers . . . Mailroom Equipment 
Endorsographs . . . Ticketograph Systems 


b Soles and Service Offices 


IMMERCIAL Heepaert 


mm I. U.S, POSTAL METER 
NTROLS 


DIVISION 
CORPORATION 
Rochester 2, New York 






Commercial Controls Canada Lid., Toronto 1, Ontario 
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CASTERS & GLIDES 


DARNELL 


Pre -lesled fot 


Perfor WLAN CE 


They Give Many More 
Years of SERVICE oe 


Reduce Floor Wear 
to a minimum. 


Increase efficiency 
of employees. 


Eliminate wracking 
of equipment. 


vk ae 
|| DaRMELL 


GET THIS FREE BOOK 


...192 pages of helpful 
information. Here is a 


book that should be in 


your files... 





DARNELL CORP.-LTD. 
Ke), (em :i2- (Game mee Valse) 4, |/-\ 
60 WALKER ST.. NEW YORK 13. NY 
36 N. CLINTON CHICAGO 6 ILL 
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SLANTING SHELF ADDS EXTRA DISPLAY SPACE 

Facing the problem of where to display large scrap 
books and book covers without consuming an undue 
Share of counter space or table room, Warren G. Han- 
son, manager of Moore Stationery Company, Topeka, 
Kans., devised a hanging shelf along one side of the 
store’s balcony. This is in reality a pair of shelves, 
the one along the apron of the mezzanine and the 
other originating at the back edge of this L-shaped 
shelf. A sloping ledge is thus provided, with phlange 
to keep the merchandise from slipping off. 

As. illustrated, this puts the scrap books, memory 
books, and so forth, either in their own cartons or loose 
on the shelf, located at the adult customer’s eye level. 


MORE DISPLAY SPACE—Display space has been added at 
Moore's, Topeka, Kans., without using costly counter-top 
locations. 


The items are within reach for scrutiny by those in- 
terested. When the customer makes a selection, he 
takes the item off the shelf and hands it to the clerk 
for wrapping at the cash register to his right. 

Located away from overhandling by youngsters, 
these better-than-average items are not scuffed and 
mared by being rubbed together or falling off a table. 
Yet they are far more appealing, Mr. Hanson finds, 
displayed above and in front of the shopper, than 
when placed below in an all-glass counter. One of 
each type can be shown, and the empty spot can be 
quickly serviced from overstock in the below-counter 
shelving at the rear of the clerk. 

On the second shelf, reachable from the balcony, 
are shown adult recreation materials or games for 
older children. These make an appealing display and 
prove traffic stoppers, according to Manager Hanson. 
Yet, they do not suffer what counter games usually 
undergo—broken carton edges and lost pieces.—AG. 


—- et 
DALLAS FIRM HAS 35TH ANNIVERSARY 

The Stewart Office Supply Company, 1523 Commerce 

St., Dallas, Tex., recently celebrated the thirty-fifth 

year of its founding in that city. Established in 1912, 

the company moved in 1929 to its present location. 

The firm’s founder, W. Neill Stewart, former National 

Stationers Association president, still guides the busi- 
ness as president. 


The founder’s brother, Ernest M. Stewart, Sr., serves 
Other officers are Vice-president | 


as vice-president. 
J. Harold Cude and W. Neill Stewart, Jr., secretary. 
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ALL STEEL 


PERSONAL FILE! 





CaS 


eked? Skt tak A + 


HAS THE MARKUP 
THAT MEANS PROFITS! 


ALL THE FEATURES 
THAT WIN SALES! 


$ 95 


Suggested 
Retail 












¢ Special Secret Chamber 
¢ Swivelled Front 
¢ 20 Oxford File Folders 
¢ 5 Storage Envelopes 
¢ Two Different Locks 
¢ Beautiful Baked Enamel 
Green Hammerloid Finish or 
Office Gray 
¢ Heavy Gauge Metal 
¢ Fire Resistant 
¢ Water Repellant 
¢ Top Quality Thruout 
For Lifetime Service 


Your Prospects 
Number Thousands 


nome Seeaipne tea: Pen geen MEETS THE BIG UNFILLED DEMAND 


pect for the “Bankette”! 
Small businessmen — Sales FOR A TOP QUALITY PERSONAL FILE. 
men—Veterans— Housewives 
—Roomers—Boarders 

Home Owners — Doctors 

Lawyers — Nurses—lIn fact, 
everyone with private, per- 
sonal papers. You have a 
tremendously vast, profitable 





Maso’s “Bankette” offers everything your customers want in a 
personal file; looks, efficiency, materials, workmanship, com- 
plete in one package. Don’t confuse the “Bankette” with the 
ordinary, thin metal, flimsy made, half equipped personal file. 
The “Bankette” is built for rugged lifetime service with every- 
thing provided for safe, handy, convenient safekeeping. 


market! Heavy gauge steel used throughout. Construction is the finest. 
Corners are rounded. Swivel front opens full 3 inches. Felt 
Note the Strong Handle for Easy, Convenient Carrying! pads on bottom protect surfaces. Letter size folders, genuine 


Oxford. Five storage envelopes of heavy manila. Secret cham- 
ber, a full 1144” deep. Locks are brightly plated. Beautiful 
baked enamel finish will not chip, crack nor peel. This beauty 
really meets the definite need for a lifelasting, truly efficient 


An added feature is the strong, sturdy, steel handle rivetted 
to the steel top. Weighing only eight pounds net, a child 
can carry it with the contents safely locked and secure. 


SPECIFICATIONS: Size: 13” x 12” x54” deep. Secret Chamber, personal file. 

1%” deep. 5 Envelopes, heavy manila, 11” x 4%”, identified for 

Automobile, Accident & Burglary Ins., Miscell. Documents, Bonds Put the “Bankette” where your customers can see its 
& Stocks, Fire Insurance, Last Will & Testament. 20 Folders, . ’ obi ye : : 
letter size, 10 marked A-Z, ten blank. Labelled tabs, assortea handy, convenient advantages. You'll sell them on sight! 


Finish, baked enamel, green hammerloid or beautiful office gray 


A ; fey 70. yne to &@ art - Shi . wat. 9 Ibs. 
Locks, two. “Keys, two, Packed one to a carton. Shipp. wat ORDER YOUR NEEDS TODAY! 


MASO STEEL PRODUCTS: 50.3.2 %o0rs: 


MASO MAKES THE BETTER ONE CHICAGO 7, ILLINOIS 
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May the joyous 


MEMBER 


chimes of the 
holiday convey 
to you our 
Greetings of 
the Season 
and sincere 
hope for a 


Happy 


New Year 


SK COMPANY 


HIGH POINT, N. C. 


WOOD OFFICE FURNITURE INSTITUTE 
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CLOSED COUNTER PROVES DISPLAY WORTH 

As every stationer knows, a complete stock in this 
field represents a “million or so” individual types, and 
the problem of keeping all these visible to customers 
and available for transactions is a No. 1 headache. 
Just as in buyers’ heaven, newspaper ads would be 
all at the top, so, in the retail field, every manufac- 
turer wants to see his pet items “out in front to hit 
‘em in the eye.” This is the experience of A. S. Case, 
Independence, Kans., stationer and office supplier. 

He likes this series of bins as illustrated better than 
any plan he has seen, and recommends to the man 
who has world of seldom-called-for items to house 





been found effective and almost as tempting as open dis- | 
play at the store of A. S. Case, Independence, Kans. 


and sell. They are shown under glass, and the 
classifications are hand-lettered on the face of the 
cut-back bins which recede. The store’s full fluo- 
rescence makes every name highly readable. Long 
items are shown in the long lower compartments, each 
pullable from the rear, and shorter ones above. 

“We find this plan of storage-and-display really ef- 
factive,” declared Stationer Case. “It is almost as 
tempting as open display, shows as much, yet permits 
a dustless display. We can lift out the shovel-type 
bin, and show it to the customer, where full examina- 
tion will satisfy him. Yet he hasn’t pawed the whole 
display over, with resulting markdowns. Two more; 
advantages: we have an opportunity to do actual sell- 
ing on the demand items and on related merchandise; 
and there is no pilferage.”’ 

Some of the items in this special display of staple 
refills, are these: pens, key rings, artists’ supplies, 
eyelets, envelope moisteners, doilies, push pins, small 
pencil sharpeners, pads, daters, eye shades, stamps, 
fasteners, erasers, lettering guides, pen cups, clips, tap} 
bells—their variety is almost endless. The whole sec- 
tion is at the rear of the store, near the shelf stock 
of office supplies, to which they are closely related. 
A dealer can use such a fixture, declares Mr. Case, for 
everything he doesn’t know where to put.—AG. 

— —>-—__— 
MUNKEE PADS AND INK AGAIN AVAILABLE 

The Bates Manufacturing Company, 30 Vesey St., 
New York 7, N. Y., recently announced the availability 
of their Munkee pads with rubber bases in prewar 
quality and post-war design and finish, and Munkee 
ink in two ounce spout cans. 

Also ready for prompt delivery are the No. 2 bag 
fastener, the pedestal stand stapler, the foot power 
eyeleter and the foot power numbering machine at- 


tachment. 
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ssive piece of office furniture. 


AS WELL AS 


e CHAIR, of Course! 


“customized” posture chair No. X1331/2RL is an 


the finest achievement in the art of making employees com- 


os : a 
fortable and contented while they work. 


Looks expensive? Of course, it looks expensive 
because it is designed to flatter even the finest 
office! But there is a terrific economy sales ap-- 
proach on No. X133%2RL which justifies its fair 
price...and gives you volume at a higher-than- 


ordinary profit per chair. Let us explain. 
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The Toledo Metal Furniture Co. 
PRESENTS 


Sittl Dandy 


Typewriter Stands 








No. 671-LSX 


TWO SIZES 


With or without side leaves 
With or without locking device 


FIVE-PLY WOOD TOPS 
and side leaves 


COLD ROLLED STEEL 


bases 


Our name is your guide to 
quality 


IMMEDIATE SHIPMENT 


Send for catalog and price list 


The Toledo Metal 
Furniture Co. 


1001 Hastings St. ° Toledo 7, Ohio 
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WILSON JONES OFFERS SELF-SERVICE UNIT 

Wilson Jones Company is offering dealers a new 
self-service merchandising unit for ring and memo 
books, sheets and indexes. 

This merchandising unit not only holds a complete 
stock of ring and memo books, sheets and indexes, but 
provides a display that draws customer attention to 





WILSON JONES SELF-SERVICE UNIT 


these lines. It takes these lines out of the class of | 


“request” merchandise and places them in the “im- 


pulse buying” group, thereby increasing sales. As a’ 


self-service unit if affords convenience in comparing 
sizes and qualities, and simplifies selection. It saves 
salesmen’s time—saves space, state Wilson Jones of- 


ficials. 
Further information is available from Wilson Jones 


Company, Chicago 24, Ill. 


— —>— _— 


DESK PEN SETS HELP TO PROMOTE INK 


A simple idea which has proved highly effective in 


merchandising ink at Kistler’s, Denver, Colo., is a 
three-tier display of co-ordinated inks and desk pen 
sets near the front of the store. 

Instead of merely showing ink in mass displays of 
many bottles on standard shelving, Kistler’s has moved 
it “up front’ where store shoppers will pay more at- 
tention to the large variety of colors and sizes which 
the store offers. However, on the theory that most 
people will not look at displays of ink unless they are 
actually in need of some, it was felt that something 
was needed to atract attention. 

Plastic, metal and glass desk pen sets have proved 
ideal for the purpose, according to the store. To 
utilize them to best advantage, a three-shelf pyramid 
fixture has been constructed atop one of the counters, 
each shelf covered with green Fabricoid imitation 
leather to simulate a desk pad. On each of the rows 
in the five-foot fixture are shown about eight gift 
pen and fountain pen inkwell combinations, spaced 
around ten inches apart. Some of the most brilliantly- 
colored styles carried by the store are shown, includ- 
ing gold-finished, sterling finished, bright plastic col- 
ors, leather finished, dual pen sets and dip pen sets. 

Recognizing the fact that almost every businessman 
is interested in desk pen sets because he uses them 
frequently, Kistler’s “spots” bottles of ink in between 
each of the fountain pen sets. Novelty colors, such as 
red, purple, green, royal blue, white, and jet black 
are liberally mixed in the display, each bottle 
sharply contrasted with the retiring green background. 

“The average person looking at the display of desk 
pen sets makes a logical mental connection between 
the ink and the pen,” it was pointed out. “Usually we 
find customers will pick up a bottle or two of ink when 
looking over the pen sets and are often surprised to 
find that we offer so wide a color range. Many people 
have been buying ink for years, who have never de- 
viated from the standard blue-black. So it is not 
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TRULY FINE... 


The Security CRESTLINE in Litetone is in [ AAAS WAG 
v r 


an entirely new conception of what peak quality 





ofice furniture should be. All steel construction 
in designed good taste and fine appearance. 
plus efficiency and adaptability to meet every need and almost any wish, 
mark CRESTLINE as the choice of those who plan for the future. For an individual piece 


or a complete office installation... look first to the finest ...to Security CRESTLINE. 


SECURITY STEEL EQUIPMENT CORPORATION, AVENEL, NEW JERSEY 


























— School Equipment 





Big Volume with Little Effort! 





SCHOOL EQUIPMENT SALES 


Yes, there’s big volume, lots of orders and rich profits when 
your SCHOOL EQUIPMENT SALES start rolling in. There’s 
plenty of repeat business, too— month after month, year 
after year. 

But, that’s not all! Schools are big users of all kinds of 
stationery products. When you start selling SCHOOL 
EQUIPMENT to the rich schoo] market, you open the door 
to an even bigger sales volume on the many hundreds of 
other items in your line. 

Don't let another day go by! Start now! Get your share 
of this business with ROWLES SCHOOL EQUIPMENT, the 
choice of school buyers for more than 50 years. 





profit from the rich benefits of Row 
. and popularity. Write today for Catalog N 


LEW). AROWLES CO. 


ARLABRGTOR HEAGHYTS. AL ALAMRONS 


leadership quality 





138 





unusual for four out of five customers who stop to 
look over the pen display to buy a bottle of colored 
ink.” 

Furthering the promotion is the fact that each of the 
fountain pen sets are filled with various colors of ink, 
and handy pads of paper are near by on which to 
test the pen points. The customer who writes his 
name on one of the pads and sees it come out in bril- 
liant royal purple is usually pleased. This provides 
an opportunity to suggest the colored ink, and inci- 
dentally, a chance to sell the customer on the idea of 
“colorizing” his office operations with colored type- 
writer ribbons, colored carbon paper, and colored ink. 

EO 


EXPAND ADDOMETER ADVERTISING CAMPAIGN 


Consumer magazines, trade publications and point- 
of-sales displays will be used in the expanding adver- 
tising campaign announced for the Addometer adding 
machine. 

The addometer is 111% x 214 inches in size and weighs 
only 14 ounces and the manufacturer announces that 








ADDOMETER ADDING MACHINE 






models to add, subtract and multiply whole numbers,) 

fractions, and feet and inches are available. The ma-) 

chine, made by the Reliable Typewriter & Adding? 

Machine Company, Chicago, retails for $12.95. 
ig a 

BURGLARS ENTER SAN ANTONIO FIRM 

Burglars who entered the Paul Anderson Company’s 
building, San Antonio, Tex., recently, found $12.00 in 
a desk drawer, but were unable to open the company’s 
safe. 

At the Cash and Carry Printing and Stationery Com- 
pany, next door at 404 East Travis St., they were even) 
less successful. They cut away the screen from oné@ 
of the windows, but did not get into the building. If 
is believed they were frightened away before they 
could open the window. 

<< 


JOHN McKIM APPOINTED AT BEAUMONT 


John McKim of Houston, Tex., has been appointed 
general sales manager for the Lamp Printing and 
Stationery Company at Beaumont, Tex. He will also 
be in charge of the office furniture and stationery 
departments of the company. For the past five years, 
Mr. McKim has been store manager and assistant 
sales manager for the Cargill Company in Houston, 
and is well known to the office outfitting and station- 
ery trade in South Texas.—JHR. 

*—- — 

QUEBEC FIRM MOVES TO LARGER QUARTERS 

Boivin & Levasseur Reg’d., office suppliers in Quebec 
City, Que., Canada, have recently moved to new and 
larger quarters at 217 St. Paul St. in that city. The 
new location is in a six story building comprising 4 
modern store at street level, a large display room 
for new furniture on the second floor, a warehouse 
for new furniture on the third floor and the firm’s 
offices on the fourth. The fifth and sixth will be used 
for demonstrating and storing used office equipment 
The building also boasts a spacious elevator. 
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WHY ... A SMEAD’S TWO-PLI-TOP FOLDER? 
Msn «SAVES MONEY 
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‘ SAVES SPACE Tic 
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a The top edge and tab of Smead's TWO- 
rril- PLI-TOP folders are reinforced by turnin 
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mail over and glueing an extra inch of stock — 
a of this gives a smooth, rolled non-cutting edge 
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“— Smead's TWO-PLI-TOP folders, 
- medium-weight 8-point 2/5 cut 
—_ tabs (illustrated) cost $20.90 per 
thousand*— enough to fill a 
standard four drawer file. Standard 
heavy-weight | 1-point folders 25 
cut tabs cost $24.20 der thousand 
—A SAVING OF $3.30 
This example will also apply, as a 
basis of comparison, to the TWO- 
PLI-TOP I1-point folder and the 
standard single top extra-heavy 
14-point folder, and shows a much 
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i inches of filing space. One thou- 
“" sand 8-point TWO-PLI-TOP folders 
will take up only 16 inches of space. 
iS § Assuming a four drawer file to cost 
ebec $65.00, and to provide 100 inches 
and of filing space — each inch is worth 
7 sixty-five cents — and the TWO- 
a | PLI-TOP folders thus SAVE $3.90 
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THE Snead MANUFACTURING CO.,INC.- HASTINGS, MINNESOTA 


UNITY EXPORT CORPORATION, 295 Madison Ave., New York 17, New York 


of double strength at the points of greatest 
wear. Made of rigid, close knit manila fiber. 
A medium weight TWO-PLI-TOP folder of 
8-point thickness actually provides 20 points 
of thickness at the tab — almost twice that 
of a standard single top heavy weight | 1- 
point folder. 
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27h RZOME - PRICES “USED. N: ABOVE ‘ILLUSTRATION. 


A TOTAL SAVING OF $7 


You get at the same time, folders which have 
GREATER strength (at the points of greatest 
wear) than the standard single top heavy 
weight |!-point folders, 
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Mr. Salesman..... 


Smead’s Jall 








LOST TIME::: 


Neat, orderly, systematic filing, scientifically 
indexed for fast, economical operation, elim- 
inates hours wasted in duplicating lost records. 
The bright, colorful, plastic tabs of TELL-I-VISION 
care of great help in instantaneous finding. 


Export Representatives: 





REG. VU. S. PAT. OFFICE 


INDEXING SYSTEM 






LOST RECORDS ::: 


No business machine report, no 
bookkeeping figure can be proved 
correct until verified by file records. 
It is almost impossible to misfile 
behind a TELL-I-VISION Index. 








ANTIQUATED OFFICE 
PROCEDURE:-:- 


Unless files are properly indexed the records 
of the bookkeeping department and business 
machines won't be available much faster than if 
hand-written. You can prove that TELL-I-VISION 
will modernize any filing system. 


THIS IS THE THIRD IN A SERIES OF PRODUCT APPLICATION neue 0 


UNITY EXPORT CORPORATION, 295 Madison Ave., New York 17, New York 
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4-Position, 3-Track Ribbon Control saves you 
money, gives one third more ribbon usage 





Key Trip instantly releases mis-stroked 
keys that jam—no more smudged fingers 





Longer Writing Line often eliminates the 
need for an extra, wider carriage machine 








KEY TO A TYPIST’S HEART 


Heres a new typing teature . . the smoothest, easiest, quickest way 





you've ever known, to turn out letters any boss will be proud to sign. 
Kevboard- Margin Control,* we call it. Your fingers never leave the keyboard ...a 
Hick of the keys, and both margins are set—click! Now you can have margin setting 
where it really belongs ...on the keyboard. It steps up performance, steps down 
fatigue. You'll find it only on the Remington KMC*-— the latest of many reasons why 
more Remingtons have been bought than any other typewriter. See it today! There’s 


nothing else like it in typing! 


P Finger-Fitted 
pa 2H Ali Plastic Keys qa 
=~ Silent, Lighter TA 
fF) Carriage Return Need 
} } 
Ee, 7 









THE FIRST NAME IN TYPEWRITERS 
Makers alee of world-renowned Remington Rand Portable Typewriters 





KM d Keyboard Margin Control, T. M. 


© 1947 by Remington Rand inc 
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Pat. Pending 


THE HANGING FOLDER WITH ADJUSTABLE METAL TAB 


Right now, when your customers are thinking 
about files, they are particularly responsive 
to all ideas which will make filing and finding 
easier. Thatis:why alert dealers are making 
a concerted and concentrated effort on 
Guide-O-folders right now. They are demon- 
strating how easy it is to file and find with - 


Guide-O-folders and they are making sales. 


Get your sales force to demonstrate Guide- 
O-folders to all their customers. That will pay 


real dividends. 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET ° 


Pacific Coast Distributors: 
Gussco Sales Inc., 337 Winston St., Los Angeles 13, Calif 





STEEL DESK DRAWER UNIT 


Made to fit the lower deep drawer of 
all standard desks. Using this unit, the 
desk worker always has important and 
vital data at the finger tips—always in 
an upright position. Instantly available 
and instantly replaced. The unit con- 
sists of a metal tray and 25 Guide-O- 
folders complete with adjustable metal 
tabs and an assortment of inserts for 


tab headings. 


NEW YORK 13, N. Y. 


a lifetime. 


Guide O.fet 


A personal file, desk high, where 
information may be kept instantly 
available. The Slid-O-Matic top 
completely disappears at a slight 
push of the finger. It slides back 
into place with equal ease. Gray 
finish. Sturdy all steel construc- 
tion. Mounted on rollers, the 
Guide-O-file can be moved about 
as required. 


The Guide-O-file is equipped with 
25 Guide-O-folders complete 
with adjustable metal tabs and an 
assortment of inserts for tab 
headings. Guide-O-file is also 


available without the stand. 


IT HANGS 


Guide-O-frames set right into 
any standard file drawer — 
adjustable for a snug fit. No 
cutting of frames is necessary. 
Made of steel, they will last 





TRANSFER TIME IS 
Elen TIME. 






WITH SLID-O-MATIC 
DISAPPEARING TOP 
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THE GERMAN TYPEWRITER 
INDUSTRY 


(Special Report for “Office Appliances” 
from Germany ) 


By PETER BASTEN 
Editor and Publisher of Der Buromakt 


Note.—Appended is the first article of a series cover- 
ing the German office machine industry. Supplement- 
ing the present article about typewriters in Germany 
there will appear similar articles about the calculating 
machine industry, the bookkeeping machine industry 
and the duplicatiny machine industry, as well as the 
German office equipment industry as a whole. 


N THE EARLY part of 1940, H. B. McCoy, chief of 

the American department of the Minister of For- 
eign Commerce, in an interview with one of the asso- 
ciates of OFFICE APPLIANCES, stated: 

“America’s chief competitor in the export trade, 
nevertheless, is Germany, which itself at one time 
was Amcrica’s best customer or purchaser of Amer- 
ican machinery. Although in 1937 the production 
of office machinery in the United States far exceeded 
that of 1929, export figures were far below those for 
the year 1929. On the other hand, Germany from 
year to year could show increased export figures. Ex- 
ports in Germany for the year 1937, for example, 
exceeded those for the year 1929 by 75 per cent. Ger- 
man competition has hit American exports very 
hard. German competition is the most keen and at 
the same time the most difficult to meet.” 
Production in 1928 and 1929 had been upped in 

Germany to an average of 215,000 typewriters annually. 
This, however, was raised to 425,000 in the year 1937, 
and although American typewriter production, accord- 
ing to a German export report in the year 1935, had 
reached a total of 811,000 machines, of which approx- 
imately 162,000 were exported, Germany surpassed the 
American exports for the year 1935 by an export of 
165,000 machines, at a value of 16.2 million marks. 

It is not surprising that in 1940 Mr. McCoy was 
forced to refer to the “strong German competition in 
the markets of the worl:.”’ How is German competition 
today? We cannot offer our American readers any 
better report than by detailing one after the other 
the different manufacturers: 


SOVIET ZONE 


Sachsen and Thuringen, which are under Soviet 
occupation, had the greatest capacity for making 


German typewriters, and included the following works: 

Wanderer Works Inc., Siegmar-Schonau. The fac- 
tories or plants were dismantled and shipped to Rus- 
sia. At present only small typewriters in very small 
quantity can be produced. They are at present pre- 
paring to produce a standard typewriter. 

Kappel Machine Works Inc., Chemnitz. This factory 
was dismantled. At present only parts can be manu- 
factured in a very limited number. They are antici- 
pating making typewriters in the near future. 

Seidel and Naumann Inc., Dresden. These factories 
were dismantled and shipped to Russia. Today they 
are trying to get into production on the Erika small 
typewriter. Only approximately 500 machines can be 
produced monthly because of machinery and material 
shortage. 

Clemens Miiller Inc., Dresden. This plant for the 
Urenia typewriter was likewise dismantled. During 
the war this company produced a high-class standard 
machine. At the present time, they are producing 
a limited quantity of small and standard machines. 

G. F. Grosser, Markersdorf, (Chemnitztal). This 
plant was also dismantled. Just now, only parts and 
small machines are being manufactured. The entire 
output of this factory is destined for Russia. German 
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Keep all your 
records safe. 


and accessible 
use 


TRADEMARK 





TRAN SFILE 


FIBRE BOARD FILES 





STEEL FRONTS ARE 
AVAILABLE AGAIN 
IN ALL SIZES 


Now all those records filed in wartime 
emergency housing can be kept in safe, 
clean, orderly fashion in steel front 
TRANSFILE fibre board Files. Now is the 
time to get all those valuable records in 
usable, accessible condition once again. 
The steel front TRANSFILE Files are avail- 


able in all sizes. 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET, NEW YORK 13, N. Y. 


The REGULAR TRANSFILE fibre 
board Files are available in 
all sizes as usual. 
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Says Nations Business: 


“vies every labor-saving 
device, method and 
machine possible... 








Good advice to management 
from a magazine that’s read 
by half a million business- 
men directly concerned with 
office operating costs. Advice 
that paves the way for sales- 
minded Error-No dealers. 
Error-No, the line-by-line 
copyholder, is labor-saving 
from the start, ups office copying efficiency to 
40% by actual test. Operators turn out more work 
faster, with fewer errors, because Error-No holds 
copy always at eye level, eliminates eyestrain 
and fatigue. ... Most positive way to show how 
costs are cut by Error-No is to demonstrate it 
in your prospect's office. 


Error-No 


LINE-BY-LINE 
COPYHOLDER 







Thousands of Firms Need 
Speedrite Checkwriters 


Providing absolute protec- 
tion against forgery, Speed- 
rite is a key to extra profits 
for dealers everywhere. In- 
quire about the possibilities 
in your territory. 
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administrative office needs are met in but a very lim- { 


| ited manner. 

| While the office machine industry in Saxony has been 

| completely dismantled and very little opportunity 

| for reconstruction granted to it, in Thuringer every- 
thing has proceeded in a different manner. The three 
great typewriter factories, the Olympia at Erfurt, the 
Mercedes at Zella-Mehlis, and the Rheinmetal at 
Sommerda, were all to be amalgamated as a branch of 
a Soviet corporation for precision machines. At the 
last moment the Mercedes was taken out of this cor- 
poration and was declared to be a local industry 


belonging to the owners of the property. As things 


turned out, however, Rheinmetal and Olympia were 
formed as Soviet corporations and are manufacturing 
precision machines. Both firms are_ thoroughly 
equipped for production, employ several thousand 
workers, and would be able to produce between 80 per 
cent and 90 per cent of their peacetime capacity. 
Standard and small typewriters are now being manu- 
factured, mostly with Russian type, but a few ma- 
chines are being manufactured with German type and 
are allowed by the Russian administration to go to 
German public administration offices. The output of 
the Mercedes Office Machine Works likewise goes to- 
wards reparations and but a very small quantity to 
German offices under Soviet direction. 

The abovementioned factories, before the German 
collapse, produced at least 60 to 70 per cent of all Ger- 
man typewriters. By far the greater half of this 
machinery is now in possession of the Russians. In 
‘ase Soviet Russia sooner or later should install the 
dismantled machinery and start production of type- 
writers, then the Soviet Union would have provided 
for themselves as the greatest producers of typewriters 
in Europe. Whether Russia can withdraw from other 
branches of the precision machine industry sufficient 
technicians and experts as well as organizers for this 
typewriter industry, naturally remains to be seen. 
Since the Soviet Union is still considered to be a 
purchaser of American typewriters, this question is 
not unimportant as far as the United States is con- 
cerned. 


BRITISH ZONE 


In the British Zone, the only machines manufactured 
were in Hamburg—small Juwel typewriters by Dankers. 
This factory was completely bombed out and, conse- 
quently, the starting up again of production cannot 
be figured on in the near future. Furthermore, the 
sales organizatien of the Juwel was transferred from 
Cologne to the American Zone at Wurzburg. 

A substantial number of the leading technical per- 
sonnel as well as the purchasing department of the 
Olympia Office Machine Works at Erfurt have organ- 
ized themselves as the Bielefelder Typewriter Works 
at Wilhelmshaven. They are anticipating manufac- 
turing their own products, but, however, are meeting 
2reat difficulties in carrying out reconstruction. 

Similar undertakings are under way by different 
mechanics’ unions, attempting to set up factories for 
the production of parts. These are needed to meet 
the pressing demand which faced the East Zone after 
the war. Replacement parts for the well-known Conti, 
Mercedes, Olympia, and Ideal Typewriters are seldom 
obtainable from the manufacturers themselves. 

Other manufacturing plans are being drawn in the 
British Zone, but nothing definite has materialized 
as yet. C. Plath, a Hamburg firm which was engaged 
in the manufacture of nautical instruments, had ex- 
pected to put out the first standard model of its type- 
writer in 1946. However, because of the difficulties of 
obtaining raw materials, that has not yet been accom- 
plished. 

FBENCH ZONE 

In the French Zone there never were any type- 
writer factories. No information has reached us re- 
garding any new factories. 
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/R.C.Allen machines 





PROMPT DELIVERY 











Model 915 


R.C.Allen Business Machines, Inc. 


680 FRONT STREET, N.W., GRAND RAPIDS 4, MICHIGAN 


for authorized R. C. Allen Sales and Service, consult the yellow pages of your telephone directory. 


= The only company which offers the independent dealer a full line: of 
" F ADDING MACHINES © CALCULATORS © BOOKKEEPING MACHINES © CASH R 
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WESCO’S 
DESK COMPANION 
In Letter and Legal Widths 


CHECK THESE FINE FEATURES: 


V Constructed of High Grade Furniture Steel 
V Reinforced Upright Construction for Greater Strength. 


V Positive Center Locking Easily Adjustable Follower 
Block and Recessed Guide Rod in each Drawer. 


\ Drawers Operate smoothly and easily on a set of 


Four Rollers. 
V Electrically Welded construction throughout. 


Pearl Grey or Olive Green Baked Enamel Finish 


For Dealers Price Lists and Illustrative 
Circulars, Write 


ESTERN MFG. CG 


URORA, iit. 


WESTERN MANUFACTURING COMPANY 





=] AURORA, ILLINOGS G— 


EASTERN AND EXPORT OFFICE: 50 CHURCH ST., NEW YORK 7 














AMERICAN ZONE 


The only typewriter factories in the West Zone are # 
in the district occupied by American troops. These | 
are the Triump Works and Arga Typewriter Company 7 
in Nurnberg, as well as the Torpedo Works, the Adler 
Works, the Archo-Typewriting Machine Company, and | 
Carl Winterling & Company in Frankfurt am Main. 
All of these factories, although more or less Seriously 
damaged during the military campaign for the occu- 7 
pation of Frankfort and Nurnberg, could, however | 
(especially in Niirnberg), be put into extensive opera- | 
tion. 

The Nurnberg and Frankfort factories are producing 
an approximate total of 1,000 machines each month } 
for use in business offices. These factories in the 
American Zone could substantially loosen up the Gef- | 
man demands if sufficient coal and metal were ex- 
ported from the British Zone. But they are in great 
need of these materials, so much so that, for example, 
during the past winter, production was idle two-thirds 
of each month. Furthermore, the lack of technical 
and specially trained workmen is an important factor | 
in lowering of the production in the precision ma- 
chine industry as compared to that of the mining 
industry and other occupations, which offer more 
inducements to their employees (either in the form 
of compensation or provisions, such as food, clothing 
and other necessities). 

New plans were worked out by a Frankfort firm 
which anticipated manufacturing a small typewriter, 
light in weight, low in height and dispensing with 
many of the attachments. But this firm, likewise, has } 
not progressed beyond the planning stage and has | 
not reached production because of machinery and 
material shortages. 

Now, if you will refer once again to the quotation | 
from Mr. McCoy, at the beginning of this article, you 
will be forced to conclude that the German typewriter 7 
industry, which was so completely destroyed during | 
the war, at present has no importance either in the 
German or world markets. 

Those machines released from the American Zone 
for use in the central part of Germany are merely a 7 
drop in the bucket because of the great number of 
office buildings which were destroyed, with a resultant 
loss of machines. As far as production of typewriters 
in the Russian Zone is concerned, it is absolutely of 
no help to Germans, because it is exclusively for 
Rusisa. 

The German typewriter industry in the West Zone 
could only become effective once more if the demand 
for materials, metal and skilled workmen were met, 
thus putting the West Zone in a position to satisfy j 
the needs which have developed and accumulated 
during the past ten years. Full production would, 
therefore, be required for the next ten years in order 
to meet the accumulated demand. 

The summarizing conclusion is: 

In 1937, Germany manufactured 425,000 typewriters, 
of which 165,000 were exported. 

In 1947, Germany manufactured at the outside 75,- 
000 machines, of which at least 50,000 were sent to} 
Russia. 
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ROYAL SUPPLIES DIVISION APPOINTS THREE 


Sales Manager James F. Vreeland announces three 
important appointments within the Roytype business 
machine supplies division of the Royal Typewriter 
Company. 

Special Roytype Representative John T. Dessereau 
has been named an assistant Roytype sales manager, 
and Merrill V. Young and H. J. De Burgos have 
been appointed district Roytype managers at Cincin- 
nati, Ohio, and Dallas, Tex., respectively. 

Mr. Dessereau, who has served the Roytype division 
in a number of different positions—field man, whole- 
sale representative, supervisor, and special represen- 
tative—will assist Sales Manager Vreeland both at 
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IN BANK OF ENGLAND CHAIRS 


Most folks said it couldn't be done — that the well-known Bank of 
statol(olutoM@lilolimsloloMa-tolaal-roM it Mol-to] Meh mel-07-1(e] olii(-ulee ©1Ual ola ¢-Mel-Cilelal 1a) 
folk yolela-1-1¢ MN Mul-Me TULL PMo Malay ame | cele] OM lulol ME MoM c-0 7-1 (ellos Mim Tol) mae liolas 
up-to-the-minute styling, and built-in quality. Write for information on 
the complete family of these new chairs. They are made in Oak, Wal- 
UL melireMiatelilelelolh Malu Meteo MaKe ll Amelie Mm Clc-1-lumeolile — finishes. 


CG COMPANY 


WAYLAND, NEW YORK 



































WATCH 1948 --- 


it will be a banner year for Imperial 


Desk Dealers! 


Entering a New Year is always 
an auspicious event for business. 
We have great plans for ‘48. 
We feel that 1948 marks the 
beginning of a greater oppor- 
tunity to serve our trade. For a 
long time, we've been designing 
new features that would make 
IMPERIAL DESKS more attrac- 
tive and useful than ever. The 


gap between planning and ac- 











‘desk compa n'y 


member WOOD 
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EVANSVILLE 7, 


office 


tual production is being slowly 
closed. Very soon, a new line of 
IMPERIAL DESKS will make its 
debut. We know that our good 
friends in the trade will share 
with us the thrill of anticipation. 
Yes indeed . . 
hopes for 1948 in which all 
IMPERIAL DESK dealers will 


participate. 


. we have high 
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the home office in New York, N. Y., and at special 
sales trips around the country. 

Mr. Young’s entire career with Royal had been spent 
selling Roytype supplies at Columbus. Mr. De Burgos 
formerly sold Roytype products in New York, N. Y., 
Philadelphia, Pa., and Pittsburgh, Pa. 

———— 


NEWS NOTES FROM NSA DISTRICT NO. 5 








Bill Wintrich, Correspondent 





William “Bill” Zaring, formerly of the William Bur- 
ford Printing Company, Indianapolis, Ind., is now 
connected with the Diebold Safe Company, Indian- 
apolis office. 

x a * 

The McMillan Company, 107 S. Main St., Mt. Vernon, 
Ohio, planned to open a stationery and office supply 
department about January 1. Sam R. McCorkle, man- 
ager and buyer, is interested in having all the travel- 
ers call on him. 

+ * * 

Don Peterson, formerly with Office Outfitters, Mid- 
dletown, Ohio, has left that organization and opened 
a typewriter sales and service company in that city. 

* * a 

Ralph Pheiffer, until recently buyer at McCon- 
naughey Stationers, Inc., Springfield, Ohio, has pur- 
chased Limbockers at 27 So. Fountain Ave. and is con- 
verting it into a first class office supply store. The 
concern will be known as the Springfield-Limbocker 
Company. 

* * * 

At a meeting of the Detroit Stationers Association, 
held on November 19, at the Ft. Shelby Hotel, Detroit, 
Mich., Harold Speicher, R. P. Lewis Company was 
elected president and Leo Bigelman secretary-treas- 
urer. Jack Harris is to be congratulated on the excel- 
lent job he has done for the association, having served 
in both above named capacities. 

+ 7 * 

Mr. and Mrs. John Kautz, Kautz Stationery Com- 
pany, Indianapolis, Ind., became grandparents re- 
cently. Jack Jr., the proud father, has recently joined 
the Kautz organization. 

+ ” * 

H. C. Walden reports the following: On November 
10, the Indianapolis Chapter held their third monthly 
luncheon at the Lincoln Hotel. Fifteen were in at- 
tendance including Harold Hampton and John Kautz, 
two members of the Stationers Club of Indianapolis. 
Mr. Hampton gave a brief, interesting talk. The 
committee headed by Leroy Plumbley of W. A. Sheaffer 
Pen Company for the Travelers and John Kautz for 
the dealers, who had charge of arranging a Christmas 
party for crippled children, gave their report... . 
Rudy Hand, who has represented the Parker Pen 
Company in the Northwest, has been transferred to 
Indianapolis and will travel the Indiana territory. 
He has purchased a home in Indianapolis and will 
make that city his headquarters. Rudy has been a 
member of the District No. 7 Travelers Club and 
has made application for membership in District 
No. 5... . Due to the Christmas party and the holiday 
season the next meeting of the Indianapolis Chapter 
will be held February 19, 12 o’clock noon, Lincoln Hotel. 


* * * 


Billy Kane reports that the Cleveland Chapter’s 
Christmas dinner party for the needy children and 
their families was held at Quad Hall, 7500 Euclid 
Ave., Cleveland, Ohio, on Sunday, December 21. A 
turkey dinner with all the trimmings, Christmas tree, 
gifts and clothing for the kiddies were features. 

On December 5, the Alliance Typewriter and Office 
Supply held the formal opening of their new store 
at 37-41 S. Arch Ave., Alliance, Ohio. In much larger 
quarters, Mrs. Lavina Holzer, owner and manager, has 
added a line of wood and metal furniture. 
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TYPEWRITER 


PLATENS 


PARTS—TOOLS 
and Accessories 


For better impressions use 


the AMES True- Mark platen. 


° 


For parts of quality 
with less delay. 


+ 


Kor a better Job 


use our quality tools. 


> 


FOR ALL MAKES 
OF TYPEWRITERS 
Contact your nearest office 


machine dealer. 


AMES SUPPLY CO. 


564 West Randolph Street 
Chicago 6, IIlinois 


37 Murray St., New York 7, N. Y. 


191 Cain St. 191317, Commerce St. 
Atlanta 3, Ga. Dallas 1, Texas 
417 Wall St. 583 Market St. 


Les Angeles 13, Calif. San Francisco 5, Calif. 


Agents In The Principal Cities 





149 














% AN EXCLUSIVE FRANCHISE 


% PROTECTED TERRITORY 


p ea 





THE MOSLER SAFE 
co. offers 


dealers a franchise cov- 


qualified 


ering a complete line of 
Safes, Chests, Insulated 
Record Containers and 
Vault Doors, tested and 
approved by Under- 
writers’ Laboratories, 


Inc. 


4, 2 and i-hour Safes Single and doubie 
door sizes 


The Mosler reputation 
and prestige of nearly 
a century of Safes and 
Safety assures dealers of 
quality products which 
find a ready market. 


LINK TO LEADERSHIP 


Armored Stee! Chest in Stee! 
Cladded Concrete Biock 


*Complete  sell- 
ing assistance 
* Continuous fac- 


tory cooperation 


Sales franchises 
considered for ter- 


ritories still open. 


Write for details. 








4-drawer insulated Record Container, with 
Locker 


THE MOSLER SAFE CO. 


Largest Builders of Safes and Vaults in the World 


320 FIFTH AVE., NEW YORK CITY - FACTORIES: HAMILTON, OHIO 


Member National Stationers Association 
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NEW MACHINES, DEVICES AND EQUIPMENT 
(Continued from page 66) 


released lock which holds the platform in any set 
position. 

In this new chair, Myrtle Desk Company has recog- 
nized the fact that correct posture of the typist goes 





NEW MYRTLE DESK— 
This No. 6058C desk in 
the new Pacemaker 
series by Myrtle Desk 
Co. of High Point, N. C., 
offers an innovation in 
adjustable typewriter 
platform (left). 


beyond that of providing a posture chair. Improper 
typewriter height has been done away with by making 
the desk feature as well as chair adjustable. 

Especially made for use with the Myrtle Pacemaker 
desk is the No. 4856 posture chair manufactured by 
High Point Bending & Chair Company, Siler City, 
N. C., a chair supplied regularly in genuine leather 
and equipped with foam rubber seat and back. 


(8 ele 


MOLDMASTER OFFERS PERSONAL FILE 


Moldmaster, Inc., 899 E. 149th St., New York 55, 
N. Y., is soon to offer the Moldmaster Personal File 





as an item modernly designed and made of Phenolic 
Sides with steel or aluminum body or housing. 
“This item is equipped with index, lock and has an 
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DO/MORE is a name that signifies more than 
leadership in posture chairs. To thousands, large 
and smal! companies alike, it symbolizes a stand- 
ard of service that assures continuous satisfaction 
on the part of individual users. This nationwide 
recognition adds up to acceptance by both em- 
ployees and their employers ... the result of 25 


years pioneering in the field of posture seating. 





{ bariety of Models, each tailored 
to the job, make Do/More posture chairs easy 
to sell for company-wide installations. Eaeh chai 
adjustable to the individua for correct 
] 


posture and dav-long comltlort W rite 


illustrated calalo 


DOMORE CHAIR COMPANY, INC. eckuarr 4, INDIANA 
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Now’s the time to display and promote 
: - _ z sta 
modernized Liberty Storage Boxes . rig 
the national standard for 30 vears. " 
Liberty’s 23 stock sizes fit all standard tur 
F htes ‘ bre 
commercial and bank forms. Records are 
are protected from dirt, moisture and 
spillage by Liberty’s “flash” closing e 
method. It also permits easy and instant EB 
REG.U S PAT. OFF Blv 


access to the file. > 
STORAGE BOXES ae 


These low-cost Liberty Boxes are made 











of the finest quality jute corrugated gles 
board. They come knocked down, each 
box with printed, perforated labeling 
strips. Boxes can be stored in minimum To help you sell oes 
space, easily set up in a few seconds as 5 ; 
‘ Liberty's sales promotion material goes to work right 
needed. ; 
: ; : in your store, in your mail. on your counter. in your 
Write for the complete story of catalog. in your newspaper. These sales helps are 
Liberty's special stock assortment and available now .. . free. Ask us about them. 
buving plans... developed to keep vour @ newspaper mats @ display cards 
inventory investment down, speed turn- @ catalog cuts @ miniature samples 
over and increase your rate of gross profit. @ imprinted circulars @ catalog pages 
is ¢ 
| BANKERS BOX COMPANY 720 s. pEarsorn st., CHICAGO 5, ILL. cove 
gees drav 
crac 
es 
TI 
12-ir 
Liberty All Metal Copy- Liberty String Binders Liberty Permanent type 
: / holders... for increased ar for packaging Storage Binders. . . chin 
i / copying efficiency. small forms. for loose-leaf records. avail 
i-—. = 
YW 
Three more ways to lower costs, save time, increase safety and efficiency. 
“A 
addi: 
St., } 
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expandability of three inches, making all of the docu- 
ments within the case completely accessible and avail- 
able,” states the manufacturer. 


The approximate size of the file is 13% inches wide, 


105, inches high and 6 5/16 inches deep and the total 
weight is five pounds. 
The item is scheduled for preliminary production 
toward the end of January. 
i 


ARROW IMPROVES STAPLE REMOVER 


Arrow Fastener Company, Inc., 30-38 Maujer St., 
Brooklyn 6, N. Y., has announced an improvement 
on the Commander staple remover which it claims 
will result in greater efficiency and longer service. 
Indentations have been made on each side of the 





COMMANDER STAPLE REMOVER 


staple remover, directly above prongs for added 
rigidity to prevent prongs from bending. 

The handy contrivance is claimed by the manufac- 
turers to quickly and easily remove staples without 
breaking fingernails or tearing paper. Catalog sheets 
are available to those writing the Arrow company. 

oe + ~- 
NEW BELLE-VUE COVERS AVAILABLE 

Budlew Products Company, Dept. 102, 20 E. Jackson 
Blvd., Chicago 4, Ill., recently announced the avail- 
ability of the new Belle-Vue typewriter and business 
machine covers, now being fabricated entirely of 
gleaming black Vinylite brand plastics. Compactness 





THE BELLE-VUE COVER 


is claimed to be an outstanding feature of the new 
cover. It may be folded to palm size and placed in a 
drawer corner when not in use. The material will not 
crack or peel, claim the manufacturers. 

The covers are now available for portable, 11-inch, 
12-inch, 14-inch, 18-inch, 20-inch and 26-inch carriage 
typewriters, also for a large variety of adding ma- 
chines and duplicators. Free imprinting service is 
available to quantity users. 

————— 
KOL ADDS FILESTOOL TO ITS LINE 

“A Filestool with a pedigree,” is the way the newest 
addition to the line of Kol Sales Division, 220 S. 10th 
St., Minneapolis 2, Minn., was introduced to the trade 
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UNUSUAL 


Envelope Needs 


Sank Exuclopes 


FOR EVERY BANKING 
NEED 


*Mailing and Window Styles 
*Registered Mail Envelopes 
*Coupon and Coin Envelopes 
*Bank Filing Envelopes 





Write for Prices and Samples 


Currency Gift 
Exuelopes 


ENGRAVED MONEY 
HOLDER ENVELOPES 


*Holiday G Everyday Designs 
*Genuine Steel Die Engraved 


*Used by Banks—Sold by Sta- 
tionery Stores 





Write for Prices and Samples 


Pass Sook Covers 
MADE TO STAND LONG, 
HARD USE 


*Used by Financial Institutions, 
for Protection of Pass Books, 
Time Payment Books- 


Report Card Jackets 


FOR PROTECTION OF SCHOOL 
REPORT CARD> 





*An Excellent Advertising Me- 
dia for donation to Schools. 


Write for Prices and Samples 































For Seeds, Samples of 

Grain, Ore and Sand, 

Machine Parts, Jewelry, 
Etc. 








*Metal Fold Envelopes 
*Inter-Fold Seal Styles 
*“Gummed Seal Flaps 

























Open End Filing 
Enuelopes 


DURABILITY FOR 
PERMANENT FILING 


“Flat and Expanding Styles 









"Sizes for Every Filing Need 


"Used by Attorneys, Courts, 
Real Estate G Financial Firms 


fustrits 
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NOW, MORE THAN EVER, 
QUALITY-MINDED BUYERS 
LOOK FOR OFFICE CHAIRS 


IMPORTANT 


With these q COMFORT FEATURES 


@ BALANCED TILTING—designed with a low fulcrum to 
prevent the danger of upsetting. ... 


@ INSTANT RESPONSE — to all movement of the body. . 


@ FATIGUE-FREE ACTION—assured by scientific SENG 


design. eee 


e NO SQUEAKING -silent, smooth operatior 


Chair Action 
Control 


The SENG Style V ' 





—offers each of these vital 
performance features that 
provide increased working 
efficiency, plus the quality of 
craftsmanship and materials 
that add up to lasting service 
and customer satisfaction. 


1450 N, DAYTON STREET 
CHICAGO 22, ILLINOIS 
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recently. Built along the same lines as the Kol Air- 
age office machine stand, the new Filestool has no 
braces to obstruct and utilizes brazing of joints instead 
of soldering to insure maximum strength. The File- 





NEW KOL FILING STOOL 


stool is complete with a heavy gauge steel seat, two- 
inch swivel casters with soft rubber wheels, and a 
rust-proofed baked enamel finish. 

Overall dimensions of the new product, which is 
designed to sell at $5.95, include a height of 14 inches 
and a seat of approximately 1312 inches. 

HARGLEN OFFERS POSTAL DUPLICATOR 

The National Postal Duplicator is being offered 
as a new product of the Harglen Corporation, 7466 
Santa Monica Blvd., Los Angeles, Calif. and can turn 
out 3,600 cards an hour, according to the manufac- 
turer. 

The machine is adjustable from 3 to 5 inches 
and 4 to 6 inches. It comes complete with a supply 





NATIONAL POSTAL DUPLICATOR 


kit containing stencils, stylus, ink, brush, writing plate 
and an instruction sheet. Rubber suction feet hold 
it firm to any surface. Additional color is a simple 
matter of changing the drum. The retail price is 
$13.50, including excise tax. 
<< 
OFFER TWO NEW ADHESIVE PRODUCTS 

Adhesive Products Corporation, 1660 Boone Ave., 
New York 60, N. Y., recently announced two new 
products for window trimming and display advertis- 
ing. The new adhesives, known as Gripweld and 
Woodgrip, make it possible to adhere objects directly 
to vertical surfaces including walls, mirrors, windows 
and tile. 

It is claimed that in a recent demonstration a one- 
inch square of wood was coated with No. 779 Wood- 
grip and placed immediately in contact with glass 
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a modern office executive helps his company profit 
four ways with Leopold functional office furniture. 


@ Greater time-saving efficiency. 
Since 1876, Leopold has been build- 
ing a wide range of superbly- 


designed office furniture. 


@ Improved management and 


worker morale. An office newly 
furnished with Leopold furniture 


makes work seem more important. 


® Better sales impression on visit- 
ing customers. People like to deal 
with companies which appear to 
be solidly successful. 


@ Economy with Leopold dura- 
bility. Leopold uses only the finest 
materials and craftsmanship and 
has built a tradition of lasting 
quality. 


The great demand for Leopold office furniture today has taxed production facilities 


beyond capacity. However, we are exerting every effort to fill your orders as rapidly 


as possible, 











Nt Leqpolal vvurany 


BURLINGTON, 


IOWA 
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This half-page ad appears in Fortune for February 





A tew exclusive tran 
chises for Harter pos 
ture chairs are now 
available. Write for 


full details 
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Harter advertisements appear every month in four of America’s leading 
magazines — Business Week, Fortune, Newsweek, and United States 
News. Each of these publications reaches a large and influential group 
of business executives. These men are your finest prospects 

for Harter chair sales. 

Month after month our advertising drives home the fact that 

Harter quality stands out. Message after message carries a 
straightforward presentation of the reasons why Harter 1s today’s 
best buy in steel office chairs. 

This kind of advertising helps you sell Harter chairs. Even more 
important, it helps you become better known as a dealer who handles 
quality products. There is no surer way to build business and profits. 


(HARTER 


' « Lo A 


STEEL CHAIRS - POSTURE CHAIRS 
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without any pressure or supports. An hour later, two 
telephone books were suspended on a piece of wood 
which was adhered to a window pane. No. 479 adhesive 
has a water base and No. 444 a solvent base. No. 444 
is declared to withstand heat and is completely water- 


proof. 
othinnihsitiasbitbcis ais 


WELLS FURNITURE ENTERS DESK FIELD 

Joseph W. Pritchard of Wells Office Furniture Com- 
pany, Chicago, recently announced the manufacture 
of a new line of wood office desks in Marietta, Ga. 
This plant has been engaged in the making of fine 
furniture for many years and the same experienced 
personnel with added specialized desk skills will build 
the Wells desks. The Wells desk line will be complete, 
offering both executive and commercial units in flat 
top and secretarial] models. Office tables will also be 
part of the line. 

A feature of the new Wells desk line will be the new 
light desk finish which is in keeping with the modern 



































WELLS NO. 6730 ISLAND BASE DESK 


interior decorating trend. A contest is being launched 
by Wells Office Furniture Company to secure the best 
name and slogan to designate this new color finish 

One of the new Wells desks is illustrated herewith— 
No. 6730 Island Base, which lists for $145.00. This desk 
is offered in oak or limed oak in both flat top and 
secretarial styles. Height is 29 inches. 

Complete details and literature may be secured by 
addressing Wells Office Furniture Company, 725 S 
LaSalle St., Chicago. 





—<—- — 
FLEWELLING INTRODUCES NEW STAND 
L. C. Flewelling Company, 4427 Firestone Blvd., South 
Gate, Calif.. makers of office furniture for the past 
15 years, has introduced a new typewriter stand for 
which several distinct features are claimed. 
This stand has a raising and lowering mechanism oa but don't overeat the alee 





satisfaction that comes to a dealer who provides business 
with the best—the most efficient filing accessories on the 
market. For satisfied customers, SLANT your "'filing sup- 
ply selling’ the MODERN WAY. Sell BARKLEY TAB 
FILE GUIDES—the perfect index. 


Write for Illustrated Literature 


=" 


: lal 1921 Cy 
(. L. BARKLEY & CO 


Manufacturers of Filing Supplies 


Patent No. 22483 





FLEWELLING TYPEWRITER STAND 


that operates from either side. There are no pro- 
truding casters and the bracing of the stand is de- 1220 W. Van Buren St Chicago 7, III 
signed to allow maximum foot and leg room. Con- : g semi 
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pox IMOMEXPECT, » struction is of heavy steel tubing finished in office 

é a8 LONE ONESS AMATE WS brown. Tops and shelves are of hardwood. Prompt 
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erie R wr guar u, shipment is claimed. — me 
a HIGH POINT OFFERS NEW ARM CHAIR 





The High Point Bending & Chair Company, Siler 
City, N. C., as its newest product has introduced the © 
No. 4850 all-wood swivel arm chair, shown for the 
first time at the recent New York furniture dealers’ 
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LITTLE Quality Carbons 
and Ribbons build dealer 
PRESTIGE — guarantees 


maximum service and satis- 




























HIGH POINT ARM CHAIR 


convention. This is designed primarily to go along 
with the new Myrtle Desk Company series of Pace- 
maker desks. The chair has streamlined base as well 
as rounded edges throughout. 

Posture chairs manufactured by High Point are 
supplied in genuine leather and have foam rubber 
seats and backs. 





faction to the user. 


LITTLE Dealer protection 

eliminates competitive ef- 
—- 

OFFER H-H-M INSULATED RECORD FILE 


The Herring-Hall-Marvin Safe Company, Hamilton, | 
Ohio, is offering the trade a new insulated record file 
with receding door. The new product is declared to 
meet the need among architects, drafting rooms, 


fort. 


LITTLE Factory Coopera- 
tion really helps the dealer 
to obtain a_ satisfactory 
share of the best customer 


requirements. 


LITTLE means _profit- 
able, clean cut distribu- 
tion, placing the dealer 
at the top in quality, 
dependability and _pro- 


tection. »s 
Write for details and samples. 


‘QUALITY EXCLUSIVELY SINCE 1888" 





OPEN, CLOSED INSULATED RECORD FILE 


treasurers’ offices, courthouses, hospitals and hotels } 
for a large-capacity, fire-resistive safe equipped with 


fe HTTLE 


+ 
Inc. | filing drawers for the safekeeping of blue prints, legal 
5 be -agaiana ; | documents and other valuable papers. 
Factory, Rochester, N. Yr. | Two models are available; one for letter-size file, the 






The safe may be obtained | 





other for legal cap size. 
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Prom atl ouer America. Office Eguipment Dealers Are Writing: 


° ‘i e swell i Pars Z is 7 
have just received our first shipment of desks, and they ar ‘The Butler desk is receiving enthusiastic response. 
We 


“The selection of material is the finest we have ever seen in any desk of this kind.’’ 


a 


+ We are very happy to be your distribut, 
ors . 
“Excellent styling, beautiful graining, utility; price is right!’ 


tiie 


died |_ 








SUTLER CONVERTIBLE Office Desks and Tables 


Butler Convertible office desks and tables are far in the vanguard of the re) 





swing to cleanly modern ... highly functional ... richly beautiful office 
furniture. They are designed rth simple elegance and superbly paneled 
on all sides with 13, 16-inch striped quartered genuine walnut veneer. 
Desk and table tops are of sliced heart grain walnut on heavy, 1!/-inch 
plywood. Manufactured by Butler Brothers, they are ruggedly superior to 
the rigors of everyday use and frequent shifting. Standing sleekly on 

a streamlined island bases, Convertible desks and tables are given an un- 

surpassed flexibility by three interchangeable tops—Executive, Junior 4 | 


Executive and Secretarial. All drawers, typewriter shelves and knee- 


boards are completely interchangeable. Efficiency, comfort and prestige 





speak from every line of this distinctive furniture! 





ty 
BUTLER #@-:; BROT Hie s 


“8, pt 
MANUFACTURERS AND DISTRIBUTORS OF Gatler (onuertible OFFICE DESKS AND TABLES 


SALES OFFICES: 426 WEST RANDOLPH STREET, CHICAGO 80, ILLINOIS 
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ACCOBIND FOLDERS 
Are Essential to Every Filing System 




















@ ALL or part of EVERY Filing System 
in use in your customer-circle needs 
ACCOBIND Folders to provide the 
vital filing service of Security from mis- 
filing and misplacement of vital file 
records. 

What a wealth of sales prospects is pre- 
sented to you in this ACCO service 
opportunity ! 

Show ACCOBIND Folders to your cus- 
tomers. Show them how ACCO-binding 
stops careless filing. Show them what 


they gain in reference and re-filing facil- 





ity when they handle a complete bound 


unit instead of loose file papers. 





The prongs of the ACCO Fastener 
; » y L *k ie ress " . a . . ° 
with Prong Loe ee Check ACCO Catalog No. 246 for immense range of 


neatly and tightly hold the papers, : 
giving assurance against misplace- ACCOBIND Folders cov ering all Filing Sy stem requirements. 


ACCO PRODUCTS Ine. 


RIVERSIDE DRIVE 
OGDENSBURG, N. Y. 


In Canada: Acco Canadian Co. Limited, Toronto 


PAPER FASTENERS e BINDERS e« FOLDERS e PUNCHES e CLAMPS ® PAPER CLIPS 
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with or without interior and has easy swing receding 
door. Other features include Monolithic insulation, 
electro-fused frame, tenon and groove door, interlock- 
ing and reinforced body construction, and lock and 
poltwork behind insulation. The finish is smooth grey. 
i onattinits a 
HERZOG INTRODUCES NEW SMOKING STAND 


The No. 100 cocktail top Century smoking stand is 
a new product introduced by the H. P. Herzog Com- 
pany, American Furniture Mart, 666 Lake Shore Dr., 
Chicago, IIl. 

Made of 16 and 20-gauge steel chromium plated, 
the smoker has a black finish electrically baked. 
Height over all is 23 inches and the post circumference 





CENTURY SMOKING STAND 


is 10 inches. The top bowl is 5's inches deep. The 
stand has all chromium tray top with handle. Packed 
individually in carton, the smoker weighs 12 pounds. 


as ee 
E. D. CRIM INTRODUCES NEW TYPING BOOK 


A new book of instruction to make typewriting easy 
and speedy is being published by the E. D. Crim 
Publications, 4271 Leimert St., Los Angeles, Calif. The 
book, entitled Crim’s New-Quick-Easy Typing Course 
(touch method) consists of more than 60 pages giving 





CRIM’S NEW TYPING COURSE 


exercises, speed tests, law, medical, aviation and busi- 
ness terms, as well as spelling aids, tabulating and 
business tips. Publishers claim the instruction is suit- 
able for all makes of typewriters and that the method 
is simple and practical. Retail price is $1.25 


OFFICE APPLIANCES, 1948 


January, 





+2 tn, 


ae re 


Pere rr 





( ped ah SHY 
COPYHOLDERS 
Yes, MR. DEALER, American business employs about 
6 million Office Typists. Not all are your prospects, 
of course. Many are already supplied with Copy- 
RIGHT Copyholders. But at least 2 MILLION need 
and will eventually buy Copy-RIGHTs. 





Tie in your sales plans with our publication and 
mail advertising. It means substantial PROFITS to 





you... steady demand . . . repeat business. Single 
trial sales frequently lead to 
What Copy-RIGHT does purchases for entire typing 


for your Customers: | staffs! 


3 
MORE AND MORE 
DEALERS EVERY MONTH 


are stocking and selling 
Copy-RIGHTs as a regular 


Saves Eyes, Effort, Errors 
and up to 50%, in typing 
time by holding notes 
and copy-work straight 


ahead at shorter reading 


H ay im- e ‘ 
sony, Salhi item. If yee bavon't sate 
accuracy, speed. Auto- yet, get at least one sample 


and literature with wholesale 
- data. 


matically points out right 
line, holds place. 















Six Models hold papers up to 12", 16", 20”, 


25", ae 36” wide. 
a sm 


Roi ft ff. 


MAIL COUPON NOW! 
Copy-RIGHT Mfg. Corporation Dept. D-1 
53 Park Place, New York 7, N.Y., U.S.A. 


C) Send literature and prices. 
C] Ship e Copy-RIGHT (Stock-Semple) on regular terms. 


RE isankicei iabstanieicoiiians 
(Attach letter head please) 
BOOS SOE SS EEO AEH FEES EEEE DEES EEE EE AH HHH SEBOE wssrenses encat 
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RETAILS AT 
$1.00 


Stationers prefer to Sell 
KIL-KLATTER 


e IT'S NATIONALLY ADVERTISED 
e IT SELLS FASTER 
e IT SATISFIES BUYERS 


Stensgraphers ach for i..... 


@ IT ABSORBS SHOCK 
@ IT DEADENS NOISE 
@ IT DOESN’T SLIDE 


Office Managers specify .... 


@ IT INCREASES EFFICIENCY 
@ iT COSTS LESS 
@ IT LASTS LONGER 


For free illustration of available mats and catalog cuts write to 


AMERICAN HAIR & FELT COMPANY 
DEPT. 8 81 MERCHANDISE MART CHICAGO 54, ILLINOIS 


Ta 


THE SCIENTIFIC TYPEWRITER PAD 
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NEW FILE TERMED “A PRIVATE SECRETARY” 


The Northwest Metal Products Company, 1337 E. 
Mason St., Green Bay, Wis., is offering the Managerial 
File as a product designed “for the busy executive 
demanding efficiency, privacy, security and conveni- 





NORTHWEST METAL MANAGERIAL FILE 


ence.” This is a desk-side unit, desk height, with slid- 
ing and fall-a-way top. The upper compartment ex- 
pands and the front returns to a closed position when 
the cover is closed. The lower drawer operates on 
roller bearers and is equipped with an individual lock. 
The lower section may remain locked while the upper 
one is in use, or vice versa. Shipping weight of the 
letter size is 90 pounds and that of the legal size 95 
pounds. ; 
a a oe 
INTRODUCE HOLD-IT FOAM TAPE 

Accent-U Products Company is manufacturing Hold- 
It neoprene foam tape for Myer Rosenberg, 323 S. 
Franklin St., Chicago, for distribution to the office 

















equipment industry. Hold-It is claimed to be ideally 
suited for glass top desks, to permanently keep the 
glass from sliding and declared to do away with the 
perpetual tucking in of felt edges. The tape has many 
applications and can be attached to any desk article 
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...AT YOUR 
BEST SALESMAN! 


That rabbitty wink stops you, doesn't 
it? Wait till you see it in motion, eye- 
ing your customers from your counters 
and store windows, persuading them 


to stop, look, and buy 





Then you will know for sure what 


flash-a-motion window display is 


Made of Tekwood and plastic 

colored red, white, blue and yellow 
winking away it's bound to 

pep up your windows and counters 


boost your volume and profit! 
Put the Swingline rabbit to work for 
you! Write to us or to your jobber and 


order your Swingline display today 





HERE'S THE DEAL: 


20 boxes of No. 4 Swingline 20 boxes of No. 3 Swingline staples 
staples 3 No. 3 Swingline staplers 
2 No. 4 Swingline staplers 1 No. 3P Swingline stapler 
1 No. 4P Swingline stapler 2 Pocket Tot staplers 
3 Tot desk staplers 15M Tot staples—5M pack 


10M Tot staples—1M pack No substitutions on deal 


YOU SAVE approximately $8.27 on the cost of this same merchandise 


purchased through regular channels. AND—you get this new, eye-catch- 


STAPLES STAPLERS ing, ‘‘sells-itself,"’ Swingline display FREE! In other words, you save 


money and add a full-time, hard-working salesman at the same timel 


SPEED PRODUCTS COMPANY, INC. - LONG Rue city fF RN. 
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IN STATIONERY STORES 
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FOUNTAIN PEN 








THE NEXT TWO PENS COMBINED 











ANY OTHER NEARLY 2 TO 1 





Esterbrook gives stationers far and away their 


best-selling fountain pen. Proof:—the survey of pen recat 


_ STATIONERY STORES 


purchases conducted by National Analysts, Inc., in ESTERBROOK | 28.8% 
stationery stores in 29 major U.S. trading areas. Not a PEN # | 16.2% 
competitor showed up anywhere near Esterbrook—the | PEN #3 | 11.7% 
fountain pen with ‘the right point for the way you PEN #4 Be 6.5% 








PEN #5 | 5.6% 





write.” Just look at the size of Esterbrook’s lead... 








. * * 
The survey also showed that users find Esterbrook 
Pens so indispensable and so much to their liking that 
they frequently own several. The Esterbrook Pen 
Company, Camden, N. J. In Canada: The Brown 
Brothers Ltd., Toronto, Ontario. 


Estabrook 


AMERICA’S FIRST PEN MAKER V 
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to prevent “creeps.” No glue or adhesive of any kind 
is required in its application. The tape is put up in 
30-yard rolls and is declared to be acid resistant, wash- 
able and practically indestructable. 


SS eee 





Ce When it comes 
to 

(S57 PRESENTATION 
47 BOOKS 










INTRODUCE NEW TORCH LAMP 


Nestler-Fields Manufacturing Com- 
pany, Inc., 602 Wythe Ave., Brooklyn, 
N. Y., whose products include a popu- 
lar line of smokers for the office, have 
just introduced a torch lamp, No. 101 
Torchiere, to the trade. 

The lighting fixture measures 64 4 
inches from its 1l-inch base to its 16- 
inch reflector. It has a three-way 
Mogul socket. A choice is given of light 
or dark wood at the center of the 
shaft and above the base. The lamp 
is available in gleaming plated chrome 
as well as copper and bronze. Packing 
is done two to a carton. 










—----— 








FANDEX OFFERED FOR FILE VISIBILITY 
Fandex, Inc., 15 Spruce St., New York 7, N. Y., claims 
that in the improved Fandex file continuous rotary 
visibility is offered for all cards. Other features listed 
include: One second only needed to fan cards into 
view; cards may be referred to without removing 
from pockets; empty pockets instantly indicate where 


V.P.D. Presentation 
Books range from 
$1.80 list (below) to an 
80 window genuine 
leather zipper book 
at $15.50 list (above). 















Focus Your“. 
Attention on = 


Nationally advertised for you in 
Sales Management, Advertising 
Age, Printers’ Ink and Advertis- 


4 
ing & Selling. eo; SPL b 


















FANDEX FILE—Illustrating how the move- 
ment of the finger against the metal tab to 
the right and downward starts fanning. 






to return cards; open side of Fandex pockets permit 
offsetting of cards for signal purposes; file ideally 
adapted for signal controls; sub-tabs may be located 
where needed; standard index cards are used; pockets 
are easily and quickly shifted; and Fandex card hold- 
ers are housed in a sturdy steel frame that fits a 
standard cabinet. 

In this device, card folders rotate on an axial steel 
rod and fan into view the index cards that are wanted. 


There is no bigger line...no better line...no line in greater 
demand than Meier's V.P.D. Plastic Presentation Books. 
The range of sizes and styles is most complete. The trans- 
parent windows are of tough, heavy-weight, brilliantly 
clear plastic. The covers are genuine and simulated leather 
...some flexible, some stiff and handsomely gold 
embossed. See your V.P.D. catalog for 










—— 
NSA GRIEVANCE COMMITTEE APPOINTED 

Fred Downs. Downs-Randolph Company, Tulsa, 
Okla., NSA president, recently appointed his grievance 
committee for the year 1947-1948. The members are 
Leonard Wilcox. Roberts Printing & Stationery Com- 
pany, Hutchinson, Kans., chairman; Horace Kilham, JOSHUA MEIER CO., Inc. 
Kilham Stationery & Printing Company. Portland, 
Ore., and Arthur King, Ward’s Stationers. Boston, 36 EAST 10th STREET, NEW YORK 3, 


Mass 


complete descriptions and prices. 









When the subject of presentation books 
comes up, sell V.P.D. with confidence. 
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MARKING DEVICES 
MEET THE DEMAND 


ORDER YOUR 


DATING STAMPS 


NOW FOR 





PA STSWAPT 


EGON E ANN A 


80 DUANE ST.NEW YORK7,N.Y. 
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MEETINGS — CONVENTIONS — DINNERS 
(Continued from page 86) 


had done considerable spade work prior to the meet- 
ing, momentum having been worked up at a meeting 
of a smaller group held earlier. 

A few days after the organization meeting the newly 
elected board of directors met at the Biltmore Hotel 
in Los Angeles to perfect the organization of that 
body and to make plans for the immediate future. 
The association is now in process of incorporation. 

bars “eds 
JIM LYNCH CHOSEN GLTC HEAD FOR 1948 

Because the last Friday in 1947 fell on the day after 
Christmas, the annual meeting of the Great Lakes 
Travelers Club was held on Friday, December 19. A 
representative group of members was present to elect 
officers to serve in 1948. Jim Lynch of the Brown- 
Morse Company was the unanimous choice for presi- 
dent. Jim has been a faithful attendant at the regular 
Friday luncheon meetings and an active participant 

















JAMES LYNCH 


in club affairs. With characteristic modesty he prom- 
ised to do his best with the responsibilities given him 


{ and asked for the wholehearted assistance of members 


so that the standards set in past years can be main- 
tained. 

The following three officers were re-elected: Ray J. 
Eichenlaub, Service Steel Products Company, first vice- 
president; Rus Ragan, American Pad & Paper Com- 
pany, treasurer, and Brown Hardison, Modern Sta- 
tioner, secretary. Bill Lipner, Koh-I-Noor Pencil 
Company, was made second vice-president, and Wes 
Montpas, Park-Sherman Company, third vice-presi- 


| dent. 


Prior to the election, committee reports were heard 
and Retiring-president Tom Gillice, Rockwell-Barnes 
Company, appointed the following auditing commit- 


' tee: Ray J. Eichenlaub, chairman, Ed Rohrs, Eaton 


Paper Corporation, and Ralph Maneval, A. W. Faber- 
Castell Pencil Company. 

The ceremony of handing the gavel over to the new 
president was preceded by a few comments by Tom 
Gillice, who was deeply appreciative of the fine co- 
operation of members during his term of office. When 
Jim Lynch took over, he called for a rising note of 
thanks to Tom for his splendid service in 1947, and 
then spoke briefly about the potentials of 1948 that 
can be realized if every member shares in the work. 

a —__—- 
STATIONERS 12:30 CLUB HOLDS MEETING 

The regular meeting of the Stationers 12:30 Club 
of New York was held on Monday evening, November 
17, at the Advertising Club, New York, N. Y. 

Vice-president Mortimer Libien, Libien Press, Inc., 
New York, N. Y., conducted the meeting in the absence 
of President Jerome J. Savage, Carters Ink Company, 
who was out of the city. 

Treasurer Dwight N. Briggs, Sun Rubber Company, 
announced that the decision of the board of gov- 
ernors was that the club dues would remain at 


| $2.50 per year and not be increased to $5.00 as pro- 
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with profit features 


® The popular INVINCIBLE 2, 3, 4 and 5 drawer 
filing cabinets are winners! They are now avail- 
able again in four finishes — Modernaire grey, 
olive green, grained walnut and grained ma- 
hogany. You've got something when you've got 
the Invincible Line. It enables you to fill every 
customer's needs — and that means more profits. 
You can get complete details from File Head- 


quarters. Write: 


INVINCIBLE METAL FURNITURE COMPANY 
Manitowoc, Wisconsin 


VINIGS 
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FILING CABINETS 









Exctustve! 
CONCEALED SAFE UNITS 


A patented feature available 
only to Invincible dealers be- 
cause only the INVINCIBLE line 
of metal filing cabinets has 
them! It's a sales wedge for 
home, as well as office sales. 
It's ao PLUS that brings you big 
extra profits! 
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Deserves Comrort... : 





MAY WE SUGGEST THIS LUXURIOUS HELPER TO PROVIDE THAT EXTRA IN comrorT 


| oy Ce 











6 






INCORPORATED 


QUMNICORO KEW/UKY 









.. . SELLS COLORFUL 
CHEERFUL OFFICE CHAIRS 
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posed at the last meeting. He further announced that 
plans for the annual Christmas Party were well under 
way with Louis Caracci, The Norwood Co., Inc., New 
York, N. Y., and Edward F. Dooley, Wilson Jones 
Company, acting as co-chairmen of the committee. 
Chairman Caracci informed the members that the 
Christmas Party would be held on Monday evening, 
December 15. 

Fred G. Steinhilber, Geyer Publications, announced 
that a dinner in honor of Sam Libien, Libien Press, 
Inc., New York, N. Y., governor of District No. 13, 
NSA, was to be given by the Masonic Square Club and 
invited the Stationers 12:30 Club to be co-sponsors. 

A committee composed of Louis F. Caracci, Dwight 
N. Briggs and Jerome J. Savage was appointed to con- 
fer with the Square Club Committee and report at 
the next meeting. 

A proposal was made that the club conduct an 
Edward F. Dooley night in celebration of his appoint- 
ment to the post of vice-president of the Wilson Jones 
Company. Due to the lateness of the hour, decision 
was deferred. 





BRAND NAME RECOGNITION—Frederick H. Caswell, vice- 
president of F. S. Webster Co., receives the Brand Names 
Foundation’s Certificate of Public Service from Henry E. Abt. 
president of the Foundation, in recognition of the brand 
name, “Multi-Kopy” carbon paper, first made in 1894. Assist- 
ing Mr. Abt in the presentation is Miss Barbara Buckley of 
Newsome & Co., Boston, Mass. Mr. Caswell also received 
a Certificate of Public Service for the brand names, “O.K.” 
typewriter ribbons, introduced in 1896, and “Star” typewriter 
ribbons, introduced in 1894. The citations were awarded at 
a Brand Names Dinner held in Boston on November 25. 


—- + 


STATIONERS 12:30 CLUB CONVENES 

More than 60 members assembled for the regula 
meeting of the Stationers 12:30 Club of New York on 
Monday evening, December 15, at the Advertising 
Club, New York, N. Y. 

President Jerome J. Savage, The Carter’s Ink Com- 
pany, announced that treasurer Dwight N. Briggs, Sun 
Rubber Company, is recovering from a severe attack of 
pneumonia. Mr. Briggs sent his thanks to the club 
for the handsome lounging robe, a gift presented to 
him during his illness. President Savage introduced 
Rubin Lefkowitz, from Los Angeles, Calif., brother of 
Harry Lefkowitz, Guide System & Supply Company, 
Inc., who was present as a guest. Mr. Lefkowitz, who is 
west coast representative for Guide System & Supply 
Company, Inc., in New York for a short visit, will re- 
turn to Los Angeles early in January. 

Charles P. Epifano, Automatic Pencil Sharpener 
Division, Spengler-Loomis Manufacturing Company, 
passed out cigars to celebrate the happy event of be- 
coming grandfather to a seven-pound baby boy, Mark 
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IMMEDIATE DELIVERY 
QUALITY ALUMINUM 
ACCESSORIES 


CREATED TO HARMONIZE WITH METAL 
OFFICE FURNITURE ENSEMBLES 


HIGHLY POLISHED AND BUFFED 
UMBRELLA STAND 


ne Helen 10" 6.0: 
Nw RS * 2s eS Base 12" diameter. 
i 
Top 12" diameter. 
Post 2!/." diameter. 
Shipping Weight 10 Lbs. 


LIST $15.00 eS 


MILLINERY 
STAND es 


Complete as_ illus- 
trated. 24 hooks... 
Sponge rubber pads, 
height 66". Spread 
between hooks 17". 











Guaranteed against breakage 
of any part. Hooks firmly and 
neatly bolted on. 


Shipping weight 14 Ibs. 


COSTUMERS 


Made of |!/2" aluminum 
tube. Height 72", Base 
12" diameter with heavy 


No. 444 


iron loader under spun 


aluminum base. 


SHIPPING WEIGHT 
22 LBS. 


LIST $21.00 
SAND URN 


19'/4"" high . . . Base 
10" diameter, Top I! 
diameter . . . 2!/2"' tube. 


Shipping weight 10 Ibs. 
LIST $15.00 


All are highly polished and buffed . . . permanent finish. 
Packed set up...one to a carton... shipped F.O.B. Factory. 


GENEROUS, DEALERS DISCOUNT 


Complete Catalog and Price 
List on Request. 


Giaro Macnine Propucts COMPANY 


MANUFACTURERS 
3711 EDGEMERE AVE. FAR ROCKAWAY, N. Y. 


AE SL 
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No. 229 


No. 220 





























The 200-Ib. robot 
shown in the strob- 
oscopic speedlight 
photo jolted this 
Cramer chair one 
million times. 





OF SERVICE 


Proved in the laboratory first, and now 
in actual use! Owners of this Cramer 
Model 7335 Alumin-Ease Automatic 
Senior Executive chair agree with what 
we discovered experimentally when a 
million robot jolts couldn’t wear the chair 
out! They say it really wears! Write for 
particulars. 


titi, 


POSTURE CHAIR COMPANY, Inc. 


1205 CHARLOTTE STREET * KANSAS CITY 6, MO 














Cramer na- 
tional adver- 
tising reaches 
over 4 million 
readers every 
month. 
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Edward Prescott, born on Thanksgiving Day. He 
received the hearty congratulations of all those pres- 
ent. 

President Savage then appointed Harold E. McNeal, 
Wilson Jones Company, chairman of a nominating 
committee to select candidates for officers of the club 
for 1948. Mr. McNeal will select his own committee 
and announce their selections at the next meeting. 

Louis F. Caracci announced that the testimonial 
dinner honoring Edward F. Dooley, recently appointed 
to the post of vice-president of the Wilson-Jones Com- 
pany and member of the board of directors of the 
Standard Diary Company, will be held on Tuesday 
evening, January 20, at the Hotel Governor Clinton, 
New York, N. Y. The dinner committee: co-chairmen, 
Louis F. Caracci, The Nor-Wood Company, Inc., New 
York, N. Y., president, Stationers Association of New 
York, and Mortimor C. Lazarus, M. C. Lazarus, Inc., 
New York, N. Y.; treasurer, J. S. Libien, Libien Press, 
Inc., New York, N. Y. NSA District No. 13 regional 
governor; Albert B. Abrams, Modern Stationer; George 
F. Griffiths, Sr., Noesting Pin Ticket Company; presi- 
dent, Stationers Golf Association; George F. Griffiths, 
Jr., Noesting Pin Ticket Company, president, Station- 
ers Square Club; Anthony J. Kerin, Tower Crossman 
Company, New York, N. Y.; Henry Levy, Silver Sta- 
tionery Company, New York, N. Y.; Irving M. Levy, 
Art Steel Sales Corporation; Jerome J. Savage, The 
Carter’s Ink Company, president, Stationers 12:30 
Club; Louis Sonnenberg, Manhattan Stationery Com- 
pany, New York, N. Y.; Fred Steinhilber, Geyer’s Publi- 
cations; Louis Tavernier, Consolidated Stamp Manu- 
facturing Company; James Treanor, Peerless Imperial 
Company, Inc.; Louis Wachtel, American Lead Pen- 
cil Co.; George C. Wheeler, OrricE APPLIANCES; Gerard 
D. White, Acco Products, Inc. 


a —<—>-e—_—. 


McCOLLEM HOST TO UNUSUAL BREAKFAST 

It was an altogether unusual Sunday morning break- 
fast, commented the Kansas City Star. It wasn’t served 
in hotel, restaurant or home, but in a private dining 





BREAKFAST PARTY—A breakfast was recently given by 
Paul R. McCollem, Inc., at their general office and store, 
Kansas City, Mo., for those men closely associated for more 
than two years in building and equipping the new $3,000,000 
quarters of the City National Bank. Seated, left to right, front. 
are Leslie Simpson, architect; Julian Wornall, vice-president 
City Bond & Mortgage Co.; John Long, president of Long 
Construction Co.; Milton Freeland, vice-president, City Na- 
tional Bank & Trust Co., chairman of building committee; 
William Brown, Long Construction Co.; Paul R. McCollem. 
president of Paul R. McCollem, Inc., and the host: rear—Leo 
Cowie, head chef; Hans Kuebler, erecting engineer, Paul R. 
McCollem. Inc.; John T. Wilson, sales engineer, Paul R. 
McCollem, Inc., in charge of sales of furniture and equipment. 


room in a downtown business establishment, that of 
Paul R. McCollem, Inc., Kansas City, Mo. 

Mr. McCollem’s guests for this unique event held 
recently were men closely associated for more than 
two years in building and equipping the new quarters 
of the City National Bank at Kansas City—Leslie 
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The 5000 Executive Desk 


Style personified! That’s the sleek new 
*3000” Executive Desk with its 

pontoon bases, recessed back for secretarial 
knee room, and toe room all the way 
around. When you think of modernizing 
an office, think of Steel-Age equipment. 
When you do, remember that “S” 

not only stands for Steel-Age, but for 
Stamina, Style and Savings, too. 
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Siamina 
Style and - 


Savings, too! == 


“A” Line Four Drawer File 


Stamina that has proven itself to countless users 

over the years, style that greatly enhances the appearance 
of any modern office, and a definite savings of capital 
expenditure made possible by the rugged quality built 
into every piece of Steel-Age office furniture. 


Shown at the left is our Model 8A41 4-drawer standard size 
Letter File with “friction-free” drawers. Also, a complete 
line of Steel-Age files in every conceivable style 

and size from which to choose. 
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The well furnished executive office is not only an inspiration to the owner but also serves 
to confirm the soundness of his operations and the fundamental quality of his products. 


This 

CHARLES OF LONDON SUITE 
with Genuine Leather Cover has all the 
old time quality construction features. 


* Hardwood frame, double doweled 


and glued 


* Webbed base with oil tempered 
coil springs tied eight ways with 
pure Italian twine 


* Spring construction covered with 
10 oz. burlap stitched to springs 


* Back construction re-enforced 


* Moss and cotton filling 
PROMPT SHIPMENT 


Available colors — Brown ~—— Green Maroon 
4 


No. 1250 
Width 34” Depth 35” Height 33” 


ioe Sal 
ere ; 
$e ggg a ae OOM. OF 


air” 


No. 1255 

Length 77” 
Depth 35” 
Height 33” 








ALSO A COMPLETE LINE OF OFFICE DESKS AND TABLES 


MICHIGAN DESK COMPANY 


MANUFACTURERS 
GRAND RAPIDS 1 BOX 392 MICHIGAN 
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Simpson, architect; John A. Long, contractor; William 
Brown, superintendent; Milton Freeland, building 
chairman for the City National; and Julian Wornall of 
the City Bond and Mortgage Company. 

Mr. McCollem two years ago obtained the order for 
new furniture and equipment that would be appro- 
priate for the unusual home being devised for the City 
National and the City Bond and Mortgage Company 
He obtained special designers from the Metal Office 
Furniture Company and the Stow-Davis Furniture 
Company, both of Grand Rapids, Mich. He developed 
unusual patterns, suited for bank furniture. 

Oe 
“WHAT’S RIGHT WITH THE OFFICE FURNITURE 

BUSINESS” DISCUSSED AT CHICAGO MEETING 

Under the title, “What’s Right with the Office Fur- 
niture Business,’ Walter Lennartson, editor of OFFICE 
APPLIANCES, Challenged members of the Chicago Office 
Furniture Association to recognize and live up to their 
opportunities as merchants. Speaking at the Decem- 
ber 1 meeting of the group in the Bismarck Hotel, 
Chicago, Mr. Lennartson referred to the great market 
for office furniture that will continue to exist after 
the kind of demand developed during the war has 
evaporated. He asserted that for those who cultivate 
the market, there will be no recession. Dealers were 
urged to publicize, promote, co-operate, and conse- 
quently sell. To do this efficiently, a refresher course 
in selling is indicated for all, dealers as well as their 
salesmen. 

Following the address, President Hy Natovich, Spak 
& Natovich, Inc., called the business meeting to order. 
The problems of Saturday closing and improved truck- 
ing service were discussed. 

Reporting for the activities committee, Earl Hanson, 
Spak & Natovich, Inc., outlined an entertainment pro- 
gram involving three golf tournaments next summer 
and one event during the year to which wives and 
sweethearts would be invited. He referred to the pos- 
sibility of establishing a bowling league next fall and 
was instructed to survey members to determine pos- 
sible participants. 

Activities Chairman Charles Goodman, S. Stein & 
Company, reported on programs for future meetings, 
announcing a round table discussion for January. 
Representatives of metal and wood furniture will be 
on hand with a dealer acting as moderator. 

ciel 6 
CHICAGO STATIONERS SHOW FINE SPIRIT 

“One of the main reasons for a trade organization 
is to meet your competitors on a common ground and 
in a friendly spirit.” This thought set the keynote 
for the record-attendance meeting of the Stationer’s 
Club of Chicago on December 15 at the Maryland 
Hotel. President Harold Russek, Better Office Supply 
Company, in his opening remarks re-emphasized this 
thought which had at one time been set forth in a 
speech by C. E. Bush, General Typewriter Company, 
Washington, D. C. Declaring that this spirit had 
always been present in the Chicago club, President 
Russek asked for the continued fine co-operation of 
his fellow competitor-members. Throughout the meet- 
ing President Russek maintained the atmosphere of 
friendly informality that Vice-President Peter Orofino, 
Arrow Office Supply Company, had established in wel- 
coming the gathering members. 

Treasurer W. J. Saunders, W. J. Saunders & Com- 
pany, backed by Secretary Edgar R. Hooper, Stuart- 
Hooper Company, collected banquet assessments. They 
reported a record 65-member attendance and that 
the biggest “haul” came from Arrow Office Supply 
Company, which had an eight-man representation. 
Treasurer Saunders returned to his seat stuffing money 
into all his pockets. He was grinning, as L. I. Kriloff, 
of Kriloffice Products, put it, “Like he’d just got ahold 
of 80 steel desks.” 

After calling upon each member to rise and sound 
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sales 


starting now—Stock General’s 


Pencils. Check the list below 


SEMI-HEX OFFICE PENCIL 
5 degrees No. 1-2-2 2/4-3 and 4 
SEMI-HEX THIN COLORED 
Insoluble Crayon 14 brilliant colors 
KIMBERLY DRAWING PENCIL 
22 degreees 6B to 9H—Extra B 


for layout and Tracing 1-2-3-4 


KIMBERLY THIN COLORED 
(Hex and Round) 


Indelible Crayon 27 popular colors 
SUPER-DUPLICATING PENCIL 
Purple (in soft and medium) also 


red, blue. ereen, yellow, heliotrope 
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EXECUTIVE 
RECLINING CHAIR 








The Perfect 
Relaxer 


SIT ERECT LEAN BACK 


RECLINE pt, 





‘No. 155 in 
Real Leather 


No. 175 in 
Simulated Leather 


ONLY BARCALO PATENTED CHAIRS 
GIVE SCIENTIFIC RELAXATION 


@ The inventor discovered that a person floating in salt 
water attains truly relaxed position. Barcalo-patented design 
matches this “floating” support. Provides correct relaxation 
in any position. More comfortable than a bed! 


~ 


/ 





Rest is no longer a Juxury for the business and professional 
man,..it’s a necessity. A few minutes’ relaxation several 
times a day, helps him do more and better work with less 


Strain. 
Ideal for Executives...Judges... 
Doctors...Lawyers... 
No complicated mechanism. Just lean back, and this amaz- 
ing chair does and gives the rest. To SEE this wonderful 
chair, SIT in it, RELAX in it...is to want it. 
Great profit possibilities for dealers. Write for further infor- 


mation and suggestions for promoting its sale among execu- 
tives and professional men. 








Executive Chair Division 


BARCALO MANUFACTURING COMPANY 
166 Chandler St., Buffalo 7, N. Y. 
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off his name and organization, President Russek sum- 
moned Ollie Stevens of Stevens-Maloney & Company, 
past governor of District No. 6, National Stationers 
Association, to the microphone. 

In an informal but earnest speech Mr. Stevens urged 
his hearers to exercise great care in their selling dur- 
ing these days of high overhead. Merchants must know 
what they are doing, he asserted, they must give a 
fair deal and place a just mark-up on their products 
if they are to stay in business. 

Dave Bell of Graver-Dearborn Corporation, who is 
the club’s honorary chairman, next responded to de- 
mands for a talk. Mr. Bell called upon each member 
to work toward making the Stationers Club of Chi- 
cago worthy of the esteem of everyone. “Do not be 
critical of independent organizations who do not join 
our group but work to show them that they need us: 
make your efforts worth something to the club and 
to yourself and great dividends will come of it,” Mr. 
Bell said. 

Dick Gale, a Chicago boy who is a professional 
comedian, assisted by Miss Helen Smith at the piano, 
sparked the evening with dialect songs and stories. 
It was revealed that Gale was a former stationer him- 
self. At the age of 15 he had worked as a delivery 
boy for the Marshall-Jackson Company in the loop. 
It was the unanimous opinion that Gale’s past experi- 
ence delivering office supplies accounted for his pres- 
ent ability to deliver rea] entertainment. 

The next monthly meeting of the Chicago Stationers 
will be held on the third Monday in January. 

—- 


COMMITTEES APPOINTED FOR DISTRICT 3 MEET 


Governor Joseph C. Runnels of NSA District No. 3 
has already made complete plans for the operation 
of the regional meeting in his district scheduled for 
March 11, 12, and 13 at the Mayflower Hotel, Wash- 
ington, D. C. 

The new district territory, as revised at the recent 
national convention, consists of the following: Vir- 
ginia, Maryland, Delaware, the District of Columbia; 
Pennsylvania with the exception of the counties of 
Erie, Crawford, Warren, McKean, Potter, and Tioga 
(recently transferred to District No. 2); New Jersey, 
with the exception of Jersey City; and the counties 
of Berkley, Jefferson, Morgan, Pendleton, Grant, 
Hardy, Hampshire, and Mineral in West Virginia. 

Committees for the handling of all details have been 
appointed by Governor Runnels as follows: 

General chairman—Charles V. Sinisgalli, R. P. An- 
drews Paper Company, 718 13th St., N. W., Washington, 
D. C. 

Program chairman—Charles W. Lukens, Yeo & Lu- 
kens, Philadelphia, Pa. 

Registration—Samuel S. Rosendorf, Jr., Southern 
Stamp & Stationery Company, Richmond, Va. 

Publicity—J. Niel McCardell, Maryland Office Supply 
Company, Baltimore, Md. 

Reception—Jerome J. Savage, President of Penn- 
Mar-Va Travelers, Garden City, L. L, N. Y. 

Hotel & Meals—J. Kip Edwards, Woodward Building, 
Washington, D. C. 

Entertainment—Stanley M. Woodruff, Haddonfield 
Manor, Haddonfield, N. J. 

Banquet—Oscar Lange, Chas. G. Stott Company, 
Washington, D. C. 

Golf—Fred U. Haines, Chevy Chase, Md. 

Ladies Entertainment—Mrs. Ann Sinisgalli, Wash- 
ington, D. C. 

The business program will include talks by members 
of NSA’s 1948 Troupe—all new names and new sub- 
jects—prominent speakers both in and out of the in- 
dustry—and timely subjects. These will be announced 
shortly. 

Washington has much to offer in entertainment for 
all who attend the meeting, the ladies particularly. 
In fact, Washington is so popular in the early spring 
that President Runnels urges all those planning to 
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Ready Now 


BROWNE-MORSE 


STEEL FILES 


Better-than-ever Browne-Morse quality, mass produced with 
modern facilities. This new Browne-Morse file is designed 
to fit the spirit with which American business faces the de- 
velopment of today’s markets. Sturdy, rigid, long lived and 
dependable, with a smooth, easy draw action that simply 
breezes open and shut. Its quality surpasses the expectation 
of users and dealers— for office equipment designed and 
built to meet the demand of the forward looking business 
man. Check the features of construction and operation listed 
below which make this Browne-Morse file the best engi- 


neered in its price range today. 


Write for complete data on Browne-Morse engineering 


service 
operations. 


Reinforced, heavy-duty, one-piece ex- 
tension arms with five hardened rollers, 
roller bearing equipped for a positive 
free-floating action. Extension arm is 
ribbed, providing a minimum bearing 
surface for frictionless opening and 
closing. 


ARCHITECTS 


OF EFFICIENCY 


helps you build efficiency into your office 


Patented extension arms and channels 
permit inserts to be made in a few 
minutes. All-welded steel frame creates 
a solid, rigid unit. Positive action 
drawer stops, drawers easily taken out 
or put back. Automatic locks can be 
installed in field. 


FOR 


AMERICA’S 








Jam-proof, sure-grip, positive-acting 
follower block helps keep files rigidly 
at attention at all times. A light touch 
on the spring lock releases the block 
for quick, easy adjustment to the 
drawer contents. 


OFFICE 


MUSKEGON Browne-Mborse MICHIGAN 


MANUFACTURERS OF STEEL OFFICE EQUIPMENT AND FILING SUPPLIES FOR OVER 38 YEARS 
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Meet a par of Zuality Parkes 
HARD WORKERS: 


These Quality Parkers not only do a good job for users (your 
customers) but they do a good job for you in building repeat 
business. Sell Quality Park and you sell Quality Envelopes. 


No. 1. (At left) VERTICAL FILE JACKETS. Here's 
a@ one piece construction vertical file 
jacket with double tops to give added 
strength . . . an economical filing con- 
tainer for letters, legal papers, orders, 
contracts, and other important papers 

. economical because of durability. 
Now available in 3 sizes with 1, 1% 
and 2” expansion. Red Fibre stock. 


No. 2. (At right) VERTICAL FILE POCKETS. The 
famous leatheroid file pocket . . . five 
piece construction with glue welded 
double fronts and backs . . . paper or 
tan cloth gussets . . . ideal for bulky cor- 
respondence, contracts, orders, specifi- 
cations, blueprints. Now available in 
letter and legal size, with 1%, 34% and 
5%" expansion. 





SOLD THROUGH DEALERS ONLY 


Piguet, Ries. 


Quality Pek 
Products 
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General Office and Factory, Quality Park, St. Paul 4, Minnesota 
Chicago Office and Warehouse, 564 W. Monroe St., Chicago 6, Illinois 
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attend this meeting to make their reservations im- 
mediately with the Mayflower Hotel, Washington, D. C. 
direct. They are in a position to accept requests for 
hotel reservations now. 

Oo 


HOLD FINAL REPORT MEETING OF OED CLUB 


The Office Equipment Dealers Dinner Club of New 
York held its final report meeting on Tuesday, Decem- 
ber 9 at the Advertising Club. 

President Jack Schwander, Desks, Inc., officiated 
and extended a welcome to all members present. 
After the usual business matters were dispensed with, 
the president discussed the need of adequate by-laws 
for the organization and appointed a committee to 
consider the matter. 

A motion was passed for the club to pay to the 
National Office Furniture Association the sum of $3.00 
per member, the national association to take over 
publication and distribution of the local club’s bul- 
letin. 

Another motion was passed that the organization 
donate $1000 from the special convention fund to the 
NOFA in recognition of the need for the services it is 
performing and because the money earned by the con- 
ventions was in great part contributed by dealers 
throughout the country. 

Moe Turman, Metwood Office Equipment Corpora- 
tion, reporting on his attendance at organizational 
meetings in Hartford, Conn., and Philadelphia, stated 
that Chicago is active and that Boston is in the pro- 
cess of formation. 

After some discussion of the need for a school for 
the training of salesman in office furniture, the meet- 
ing was adjourned. The 1948 convention, sponsored 
by the National Office Furniture Association, will be 
held at the Waldorf Astoria Hotel in New York on 
October 27, 28, and 29, it was announced. 


a <> —_ 


GREAT LAKES TRAVELERS CLUB NOTES 


Two dealers were present as guests at the regular 
meeting of GLTC on Friday, December 5. They were 
Ollie Stevens, Stevens, Maloney & Company, Chicago, 
and John M. Cooper, Foote & Davies Company, At- 
lanta, Ga. After brief announcements about the club’s 
Christmas party (December 17) and annual election 
of officers (December 19) the meeting was adjourned. 

A small gathering at the scheduled starting time of 
the GLTC meeting on Friday, December 12, was 
doubled before the noon hour was over. Art Frey, 
The Globe-Wernicke Co., Cincinnati, a regular GLTC 
member who visits Chicago only once or twice a year, 
was present. A dealer-guest welcomed vociferously 
was Jess Peck, Springfield Stationery Company. 
Springfield, Ill. Walter Snelling, active in the industry 
for 36 years, announced his affiliation with Bill Dalton, 
a member of GLTC who has been operating an adver- 
tising and catalog service for commercial stationers 
for many years. 

Just before adjournment, a gift of $25.00 from the 
club treasury was voted for Loretta Fox, who has 
handled GLTC luncheon service with expedition and 
humor for many years. 

An additional $26.00 was donated by those present 
as an expression of appreciation to Loretta, who has 
been elected to a full-time position with the waitresses’ 


union. 
—————_—>--—____ 


NEW YORK OMDA ELECTS LAHIFF PRESIDENT 


Sixty members participated in the election of new 
officers at the regular monthly meeting of the Office 
Machine Dealers Association of New York, Inc., held 
on Tuesday evening, December 9, in the Panel Room 
of the Hotel New Yorker, New York, N. Y. 

President Reuben Jaskow, Batlin & Horowitz, New 
York, N. Y., in opening the meeting read a letter of 
resignation from Executive Secretary Robert L. Brown, 
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CATALOG 


Bigger ... Better . 

New lines added .. . 
Showing the most com- 
lete line of MARK- 
NG DEVICES and 
SUPPLIES we have 


ever offered. 


SEND FOR 
YOUR COPY 





MARKING DEVICES 


EVERY DESCRIPTION 


C4 
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DOMESTIC & EXPORT TRADE 
A COMPLETE LINE 
EVERY PURPOSE 











Line Daters and Numberers, Die Plate Daters, 
Self-Inking Stamps, Time Stamps, Stamp 
Pads and Inks, Notary Seals, Stamp Racks, 
Rubber Type Sets, Sign Markers, Brass and 
Fibre Checks, Corrugated Box Dies, Badges, 


ete. 


CONSOLIDATED STAMP Mré. Co., INC. 


MAIN OFFICE AND EXPORT DEPT. 

15 DEY STREET, NEW YORK 7, N. Y. 
FACTORIES IN 

SPRING VALLEY, N.Y. . NORWOOD,NJ. . CHICAGO, ILL. 


PHILADELPHIA, PA. ROCHESTER, N.Y. NEW YORK, N. Y. 
HARRISBURG, PA. 
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who is unable to continue his duties as secretary be- 
cause of the necessity of giving his full time to his 
business. He then announced that one new member, 
the Gold Typewriter Company, New York, N. Y., had 
joined the association. 

President Jaskow announced that the NOMDA 
midwinter meeting will be held on February 22-24 at 
Springfield, Mo., and urged members who were plan- 
ning to attend to make their reservations as early 
as possible. He then introduced Richard F. Hawes, 
representing the Pennsylvania Railroad, who was ac- 
companied by George Palma of the St. Louis-San 
Francisco Railway. -Mr. Hawes spoke briefly, giving 
detailed information of railroad accommodations for 
the trip to and from Springfield, Mo., and answered a 
number of questions from the floor. 


Hear Purvin and Ritchie 


George Purvin, Superior Typewriter Company, New 
York, N. Y., in urging members to visit the Jones’ In- 
stitute at Springfield, recounted some of his experi- 
ences and impressions gathered during a recent tour 
through the building. He was impressed with the 
precision and thoroughness of the work of over 100 
students who, in his opinion, will become proficient 
mechanics. 

Irving R. Ritchie, Addressing Machine & Equipment 
Company., New York, N. Y., president of NOMDA, 
added a word of recommendation urging dealers to 
go and see for themselves. ‘A visit will prove bene- 
ficial,” he declared. “Useful information and worth- 
while ideas can be obtained that may prove effective 
and result in substantial savings in operating costs.” 

The next order of business was the election of offi- 
cers for 1948 with Counsel Charles F. Krause occupy- 
ing the chair. The following candidates were 
unanimously elected: president, John A. LaHiff, J. E. 
Albright & Co., New York, N. Y.; vice-president for 
Manhattan and Bronx, Samuel Singer, Allied Office 
Equipment Co., New York, N. Y.; vice-president for 
Brooklyn, Frank Nemzer, Nemzer Typewriter Ex- 
change, Brooklyn, N. Y.; vice-president for Long 
Island, Anna O. Bogdanffy, Long Island Adding Ma- 
chine & Typewriter Co., Baldwin, L. I, N. Y.; vice- 
president for New Jersey, George Graham, Typewriter 
& Office Machine Co., Newark, N. J.; vice-president for 
Connecticut, Miss M. M. Farrell, National Typewriter 
Co., Inc., Hartford, Conn.; secretary-treasurer, George 
Purvin, Superior Typewriter Co., New York, N. Y. 

President-elect John A. LaHiff expressed his appre- 
ciation of the honor bestowed upon him and declared 
that with the same fine co-operation of officers and 
members, he hoped to be able to do as well as his 
predecessors. 

Nicholas H. Fucci, Business Machine Service Com- 
pany, Inc., announced that arrangements have been 
made to hold future meetings of the association in 
the Pennsylvania Hotel, New York, N. Y. He also 
announced that the board of directors will have a 
new candidate to replace “Bob’”’ Brown for the posi- 
tion of executive secretary and he will be proposed 


| at the next meeting. 


Irving R. Ritchie proposed a rising vote of thanks 
to Mr. Brown for doing a fine job as executive secre- 
tary for the past year. The response was prompt and 
the applause both loud and long. 

President Jaskow, before adjourning the meeting, 
thanked the officers, committees and members for 
their excellent support and co-operation during his 
term of office and pledged his help to the new officers. 

—_e) 


GLTC CHRISTMAS PARTY RINGS BELL AGAIN 


Well over 100 members of the Great Lakes Travelers 
Club and their guests assembled at noon in the West 
Room of the Sherman Hotel, Chicago, on Wednesday, 
December 17, for the club’s annual Christmas party. 
Besides tickets, all party participants deposited Christ- 
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IF YOUR STAPLING PROBLEMS 


HES- 





For All Your Paper Fastening Needs... 
DEMAND "MONARCH" BRAND! 





f ’ 
LOOK FOR | i) THIS TRADEMARK 
\ 





Now, more than ever, wise stationers realize that it is sound 
policy to sell quality products. And more than that... 
they realize that it is economy to combine their staple 
orders with their requirements for CLIPS—PINS— 
FASTENERS and THUMB TACKS. There's substantial bene- 
fits involved in buying from VAIL. It means a saving in 
freight—time—handling—bookkeeping—and other definite 
cost factors. This modern, efficient and profitable policy 
of buying paper fastening devices insures a well bal- 
anced inventory to serve old customers and attract new 
ones. For all your paper fastening needs — DEMAND 
"MONARCH" BRAND. 


VAIL MANUFACTURING COMPANY 


900 EAST 95th ST., CHICAGO 19, ILL. 
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-FIBRE BOARD FILES 


LETTER SIZE LEGAL SIZE 
No. 1210L No. 1510L 
$3.75 $4.75 





STEEL DRAWER FRONTS 
are back again! 


For the first time in five years, you can now buy PRONTO 
FILES with the beautiful, practical, long lasting all steel 
drawer front in letter and legal sizes. They are the same 
PRONTO FILES which proved so popular before the war. 


Remember your customers like PRONTO FILES because: 
(1) drawers operate easily; (2) sturdy and durable construc- 
tion; (3) space saving, safe, stacking feature; (4) low cost and 
(5) fine appearance. 


Your all steel drawer front PRONTO FILES are waiting for 
you. Order today. 


PRONTO FILE CORPORATION 


285 MADISON AVE. NEW YORK 17,N. Y. 
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mas gifts for needy boys and girls. Later in the day 
the presents were delivered to the headquarters of 
the Knights of Columbus for distribution. 

Paul Burbank, general manager of the National Sta- 
tioners Association, was the guest of honor. Paul made 
the round trip from Washington by air. He left the 
capital city at eight o’clock in the morning and boarded 
the return plane at four in the afternoon. Part of the 
time during the luncheon he was on the phone getting 
confirmation on his return reservations. 


Following enthusiastic patronage of the temporary 
par, a delicious pot roast luncheon was served. GLTC 
President Tom Gillice, Rockwell-Barnes Company, took 
over and introduced Mr. Burbank, Maynard Westring, 
Mid City Stationers, Rockford, Ill., governor of NSA 
District No. 6; George Holt, W. A. Sheaffer Pen Com- 
pany, Ed Manning, vice-chairman, manufacturers’ 
division, NSA; and Gordon Kickels, C. L. Barkley & 
Company, chairman of the Christmas party commit- 
tee. Gordon read a letter from NSA President Fred 
Downs, Downs-Randolph Company, Tulsa, Okla., who 


expressed regret because of inability to attend. 


Four of the head table folk were called on to “say 
Mr. Burbank expressed his deep appre- 


a word or two.” 





GLTC PRE-CHRISTMAS CELEBRATION.—Top: President Tom 
Gillice, Special Guest Paul Burbank, and Committee Chair- 
man Gordon Kickels. Bottom: Head table folk. Seated: Dick 
Brady, committee member; Brown Hardison, GLTC secretary; 
Rus Ragan, GLTC treasurer; Ray Eichenlaub, GLTC vice- 
president: Maynard Westring, NSA Sixth District governor. 
Standing: Gordon Kickels, committee chairman; Dick Singer, 
committee member; George Holt, special guest: Walter Len- 
nartson, committee member; Ed Manning. NSA vice-chair- 
man, manufacturers’ division; Paul Burbank, NSA general 
Manager; Tom Gillice, GLTC president. 


ciation for the work done by GLTC for NSA during 
the year and at the annual convention; Mr. Westring 
called attention to the Sixth District meeting sched- 
uled for April 19 and 20 at the Drake Hotel, Chicago; 
Mr. Manning told a story; Mr. Holt explained why he 
couldn’t tell a story. As the first two speakers also 
told stories, it began to seem like a “Can You Top 
This” program. An interesting sidelight is the fact 
that George Holt was in Chicago to attend the fifty- 
fifth wedding anniversary of his parents. 

Musical entertainment before and after the lunch- 
eon was provided by the Eddie Wiggins Trio. 

Two members of the party committee were unavoid- 
ably out-of-town—Benny Allen, American Lead Pen- 
cil Company, and Hy Linden, Ace Fastener Corpora- 
tion. The other members of the committee, who were 
Present to assist Chairman Kickels, were Richard 
Singer, The Globe-Wernicke Co.; Walter Lennartson, 
OrFicE APPLIANCES, and Dick Brady, Geyers-Topics. 
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EACH BOOK. 


Ge IDEAL 
SYSTEM 


SIMPLIFIED BOOKKEEPING 
AND TAX RECORD BOOKS 


SELLER 


All m ome easy-to-keep book 
INCOME 
PURCHASES & EXPENSES 
INCOME TAX 
SALES TAX 
WITHHOLDING TAX 
SOCIAL SECURITY TAX 
PROPERTY TAX & LICENSES 
OTHER NECESSARY RECORDS 


@@ — it is the 
most practical easy 


THE IDEAL SYSTEM LINE 


to keep — all inclusive sys- 
FULFILLS EVERY NEED 


tem designed to fit the most exact- 
ing up-to-the-minute requirements of 
every type of business and profession, 
new or established. Ideal System books 
and forms lead all others in profit pro- 
ducing sales value. 


Merchants 
*Manufacturers 
Apartments & Hotels 
Beauty Shops 

Barber Shops 

Cafes & Taverns 
“Cleaners & Dyers 
*Business Service 
* Doctors 

Drug Stores 

Farms & Ranches 
Grocers & Markets 
Garages & Service Stations 
Hardware Dealers 
Jewelers & Watchmakers 


The price range, too, is designed to 
appeal and sell every prospect. 


$2.00 - $3.50 - $5.00 - $7.50 


—and because the Ideal System can be 
started any time of the year — you are 


*Professional Service 

Real Estate Brokers 

*Restaurants 

And Many Others 

*Also new Simplified Double 
Entry Books 


* Additional new books assured of year-round business and 





quick turn-over. 


The IDEAL SYSTEM Compan) 


DESIGNERS AND MANUFACTURERS 


346 SO. FLOWER ST. 
‘ LOS ANGELES 13, CALIF. 
136 LIBERTY ST., NEW YORK 6, N. Y. 
immediate deliveries from LOS ANGELES and NEW YORK CITY 
BOSTON - CHICAGO - DALLAS - PORTLAND 
POSTWAR CATALOG WITH PRE-WAR PRICES —-NOW READY 
If you have not received your copy of our new 814” x 11” 1947-48 
catalog attach this coupon to your letterhead or card and mail it to 
The Ideal System Company, 346 So. Flower St., Los Angeles 13, 
Calif. Your copy will be sent by return mail for 
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9s Way proof 


that this amazing 
Addometer 
ADDING MACHINE 








Sells for 
only # f 295 


a NO OTHER ADDING MACHINE 
CAN MATCH ALL ITS ADVANTAGES! 
The Addometer is the perfect portable—compact, easy 
to use, easy to carry—only 1114 x 214 in. size, 14 oz. 
weight. Fast, simple, accurate operation—adds, has di- 
rect subtraction, multiplies. Has 8-column capacity 
models available to handle fractions, feet and inches as 
i well as whole numbers. Features single stroke dial clear- 
ance. Combined with 11-in. ruler, handy stylus com- 
partment. Fully guaranteed for one year. Does every- 
thing many higher priced adding ‘machines will do! 


a. NO OTHER ADDING MACHINE 

GETS THIS USER SUPPORT! 

Listen to what users say: “‘Invaluable’’, ““Can’t get 
along without it!,’”’ “Superior to any like it’’, ‘‘Does 
everything you say it does’’, ‘“‘Wonderful machine to 
have’’, “‘Use it all the time”. . . and more, taken at 
random from our files. That’s evidence of popular, con- 
sistent demand! Everyone who works with figures is a 
prospective Addometer user. 


NO OTHER ADDING MACHINE 
OFFERS THIS DOUBLED PROFIT! 








On every Addometer you sell you make double its 
cost to you—profits ranging from 49 % to 51%, de- 
pending on quantity purchased. And—Addometers 
sell on sight—profits come fast! 


NOW'S THE TIME fo get into this highly profitable add- 


ing machine business. Write TODAY for complete in- 
formation—ask for Addometer Profit Bulletin No. A-1. 


Reliable Typewriter & Adding Machine Company 
303 W. Monroe Street + Chicago 6, Illinois 
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McBEE ESTABLISHES COAST DIVISION 

The McBee Company, manufacturers of accounting 
systems and equipment, has established a Pacific 
Coast division with headquarters in Los Angeles, Calif. 
Eleven western states will be covered from the new 
divisional headquarters. Offices have been opened in 
some of the principal cities of the division and plans 
are under way to establish others. Announcement of 

















E. R. FREED 
the move was made by H. C. Davis, vice-president in 
charge of sales, from the company’s sales headquar- 
ters in New York City. 

E. R. Freed, formerly Chicago manager, was named 
to head the new division. Mr. Freed joined the McBee 
Company in 1936 and served as manager in Cincinnati 
and Cleveland prior to his Chicago assignment. He 
came to McBee from the Burroughs Adding Machine 


| Company, having been manager in Switzerland for 


that organization. Mr. Freed has had a wide experi- 
ence in sales and engineering. Among the important 
engineering posts he has held are: chief chassis en- 
gineer for Pierce-Arrow, chief engineer for Peerless 
Motor Car and design engineer for General Motors. 
He is a graduate of the University of Missouri with a 
degree in engineering. 

This development completes McBee’s program of a 
complete national organization from coast to coast. 
annsscinaiilgellltltpemeiats 
BRITISH VISITORS TOUR DENNISON PLANT 


Herbert W. Holt, general secretary of the Stationers 
Association of Great Britain and Ireland, accompanied 
by Mrs. Holt, visited the Dennison Manufacturing 
Company in Framingham, Mass., a few weeks after 
the close of the 1947 NSA convention. A luncheon with 
a group of the company executives was preceded by 
a trip through the Dennison plant. 

Mr. and Mrs. Holt spent two months traveling in 
the United States and Canada before sailing for Eng- 


land in November on the Cunard Liner Mauritania. 
c¢— ¢ - 
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LAUNCH NEW DUPLICATOR—Key leaders in the Harglen 

Corporation, Los Angeles, Calif., launch the new National 

Postal Duplicator. Left to right: John Conant, Frank Flanni- 
gan, Glenn Pratt and Albert Flannigan. 
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CONSUMER CONFIDENCE 


When selling Staples to a customer dealers must 





depend entirely on the reputation of the manu- 
ACELINER facturer who makes them. What kind of Staples has 


“World's finest stapler.”’ P , a idee 
> > > ‘ 1@-  ] 4 -o 

le iinn ténbe- ond he made over a period of years? What kind of steel FIG. 1 stove weer conled af ae 

hand fastens. wire does he use? Is the wire uniform in size, ROUND steel wire. Ace uses only premium, 


. recision made, accurately drawn-to-size 
strength and temper? Have his Staples a tendency a ee 
P sfee! wire 


to jam and clog? Do they possess maximum tensile 





and penetrating strength? 


ACE SCOUT For years Ace has made but one kind of Staples . . 
A durable, long-life stopler. THE FINEST. Put them through the most severe 
Staples, pins, and tacks. 


tests and they'll still prove to be the FINEST. 


DEALERS! To insure finer, smoother, more efficient 
stapling performance sell your customers the best Staples 


made .. STAPLES BY ACE. 





ACE PILOT SOLO SY BEALERS EACCUSETESY FIG. 2 Shows the ALL-ROUND wire 


Precision built by skilled after being treated by the ACE PROCESS. 
workmen. Staples and pins. 





This gives maximum strength on the outer 





edge where it is most needed. 


IN CANADA e ACE FASTENER (CANADA) LTD., 504 ST. LAWRENCE BLVD., MONTREAL 
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You can cet BERGER 


STEEL FILING CABINETS 


jy 0 HOH! 


To give you better service, BERGER 
has increased its facilities for the manu- 
facture of steel filing cabinets. Now, you can send your 
orders to BERGER and expect faster delivery than 
ever before. 

















And, too, you can expect the same sturdy construction, 
efficient design and attractive appearance that have been 
building customer satisfaction and making profits for 
dealers for years. 


Don’t delay—write today. 


BERGER MANUFACTURING DIVISION 


REPUBLIC STEEL CORPORATION 
CANTON 5, OHIO 










| STEEL 
=@ OFFICE EQUIPMENT 





Steel Filing Cabinets + Steel Storage Cabinets + Steel Transfer Cases « Steel Book Shelf Units + Steel Lockers + Steel Shelving ¢ Special Steel Products 
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DISPLAY CLINIC 
(Continued from page 42) 
of a really pretentious “open” store front impractical. 
However, some of the features of such a front can be 
incorporated easily and inexpensively. A wide doorway 
might be turned into a small backless window by glass- 
ing in all but one passageway. A wall might be knocked 
down and rebuilt from glass. 

Inside, the average office supply store consists of 
counters, cases and little more. At small cost, additions 
and changes can be made in these to turn the interior 
into a selling area. 

The potentialities of self-service—as proven by mer- 
chandisers who have tried it—can be worked over here. 
When self-service was first introduced into the mer- 
chandising picture by the chains, small merchants 
scoffed at the idea. They pointed out that the sales- 
man’s suggestion was needed to make second sales and 
to up-trade customers from the cheaper prices they 
had first intended to pay to higher, more profitable 
brackets. 

The chains found, however (and the smaller inde- 
pendents soon took their lesson to heart), that the 
possibilities for suggestive selling were infinitely greater 
without the salesman than with him! They found 
that goods, powerfully displayed, caught the customer’s 
eye and sold more surely than living sales persons had 
ever been able to sell. 

The trick to making sales jump with self-service 
(and without) is powerful display. 


Some Tips on Fixtures 

Here are suggestions for inside cases and selling fix- 
tures that stores have used to present merchandise to 
maximum advantage, helping it sell itself to the inter- 
ested customer—and suggest itself to the customer 
who entered the store without thought of buying more 
than one item: 

A display that conserves floor space and at the same 
time is good for maximum attention value corresponds 
to a miniature theatre stage, with all the dramatic 
possibilities of a stage. It is suspended at eye level. 

Lighted at top and sides by fluorescent lights hidden 
in the case, this stage is a dramatic, glare-free box 
ideal for suggesting the purchase of small items. 

The problem of movable displays that can be set up 
quickly and taken down without trouble, showing 
traffic-pulling items, can be solved by sales-minded 
application of the old-fashioned “nesting table.” In- 
stead of being many tables nestled together, this one 
has extra pivoting table tops. Made of plastic with 
three legs, it’s effective when used as a one-table 
island. Pivoting out an extra table top doubles the 
display space when needed—or triples it, when three 
“nesters” are used. 

Such a pivoting “nester” offers wonderful opportu- 
nity for displaying related lines together, where sug- 
gestion can do its selling work. 

The problem of sectionalizing the store can be solved 
inexpensively by having a number of waist-high, plas- 
tic “screens” constructed. These can be topped with 
plastic letters for extra sellability, offering an easy 
means toward sectionalization, and the extra advan- 
tage of economy and easy movability. 

To put selling punch into an ordinary counter, many 
stores have found this gimmick effective: A smaller 
“box,” itself designed like a miniature counter, is in- 
Sserted in a space cut in the glass top of a long counter. 
The miniature case sits on a base that allows its top 
to be a few inches above the level of the larger glass 
or wood counter in which it is inserted 
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COMFORT- 
CONTROLLED 
MOTION 








“Free and easy” is one way to 
describe the feeling Collier-Keyworth Chair 
Controls give through their patented “Equi- 
Balanced” action. An exclusive, outstanding 
Collier-Keyworth feature, it always assures 
smooth-tilting, comfort-controlled motion. 
For all-steel, revolving chair controls. . . 
carefully constructed for long-wearing 
satisfaction . . . 


ultra modern in design... 


buy Collier-Keyworth! 
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COLLIER-KEYWORTH CO. 
Lees - +CARDNER, MASSACHUSETTS 
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NATIONAL EXECUTIVE DESK 
No. 6612S 66” x 36” 


To every executive office this National 
Desk lends an air of distinction, of dig- 
nity and of assurance—the subtle ex- 
pressions of refinement and good taste. 
It is a thoroughbred through and 
through. 

This desk is an outstanding example of 
the craftsmanship which has made 
"National Desks'' a name symbolic 


with everything fine in office furniture. 


NATIONAL DESK COMPANY 


HERKIMER, NEW YORK 
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AUGUST HUNN 
August Hunn, 72, retired president of the H. H. West 
Company, Milwaukee, Wis., died. December 15 at his 
home after a four-year illness. Mr. Hunn had been 
with the West company for 30 years until his retire- 
ment in 1942. He was made secretary in 1921 and be- 





AUGUST HUNN 
came the firm’s president in 1931. A native Milwau- 
keean, he gained his start in the stationery business 
with the old Hoeger Stationery Company. He worked 
for the H. Niedecken Company for about 15 years be- 
fore affiliating with H. H. West. 

Surviving are his widow, Emma; three sons, Howard, 
Robert, store manager of H. H. West Company, Ralph, 
and one sister, Mrs. Lillian Carlson of Milwau- 


kee.—JEH. 
+ - of 


WILLIAM MARBY PERIN 

William Marby Perin, founder 54 years ago and 
president of the Gibson & Perin Company, stationers, 
printers and binders at Cincinnati, Ohio, died Decem- 
ber 4 at the age of 78. 

Mr. Perin was a charter member and past president 
of the Cincinnati Automobile Club and president of 
the Gibson & Perin Building Company. He was a 
member of National Stationers Association, the 
Graphic Arts Association and the National Associa- 
tion of Manufacturers. 

Surviving are the widow, Mrs. Alice Eakle Perin; 
a son, Oliver William Perin of Cincinnati; and five 


sisters. 
+:  - 
LAWRENCE KELLOGG 

Lawrence O. Kellogg, president of the Addressing 
Machine Supply Corporation, Brooklyn, N. Y., died 
November 23 of a heart attack at his home. He was 48 

Mr. Kellogg was founder of the corporation which 
he served as president. 

Surviving are daughters Mrs. Barbara Sweeney and 
Mrs. Nancy Ferro; his mother, Mrs. Eva Kellogg; 
sisters Mrs. Roberta Clasper and Mrs. Ruth Grube; 
and a brother, Harold Kellogg. 

+ - 
WILLIAM J. BUCKLEY 

William J. Buckley, 51, president of the Hercules 
Certifier Corporation, Rome, N. Y., died recently in a 
New York City hospital after a brief illness. He 
established the business in 1945 for the manufacture 
of check certifying devices used in banks.—GET. 


+  & 
FRANK H. GALE 
Frank H. Gale, 78, vice-president of the Columbus 
Blank Book Manufacturing Company, Columbus, Ohio, 
died November 25 at his home. The firm was founded 
by his father, the late Judge John T. Gale, and was 
then known as the Ruggles & Gale Company. He was 


OFFICE APPLIANCES, January, 1948 








— iE 


OF! 





st 
lis 
en 
4: 
/e = 


u- 
SS 
ed 
e- 


yh, 
u- 


ng 


ch 


les 

a 
He 
ire 


us 
io, 
ed 
as 
as 


48 














~~ : ; - een 7 _ 
Thomas Furniture 


covered in 
TRADE MARK 


ALL-PLASTIC UPHOLSTERING MATERIAL 


This “Charles of London” set by Thomas Furniture Company is styled to keep 
clients happy, customers comfortable . . . has the kind of durability so necessary 
in publicly-used furniture. No other upholstering material is so admirably suited 
to use on office or commercial furniture as Boltaflex, the finest all-plastic uphol- 
stering material. 


Boltaflex is luxuriously beautiful in texture, color and feel . . . extremely wear- 
resistant and available in a host of blended colors. 


Offices and interiors of all descriptions take on that bright new look with Boltaflex- 
covered Thomas Furniture. 





6° 
MAS FURNITURE CO. BOLTA PRODUCTS SALES, Inc. 
POINT, NORTH CAROLINA LAWRENCE, MASSACHUSETTS 
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ON SHIPPING TAGS 


ON BOXES 


eey 
PRINTS : ON LABELS 
ANYWHERE” 


DEALERS: 

Write for Widely 
Accepted Dealer 
Plan 


eo], Ma er.\ ate), }) PACKAGES 


Fstablished 1921 How TO USE THE 


Reg. U. S. Pat. Off AUL TISTAM 
FAST. ECONOMICAL—IDEAL FOR MARKING, SES. Y S$. PAr OFF ip 
ADDRESSING. DUPLICATING. SMALL PRINTING JOBS ‘ — : 


Guarantees you accuracy in those duplicate 
ocetoba S:t:(:t: MimooleCMBerleta stelel MSc feletitia:t:m 

The No. 1 MULTISTAMP stencil duplicator 
permits quick changes in wording . ... gives 
you “a rubberless stamp in one minute for 
two cents.” Prints in places no other dcupli- 
cator can reach... takes up to 5§ lines of 
type 3 inches long. Makes 1000 or more clear 
copies from one stencil, one inking. Just type 
or write the stencil, snap it on. and print. 
Complete with supplies in compact, durable 
case. Weight: 2 pounds 


No | RUBBER STAMP SIZE 
$ 50 COMPLETE 
° (non-mechanical) 





STENCIL DUPLICATOR Bk tactary | OOTP 


MANUFACTURED ONLY BY THE MULTISTAMP CO., INC. NORFOLK, VIRGINIA 





Larger Outfits Also Available 
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one of the founders of the Sigma Chi chapter at Ohio 
State University. His wife, Mrs. Nell Gale, a sister, 
Mrs. Cora Roof, and a niece, Mrs. Gale Bachman, all 
of Columbus, survive.—AK. 


+ + + 
GEORGE A. JAHRAUS 
George A. Jahraus, associated for more than 30 
years with Adams & White, Buffalo, N. Y., office 
equipment dealers, died in his home recently. He was 
in charge of the accounting department of the firm 
when the company ceased operations. He is survived 
by his widow and a son.—GET. 
+ - | 
EDWARD I. LAUFER 


Edward I. Laufer, 56, of 1055 Broadway, Buffalo, 
N. Y., dealer in check writers and other mechanical 
office equipment, died recently in the lobby of the 
White Inn, Fredonia, N. Y., where he was a guest. A 
heart ailment was given as the cause of death GET 

—>— 


J. J. BERLINER OFFERS SURVEY REPORTS 


J. J. Berliner & Staff, 212 Fifth Ave., New York 10, 
N. Y., have announced completion of two unique sur- 
vey reports for free distribution to customers and 
prospective users of the business and industrial re- 
search and mailing list facilities of the organization. 

“A Market Analysis for Business and Industry,” one 
in the series of brochures being issued periodically by 
J. J. Berliner, summarizes the multiple problems and 
principles of present day market conditions. It in- 
cludes material on the new setup in purchasing 
power, the effects of price changes in markets, and 
the importance of direct mail in reaching certain ob- 
jectives otherwise difficult or impossible to attain. Also 
included is a brief guide to market research and sales 
planning for both consumer and industrial markets 
which can serve as a reference in testing the thor- 
oughness of market planning, research, and methods. 
The brochure is available free from the mailing list 
and service division of J. J. Berliner & Staff to any- 
one requesting it on his business letterhead. 

The second survey being offered free by J. J. Ber- 
liner & Staff is a collection of 100 concise reports on 
the most significant technical developments in indus- 
try during recent weeks. This collection is taken from 
the pages of New Business Developments, the weekly 
report of industrial progress published by J. J. Ber- 
liner. New products, methods, production aids, pack- 
aging techniques, new materials and supplies, plant 
maintenance ideas, and marketing programs, chosen 
because of their wide application in many industrial 
fields, are included in the survey. These 100 technical 
developments are expected to serve as a guide to the 
executive in realizing the trade opportunities which 
arise from scientific industrial advances. In addition, 
it is claimed that technical departments of many of 
the firms subscribing to New Business Developments 
have saved thousands of dollars in avoiding useless 
duplication in research and that many plant man- 
agers, chief engineers, and construction superintend- 
ents have been able to put the modern ideas imme- 
diately to work in their factories. 

A request on business letterhead will bring these 
two surveys by return mail. 

——_——— 2 — 
OLD TOWN DISTRIBUTES GUIDEBOOK 

A new guidebook for sellers and users of carbons, 
ribbons and duplicating supplies is now being distrib- 
uted by the Old Town Ribbon & Carbon Company, Inc., 
Brooklyn, N. Y. Titled “The Old Town Counsellor,” 
its 40 pages are lavishly illustrated. The contents of 
the book trace the development of various duplicating 
processes, tell how to obtain best results from each 
and point out the features to look for in purchasing 
supplies. A copy of the guidebook may be obtained 
free of charge from the company at 750 Pacific St., 
Brooklyn, N. Y. 
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makes these the 
writing pencils, easiest on the 
fingers, uniform forever and 


amazingly economical, 


Ready-sharpened, in 5 popu- 
lar grades ee a marvel of 
writing efficiency, preferred 
by business and scholastic 
folk . . . because they con- 


sistently give more for the 


money! MORE, that is. . 


Also try the famous 


Orneno 


Indelible Water Color Pencils 
Indelible Copying Pencils 
Drawing Pencils 


— 








Hexagon ... Green with striped - 





Pf) 


wan Sencil Co.INc. 
221-225 4th Ave., NewYork City 3 
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“Donpct.” 


FOAM OR SPONGE RUBBER 
CHAIR CUSHIONS 


for 


IMMEDIATE DELIVERY 





De Luxe EXECUTIVE STYLE 


A thick pile VELOUR covered executive cushion filled with 
long-life resilient foam-rubber . . . 2" or 1'/2" Boxed edges. 
... Durable and Luxurious. 


CONVERTIBLE STYLE 


One side covered with rich 
pile corduroy for cool seasons, 
the other side with woven fibre 
for hot weather. 

Filled with new live rubber 
having thousands of air cells 
that breathe with every move. 

Colors: Brown, Green. Sizes: 
i7" x 18"—I5" x 17"°—I4/," 
x 15". 


THE Sofseat STOOL CUSHION 


Transforms Hard Stools Into 
Soft Seats 


Elastic grip holds 
on stool firmly. Cush- 
ion is instantly 
slipped on to give 
soft comfort to 
those who use stools 
constantly. Made 
of resilient one- 
piece sponge rub- 
ber and covered 
with sturdy mate- 
rial. Available in 
13-14-15 inch diame- 
ters. 








WRITE FOR NEW ILLUSTRATED FOLDER 
GIVING COMPLETE INFORMATION 


THE PERFECT RUBBER SEAT 
CUSHION CO. 


1412 UNITY STREET, PHILADELPHIA 24, PA. 
5S SAT SRN 
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DISTRIBUTION OF SERVICE 


By George M. Dodson, Correspondent 


( FFICE SUPPLY and equipment dealers who give 

service freely might find it profitable to consider 
how well their service has been distributed over their 
trade. For it is not enough that the amount of service 
should be large when measured in hours or expense: 
it must also be well distributed, or more customers 
get far more than their share, while others receive 
nothing. ; 

Even on identical purchases, two buyers may not 
need nor ask for the same amount of service. For ex- 
ample, the first may be slow to learn office machine 
operation, and totally unable to make the simplest 
adjustments. The other picks up new techniques rap- 
idly and would not call for service except in case of 
mechanical defects. Thinking of those two orders, the 
office supply and equipment dealer feels he has been 
liberal in service to his trade. Yet the actual distribu- 


}-tion has left one customer without any trace of the 
service on which the dealer prides himself. 





Don’t Promise Too Much 


The office supply and equipment industry must 
eventually get away from promises of unlimited serv- 
ice. Such a policy too often results in a small group 
of customers getting most of the benefits. Service 
must soon be handled as a commodity, with clearly 


| 
defined limits and amounts. Even now, the dealer 


could take a great step forward by discussing his serv- 
ice as a part of the sale. 
Buyers should understand they may depend upon 


the office appliance dealer for safe delivery and instal- 


lation, checkup for possible defects or imperfections 
after a short period of actual use, instructions on 
proper care, elementary training in operation, and 
minor adjustments to fit the customer’s needs. By 
thus defining “free service,” the seller stays clear of 
notions about unlimited service, which have made it 
possible for a few to take advantage of the situation. 


When the dealer obligates himself too deeply about 
service, no matter how much he is later called upon 
to render, customers think of it only as their just dues. 
Remember this quirk of the buyer’s thinking, and it 
will save you money later: What you promised while 


_ getting the order is considered a part of the sale, and 


only what you do over and beyond that will be looked 
upon as true service. You'll be surprised to discover 


| that some customers who have requested and received 
| the utmost in service do not have any of the appreci- 
| ation and good will you had hoped for. “The dealer 
| did only what he promised he would when he made 


the sale,” is their attitude. 


Proper Records Necessary 


Maintain service records for your customers. On this 
information you may then base your decisions about 
the kinds of trade you are obviously not equipped to 
handle profitably, the individuals who have long ago 
exhausted their fair share of service, and the buyers 
with no record of having received any service. The 
task of distribution cannot be exact, and allowance 
must be made for the differences in human nature as 
well as in actual needs. But until you start this rec- 
ord, the service on which you have built your hopes 
for future success may be absorbed by only a fraction 
of your customers—and they are, we fear, often the 
least appreciative of your efforts. 
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GOOD ADVICE IN 1948--- 


Ask 


THE MEN 
WHO MAKE 
THEM 


We think that the craftsmen whose skills are an 
intrinsic part of every JACKSON DESK turned 
out, have the greatest ability to judge their 
merits. If the product is ''tops''; the workers 
know it; if improvements need to be made, 
they don't hesitate to make their ideas known. 
At least that's the way we work at Jasper Of- 
fice Furniture Company, and maybe that's the 





—JASPER UFFILE FURNITURE LO 


JASPER, INDIANA 
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reason JACKSON DESKS are enjoying such 
widespread popularity. We are indeed proud 
to stress the fact that every JACKSON DESK 


carries an unwritten endorsement from every 


worker in our factory. With this type of team- 
work, our dealers may rest assured that they 
will continue to sell the foremost desk line in 


America. 


REPRESENTATIVES 
James H. Davison, Route 1, Box 120, Los Gatos, Col. 
Marion Y. Follin, 220 Fairbanks Road, Riverside, III. 
George B. Wray, 130 W. 42nd St., Room 819, New York 
Howard Maley, 115 Tarbell Ave., Bedford, Ohio oad 
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L. H. McDaniel, 1414 West Tucker St., Ft. Worth, Tex. 
Charlies L. Pettibone, Bedford, Ohio 
Relph A. Bender, 813 Bona Allen Bidg., Atiante, Ga. 
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There's an increasing demand tor moderne oftice chair set 





y 


a demand you can't afford to pass up! You're right 






that's exactly why we're offering this new set! 










You'll notice at once the plus comfort of the snug form 
fitting back. You'll see styling that fits well with moderne 
or conventional settings. And, you can feel the finish and 
fabric that helps you see on sight. Write u for price 


today! 

















ABOVE—NO. 271 Murph-Ease Arm Swivel Chair. Snug form-fitting back... 
graceful, moderne legs and arms . . . smooth action rubber ball bearing 
casters . . . relaxing spring seat and back. Pecan wood, walnut and ma- 
hogany finishes, ht. of back 17!/2", seat 22 x 21", wt. 52 lbs. Available in 
Imitation Leather; Terson plastic coated fabric; deep buff and full top 
grain genuine leather and beautiful upholstering fabrics. 


LEFT—NO. 270 Murph-Ease Arm Leg Chair. Styling is different without 
being extreme. Upholstered seat, back and arms plus easy springs in back 
and seat give perfect comfort. Pecan Wood-Walnut and Mahogany finishes 
—Ht. of back, 17!/.""—Over-All Ht., 333%4""—Seat 22 x 21"—Wt. 34 lbs. 
Available in Imitation Leather, Terson and Genuine Leather; Terson plastic 
coated fabric; deep buff and full top grain genuine leather and beautiful 
upholstering fabrics. 
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Calendar of 
Industry Activities 











February 2-4. Chicago Office Management Associa- 
tion Ninth Annual Office Equipment Display in con- 
junction with the Fifth Annual Seminar of the Office 
Management Association, Hotel Stevens, Chicago. 

February 11-14. Wholesale Stationers Association, 
Drake Hotel, Chicago, Ill. H.C. Whittemore, Secretary- 
Treasurer, 250 Fifth Ave., New York, N. Y. 

February 22-24. National Office Machine Dealers 
Association Mid-Year Meeting, Springfield, Mo. Richard 
H. Koch, Executive Secretary, Suite 803, Third Na- 
tional Building, Dayton 2, Ohio. 

March 11-13. District No. 3, NSA, Mayflower Hotel. 
Washington, D. C. Joseph C. Runnels, Regional Gover- 
nor, Commercial Office Furn. Co., Washington, D. C. 

March 15-16. District No. 1, NSA, S. F. McGar, Re- 
gional Governor, J. F. Molloy, Meriden, Conn. 

March 18-19. District No. 2, NSA, Sheraton Hotel, 
Rochester, N. Y. Kenneth C. Heinrich, Regional Gov- 
ernor, Heinrich-Siebold Staty. Co., Rochester, N. Y. 

March 22-23. District No. 13, NSA, Pennsylvania 
Hotel, New York, N. Y. J. S. Libien, Regional Gover- 
nor, Libien Press, Inc., New York, N. Y. 

April 12-13. District No. 5, NSA, Detroit, Mich. Sid 
Glueck, Regional Governor, General Office Supply Com- 
pany, Cleveland, Ohio. 

April 16-17. District No. 8, NSA, Allis Hotel, Wichita, 
Kans. Ed Shelpman, Regional Governor, Shelpman’s, 
Springfield, Mo. 

April 19-20. District No. 6, NSA, Drake Hotel, Chi- 
cago, Maynard Westring, Regional Governor, Mid- 
City Stationers, Inc., Rockford, III. 

April 19-21. National Association of College Stores, 
Hotel Pennsylvania, New York, N. Y. Russell Reynolds, 
Exec. Secy., 189 W. Madison St., Chicago. 

April 22-23. District No. 7, NSA, Savery Hotel, Des 
Moines, Iowa. Arthur G. Kenworthy, Regional Gover- 
nor, Storey-Kenworthy Company, Des Moines, Iowa. 

April 29-May 1. District No. 4, NSA, Hotel Soreno, 
St. Petersburg, Fla. Zac Smith, Regional Governor. 
Zac Smith Stationery Company, Birmingham, Ala. 

May 6-7. District No. 9, NSA, White-Plaza Hotel, 
Corpus Christi, Tex. Joe Roddy, Regional Governor, 
Mayton & Roddy Office Supply, Ft. Worth, Tex. 

May 9-11. District No. 10, NSA, Broadmoor Hotel, 
Colorado Springs, Colo. Charles Kendrick, Regional 
Governor, Kendrick-Bellamy Stationery Company, 
Denver, Colo. 

May 13-14. District No. 14, NSA, Los Angeles, Calif. 
R. A. Thomas, Regional Governor, Grimes-Stassforth 
Stationery Company, Los Angeles, Calif. 

May 17-18. District No. 12, NSA, San Francisco, Calif. 
Thomas O. Taylor, Regional Governor, Schwabacher- 
Frey Company, San Francisco, Calif. 

May 20-22. District No. 11, NSA, Multnomah Hotel, 
Portland, Ore. Harper Jamison, Regional Governor, 
Harper Jamison, Stationer, McMinnville, Ore. 

June 27-29. National Office Machine Dealers Asso- 
ciation Twenty-Third Annual Convention and Trade 
Exhibit, New York, N. Y. Richard H. Koch, Executive 
Secretary, Third National Building, Dayton 2, Ohio. 


September 26-30. National Stationers Association . 


Forty-second Annual Convention and Twelfth Mer- 
chandise Exhibit, Hotel Stevens, Chicago. Paul E. Bur- 
bank, General Manager, National NSA Headquarters, 
740 Investment Building, Washington, D. C. 

October 18-23. Fortieth National Business Show, 
Grand Central Palace, New York, N. Y. Frank O. Tup- 
per, president, National Business Show Company, Inc., 
30 Vesey St., New York 7, N. Y 
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Heavy Gauge | 
STEE Qj 
A beautiful rr 
Ps Hammered SILVER-CRAY Finish 





Nos. 923 and 1923 are now 


available with flat key locks, 
or 


CORBIN-Sesamee 
COMBINATION LOCKS 


Cash and utility boxes with Corbin Sesamee Combina- 
tion locks are now available for those who seek the extra 
measure of privacy the combination lock affords. The 
lock can be set to any three digit combination desired. 


Nos. 923 and 1923 are now made with flat lock or with 
combination lock. Otherwise, no change. The same 
fine features, the same high standards of construction 
which made these national favorites, remain. 





The combination lock box opens new profit avenues to you . . 
gives you additional sales opportunities. A window display of 
these will emphasize the practical Christmas gift appeal of this 
box ... and attract buyers for personal use. 


SOLD BY LEADING JOBBERS .. . or write us direct 
PACKED 12 of a style to carton. 





LIST PRICES (Slightly Higher West of the Rockies) 

WITHOUT TRAY WITH 6 COMP. TRAY 
No. 923 Fiat Lock $2.30 No. 1923 Fiat Lock $3.70 
No. 923 CL Corbin Lock 3.10 No. 1923 CL Corbin Lock 4.50 








(Size 1142 x 6 x 4%) 







No. 1923 
With Tray 


No. 923 
Without Tray 





ENTRAL CAN COMPANY 


2415 West 19th Street » CHICAGO 


Export Representatives 
FRAZAR & CO., 50 Church Street, New York 7, N. Y. 
Cable Address: “FRAZAR” New York 
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FOR 
LITTLE 
GIRLS 






but not for } 


CARBON PAPER 


that's why good typists 


choose 


KEEN-RITE 


and 


SUPER-TREATED 


Both the popularly priced 
KEEN-RITE and the de luxe 
SUPER-TREATED brand are 
made by a special process 
to prevent curling and smudging. Every typist can now 
get clearer, cleaner copies along with maximum wear. No 
more unsightly erasures and no more soiled hands from 


handling. 
" * " Ve 
The famous patented "Carbon Gripper LVS 
in every box of Codo Super-Treated, =~ f 
Super Kote and Keen Rite. Sf 
Sf 
Ss 


_ 


270 Lafayette St., 
New York 


529 South Franklin St., 


Chicago 
Factory: Coraopolis, Pa 
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CORRECT LIGHTING SAVES EYES 


(Continued from page 41) 


, ing the basis for the selection of the new lighting fix- 


tures, with foot-candle charts showing the lighting 
intensity under the successive conditions of old and 
new lighting, plus the reflecting aid given by the newly 
finished and repainted surfaces in the room. Another 
chart sets forth the apparent reflectances of the vari- 
ous colors chosen. 

There is also a statement of the costs of the study, 
exclusive of engineering services. This shows that the 
total cost of the new installation of lighting fixtures 
and painting and refinishing of furniture and ma- 
chines amounted to $6,497.78, for a room that has a 
ceiling 16 feet high and a total of 3,735 square feet of 
floor area. 

While the experiment definitely proved that produc- 
tion was increased under the better environmental 
conditions, an exact mathematical measurement of 
the increase in production was prevented by the fact 
that during the second year of the experimental period 
the nature of the work done by the girls in the card- 
punch room was changed. In the second year, the 
work was much more difficult because instead of 
straight tabulating, the workers were required to make 
an audit of the business information on the income 
tax returns with which they were working before they 
began to punch the cards. This audit involved an 
analysis of the figures entered on his return by the 
taxpayer. Naturally, this preliminary study and 
analysis of the return slowed up the actual production 
of cards, in comparison with the production of cards 
during the previous year when there was straight 
tabulating. 

In spite of the greatly increased difficulty of the job 
in the second year, there was an actual increase of 
5.5 per cent in the total number of cards produced. 
Had the tasks remained identical in both years, it 
would seem fair to estimate that the actual increase 
would have been in the neighborhood of 20 to 25 per 
cent under the improved environmental conditions. In 
fact, on one of the income tax returns that was only 
slightly more difficult during the second year, a strik- 
ing increase of 37.4 per cent was made. 


Other Studies Reported On 


Following the report by the Public Buildings Ad- 
ministration is an analysis of the human factors and 
a statistical study made by the Industrial Hygiene 
Division of the U. S. Public Health Service. In this 
section, there is comment on the results of the eye 
examination and new eyeglasses supplied to the work- 
ers; a measurement of production of all of the workers 
and also of the workers who were present during both 
years; some comments on the percentage of errors 
during the two years, the amount of leave requested, 
and other contributing factors to the study. This 
section also includes a statement of results from a 
questionnaire given to all the girls in the room, ‘re- 
vealing a sharp upturn in morale, with more than 95 
per cent approving the change in lighting and 93 per 
cent approving the change in the color of the walls. 

The report by the Industrial Hygiene Division of 
the Public Health Service ends with this conclusion: 
“It would seem that the visual improvement program 
was a factor that contributed towards increased pro- 
duction and well-being. It is regretted that the 
changes in difficulty of tax returns A, B, C, D, and E 
could not be measured in figures, so that the changes 
in production of cards in 1946 could have been ad- 
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as NEW as the NEW YEAR! 











by *FLOW DESK represents more 


than a mere style change . . . more than a ''new look’’ in clerical 


office desks. It marks the beginning of a new chapter in office 

living for clerical workers. If it is true that an environment con- = 
tributes towards the right state of mind, the FLOW DESK will be 

a welcome addition to the business scene. This completely new - 
commercial desk is startlingly different . . . yet practical in every 

detail. Leading the ‘feature parade" is the Soft Tone Finish | 

adapted and sponsored by the Wood Office Furniture Institute. Nia 






iin | 


/N 


7 


Other impressive features are the 29" height; lock on upper right 
hand drawer; all rounded edges; set back base; smartly styled 
pulls. The FLOW DESK is the most important style change in - 
clerical desks in a half century. 


*Designed by Henry P. Glass—Industrial Stylist 


incianu desk co. 


JASPER, INDIANA 
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 onty Weleh Me, FLIGHT Ceulalorm 


offer you these Exclusive Features! 








ee 


Now that customers are “shop- 
ping” more carefully... looking 
for better values, the exclusive 
features of Welch Air-Flight 
Circulators help you sell on the 
spot... enjoy faster turn-over, 


greater, quicker profits. 





"Exclusive" Features to Put Your Sales Way Out Front: 


PLASTIC CONSTRUCTION. Provides 1 10 the weight of other 


} . 
materials. 


| We 

| LOUVER-RINGS. Only Welch Air-Flight Circulators have the patented 
LP. magic-like louver-rings that control and direct the flow of 
fez i 


LY cooling air. 


BEAUTY OF DESIGN. The modern, clean-cut styling of Welch Atr- 


Flight Circulators casily makes them “America’s Most 


Z Beautiful Fans” 


dil 


VALUE. Only Welch Air-Flight Circulators give your customers, dollar 


Ve && SS for dollar, this extra value. 
SS ow 1 be) ~- 


< 


Write for complete information about the Welch 
Faster-Selling Plan. Let us explain how Welch 
Air-Flight Circulators are built to out-perform, 


out-demonstrate, and out-sell competition. 


~) 
W. W. WELCH COMPANY 
| GENERAL OFFICES CINCINNATI 2, OHIO 


| 
’ 
| 
} 
; 
| 
| 


OFFICE APPLIANCES, January, 1948 


196 





sa 


sa 
git 
or 
by 


an 
Col 


exe 
ing 


mit 
def 


ren 
Sta 
wit) 
for 
tha 
Sale 
of ¢ 
we 

app 
job 


CAI 


Is ni 
erat 
der 

Nor} 


of t! 


grea 
cede 


OFF 





948 





justed accordingly. It is hoped that similar studies 
will be performed in the future which will add further 
quantitative knowledge on the important relation of 
visual improvement to productivity and well-being.” 


=i 


WHO’S A SALESMAN? 


By Harold J. Ashe 


HILE SUCCESSFUL sales executives may be re- 

luctant to define what constitutes a salesman, 
our Federal Government seems to have no such reti- 
cence. So now, for what it is worth, employers of 
salesmen have a yardstick by which they may measure 
their sales force. 

Practically anyone, so a Government bureaucrat 
has concluded, is a salesman if he can pass these rudi- 
mentary tests: (a) breathe; (b) write his name; (c) 
place an order in an envelope; (d) turn pages in a 
catalogue, presumably without showing undue fatigue; 
(e) close sales by cutting prices; making him a real 
wonder boy, and (f) have a mastery of elbow bending. 

Here’s how the United States Employment Service 
describes a salesman so its interviewers will know one 
when he walks in the door: 

“Calls on prospective buyers in the retail market 
and solicits orders for merchandise, the selling of 
which requires no professional or technical knowledge 

“Attempts to interest prospective buyers by showing 
sample articles or displaying catalogue. 

“Quotes prices and credit terms. Tries to complete 
sales with hesitant purchasers by offering reductions, 
giving information regarding contemplated price rises, 
or obtaining the good will of the purchaser frequently 
by entertaining him. 

“Takes orders, forwarding them to the home office. 

“Keeps expense accounts, studies trade periodicals, 
and keeps informed of price changes and other market 
conditions. 

“Attends sales conferences and other meetings to 
exchange sales information. 

“Usually operates within a restricted territory mak- 
ing periodic calls on customers.” 

Not even by implication has this bureaucart per- 
mitted any allusion to selling ability to becloud his 
definition. 

We can’t resist observing that the authority for this 
remarkable description of a salesman, the United 
States Employment Service, was charged until recently 
with the responsibility of certifying the unemployed 
for unemployment insurance. It is just barely possible 
that what they were describing was an unemployed 
salesman which, in these times, is a different breed 
of cat. Even an unemployment insurance interviewer, 
we suppose, would need guidance in cataloguing an 
applicant trying to “sell” Uncle Sam he can’t get a 
job in these boom selling times. 


— 


CALENDAR USES NORMAN ROCKWELL PAINTINGS 


One of the outstanding calendars received for 1948 
is noted from Meyer & Wenthe, Chicago, for four gen- 
erations engaged in the marking industry. This calen- 
der uses intriguing paintings by the famous artist, 
Norman Rockwell. 

A message from John W. Meyer is the frontispiece 
of the calendar in which he notes the heritage of his 
great-grandfather, grandfather and father who pre- 
ceded him in the industry. 
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TEMPO TRADEMARK 
REG. U. S. PAT. OFF. 





The Famous 
TEMPO FILM STENCIL 


* It’s in a class by itself! Speeds production, 
turns out cleaner cut stencils, better copies. 
Preferred by operators. 

. 


TEMPO INTERLEAVING TRAY 


Now back in production. 
Slipsheets up to 200 
copies per minute. 
Nothing like it on 
the market — one 
demonstration 
will sell any dupli- 
cator user. 












Manufactured by 


MILO HARDING CO. 


ESTABLISHED 1904 
432 West Pico Boulevard * Los Angeles 15, Calif. 
317 Third Avenue ° Pittsburgh 22, Pennsylvanic 
Department C 
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In operating position on left hand typewriter desk. 


ITS EASY 
TO SELL 
RICHARDS 


COPYHOLDERS 


THE 
NEW 


There's no hocus pocus to selling the new 
RICHARDS Copyholder. It is as simple as ABC. 
Working parts are very few, extremely simple 
and effective. Nothing to get out of order. 


e No tools needed to install RICHARDS Copy- 
holders. Just slip the base under the typewriter 
and it's ready for use. 


e Swings entirely out of the way when not in use. 
Slides into typewriter desk without detachment. 


e A stroke of the knob moves the line indicator 
a line at a time. 


e The line indicator adopts itself automatically 
to any thickness of copy. Adjusts readily for 
slanting lines. Slides rapidly for initial setting. 


Attractive in appearance, very reasonable in 
price. You can make a sweet profit selling 
RICHARDS COPYHOLDERS. Territories are now 


being allocated. Wire or write today. 


HENRY I. RICHARDS 


2258 N. Vernon St. Arlington, Va. 





| is a 
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SOME PROFITABLE RESOLUTIONS 
(Continued from page 43) 
use all three methods of presentation—mass trims, 
unit trims and dramatic presentation. 

9. I RESOLVE to use the aids sent to me by national 
advertisers. I will figure out ways to improve the ap- 
pearance of the signs they send me from month to 
month. I will see to it that these displays are used to 
the utmost advantage in the promotion of my mer- 
chandising displays. 

10. I RESOLVE that there will never be a time dur- 


| ing 1948 when my windows will not carry a display in 
| whole or in part of staple merchandise. 


The public 
will respond to a display of every day needs every day. 
By promoting staple goods I am constantly adding 
to a turnover which over a period of time will prove to 
be very profitable. I am bringing into my store thou- 
sands of prospective customers for the larger appli- 
ances which naturally I am anxious to sell. I DARE 
NOT and I WILL NOT neglect these items at any time 
of the year. 

11. I RESOLVE that at all times I will back up my 
window display with good interior displays of the 
same items especially the one-item promotions. By 
making it easy for my customers to shop and to find 
these items in my store their sales potentiality will 
be considerably increased. 


Advertising Also Helps 


12. I RESOLVE to advertise in the daily press fea- 
turing those items in my windows. These three—good 
windows, good interiors and good advertising, form 
a combination hard to beat in sales promotion. 

13. I RESOLVE to promote drafting equipment at 
all times by means of board displays used judicially 
throughout my windows. I would never let the buy- 
ing public lose sight of the fact that I carry them in 
my store. 

14. I RESOLVE to stage an unusual demonstration 
every once in a while in my windows that will arouse 
the curiosity of the passer-by. If I can stop enough 
people at my door I am sure of adding in some degree 
to my store traffic. 

15. I RESOLVE to make a systematic and studied 
presentation of my merchandise every day of the year 
and to draw up plans that this may be accomplished. 

These are a few of the things which will help you 
start out a new year of improved display. You will 
notice that resolutions 1 and 15 are about the same. 
This is so because they represent the key to good dis- 
play and cannot be overemphasized. Plans must be 
made before the window or display is installed. 
Thoughtful resolutions well kept mean more profits. 


Suggested Demonstration 


If you are anxious to arouse special interest, here 
demonstration which with a little effort will 
accomplish this purpose: 

Fix up a window as a complete office and hire a girl 
to appear in it as a stenographer. Let her work in the 


| window for 15 minutes with ten-minute intervals for 


rest. 

Have her sit at the typewriter desk you have dis- 
played and using a typewriter with extra large print 
copy some pre-edited shorts on half sheets of typist’s 
paper. Each of these shorts should contain a very 
brief item of advertising value about your store. 

As she finishes each item she lays the paper on a 
rack in front of the window where the public can see 
it. A music rack will serve the purpose. Dispose of 
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Height 
Depth 


Depth of Cushion 


Fhe Judges Sutvel Chair 


Designed for the executi 


his desk. Made 
padded arms, cor 


rubber and hoi fi 
§ red, brown OF green 


delivery. Choice © 
a variety of wood 


Height 
Width 


ve who seeks comfort at 
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ner bumpers and seat 
ling. Available for immediate 


leather in 


finishes. 
+7800 


Height of back from seat...---- 


Depth of seat.. 
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R COMPLETE CATALOGUE 
OFFICE FURNITURE 


LEATHER FURNITURE C. 


315 WEST 47th sTREET 
New YORK 19, §- Y. 


IMPERIAL LEATHER FURNITURE CO. 


e 5 WEST 47th STREET 
EW YORK 19, N. Y 
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the copies in the waste paper basket after each dem- 
onstration, or have her file them away illustrating 
your filing devices in the window. Be sure to use your 
letter head paper. 

You will be amazed at the attention this kind of 
demonstration will command and at the crowds who 
will stop to see what is going on. To do the most good 
a demonstration of this kind should last for at least 
a week. If you figure the percentage of people pass- 
ing your window who are interested in office furniture 
and supplies you will realize the reason for this 

In planning the copy for this demonstration use 
from eight to ten items. Bring out the strong selling 
points as briefly as possible and print the price of the 
item at the bottom. The girl can make the same dem- 
onstration each time she goes to the window, but in 
order to make the show more varied you can change 
some of the merchandise every day. The only expense 
to the store is the girl’s salary and the paper she uses. 
Be sure to have plenty of paper on hand. This week 
of demonstration would not cost you as much as a 
good-sized advertisement and would probably do you 
a lot more good. 








Pelsuge 
NATIONAL 


The Ever Popular All-Purpose Scale 


Capacity, 4 pounds by ounces. Handsome 
and sturdy for office, store and home 
use. Shows clearly and exactly the post- 
age required for all classes of mail, 
including parcel post by zones. 


lige 


MAINTENANCE FEATURED BY TEXAS FIRM 

An interesting article on the maintenance of office 
machines appeared in the Corpus Christi, Tex., 
Caller-Times’ business news section on November 2, 
heading as follows: “AT ANY HOUR—Certified Service 
at Friden Agency. An adding machine is no better 
than the maintenance service available for its repair, 
in the opinion of Frank A. Sullivan, manager of Friden 
Calculating Machine Agency, 1013-14 Wilson Building. 

“Work Around Clock—For that reason the local 
Friden agency has a 24-hour-a-day, seven-day-a-week 
maintenance department manned by a factory certi- 
fied mechanic, Mr. Sullivan pointed out. 

“The local agency has two trained servicemen, Bob 
Wallace, who represents Friden in the Rio Grande 
Valley, handles sales and service from headquarters in 
San Benito. 

“Mr. Sullivan does the repair and maintenance as 
well as sales for Friden in Corpus Christi and vicinity. 

“Either serviceman has a complete kit of tools for 
minor repair or general overhaul work on the various 
Friden machines. Minor work is done in the office of 
the owner of a Friden. Major jobs are done in the 
maintenance department in the Wilson Building. 

“Ready For Rush Calls—Sullivan has an extension 
telephone in his home so that calls at any hour of the 
day to his office can be answered after working hours. 
Ready for any rush call is a kit of tools and spare 
parts. 

“Mr. Sullivan says this ‘service in a hurry’ is essen- 
tial to customer satisfaction. ‘A machine is no good 
to a customer if it is not in operation,’ he said. 

“Also distributed by Mr. Sullivan is the Clary ‘Speed- 
O-Lectric’ adding machine. This unit, described as the 
‘world’s fastest, has an operating count of 180 per 
minute. The usual unit, Mr. Sullivan explained, has | 4, the name implies, for more than half a century, this model 


Hairline Accuracy 
for Air Mail 
Use 


acount ranging from 120 to 155." —EEG has been the acknowledged “standard” by which all fine postal 
oe sot scales are judged. Now, completely modern in design, extremely 
NEW FIRM IS OPENED AT ALBANY, N. Y. | sensitive and of precision accuracy, yet sturdily built to with- 


Andrew Regina recently snnounced the opening of | stand many years of severe service. Made in two sizes. Capa- 
the Albany Cash Register and Store Equipment Com- | ¢ities 2 pounds by ¥% ounce and 4 pounds by 2 ounce. 
pany, 225 Hudson Ave., Albany, N. Y., featuring a com- 
plete line of cash registers, adding machines and other 
Office appliances. Service facilities also are main- 
tained —GET. 
—- 
EVERY PELOUZE POSTAL SCALE IS NDIVIDUAL 


CARTER’S ISSUES NEW PRICE SCHEDULE AND BALANCED. [MEEUEDURING A 
New prices, effective on all orders shipped on and 


after November 29, 1947, have been issued by The p f ae) U Z r M A N U FA 4 i U vy | N G c 0. 
Carter’s Ink Company. The schedule is for carbons, 
register rolls, typewriter and adding machine ribbons. 





1208 Chicago Avenue ¢ Evanston, Illinois, U 
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Here’s a line that 
guarantees 


SATISFIED CUSTO 
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SPEED-MO 
CLEAN SPONGE RUBBER 
STAMP PADS 
Clear, sharp impressions 
every time — silent, sweat 
proof and dust proof — 
made in many sizes and 
models for office and fac- 


tory use. 


SPEED-MO 
SPONGE RUBBER STAMP 
PAD INKS 
Especially made for use 
on Speed-Mo Sponge Rub- 
ber Stamp Pads. Five col- 


ors available. Other inks 
available for special re- 
quirements. re 
SPEED-MO 
FOUNTAIN BRUSH 
CLEANER 







Removes spots at the press 
of a button. Ideal for clean- 
ing clothes, shoes and office 
machines. Fast, safe—pleas- 
ant to use. 


SPEED-MO 
LINE NUMBERERS AND 
LINE DATERS 
Known as the “quality line i 
Made of best materials 
throughout — aluminum 
wheels, mahogany finish 
handles—long life assured. 


SPEED-MO 
ROTARY DATERS AND 
TIME STAMPS 
lean, sharp impressions. 
reaver set knob. Window 
shows setting — durable 
mechanism with chrome 
plate finish. 


RIVET-© MANUFACTURING Co. 
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IN OTHER LANDS 
(Continued from page 78) 


Members of council—C. W. Cave, C. W. Cave & 
Company, Ltd.; C. H. S. Cox, Perry Jones (Twinlock), 
Ltd.; W. Desborough, Powers-Samas Accounting Ma- 
chines, Ltd.; Fred Ellam, Ellams Duplicator Company, 
Ltd.; A. R. Jackson, Remington Rand, Ltd.: and J. H. 


| Whitfield, Dictograph Telephones, Ltd. 


Mr. Gardner was not present at the meeting, having 
left for the U.S.A. on the S.S. Queen Elizabeth the day 
previous. His election was a unanimous one and a 
cable was sent from the meeting conveying greetings 
and good wishes and advising him of his election. 

The election of the vice-president was also unani- 
mous and an expression of the good-will of members 
and their appreciation of the friendship and popu- 
larity of Mr. Lansley over many years. Members look 


| forward to greeting him one day as president. 


| in his toast: 


Edgar Smith, secretary and past president, declared 
“It is a very great pleasure to me to 
propose this toast, first because, as honorary secretary, 
I get very few opportunities of speaking to you in 
the mass. I write to you very frequently, and some- 
times get an answer, but I do not get many oppor- 


| tunities of speaking to you. My task is very simple. 


I have only to give you a reasonable excuse to rise 
and drink to the future prosperity of the association, 
and as you are the association I am in fact asking 
you to rise and drink to your own future prosperity, 
and I anticipate a very generous response to that 
request. 

“Looking round this gathering today, my mind goes 
back just over 27 years ago when Joseph Halsby called 
an emergency meeting in one of the side rooms of 
the Agricultural Hall, London. There were about a 
round dozen of us present, and that was the con- 
ception of this association as we now know it. The 
actual birth took place a few weeks later at the St. 


| Bride’s Institute on May 12, 1920. We had got to- 


gether a few kindred spirits and we numbered, I 
think, about 25. The formation of the association was 
agreed to and the preliminary rules were laid down. 

“I look back also and think of our first London 
exhibition when, taking our courage in both hands, 
we hired one floor of the Central Hall, Westminster. 
This was a great adventure, but it was the fertilizer 
upon which our early growth was nurtured. I think 
we have now reached a state of considerable impor- 
tance, both to the country and to the commercial 
world. We have been recognised by government de- 
partments, even by the ministers in charge of those 
departments, whatever that they mean. We have 
certainly grown in considerable importance. Most of 
this has been said before, year by year, by proposers 
of this toast, but you must forgive us if on an occasion 
such as this we do assume a natural pride in our 
original handiwork, because it has been good work, 
and looking round a gathering of this size and im- 
portance we must appreciate that it was a handiwork 
of the right design which started it all. 

“Gentlemen, we cannot over-emphasise this question 
of our importance. As a body you represent a capital 
investment of many millions of pounds, with an enor- 
mous export potential to the ultimate benefit of the 
country. 

“When, again, you consider your president and his 
executive council, you are indeed a very fortunate 
body, for the time of these gentlemen is given freely 
and willingly for hours together month by month. The 
members themselves are very conscientious, they pay 
their accounts regularly, they attend their meetings 
promptly, or nearly promptly, and, above all, they do 
respect the ethics and rules of the association. I do 
want to emphasise to you that this association is kept 
alive by your money, its activities are carried out in 
your name, and it is an association the maintenance 
of which is of vital importance to you. 

J. A. Cumming, in response, said: 

“I am very happy to have the opportunity of saying 
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STURDY STEEL 
WASTE BASKET 


To satisfy a universal demand for a better waste 
basket reasonably priced, we are now offering 
“The Executive.” 

Everyone is looking for a neat, rich looking 
waste basket for use in the office. A basket that, 
aside from its practical use, will add rather than 
detract from the general appearance of an office or 
recepuon room. 

“The Executive” is sturdily constructed of 26 
gauge steel and weighs 6 lbs. It is 14” high and 
measures 11” square at the top, plus a %” lip. 
Has smooth rounded corners and tapers nicely to 
9” at the bottom. You will also like the new inno- 
vation, namely, rounded metal feet—not bumpers. 
Four finishes available—green—mahogany—wal- 
nut—metallic gray. 


In Big Demand and Going Strong 
A SURE WINNER! ere 
TH ‘ *DOUMLE DESK 
Cc H AM F- MAXIMUM CAPACITY 


ALUMINUM 


DISTINCTIVE 4% RADIUS 
STREAMLINED CORNERS 


Here is the Letter Tray that you will be proud 






























































































to w your customers. Precision made by ex 
ner raftemert he del ; treamlining | SATIN SMOOTH 
pert. craftsmen the delicat Streamlining and CORNERS FOR eo 
smoothness has instant Eye Appeal. Eliminates GUARANTEED SAFETY a |: en 
1 ! ] “git a > } f ; 
from the desk the bulky and cumbersome aj - a ' ‘ H 
pam a Fd ? ' I} 
pearance of other Letter Trays ‘tn a. § ie 
1.1 1 owe ’ | 117 TIO C ‘ ail hig al M 
Although this Aluminum Tray weighs only | CUT OUT TO Give : ao iI 
‘ — ' | . } ASY ACCESS AND AVOID ‘ ; 
14 ounces nevertheless it 1s both as strong and | FUMBLING FOR PAPERS 2 
rigid as steel. The hard baked finish will not 
chip or scrape off, and the pleasing colors will + 
harmonize with all types of office furniture. Trays EXCLUSIVE DOME FEATURE J 
' ’ ' ’ ’ . 1 PREVENTS SCRATCHING : 
may also be ordered in the Natural Satin Finished 3 
Aluminum ¢ 
Everyone follows the Champ and everyone will 
want this new Tray. When the bell rings make RDY ALUMINUM POSTS ees 
: FOR STACKING INTO ? FIVE FINISHES 
s yi » there to answer : 
vy uu are there to answer It. HERS MAHOGANY -WALNUT- GREEN 
P aif . . GRAY— SATIN FINISHED ALUMINUM 
Write today for illustrated circulars and 


complete information on dealers prices AVAILABLE IN LETTER AND LEGAL SIZES 


and discounts. 


NU-CRAFT PRODUCTS CO. 


95 Atlantic Avenue, Brooklyn 2, N. Y. 
TRIANGLE 5-8831 Dept. A 
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NATIONAL LUGGAGE AND LEATHER GOODS SHOW 


HOTEL MORRISON 
CHICAGO ILL. 


% 
FEBRUARY 15-20 1948 


150 ROOMS OF DISPLAY FEATURING THE FINEST 
IN SUPERB NEW LUGGAGE AND LEATHER GOODS FROM 
EVERY CORNER OF THE NATION. 








& 
- TRUNKS - 
- LUGGAGE - 
- BILLFOLDS WALLETS - 
- BRIEF CASES HAT BOXES - 
- PICTURE FRAMES This is only COLLAR BOXES - 

- WRITING CASES a JEWEL BOXES - 
| - TOBACCO POUCHES Partial Liat COSMETIC CASES : 
| + ZIPPER ENVELOPES RING BINDERS - 
| - COIN CASES KEY CASES - 


- POCKET SECRETARIES - 


MAKE ARRANGEMENTS NOW TO VISIT THIS GRAND EXHIBIT 
OF OUTSTANDING NEW LINES 


Sponsored and Managed By 


LUGGAGE AND LEATHER GOODS MANUFACTURERS OF AMERICA INC. 


220 FIFTH AVENUE NEW YORK 1, N. Y. 


Endorsed By 


NATIONAL LUGGAGE DEALERS ASSOCIATION 
LUGGAGE AND LEATHER GOODS SALESMEN’S ASSOCIATION OF AMERICA, INC. 
a CHICAGO LUGGAGE AND LEATHER GOODS MANUFACTURERS ASSOCIATION 
LUGGAGE AND LEATHER GOODS MANUFACTURERS ASSOCIATION OF N. Y., INC. 
LEATHER GOODS AND TRUNK MANUFACTURERS ASSOCIATION OF PHILADELPHIA 
LUGGAGE AND LEATHER GOODS MANUFACTURERS OF NEW JERSEY, INC. 
LUGGAGE AND LEATHER GOODS (The Magazine) 
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‘thank you’ to Edgar. And I do not really need to 
add very much in actually replying to this toast, 
because, as you will have observed, we are both on 
the same side of the fence. He has told us we are 
almost perfect, and as he is honorary secretary I need 
say no more. But I should like to take the oppor- 
tunity of just a few brief words. I am very happy 
to look back upon the past year—a very troublesome 
period for all of us in one way or another. The firms 
represented in this room have many and varied 
interests, but I think we can say as never before 
that we have worked together in association matters 
as a team. I think because of that we have been 
effective, and for that reason I look back upon the 
year with a great deal of pleasure.” 

B. G. Hillier, having announced his retirement, the 
acting president thanked him, on behalf of members, 
for his good work and interest in the welfare of the 
industry over sO many years, expressing regrets at 
the loss of his services, especially as Mr. Hillier was 
in line for the presidency.—SSE. 

— 
ENGLISH FIRM SHOWS STEADY GROWTH 

A firm of English stationers recently came of age. 
This was the business of Dowdeswell’s (Stationers) 
Ltd. of Guildford. 

Reginald Dowdeswell, founder of this expanding 
business, gained his experience early. When his father 
was called up for the war of 1914-18 he was still at 
school, but left in order to cover his father’s territory 
in the south of England, as traveler for a north-coun- 
try firm of printers and manufacturing stationers. 
He was just 15 when he paid his first call, and it must 
have been a very odd sensation to find himself back 
at school upon his father’s return, in order to com- 
plete his education. 

He then spent four years in a commercial ware- 
house in St. Paul’s Churchyard, and, finally, in 1926, 
opened a stationer’s shop in Swan Lane, Guildford. 
In 1930 he was joined by his younger brother, Fred- 
erick Dowdeswell, and later in the year the business 
was formed into a limited company with E. E. Dowdes- 
well, father of the two young partners, as chairman. 

In 1931 the firm opened up its printing department, 
and subsequently acquired its present works manager, 
W. A. Boyd. In 1937 the typewriter department received 
an important reinforcement in the person of W. P. 
Mackay, and by 1939 the business had so much out- 
grown its original premises that the opportunity of 
taking over a fine warehouse in Rodboro Buildings, 
Bridge St., was eagerly seized. 

Every year, declares the Stationery Trade Review, 
has seen the turnover and profits of the company in- 
crease, and its position in the town and district more 
firmly established. 


NAME AUSTRALIAN TYPEWRITING CHAMPS 

Operators of Underwood typewriters swept the Aus- 
tralian speed tests held recently in Adelaide, South 
Australia. Miss M. E. Boothe, an attractive brunette, 
won first honors in the championship class and Miss 
E. Harland, employed in the Brisbane office of the 
Underwood dealer, Stott’s Pty., Ltd., took second hon- 
ors. Third place went to Miss V. M. Haysom, who 
also took the one-minute typewriting honors. Miss 
G. Sands annexed the school championship of Aus- 
tralia and Miss Y. M. Cooper the similar honors for 
South Australia. All used Underwood typewriters. 

The judging was in accordance with International 
Typing Contest rules—ten words, or 50 strokes, de- 
ducted for each error. The net result was the rate 


per minute after that deduction was made. 
Oe 


AMSTERDAM FIRM TAKES NEW OFFICES 
H. Meulenbelt, director of Procento, N. V., has in- 
formed Orrice APPLIANCES of the finding of new prem- 
ises located at Jan William Brouwersplein 15, Amster- 
dam, The Netherlands. In the first days of January 
it was planned to open a school for training employees 
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Foon DOP: 


PIKE 
"BETTER MOISTENER® 


Two Useful Models 


3A — Black Porcelain 
Base, Glossy Baked 
Enamel Finish, Chro- 





mium Cover. 


°3.25 


each list 


3C—Cast Iron Base, 
Attractive Black Wrinkle 


Finish, Chromium Cover. 


*3.75 


each list 


Moisten envelopes—one or a dozen in a single 
operation. 


Moisten labels and stamps. 
Base is rubber-padded to protect your desk. 
3” brush is adjustable. 


No moving parts, no replacements, self-clean- 
ing. 


IMMEDIATE DELIVERY 
Usual Dealer Discounts 


SEND IN YOUR ORDER TODAY 


<Tpe 


REG. vu» PAT. > 


E.W. PIKE « CO. 


DEPT. A, ELIZABETH 3, 


ALSO MANUFACTURERS OF FLASH-O-LENS, THE ILLUMINATED MAGNIFIER 
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CASH IN 
ON THIS VEVIER SECTIONAL 
POST BINDER BARGAIN 


Vevier does it again! For you stationers who must meet 
competition—here's a quality binder at a price that still 
allows you a profitable markup. These attractive Sectional 
Post Binders are fabricated completely in the Vevier 
factory—and we pass on the savings directly to you. 


9-1/4"x11-7/8" size with two 5/16” posts set 
at 7-1/8" centers. 


Strong Masonite board covers, bound in 
beautiful blue Levant grainsimulated leather. 


Interlined with extra heavy liner paper. 


Complete with locking key, two 1” and twe 
1/2” sectional posts. 


Heavy duty type metals with sturdy metal 
hinges. 
Prompt delivery guaranteed each order. 


$Uyyys 


Retail Prices from | to 100 $3.34, 100 to 500 $3.10 
Terms: 2% 10 days, 30 days net. F. O. B. St. Louis 





Write us for quotations on other standard size post 
binders. 









1825 ARSENAL STREET * ST. LOUIS 18, MO. 
1g WMlapCir-~ BRANCH OFFICES IN ALL PRINCIPAL CITIES 
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of customers and private pupils on the Sumlock key- 
driven calculating machine. This will be the only 
school in the Netherlands at this time for calculating 
and adding machines. 
a 
UNVEIL NEW MACHINES AT BUFFALO SHOW 

New types of office “mechanical brains” which do 
virtually everything but introduce a salesman to a 
prospective customer were unveiled to the public at 
the eighteenth annual business show sponsored by 
the Buffalo Chapter of the National Association of 
Cost Accountants in Memoriai Auditorium, Buffalo, 
N. Y. The show, said to. be the second largest of its 
type held in the U. S., was held December 4 and 5. 

More than $200,000 worth of office machines and 
equipment was displayed by the 25 exhibitors. These 
embraced the latest developments of business machine 
and office equipment producers. 

The International Business Machines Corporation 
display included an electronic machine which solves 
complex multiplication problems. Through the use 
of electronic vacuum tubes, this machine automati- 
cally provides answers to multiplication problems at 
a rate of 100 a minute. It can multiply two sets of 
figures of six digits each. 

Another device gives full data about those who 
use allotted keys in a door. It keeps a record of who 


| locked and unlocked the door, the time and whether 


it was properly locked. 


Payroll Systems Exhibited 

A number of companies displayed speedy payroll 
and credit systems. Remington Rand Inc. exhibited a 
number of simplified accounting systems. In one, a 
clerk handles up to 5000 or more individual accounts 
receivable, taking care of all normal operations. 

Company executives attending the show declared 
orders for office equipment are continuing to run 


ahead of supply. 
Marvin R. Bush, systems branch manager of Rem- 


| ington Rand, Inc., said: “The demand still exceeds 


production in the industry. Backlogs of orders are 


| still about the same as they were a year ago, even 


though output is greater than it has ever been.” 

An educational exhibit arranged by the Erie County 
Chapter of the American Cancer Society also was 
featured. George T. Hubbell of Pleeger & Hubbell was 
general chairman of the show. 


Many Participate in Show 


Exhibitors were: Burroughs Adding Machine Co., 
A. B. Dick Co., Erie County Chapter of the American 
Cancer Society, International Business Machines, Eagle 
Office Equipment Co., Visi-record Distributing Co., 
The Standard Register Co. 

Marchant Calculators, Wilds Co., Inc., Elliott Ad- 
dressing Machine Co., National Association of Cost 
Accountants, Francis J. Killeen Soundscriber Dictat- 
ing Equipment, Diebold, Inc., National Cash Register 

| Co., Office Machines & Equipment Co. 
| Hoelscher’s, Inc., Dictaphone Corp., Monroe Calcu- 
| lating Machine Co., Inc., Simplex Time Recorder Co., 
The Todd Co., Inc., Moore Business Forms, Inc., Friden 
Calculators, Remington Rand, Inc., Larkin Sound 
Service, and Underwood Corp. 

oo 


NEW REPRESENTATIVES APPOINTED BY FULTON 

Raymond W. Fritz, a veteran of World War II, will 
represent the Fulton Specialty Company throughout 
| New England, New York, Pennsylvania, Maryland, 
| Washington, D. C., and Cleveland, Ohio, succeeding his 


| 


| father, Raymond R. Fritz, who covered the territory 
for the past 20 years. 

Robert Hopler, whose first job was with the company 
and who has held various positions in the factory, 
| giving him a thorough knowledge of the business, will 
cover New York City, Long Island, New Jersey and 
part of Pennsylvania. 
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-hile ELECTRIC 


(ILLUSTRATED) 


ELECTRIC—EL47 with concealed THE 
—continuous duty motor. 


Copy nile 
LIQUID DUPLICATOR TWINS 


ADVANCED FEATURES 


Finger tip controls 


| New automatic master lock and 
7 release 
a, . New automatic paper feed 
We Handy roller release 
f Adjustable—quick—positive side 
« HAND MODEL—L47 guide positions 


PLUS ALL THE FEATURES OF... 
THE ‘““‘WELL KNOWN FAVORITE’’—L45 hy 


Hand Operated 
Accurate registration by timed 
eper stop 

Full page printing—only '!/," 
margin require 

Fluid always visible 

Fluid can be drained and reused 

Instant starting 


One copy for each turn of the 
handle 








Write for profitable dealer plan. 


WO [ BE R ourticaror & suppry co. szsesnamnstasts 


Copy-rite.. A Name Recognized By Leading Dealers The World Over 
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Over and over again—like a skater cutting a “figure 
eight”—business men have been buying CESCO Mod- 


ern Loose-Leaf Equipment for nearly 50 years! 


This is because Cesco is designed to conform with the 
most modern office practices, as shown by long experi- 


ence, close observation and continuing research . . . 
and because Cesco modern manufacturing facilities 
° develop high quality—with economy—and dependable 
e 1Me service. 


. This is the line that repeats. It answers the problem 

of consumers, “What equipment do we know will give 

a us satisfaction?” And it answers the problem of dealers, 

at “What equipment supplier can I count on for quality, 
profit and deliveries?” 

Cesco Products include all the standard loose leaf 

numbers besides many exclusive specialties, such as the 

unique Cesco Visible Record System, unequalled for 

Y consumer appeal and dealer opportunity. 
A 


Ask for the current Cesco catalog and supplements. 
=" = Some very attractive exclusive territories remain open 
for established dealers. 


The C. E. SHEPPARD Company 


4407 21st STREET, LONG ISLAND CITY 1, N. Y. 
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THREE KINDS OF MEN 
By Louis H. Mory 


Vice-president, 
Universal Business Machines Company 


(Originally published in the January, 1911, issue of 
OFFICE APPLIANCES, when Mr. Mory was assistant man- 
ager of the National Business Show Company.) 


HERE ARE THREE KINDS of men in this old 
world, and very likely they all have a place in the 
scheme of things. The hibernator, for instance, is 
the man who is satisfied to go on year after year in the 
same old way, doing the things he has done for years 
in the same way he has always done them, year in 
and year out, treading the paths his forefathers trod, 
eking out an existence in the same old way. 
Another kind of man is the destroyer—he who wades 
in to make all the money he can as quickly as he can, 
thinking only of getting it without having to go to 
the penitentiary; caring nothing for morals, man- 
hood, sympathy or self-respect. He is the chap who 
wants the money first, last and all the time and who 
pulls up stakes and strikes out for pastures new when- 
ever the old place gets too warm for him. 


The Builder Is Worth While 


But the third kind of man is the builder—the man 
worth while. It is he who works with determination 
and foresight. His aim is to build up a character and 
a business at the same time—to establish that which 
shall erect his personality in the confidence and 
esteem of men, so that whatever may befall him from 
without, he will always have that within him on which 
he can erect a new structure. The builder is the man 
who gives in full for value received; whose business 
is a force in the community; who performs a service 
to other men. It is his aim to please and satisfy his 
customers and to deal justly and kindly with his em- 
ployes. He grows up in the community in the spirit 
of service and is known in his chosen field as a man 
who thinks first of being on the square, of giving 
dollar value for every dollar spent, and not until he 
is sure of treating the other fellow square does he 
think of his own interests. Such men are the builders 
and to them alone applies the law of compensation in 
a gratifying way, for it brings them success and con- 
tentment, the respect of others and fortifies their 
courage with self-respect and confidence. 

To build a successful business or to be a desirable 
and successful unit in a business organization, one 
must first build character. To the man of character 
the essential things come naturally and habitually. 
Having the confidence of the public and particuiarly 
that part of the public with which he does business, 
he does everything possible to retain that confidence 
and to be worthy of continued good will. Confidence 
comes to the man who deals fairly; who values honor, 
integrity and service more than dollars and cents. He 
keeps his promises and is clean cut in his business 
and out of it as well. 


Business Ability Defined 


The phrase, “business ability,” has a pretty wide 
significance. It means much more than a knowledge 
of the intricate details of one’s especial line. The man 
with business ability is the one who unites with a 
competent knowledge of his affairs the power of an 
honest purpose honestly carried out. A clear con- 
science makes for a clear brain. The mind can work 
without a handicap. It is the honest fellow who pos- 
sesses the moral and physical courage to seize new 
opportunities in the right way and at the right time. 
Character gives courage, not mere “nerve.” Mere 
nerve, cheek, never accomplished anything. Courage 
and honesty are the builders—the pair to tie to—the 
matched team that pulls the load of service up the 
hill of success. 
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THESE SIGNALS MAKE FACTS 
INSTANTLY AVAILABLE 


Attached to file cards or ledger sheets, these signals segregate 
important groups of facts for instant reference—saving hours of 
valuable time in busy offices. Made of spring steel in 12 non- 
chipping colors. Types for all filing systems. Will remain clean 
and bright under all conditions of dampness. Easy to attach, 
relocate, remove—yet they always stay put. Samples on request. 





“BURRO” 
Paper Clips 


Made of thin spring steel 
for attaching papers to- 
gether, enclosures to let- 
ters, etc. Special patented 
‘tongue’ prevents side- 
slip. Easy to attach or re- 
move. The smart clip for 
the modern office! 





“Burro” INDEX TABS 


THE H. C. COOK CO., 14 BEAVER STREET, ANSONIA, CONN. 
“ONE HUNDRED PERCENT DEALER PROTECTION 


“Bull Dog’ LETTER CLIPS 
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Scares 








BOX FILES 


The PIPPEN FILE 


IMMEDIATE DELIVERY 


£5 







stitched and bound. Finished in black and white agate paper. 
Back tan leatherette, printed LETTERS. 16 leaf cut tabbed index. 
Leather pull. Equipped with Quick Catch. Packed 1 dozen to a 


The DANDY FILE 


DELIVERY 30 DAYS 





America’s Most Popular Box File 


Wood Back, 16 LEAF EXTENDED TABBED INDEX. Body of super 
strong fibreboard, a war time development. Reinforced sides and 
flap. Covered with green and white agate paper. Back with tan 
leatherette. Imprinted LETTERS, Leather pull atfached. QUICK 
CLASP FASTENER of course. Packed | dozen. 


CANAL 





WRITE FOR NEW LITERATURE 


HEDGES MANUFACTURING CO. 


Makers of Files and Filing Equipment 
2931 WENTWORTH AVE. a CHICAGO 16, ILL. 
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WALNUT HAS GOOD YEAR 


By BURDETT GREEN 
Manager, American Walnut Manufacturers’ Association 


American walnut is winding up one of its best peace- 
time years. The mills which produce the cabinet 
wood found so desirable for furniture and architect- 
ural uses have almost reached “normalcy.” The only 
need for qualifying this statement is that there is 
still a greater demand for walnut quarters and cer- 
tain types of walnut stumpwood than the industry 
has been able to supply in quantity. 

Furniture and plywood plants with long-established 
connections or which have planned their requirements 
well in advance and placed orders accordingly have 
had no worries about the scarce items. Those manu- 
facturers who designed their lines with reference to 
available veneer figure types in walnut, through con- 
sultation with their suppliers or this association, have 
been able to proceed with certainty and economy. 

The transition from war to peacetime production 
proved more difficult than first anticipated, but the 
last quarter of 1947 saw shipments again in the dom- 
inant pre-war position. During the war period prac- 
tically all walnut production came from the saw mills 
—while the veneer mills devoted their attention to 
aircraft and special war-use veneers, and also turned 
out veneers of every species possible not needed for 
the war. Thus, American Walnut’s customers were 
fairly well served, even though not always with their 
first choice. 

Supply Is Near Normal 


The final quarter of 1947 also saw walnut lumber 
in nearly normal supply, although no stockpile has 
been built up, and practically everything is sold as 
soon as it comes off the saw. However, every day 
now, newcomers are being added to the list of those 
who can get freshly cut stock. It takes time to sea- 
son this supply, but progress is being made, day by 
day, week by week. 

Progress in finishes for walnut will be in definite 
evidence at the January markets. Light attractive 
finishes, attained without bleaching, and also with 
bleaches which “stay bleached” will be found. Stores 
and factories which prefer blondes will be better able 
to serve their public. 

Walnut has made notable progress during the past 
year in two nonmerchandising fields—which will find 
eventual results in the cash register. These are the 
result of research—one is the finishing processes noted 
above and another is utilization of mill waste. Manu- 
facturing processes also have been stepped up. 


Forestry Program Expands 


Forestry is another field where association activity 
has made itself felt. As a result of these efforts, a 
planting program of three million more walnuts than 
customary — started this fall and going into the 
ground next spring—is now assured. In addition, 
proper woodland management practices have been in- 
stituted which will mean more merchantable Ameri- 
can walnut within from three to five years. This 
work has been undertaken in conjunction with State 
Foresters, the U. S. Forest Service and many leading 
institutions. 

Thus, the walnut industry looks on 1947 as a year 
in which it regained by service a number of old cus- 
tomers lost during the war period and looks on 1948 
as a year in which it can fill the demands being made 
on it. 

— o 
PERRIN NAMED MANAGER COLUMBUS BRANCH 


F. W. Perrin has been named manager of the Colum- 
bus, Ohio, branch of the Burroughs Adding Machine 
Company, located at 42 E. Long St., it was recently 
announced.—AK. 
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Here's a natural for colleges, universities and high schools. New and 
exclusive with Feldco, the 1% inch Heavy Duty rings provide for greater 
capacity than any standard binder—and at no increase in price. 


Plus 





The 2400... Feldco’s Old 
Reliable, blue canvas, now 
equipped with booster metals, 
2-piece lining and canvas 


hinge. At no increase in cost. 


THE FELDCO STANDARD 200 
LINE, introducing the beauti- 
ful new red lining bound in 
viny! plastic, for rugged con- 


struction. 


The 800 LINE, genuine first- 
grade Split Cowhide. It's vinyl- 
finished and bound to elimi- 
nate scuffing and increase 
durability. A variety of grains 
and aniline finishes available 


at a new low cost. 


The 1800 LINE, new and 
dressed up in black, green, tan 
or russet, with gold or silver 
trim, and convenient booster 


metals. No increase in cost. 


The 7OO LINE—Feldco’s 
VINYL-TEX zipper ring binder, 
with newly-styled inside zip- 
per pocket and identification 
window with all vinyl em- 


bossed binding. 


The 600 LINE, new baby 
alligator, python and lizard 
grains. This quality material is 
now available for the first time 
since before the war. A really 
beautiful line with eye appeal 
and rugged durability in 4 


standard sizes. 











* School designs placed on covers of binders 
at a slight additional charge. 


FELDCO Locse Leaf CORP. 


1505-11 W. LELAND AVE. 
ol they \clomer tem i S91, lel k 


PACIFIC COAST + 788 MISSION ST, SAN FRANCISCO, PHONE DOUGLAS 8563 + 406 SO. MAIN ST, LOS ANGELES, PHONE MICHIGAN 2646 
NEW YORK CITY 
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| Here's a Real Money-Maker | ; 


Modern AIll Steel c 
Duro Built No. 1515 fc 
Typewriter and in 
Adding Machine Stand th 














One Indiana dealer alone has th 
sold over 700 of these—and at rn 





an exceptional profit . 


Strictly practical. Made of heavy gauge rolled-edge 
steel with plated adjustable channels to fit typewriters 
ih | and adding machines. 

7 Adjustable channels hold machine firmly to stand and 
7 ae a sliding off impossible. The channels and open 
space greatly decrease usual typewriter noise. 


Legs have 4 inches wider spread than other tables, 
making it difficult ever to tip table accidentally. 


j DIMENSIONS 


i Height, 25!/2 inches—Top, 15 x 15 inches—Leaves 15 x 8 inches. 
Top with leaves extended, 3! x 15 inches. 

Finish: baked green enamel. 

Shipped ASSEMBLED, 2 in a carton. Total weight of carton, 34 Ibs. 


SOLD EXCLUSIVELY BY SHIPMAN-WARD 
IMMEDIATE DELIVERY 


Suggested Retail price, $12.95 
Exceptional discounts to dealers on Quantity Orders 


Get Your Free Copies of Our Catalogs of Parts, Platens & Supplies for Every Make of Typewriter slight 
Whatever the Part, We Can Supply It. Satisfaction Guaranteed on Every Order. oppos 


set sc 
insure 
to fit | 


SHIPMAN-WARD MFG. CO. ao 


12, 19. 
Recognized as “‘the Dealer’s Quality Supply House” for 55 Years Past tnt 
(Own 


325 NORTH WELLS STREET CHICAGO 10, ILL. Group 
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SOMETHING FOR THE GIRLS 


It’s usually “Something for the Boys,” as the title 
of that recent Broadway hit goes, but it was “Some- 
thing for the Girls,” the business girls of Portland, Ore., 
that Bushong & Company of that city used to build 
goodwill and make friends. 

Bushong & Company, whose slogan is “Everything 
You Need in Office Supplies,” and whose store is lo- 
cated at 323 S. W. Park Ave., in the Oregon metropolis, 
took occasion to celebrate National Business Women’s 
Week from October 5 to 12 with attractive souvenirs 
for the women. 

It was the twentieth annual observance of this na- 
tional week which has grown mightily in extent and 
interest with each succeeding year. This year, a large 
number of stores in the Pacific Northwest area cen- 
tered attention on this occasion with a trim card in 
the window that drew attention to the celebration of 
the little office ladies and the career girls of America. 

Highlighting the week were window displays of mer- 
chandise which the office women use daily, and the 
theme was carried out individually by many stores 
catering to them. At Bushong’s, the special effort to 
tie-in with the great October week took the form of 
a practical and useful gift for the girls, i.e., a special 
memo pad holder. 

The attractive little memo pad holder was given 
to the business women via the medium of a large size 
ad which drew direct attention to this special offering 
and tribute to the women. 

Attracted by the special advertising reaching them 
in the daily press, women dropped in and Bushong’s 
salesmen handed out the colorful and complimentary 
holders for their memos, freely offered, as Mr. Bushong 
stated, for the “attractive inspiration for service you 
have given us through the years.”—CML. 


ee 
PATENTS AVAILABLE FOR LICENSING OR SALE 


The official Gazette of the United States Patent 
Office (Department of Commerce) lists patents of in- 
terest to this industry available for licensing or sale. 
(The “groups” appearing after the patent abstracts 
are based on the Standard Industrial Classification 
Manual, Vol. I, Manufacturing Industries, Executive 
Office of the President, Bureau of the Budget). 

Listed are: 


Pat. 2,333,714. Pencil Sharpener. Patented Nov. 9, 1943. Sharpener 
is tubular in shape and adapted to constitute a removable attachment 
for an ordinary pencil. One end of the sharpener is enclosed by an 
eraser. A blade, secured at opposite ends of the tube extends diagon- 
ally through the sharpener. A pocket clip and a window for viewing 
the interior of the tube may be provided. (Owner) Philip Fletcher, 
805 Bergen St., Newark 1, N. J. Groups 33—51; 39—51; 40. Reg. 
No. 8,330. 


Pat. 2,416,120. Typewriter Clamp Means. Patented Feb. 18, 1947. 
A pair of extensible clamp members which detachably engage the 
front legs of a typewriter and clamp it to the front edge of a desk 
keep the typewriter securely in position whether in the desk in a 
slanting position or in use in a horizontal position. (Owner) John M. 
Roberts, c/o Royal Typewriter Company, Inc., 427 West Randolph 
St., Chicago 6, Ill. Groups 33—73; 35—69—72. Reg. No. 8,374. 


Pat. 2,204,077. Leg for Furniture. Patented June 11, 1940. This 
patent shows leve] equalizing means built into the legs of furniture 
for automatically adjusting their length. A sleeve is secured in the 
bore of the leg. An inner support member having a floor engaging 
portion is slidable within the sleeve. A rack is carried by the sleeve 
and a paw! is pivoted to the support member. Two abutments and 
a hook member co-operate with the pawl to move into and out of en- 
gagement with the rack. (Owner) Frans W. Eriksson. Address corre- 
spondence to Haseltine, Lake & Co., Berkeley Bldg., 19 West 44th St., 
New York 18, N. Y. Groups 25—11 to 25—14 inclusive; 25—19 to 25 
41 inclusive. Reg. No. 8,401. 


Pat. 2.238.294. Typewriter STAND. Patented Apr. 15, 1941. A port- 
able adjustable typewriter stand, with a tripod frame of tubular metal 
carrying swiveled caster wheels or rollers, may be adjusted to counteract 
slight variations in floor level. The legs of the tripod are brought to- 
gether and welded into a vertical upper portion to form a pedestal] to 
which is attached a horizontally disposed tubular cross-head. In the 
opposite ends of this head are the stem portions of T-shaped brackets 
which are fastened in an adjustable spread relation to each other by 
set screws in the head. On the ends of the T’s are cups adjustable to 
insure a level rest. Set screws fix the cups securely in adjusted position 
to fit different types of standard typewriters. An adjustable work holder 
is included. (Co-owner) Elmer J. Scott, 5618 5th St., South, Arlington, 
Va. Group 25—21—22. Reg. No. 8,860. 


Pat. 2,425,561. Pocket PEN AND PEeNcIL Protector. Patented Aug. 
12, 1947. A flexible member, made of rubber and contoured to fit inside 
pocket, has sleevelike portions for supporting pen, pencil, comb, ete. 
Flaps or saw-tooth edges spread out in pocket and cause a tight fit. 
(Owner) Frederick W. Quidas, 615 Third Ave., New York 16 N. Y. 
Groups 22—12; 3@—51; 40. Reg. No. 8,866. 
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Biggest News 


in Uuplicator 
gales... 








NEW 


Motor Driven 
REX-O-graph 


FLUID TYPE DUPLICATOR 





NOW AVAILABLE... 
for time-and-labor-saving, high-volume produc- 
tion in systems work and copymaking. 


e@ Most completely modern of all fluid type duplicators. 

e Simple lever and push buttons control automatic start- 
ing, running, stopping, Master insertion and ejection. 

e@ Automatic Counting Device stops machine and signals 
when desired copies are completed. 

e Also Automatic paper centering, 
feeding and copy stacking. 

@ Quick-Change Master Guide saves time in changing 
Masters. 

* — to operate, fast, accurate, durable and trouble- 
re 


roller moistening, 


Prompt Delivery! Be sure to get full 
details on this latest REX-O-graph, and 
the complete line of RE-O-graph Fluid 
Type Duplicators and Supplies—to- 
day’s leaders in copymaking. 





REX-O-graze4, Inc. 


3729 N. PALMER ST., MILWAUKEE 12, WISCONSIN 





Duplicators and Supplies for Superior Results 
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Buy the Best 
lf coo BANDES 






































“Super-Tex” Clipboards 


a Ae 








These are unquestionably the finest “Office Accessories of 
Quality” that we have ever manufactured in our 44 years 
of service to the stationery industry. It will pay you to 
investigate these sturdy stylish products from the Bandes 
i family of Office Accessories of Quality. 


IT IS BEST TO BUY BANDES 


JULIUS BANDES & Co., Inc. 


126 W. 22nd Street New York 11 
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ROCHESTER AREA NEWS NOTES 

On December 10, Kenneth C. Heinrich of the firm 
of Heinrich-Siebold Inc., of Rochester, N. Y., ad- 
dressed the meeting of the Stationers & Equipment 
Dealers of Syracuse, N. Y. The activities of this organ- 
ization have been largely suspended during the war 
years. Director Burbank was also heard on the pro- 
gram. Victor Hartman of the Pardeen School Supply 
House of Syracuse is president of the organization. 

* - . 

On March 18 and 19 District No. 2 of the National 
Stationers Association will meet at The Sheraton 
Hotel, East Ave., Rochester, N. Y. Kenneth C. Heinrich, 
district governor and member of the firm of Heinrich- 
Seibold Inc., with his associates are making plans 
which they expect will result in this gathering being 
one of the most worthwhile held in some time. The 
Empire State Travelers Club, J. C. Pervis, president, 
is co-operating in arranging this convention. 

+ + * 

When James F. Woodruf of Avon, N. Y., a suburb 
of Rochester, returned from Army service the office 
supply and equipment business offered an irresistible 
attraction for him. Nine months ago, he opened the 
Avon Typewriter Supply Company in his native town. 
He now covers all of Livingston County outside of 
Dansville, which is included in the territory of the 
Mason Typewriter Exchange of Almond, N. Y. and all 
of Monroe County outside of Rochester. Mr. Woodruf 
has the agency for the Royal typewriter line and 
handles all kinds of office machines both new and 
used. The business has grown and he has employed 
Harley Pike as shop assistant. Mr. Woodruf can be 
found in his place of business until late at night try- 
ing to keep up with the business he has turned up 
in his garden patch size territory. 

* * - 

Mullen Brothers Office Supply of Batavia, N. Y., 
have added the most complete greeting card display 
to be found in their city. They use quite extensively 
a special type gondola for floor display of many art- 
icles in stock. 

* * * 

Robert C. Mason, formerly field representative for 
the Mason Typewriter Exchange of Almond, N. Y., 
has resigned as Scout Executive of the Kanadea Dis- 
trict Boy Scouts and entered the office equipment 
field on his own. 

* * . 

The Spencer Stationery and Print shop of Seneca 
St., Hornell, N. Y., has added a new and larger press 
to the equipment. This addition was made necessary 
by the increased business in production of office forms 
and other stationery —FDR. 





VICTOR VISIBLE SALES SCHOOL—This Victor Visible Sales School 
was recently held in San Francisco, Calif. Left to right: first row— 
Jack Baer, James E. Townsend & Co., San Francisco; Richard H. Bibby, 
Capital Office Equipment Co., Sacramento, Calif.; Kenneth L. Steven- 
son, Stevenson's Office Equipment Co., Grass Valley, Calif.; second 
row—William Patterson, Valley Office Supply Co., Bakersfield. Calif.; 
Donald H. Lindsay. Curtis Lindsay, Inc., Sen Jose, Calif.; H. Russell 
Healey. Healey Popovich, Fresno, Calif.; third row—Charles M. 
Harding. Fran B. Wheelock, Sid A. Newsom. James E. Townsend 
Co., San Francisco; fourth row—Richard E. Wallace, Leland C. Adams, 
Charles R. Barry Co., San Francisco; Harold W. Barnes, educational 
director, Victor Safe & Equipment Co., Inc., N. Tonawanda, N. 


OFFICE APPLIANCES, January, 1948 














now 


This is 
The O 
l. to ¢ 

time 
2 to tt 
3. to st 


ADJUS 
PLETE | 


INTER 
DUCTI 


F 
des 


OFFI 





MEET THE NEW NATIONAL POSTAL DUPLICATOR _ , 


FOR IMMEDIATE 
DELIVERY / ° 


RETAILS FOR 


$ f ‘Zz INCLUDING - 
EXC/SE TAX... 








* 
. * . 
now in mass production! first appearance on the national scene! 
This is the duplicator you've been clamoring for! The dealers’ delight! Each machine carries o 2-year e 
The ONLY duplicator guarantee against mechanical defects. No fuss or bother 
: f - hir and cto cr tof 
l. to give a perfectly centered reproduction every ‘OF YOU: Customer sends machine and 35 -over cost o 8 
time mailing direct to National Postal Duplicator and receives 
j ory j YO) R a 
2. to turn out 3600 cards an hour with perfect clarity. ™achine back from factory direct. YOUR guarantee of ‘ 
increased demand and customer satisfaction. 
3. to stick to any surface with unique rubber cup feet “ 
| 
® -ADIUSTARLE TO FROM 3° STO: 4" x 6". COM. Sn ee 
i PLETE WITH SUPPLY KIT | NATIONAL POSTAL DUPLICATOR, 7466 SANTA MONICA BLVD., LOS ANGELES 46, CALIF ] 
7 | PLEASE SHIP ME SHIPPING INSTRUCTIONS i 
INTERCHANGEABLE DRUMS FOR COLOR REPRO- : 110 5 iii CHECK ENCLOSED 
6 OR MORE Liberal OPEN ACCOUNT (GIVE REFERENCES) 
DUCTION. | 12 oR MORE [ Btecounts SEND C.O.D | 
(INDICATE EXACT NUMBER HAVE SALESMAN CALL 
Perfect Performance Every Time. Precision | ALL PRICES INCLUDE EXCISE TAX ; 
designed to insure complete ease of operatior | : | 
NAM 
| 
| STREET 
NATIONAL POSTAL | 


DUPLICATOR 


7466 SANTA MONICA BOULEVARD « LOS ANGELES 46, CALIFORNIA 





Let the National Postal Duplicator do a job for you! « National advertising 
in consumer publications « Window displays (available soon) « Bill stuffers 
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is 3 times wiser To HANDLE HERCULES! 


] THE LINE OF. LEAST 
. Sales RESISTANCE! 


a if 


Time-tested, international reputation 
for highest quality craftsmanship 
puts HERCULES products first on the 
“best-seller” list. Handsome, handy 
display stand promotes buying. 


PLERCULES 


SECURITY 
CHESTS 


Model FC-6 
List Price 


$24 


for every purpose, 






Furnace -Tested 
Certified 


ONE HOUR 


SMNA LABEL 


! 
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i 
Built like a safe with electric-welded, heavy-gauge ! 
steel plates inside and out. Thermo-Cel insulated. ! 
V-groove moulded lid for fire seal. Paracentric pick- ! 
proof key lock or combination. Soft, felt-like maroon i 
flox lined. Handsome pin-seal wrinkle grey or green i 
finish. Weight: 65 pounds. Inside dimensions: 13” x \ 
914” x 534”. " 
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! 
1 
1 
1 
1 
1 
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HLERCULES 


SAFE-DEPOSIT 
BOXES 


Model HDB 


List Price 


a pn 


Furnace-Tested 
Certified 
HALF-HOUR 


SMNA LABEL 


The top value in the field. 
Heavy steel exterior and 
interior walls. Insulated 
throughout with Thermo- 
Cel. Drawer front features 
fire-seal V-shaped flanges and 
paracentric pickproof key lock. 

ws Taett Modern grey or green, 

= pin-seal wrinkle finish. 

Weight: 24 pounds. 





y] THE LINE OF GREATEST 
F Sales VERSATILITY! 


HERCULES offers complete coverage 
of the field ... a top-quality product 


book. This diversified line means 
more sales, turnover, better profits. 





THE LINE PACKED WITH 
Sales PROMOTION! 


Ce 


i 
— » « ons 
a — 


~ _— 
*Y| Ses = | 


6 


HERCULES products are sales- 
powered with an efficient, aggressive 
advertising and promotion program 
. . « keyed to the tempo of today’s 
market ... pre-selling your customers! 


ERCOLE | 


ALL-PURPOSE 
SAFES 


Model XXC 


List Price 


$43 


Furnace-Tested 
Certified 


ONE HOUR 


SMNA LABEL 


or every pocket- 








This rugged unit incorporates a circular tongue-and- 
groove door-joint for positive heat seal. Electric- 
welded double steel walls. Thermo-Cel insulation. 
Three-tumbler combination lock connected with 
heavy locking bolt. Fixed studheads on hinge side. 
Modern grey or green finish. Weight: 125 pounds. 


ERCULE 


WALL SAFES 


Model WS 9IITA 
List Price 


$3350 


Furnace-Tested 





Certified 

ONE HOUR 

SMNA LABEL 

A proven sales-getter is this Model WS 911B 
modernly designed unit of List Price 


heavy gauge steel plates, elec- 
trically welded. Thermo-Cel 50 
insulated. Three-tumbler com- $3650 
bination lock controls twin 
operating bolts. Easily installed flush to wall for 
simple concealment. Maroon flox lined. Weight: WS 
911A 47 pounds. WS 911B 55 pounds. 

Write TODAY for Your FREE Copy of 


“TEN TESTED WAYS TO SELL MORE HERCULES PRODUCTS” 


MEILINK STEEL SAFE CO. 
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TOLEDO 6, OHIO 
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100 STORES SURVEYED: 
MANY FAULTS FOUND 


HAT IT IS HIGH time for retailers to improve 

merchandising efficiency, courtesy on the part of 
salespeople and business methods has been revealed by 
an exhaustive survey of 100 retail stores which was 
carried out in Boston, Mass., by a prominent public 
relations and business-analysis firm. 

Years of the seller’s market have created bad habits 
in most stores—the survey pointed out—including an 
apathetic attitude toward customers which tends to 
nettle the prospective buyer, poor housekeeping and 
improper use of advertising. 

Worse yet, the survey definitely shows, case-hard- 
ened retail salespeople, long accustomed to disappoint- 
ing their customers, are actually making enemies 
rather than friends. “Four out of every ten retail 
salesmen are channeling the customer away from 
their own stores to competitors,” it was summed up. 


Survey 100 Stores at Random 


The survey was made of 100 stores chosen at ran- 
dom from the telephone directory, and covered all 
levels of business districts and residential areas. Each 


store was checked on approximately 20 points, and | 
“graded” according to how closely it met standards | 


set by the investigating group. 

Most glaring drawback, it was found, was “poor 
housekeeping’’—stores poorly arranged, dirty, insuffi- 
ciently staffed, badly lighted, and uncomfortable. 
Salespeople, on the other hand, it was determined, are 


generally courteous and helpful, but the old, skillful | 


salesmanship of pre-war days is noticeably lacking. 


Some of the results of the survey were astonishing. | 


For example, from 100 stores it was found that 17 
store fronts were dirty, eight in need of repair, 16 had 
window displays which could not be seen from some 
distance away, 28 store interiors had a sprawling, un- 
tidy arrangement, 19 stores had poor lighting, another 
19 stores had dusty and poorly-arranged merchandise 
on view, and 26 stores gave a quick impression tending 
to make the customer want to go elsewhere. 
Investigators reported that 45 window displays were 
useless because they did not attract the eye, 23 were 
poorly lighted and 24 were devoted too much to one 
subject. Some 52 interior displays were unattractive 
and ineffective, 67 interior advertisements were placed 
where few customers could see them, 57 stores had 
crammed merchandise into tight space which made it 





difficult to show it off well, and 43 were so congested | 


and crowded that the customer could not find desir- 
able merchandise by himself or herself. 


Salespeople Often Apathetic 


| @ Conveniently located work 


On the personnel side, the survey showed that 49 | 
of 100 salespeople questioned were apathetic in sales 


approach, 39 showed a positive lack of interest in 
their own product, 43 made no attempt to find 
whether the customer would return again to purchase, 
and 34 failed to register the customer’s name for pos- 
sible telephone notification or “future delivery.” 

Posing as “prospects,” the analysis firm’s inspectors 
reported that few salespeople went into rich detail 
over their merchandise. Around 57 gave no demon- 
stration of the products, 77 failed to present manu- 
facturer’s literature, 38 gave the customer plenty of 
indication that they knew little about the product 
themselves, and 22 actually “apologized for their mer- 
chandise.” Off-brands, shortages, and insufficient 
staffs, of course, contributed to this. 

On the credit side of the ledger the survey indi- 
cated that salespeople were uniformly aware that bet- 
ter methods were needed. They were almost 100 per 
cent courteous, 89 were friendly without being fa- 
miliar, 96 used no “high pressure,” 85 approached the 
customer immediately upon entering the store, 92 
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Every time a Van Riper Business Ma- 
chine Stand is sold, it becomes a very 
active member of your Sales Force. 


Dealers throughout the country have 
received orders resulting directly from 
potential users who have seen this NEW, 
IMPROVED Business Machine Stand in 


use. 


There is no secret, no magic formula... 
only a well constructed, well designed, 
reasonably priced stand that fills a very 
important need in today's office. 


@ Proper working height e Large working surfaces 


e Ample leg room 
trays e Tubular steel vibration- 


@ Non-glare VIBREX Top free construction 


Panels 


Skid-proof feet 


Put These EXCLUSIVE SALESMEN To Work 
FOR YOU 


4 MODELS AVAILABLE 


4 Models Available to Accommodate All Types of Electric and 
Manually Operated Business Machines 


For further details Write or Wire 
Dept. B 


THE MARK VAN RIPER COMPANY 


28309 Arsenal Rd. 


FLAT ROCK (Wayne County) MICH. 
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A 
standard 
keyboard chart 


its 
simplified < 
practical a a 


5@@ NEW, QUICK, EASY 
TYPING COURSE 
(touch method) 
FOR BEGINNER—BRUSHUP—EXPERT 


A WORKBOOK of practice sheets (8!/ox11"} in goldenrod 
cover in two colors. Complete with instructions—Exercises— 


Speed Tests. Law—Medical—Aviation Business Terms. Spell- 
ing Aids—Tabulating—Letters. 


LIST $1.25 each 


(price on cover) 


Subject to regular discounts on | doz. order. 
Special discounts on 3 and 5 doz. lots. 
Terms—5°/,, 10 days; shipment prepaid. 


No store complete without this book 


OFFICE MACHINE MEN sell a CRIM typing course with every 
typewriter rental-sale. Some stores are selling 50 doz. a year. 
Every Book Store and Office Supply Dealer should have this 
book on sale. Samples if desired. 


COMPANION BOOK (Same price and discounts) 
CRIM’S E-Z SPEEDY SHORTHAND 


Learn at home in 10 lessons 
10 hours—1!0 days 


E. D. CRIM PUBLICATIONS 


4271 Leimert St. Los Angeles 43, Calif. 
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gave the customer a cheery greeting, and 87 presented 
a neat “pre-war appearance.” 


Sales Interest Often Dulled 


One of the worst elements of war-inspired shortages 
is the fact that it dulls the salesman’s interest in his 
own product, according to the survey. Of some 60 
specialtymen who were asked for an item which could 
not be immediately delivered, 24 suddenly lost interest 
when the customer mentioned it, 39 failed to give any 
information about when the item would be available, 
and 36 merely “dropped the matter.” 

While there has been’a general trend to establish 
more attractive stores, and remodeling is on the in- 
crease all over the city, it is apparent that most re- 
tailers are years behind in store presentation, accord- 
ing to the survey. Of the 100 stores surveyed, only 
three were brand-new organizations, 80 were from 
one to ten years old, and the remaining 17 were long- 
established firms.—RAL. 








CARBON PAPERS INKED RIBBONS 


do DUPLICATING SUPPLIES 
~~ 


CODO BOOTH ATTRACTS—A booth and demonstration by 
the Codo Manufacturing Co. attracted intense interest at 
the recent Pittsburgh Business Show. The scene herewith 
is typical of the interest shown during the show. Paul 
Speck, assistant manager of the Pittsburgh office of Codo, 
is explaining the advantages of the Codo style master unit. 
At his right is Glenn Lauderbaugh of the Pittsburgh office. 


——~_— > —___ 


MAVERICK-CLARKE TAKES OVER NEW LOCATION 


Maverick-Clarke, “The Office Man’s Department 
Store Since 1874,” Corpus Christi, Tex., announced 
October 19 that the firm had moved into new quarters 
at 216 Mesquite (formerly the Ford Building). In 
making the announcement, the firm stated, “Because 
of this extremely fortunate solution to our housing 
problem, we will be able to extend better service to 
our customers. 

“In our new location at 216 Mesquite, we will be able 
to display attractively our extensive lines of nationally- 
known office accessories and office supplies, such as 
Art Metal steel office furniture and equipment, Do 
More posture chairs, Hoosier desks, Postindex visible 
record equipment, Wabash filing methods, Ditto dupli- 
cating machines, Ediphone dictating machines, dis- 
criminating executive suites ... and 15,000 items for 
every office need. 

“As our business grows we constantly strive to im- 
prove the quality and value of our products and main- 
tain the integrity of an old and honored name.”—EEG. 
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“y Drop a strip of ordinary staples! Then drop a strip of 
_ iF MERCURY Staples! Hear the difference! 
-=—S The ordinary staples fall with a dull thud, gummed to- 






adhesives. 
















The Perfect Combination 


For stapling perfection, use 
MERCURY Staples with 
MERCURY Staplers, the only 
Stapler with ‘‘Double-end”’ open 


gether with heavy, action-retarding, jam-inducing 


The MERCURY Staples spring apart 
with a crisp, clear “ping,” ready for 
instant action. Not held together by 
loggy adhesives, precision-made of 
highest-grade cadmium steel, 
MERCURY Staples slide down the 
channel with lightning speed, to pen- 
etrate at the very touch of the stapler 
head — for “‘first-try” efficiency. 


FITS EVERY STANDARD STAPLER... 


Mercury Staples do the job right the 
FIRST TIME — in every standard 
stapler. 


channel, making possible in- & 
stantaneous correction of faulty folate) § feh a= 


stapling technique. 


wire products company 
145 SPRING ST.,NEW YORK 12, N. Y. 
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No. 110 
Natural Finish 
Metal Bindings— 
Olive Green 
Dimensions: Width—13%” 
Depth—24” Height—12” 


A revolutionary advance in fabrication. The 


first of its kind in development. The 





WOLCOTT all purposetransfer file that ‘will 










endure through the years,’’ built of steel and 


masonite to satisfy the most rigid require- 


ments. Sold on a money back guarantee. 


a SIRS Ne 





The WOLCOTT all purpose transfer file was 
tested as above with 200 Ibs. of pressure and 
after 24 hours the drawers opened and closed 
easily. Competitive brands subject to even less 
pressure showed a decided sag and strain. 





WOLCOTT STEEL PRODUCTS Inc., 739 East New York Ave., B’klyn 3, New York 
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NEWS NOTES FROM MARITIME PROVINCES 





W. J. McNulty, Correspondent 





Resident sales and service facilities have been estab- 
lished at Fredericton, N. B., by Remington Rand, Inc., 
for typewriters, adding machines, and printing calcu- 
lators, and office supplies in general. Street floor show 
and work space has been acquired in the center of 
Fredericton’s business section, for the new branch, 
which will cater to central New Brunswick. 

* * “ 

Baldwin-Marshall, Ltd., Halifax, N. S. and St. John, 
N. B., has been featuring Mimeograph duplicators, 
with demonstrations in offices as well as at the Bald- 
win-Marshall showrooms. Special attention is paid 
to machines for churches, schools and colleges. 

* * - 

H. Parker Allen, Yarmouth, N. S., has an unusual 
side line to the sales and servicing of office appliances 
and cash registers. It embraces the repairing and 
selling of talking machines and bicycles. Office ma- 
chines are also available on rental. A specialty is made 
of buying used typewriters, adding machines, duplica- 
tors, check protectors, cash registers, filing systems, 
phonographs and bicycles, reconditioning and re-sell- 
ing them. 

~ o * 

When the New Brunswick Association of Royal 
Canadian Army Service Corps officers was recently or- 
ganized, Maj. Veron C. Cooper of St. John was named 
the first president. He had been active in the organ- 
izing work. He was long an executive of office appli- 
ance firms prior to the first war. The first meeting 
of the new association was made possible by the co- 
operation of Garfield H. Stevens, lieutenant-colonel 
in command of the New Brunswick Scottish Regi- 
ment, St. John, and district manager for the Gestetner 
Company. 

* 7 a 

W. J. MacDonald, St. John’s, Newfoundland, is cov- 
ering Newfoundland from his base at St. Johns, in be- 
half of Royal typewriters, standard and portable. Gen- 
eral servicing of all makes of office appliances is also 
offered, and reconditioning and selling of used ma- 
chines, chiefly typewriters and adding machines. 

* * * 

H. H. Young, Fredericton, N. B., a dealer and servicer 
of office appliances, is also selling typewriter and 
adding machine ribbons, carbon, stapling machines, 
tackers, staples, card index cabinets in wood and steel, 
single and double drawers. 

* * s 

When Steve Rodovitch and Lloyd Myrer of Dart- 
mouth, N. S., were accused in county court of stealing 
two typewriters from a Canadian air force station at 
Eastern Passage, N. S., near Dartmouth, they impli- 
cated Duncan MacDonald. They claimed MacDonald 
was with them when they went to the station one 
night and he came out of a building with the two 
typewriters which were sold at a second hand shop. 
It was disclosed at the court hearing that MacDonald 
had already pleaded guilty to another charge of type- 
writer stealing and was released on suspended sen- 
tence. Being now without the court jurisdiction, 
Rodowich and Myrer also face a second typewriter 
theft charge, and involving the air force base. The 
latter has been a target for considerable office ma- 
chine stealing during the past two years. 

- + oa 

Colpitts Company, Mioncton, N. B., has an office 
furniture department located a short distance from 
their Main St. office supply and appliance showroom. 
Featured position is given to executive flat top desks of 
oak, walnut and mahogany and priced at from $110 
to $324. Everything that could be used in an office or 
warehouse is offered by Colpitts firm, one of the sen- 
iors in the office supply trade in the Maritime 
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Only Atlas Offers a Complete 
Line of Stencil File Cabinets! 








New 
Twin-DeLuxe 
for 
1000 Stencils 






ABOVE: Atlas hanger with index tab attached. 





@ Stencils HANG vertically (two on each hanger) FREE from damage 
by folding, creasing, wrinkling, or sticking. Paper separators not 
required. 


@ Duplicator plates, or masters (one on each hanger) are assured 
of PROTECTION against scratching or careless handling. 


@ Stencils or plates are quickly located. ATLAS two-inch open 
window type index tabs provide a VISIBLE INDEX. 


NEW STEEL CABINET 
r a ae 














| 
A new storage cabinet manufactured of heavy gage steel with 
reinforced top, doors and shelf. It can be used as a convenient 
table for operating any type of duplicating machine and as a storage 
unit for duplicating supplies. it also serves as a useful storage 
cabinet for office or factory supplies. 

Dimensions are 30'' x 18'' and 30" high, equipped with handle with 
lock. Inside dimensions 30'' x !8'' x 27''—one shelf. 


ATLAS STENCIL FILES COMPANY 
1458 Hayden Ave. Cleveland 12, Ohio 
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qt STO BOOSTS 


NATIONAL ADVERTISING 
AGAIN FOR ’48!... 


NOW LISTO ADS REACH OVER 
54 MILLION READERS... 
SELLING AMERICA’S GREATEST 
MARKING AND MULTI-USE 
PENCIL FOR YOU... 


LOOK AT THESE FACTS FOR PROFITS ON 
THE PENCIL THAT WRITES ON EVERYTHING! 


Listo is America’s fastest selling mecha- 
nical marking pencil. Its fast turnover 
makes greater net profits. 
Listo pencils are used in almost every 
kind of werk. in the shop, in the office, 
and in the home... anot er reason why 
Listo is a fast seller and great net profit 
maker. 

3) Bigger, stronger selling ads in national 












magazines, including bigger ads in the Extre 
Saturday yor ‘ost, pre-sells your Heavy 
customers to make fast turnover and leads 
greater net profits. That Don’t 

Q Listo leads are a constant source of ready Break in 
profits too. They make a strong, clear 6 Colors 
mark on any surface. BLACK 
Feature the new Listo Display Card for quick, easy sales Rn 
YELLOW 

LISTO PENCIL CORPORATION RED BLUE 





Alameda, Calif. Since 1921 





MARKING 
PENCIL 
sno lps 


LIST 
























ORIGINATORS OF 


Homogenized. Inks 


CANODE TAKES, 1 
ANOTHER STEP 
FORWARD 
* 

NO OIL 
SEPARATION 
HIGHEST QUALITY 


FOR 45 YEARS THE 
LEADERS IN THE 
MANUFACTURE 
OF DUPLICATING 
INKS 


@ 

TRY THIS NEWLY 
PROCESSED 
CANODE 

HOMOGENIZED 

DUPLICATING INK 


“The best ink is the cheapest ink” 


INK SPECIALTIES €0., INC. 


519 N. HALSTED ST., CHICAGO 22, ILL. 


DUPLICATING 


BLACK 
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Provinces. Attention is given to both retail and whole- 
sale sales, and specializing in supplying offict and dis- 
tribution needs for factories and warehouses of all 
kinds through the Atlantic Provinces, also schools, 
colleges and churches. 


ee 


STOCKING WHAT CUSTOMER DEMANDS PAYS AT 
GRAPHO SHOP OF BIG RAPIDS, MICH. 


George Hoadley, owner of the Grapho Shop, office 
appliances firm of Big Rapids, Mich., asserts that 
“stocking what the customer orders and needs is what 
brings them in.” Mr. Hoadley did the best he could 
during the war, like other dealers, to keep his cus- 
tomers satisfied. Today, he can not get new appli- 
ances out to these customers fast enough. Some of 
them have had orders in for new office furniture and 
typewriters, adding machines and other office necessi- 





THE GRAPHO SHOP—A customer buys his wife a box of 
stationery at the Grapho Shop, Big Rapids, Mich. George 
Hoadley, the owner, is behind the counter. 


ties, for more than two years. They were willing to 
wait then, for Mr. Hoadley repaired and teased their 
old equipment into running order. This service, which 
at first was not part of the business, was instituted as 
a war measure but has proven so profitable that minor 
repairs will be made by the firm from now on. 

Community service is another feature of the Grapho 
Shop. The firm was founded in 1919 by Mr. & Mrs. 
Kinsley, who added a print shop for printing feed 
dealers cards, school programs and organization pro- 
grams and announcements in the city. The new owner 
planned to discontinue this feature but soon found 
that it was a very profitable sideline which brought 
business into the store which otherwise would not be 
secured. Mr. Hoadley retained Mrs. Kinsley, after he 
bought the business at the death of her husband, and 
placed her in charge of the printing department. 

A direct volume of business which can be traced to 
the printing department is that in school text books 
and school supplies. 

George Hoadley is waiting for the day when office 
furniture, typewriters, adding machines, filing cabinets 
and other office appliances will be available to fill 
the space now given over to greeting cards and sta- 
tionery. Office filing folders, typewriter paper and sec- 
ond sheets will continue, however, to be fast moving 
items. 

“Business expansion in many lines,’ says Mr. Hoad- 
ley, “has doubled our business. We carry a full line 
of both wood and steel files from the one-drawer to 
the five-drawer and card index boxes and files, but 
we can not keep a one in stock. Most of the cus- 
tomers would be willing to pick them up at the depot.” 
Mr. Hoadley attributes all this to co-operation with 
the customer and stocking many items, which are not 
normally carried by an office appliance store. This is 
necessary in the smaller towns, he said.—TEE 
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: on Your 1948 Calendar 
f 

40th New York 

: National Business Show 
Grand Central Palace 

| AMERICA’S EFFICIENCY October 25 to 30 

* | EXPOSITION 

, 

NATIONAL BUSINESS SHOW COMPANY, INC. 
; 30 VESEY STREET, NEW YORK 7, N. Y. 


Frank E. Tupper, President WOrth 4-8150 
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QUEEN QUALITY 
HECTOGRAPH 
“That’s the SPIRIT”! 





"9 





er QUEEN Spirit Carbon gives quality 
performance that makes enthusiastic 
customers. It goes a long way to 
build profits. Once you suggest it. 
they'll always request it. 










There is also a complete 
line of Queen Quality 
Hectograph and Master 
Units (plain or printed), 
the finest made. 





When your customers ask for 
hectograph, Spirit, Gelatin or Master Units, suggest Queen Quality. Watch 
how quickly first users become enthusiastic customers. Time after time, they 
get superior performance—vivid, clean, crystal clear copies down to the 
last sheet. Time after time their enthusiasm for Queen Hectograph will turn 
into clear profits for you. 
Since 1921, Queen has been supplying the trade with a complete line of inked ribbons and carbon papers. 


Write today for your exclusive QUEEN dealership available in your city. 


Factories: Brooklyn, N. Y. * Chicago, Ill. 





QUEEN RIBBON & CARBON CO.,. Inc. 


EXECUTIVE OFFICES 


742-760 WYTHE AVENUE. BROOKLYN 11. N. Y. 
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CANADIAN NEWS NOTES 





S. J. Luddington, Correspondent 





Mid-West Paper Sales, Ltd., 317 Elgin Ave., Winnipeg, 
Man., has purchased a site on the south side Ross 
Ave., between Princess and Ellen Sts., Winnipeg. Con- 
struction of a commercial building is planned by the 
owner. 


* x * 


National Paper Goods, Ltd., 144 Queen St. N., Hamil- 
ton, Ont., is planning to erect a one-story addition 
to its plant at that address. Cost of the new unit is 
estimated at approximately $125,000. 

Hinde & Dauche Paper Company of Canada, Ltd., 
48 Hanna Ave., Toronto, has awarded the contract for 
the erection of a one-story branch plant on a 10-acre 
site on Richmond St., in the city of Chatham, Ont. 
The plant which will cost at least $1,000,000, will be 
of brick construction. 

Plans for the reorganization of the St. Lawrence 
Corporation, Ltd. and St. Lawrence Paper Mills Com- 
pany, Ltd., have been announced from Montreal. One 
plan deals with St. Lawrence Corporation, Ltd., which 
controls St. Lawrence Paper Mills Company, Ltd., and 
Brompton Pulp & Paper Company, Ltd., while the 
other deals with St. Lawrence Paper Mills Company, 
which controls Lake St. John Power & Paper Com- 
pany, Ltd. 

Ofrex, Ltd., a British firm specializing in the pro- 
duction of patent office equipment, has opened a 
branch plant in Canada under the name of Ofrex 
(Canada) Ltd., with Toronto as its location. It is 
planned to open other units in Montreal, Vancouver 
and Winnipeg during 1948. 


* * x 


Hilma C. Anderson, chief accountant, secretary and 
director of the Hudson Paper Company, Winnipeg, 
Man., for a lengthy period, has resigned. Miss Ander- 
son started with the firm when it was first estab- 
lished by D. H. Hudson. She was the sole accountant 
whereas today there is a staff of 20 accountants. Miss 
Anderson will continue with the company in a con- 
sulting capacity as a director and will also be secre- 
tary of the board of directors. 

D. D. Horne, assistant general manager for the past 
23 years, is also retiring but will continue as a member 
of the board of directors. David Duncan, former gen- 
eral sales manager, will be successor to Mr. Horne 
as assistant general manager. Mr. Duncan started 
his career with the Hudson Paper in 1934 in the 
Edmonton, Alberta, branch. He was appointed head 
of this branch in 1937 and in 1944 was transferred 
to Winnipeg and appointed sales manager. 

Douglas C. McIntyre has been appointed to succeed 
Miss Anderson as chief accountant for the Hudson 
Paper Company. He started his career as accountant 
with the treasury branch of the Province of Alberta 
and in 1942 joined the Canadian Boxes at Vancouver, 
a subsidiary of the Hudson Paper Company. 

Charles C. Cloutier, manager Hudson Paper Com- 
pany, Fort William, Ont., is now vice-president of the 
Port Arthur-Fort William Kiwanis Club. 


* - x 


Howard R. Anderson, Washington, Ont., recently 
purchased the Grigg Stationery Store, Exeter, Ont. 
This is one of the oldest office and general stationery 
stores in Western Ontario. 

+ * - 

Hobson’s Stationery recently opened for business in 
Nanaimo, B. C. The firm is carrying a heavy and well 
diversified stock of office as well as general stationery. 

* o ” 

Mackenzie & Company, Simcoe, Ont., recently moved 

its retail stationery and office supplies and equipment 
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ALL METAL 


COSTUMERS 


® Grey Iron Base 





approximate weight 
25 Ibs. 


@ 2” Tube 


@ Cold Finished 
Steel Bars and 
Hooks 


MODEL 45 
IMMEDIATE 
DELIVERY 
Available in Bronze, All 
Chrome or Chrome bars, 
hook and tube with either 
black or silver satin 


painted base. 


THE KEN-RO-BIL corp. 


VAN BUREN, OHIO 











Your customers want it! 
They need it now to 


PREPARE TAX RETURNS 


It sells — and we do mean sells 


for only sd al 

















SELLS. ON SIGHT 


You'll find. your customers just can't leave it alone! 
That’s why we're so often told that the Lightning ‘“‘sells 
itself.’’ This Desk Model Portable adds and subtracts as 
easily as dialing a telephone. No training is necessary 
to use if or demonstrate it. Built to take constant use, ag 
it's every inch a man's machine ... and fully gvaran- 
teed for one year. Write for details including a life 
size color photo of the Lightning Adding Machine. 
IMMEDIATE DELIVERY— Write for Price List | : 
Lightning Adding Machine Co., Dept. 414 


543 S. Spring St., Los Angeles 13, Calif. 
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PROFITS WITH 


SIGNALS and MAPTACKS 


GEORGE B. GRAFF CO 
CAMBRIDGE 40, MASS 











The 
Ideal Typewriter 


Support 









Sharp eyes, nimble fingers and 
clear brains are essential to con- 

stant speed and accuracy in business 
service. KARLO, the Ideal typewriter 
support, is unique in this service. No 
other Stand is so rigid, so free from 
wobble and vibration—no other so easily 
moved or adjusted—no other so nearly 
indestructible. “Proven high- 
ly satisfactory,” says one user, 
“Most indispensible piece of 
furniture in the office,” says 
another. “Most practical stand 
on the market,” etc. Typists 
prefer it because they can do 
more work with less fatigue 
by having their typewriters at just the right height. Their 
increased output and greater accuracy soon pay the cost. 


—@ MODEL No. 1 
METAL 
WITH wooD 
» TOP 
ADJUSTABLE 
FROM 
26 TO 38 
INCHES 





Patent 
“D90848" 


DEALERS: Every business furniture display should include 
this business producer. Write for information and prices. 


MANUFACTURING 
COMPANY 


nia Ave., SW., GRAND RAPIDS, MICH 
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store from Wellington Heights in that town to the 
downtown business section, 126 Robinson St. In the 
new location a much larger and more diversified stock 
of commercial stationery, office supplies, office furni- 
ture and equipment is being carried. The proprietor, 
C. C. Mackenzie opened business in Simcoe about a 
year ago, moving to that town from Toronto where 
he previously was in the stationery and office supply 
business. Mr. Mackenzie served four years with the 
Naval Department of National Defense as assistant 
director in the Works and Building Branch. 

Officers of the Stationers’ Guild Club of Toronto 
were recently elected as follows: Frank Shea, Peerless 
Carbon & Ribbon, Ltd., chairman; Ivan Card, Viceroy 
Rubber Company, sub-chairman; Rose Imrie, Eagle 
Pencil Company, program chairman; George Wilson, 
F. W. Barrett Company, treasurer; Betty Price, Brown 
Brothers, assistant treasurer; Gordon Anderson, North- 
ern Miner, secretary; V. Balfour, D. A. Balfour Com- 
pany, Ltd., publicity chairman; Jim O’Neill, Brown & 
Collett, membership chairman; and Bill Glendinning, 
Acme Carbon & Ribbon Company, fellowship chair- 
man. Other members of the executive committee are 
Jim Sims, Underwood, Ltd., and George Chisholm, 
Dennison Manufacturing Company. 


* * * 


Mill Paper Stock, Ltd., 162 Ferguson Ave. N., Hamil- 
ton, Ont., is erecting a one-story addition to its ware- 
house at the same address. 


* * ¥ 


George Matthison, 23, a valued employee of the 
Barber-Ellis Company, manufacturing — stationers, 
Brantford, Ont., recently suffered the loss of his left 
arm. The amputation followed an accident in which 
the arm was badly crushed in a heavy printing press 
which he was operating in the plant. Mr. Matthison, 
a veteran of the Roya] Canadian Air Force, was em- 
ployed by Barber-Ellis, Ltd., before he enlisted for war 
service and returned to his job there in June of 
this year. 

— =o —__ 


COLUMBUS FIRM STARTS LETTER SERVICE 


A streamlined letter service that automatically pro- 
duces personalized typewritten letters, with names, 
addresses, prices, dates and many other insertions 
made as the letter is being written, was inaugurated 
December 1 by the General Office Equipment Com- 
pany, 70 S. Fourth St., Columbus, Ohio. 

Jack Dorsey, Jr., is directing this division. He is 
vice-president of the firm which was founded 12 years 
ago by his father. 

Although the final letter is an exact replica of a 
personally-typed letter, the production is on a volume 
basis by means of a battery of automatic typewriters 
that roll out letters at a speed claimed to be three 
times as fast as that of extremely speedy typists. 

The R. L. Polk Company, Detroit, Mich., installed 
100 of the same machines after exhaustive reader tests. 

Columbus is declared to be one of 37 cities where 
the new service is now available to the small or large 
buyer of letters 

—_<- 
ROBBERS ENTER VAULT OF KANSAS CITY FIRM 


Robbers recently broke into a vault at the Gallup 
Map and Stationery Company, 1330 Walnut St., Kansas 
City, Mo., and made away with $327 in currency, $65 
in stamps and 61 checks totalling $900. Combinations 
on two safes were broken off, but the safes were not 
opened. The thieves apparently gained entrance to 
the stationery firm by climbing a rear telephone pole 
and then stepping onto the roof. Marks were found 
on the pole, indicating fcot spikes had been used, 
police said. A trapdoor on the roof was forced open 
and a penthouse entered, from which descent was 
made by ladder into the store. 


The two safes which did not yield to the thieves, Ne, 


contained valuable articles including gold pencil pens 
valued at $10,000 —GMH. 
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The exclusive BACK REST feature incorporated into our new line of office chairs 

means more seating comfort for office workers and more chair profits for our 
a dealers. Our newly styled line of chairs plus this great comfort feature makes 
aa an unbeatable sales team. Let your customers try it. . . they'll buy it. 


5 asper Chair 


ations 
JASPER, INDIANA 


‘e not 
ice to 
> pole 

REPRESENTATIVES: James S. Fowls, (Southern) S. H. MacDonald, (West) 
. 327 Sunset Drive, North 511 Orpheum Bldg. 
Geo. A. Litchfield, Sales Mgr. Se. Petesabuns, techie Seattle, Wash. 
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Lieves, 


: Fred Deutsch (Southwest) W. H. Brown, (Chicago-Midwest) R. J. Freeman, (Eastern) 
pens 


3525 Southwestern Blvd. 708 Glenwood Ave., Chicago 26 383 Madison Ave. 
Dallas 5, Texas (Phone ROgers Park 3644) New York, N. Y. 
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ALL PLASTIC UPHOLSTERY 


BEAUTIFUL, DURABLE for OFFICE FURNITURE 


LONG WEAR. 
Duran resists scuffing, fading, wear and damage by 


perspiration, grease, alcohol .. . will not chip or peel. 


VERSATILE BEAUTY. 
Lustrous colors, handsome grains for good taste on 
furniture, walls and panelling in any business or pro- 


fessional setting. 


EASY WASHABILITY. 
Readily cleaned with soap and water. On leading 
makes of office furniture, the Duran tag identifies 
genuine Duran all plastic—an exclusive Masland crea- 
tion. Look for it when selecting your furniture. 


na 


Photographs courtesy of Phoenix Chair Company, Sheboygan, Wisconsin. 


MASLAND DURALEATHER COMPANY, 3264-90 AMBER 
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NEWS NOTES FROM NSA DISTRICT NO. 8 





E. J. Mitchell, Correspondent 





Among the recent notable social events of interest 
to most of us was the wedding of Miss Gloria Frances 
Downs, only daughter of Mr. and Mrs. Fred Downs, 
Tulsa, Okla., and Malcolm Murray McCune, son of Mr. 
and Mrs. Faleolm L. McCune of Tulsa. The event 
occurred November 14 at the Boston Avenue Methodist 
Church in Tulsa before a large gathering of friends. 
and was followed with a large reception at Southern 
Hills Country Club. The bride’s father, as you may 
well Know, is president of the National Stationers 
Association. 

A very well attended convention-planning meeting 
was held in Wichita, Kans., on November 22 at the 
Allis Hotel upon the call of Governor E. J. Shelpman 
of Springfield, Mo., and Midwest Travelers President 
W. B. Bohart of Eberhard Faber Pencil Company. 
The morning was spent in formulating all plans for a 
successful convention with the discussions lead by the 
governor. The afternoon session was for the travelers 
under the leadership of Mr. Bohart. The following 
committee chairmen were appointed by the Governor: 

General chairman— Earl Scott, Bauman Office Equip- 
ment Company, Wichita. 

Reservations and hotel—H. E. “Chief” Moore, Gold- 
smith Book & Stationery Company, Wichita. 

Speakers and program—J. L. Wren, The House of 
Wren, Oklahoma City. 

Registration—Paul S. Baird, Geo. E. Baird & Son, 
Kansas City, Mo. 

Publicity and circulation—Frederick A. Reed, Latsch 
Bros., Inc., Lincoln, Nebr. 

Reception—Cecil Moses, Democrat Printing & Litho- 
graph Company, Little Rock, Ark. 

President Bohart appointed the following travelers 
committees: 

General chairman—Bill Pickering, Eberhard Faber 
Pencil Company. 

Entertainment—I. Voda, Wallace Pencil Company. 

House of Friendship—Art Pfister, Smead Manufac- 
turing Company. 

Reception—Walter Kane, National Blank Book Com- 
pany. 

Ladies’ entertainment—Roy Wood, Esterbrook Pen 
Company. 

A very great deal was accomplished by both dealer 
and traveler groups and much advice and aid was 
given by NSA President Fred Downs, who never fails 
to respond when needed. 

Those present in addition to Mr. Downs, Mr. Shelp- 
man and Mr. Bohart were: Earl Scott and Ralph 
Bauman, Bauman Office Equipment Company.; Lewis 
Shore, Duke Printing & Office Supply Company; 
“Chief” Moore, Goldsmith Book & Stationery Com- 
pany; Cuba White, Southwestern Stationery & Bank 
Supply; Lewis Ely, Western Lithograph Company; 
Scott Moss, Graham Paper Company, all of Wichita; 
Roy Moreland and Vaughan Williams, Schooley Print- 
ing & Stationery Company, Kansas City, Mo.; Cecil 
Moses, Democrat Printing & Lithographing Company, 
Little Rock; J. L. Wren, Jr., The House of Wren, Okla- 
homa City; L. B. Wilcox and Carlyle Harmon, Roberts 
Printing & Stationery Company, Hutchinson, Kans.; 
Ray Falk, Parker Pen Company; Ralph Maneval, 
A. W. Faber Pencil Company.; Dan MacDougall, Sta- 
tioners Loose Leaf Company, Geo. T. Wall, Art Metal 
Construction Company.; I. Voda, Wallace Pencil Com- 
pany.; your correspondent, and Bill Pickering of Eber- 
hard Faber Pencil Company. 

There will be another meeting of the region officers, 
travelers club officers and committee chairmen on 
March 6, 1948, at a place yet to be selected, in either 
Wichita or Kansas City. 

. 


. * 


Room reservations in Wichita for the April 16-17 


January, 1948 
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HANG-A-FILE. FOLDER 





2 Major Advantages 


m@ NO TAB BREAKAGE 
m@ NO DISCONNECTED HANGERS 


Louis H. Farber 


31 E. Congress St., WEB. 3217, Chicago 5, Illinois 











STEEL OFFICE EQUIPMENT 

















Cabinets—Wardrobes—Counter high cabinets 
—Combination Cabinets—Wardrobe and Stor- 
age Cabinets. 


Specialty items for office and industry. 


KEYSTONE STEEL EQuipMeNT Co. 








2608-28 SO. FRONT ST. + PHILA. 48, PA. 
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COLONIA The Newest and 
Best in a Com- 

plete Line of Spirit and Gelatin 
DUPLICATING SUPPLIES 








COLONIAL 
CARBON 


COMPANY 
a 
Trade Mark 
Spirit and Liquid and Cream 


Gelatin Carbons Cleansers 


Spirit Master Units Printing Inks 
Spirit Duplicating Writing and Stamp 
Fluid Pad Inks 


The most modern in equipment and chemical processes 
are combined to give you COLONIAL quality. Centrally 
located, we promise quick attention to your orders, prompt 
shipment. 


Serving the Wholesale and Dealer Trade Only. 
Private Brand Imprint Supplied. 
Write for samples and prices. 


COLONIAL CARBON COMPANY 


Manufacturers of Finer Dup’icating Materials 


5150 Church St., Skokie, Ill. * Telephone Skokie 4258 
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USED and SERVICEABLE 
OFFICE FURNITURE 


for Dealers and Retailers 


70,000 SQUARE FEET 
DEVOTED DISPLAY AND SERVICE 


DESKS: single pedestal, double pedestal, drop center 
flat tops, oak, walnut, mahogany—also limited quantity 
of steel desks. ; 

TABLES: 36 to 72 inch, detachable legs, walnut, oak— 
some steel tables. 

BOOKCASES. LETTER TRAYS. WASTE BASKETS. 
SWIVEL CHAIRS: some Bank of England available. 

FILE CABINETS: four drawer legal, letter, wood and steel, 
some full suspension; document file cabinets, card files. 
TORCHIERE LAMPS: 3 way switch—and other miscel- 
laneous office equipment of every type. 

We offer to the office furniture trade good, usable and 
serviceable equipment, ready for immediate sale; prices 
are right for resale at a good profit. Prices include crat- 
ing of small lots, f. o. b. Washington, D. C. 

NEW FOLDING CHAIRS: wood and steel—also tubular 
steel. TABLET ARM CHAIRS. 


IMMEDIATE SHIPMENT 


MANHATTAN 
OFFICE EQUIPMENT CO. 


MAURICE KRESSIN, General Mgr. 
639 New York Ave. N.W. Washington 1, D. C. 
Phone MEtropolitan 2043 
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convention are being taken very early and rooms are 
becoming scarce, so those planning to attend should 
make reservation without further delay. Address all 
requests to H. E. Moore, Goldsmith Book & Stationery 
Company, 116 S. Topeka Ave., Wichita, Kans. After 
all Allis Hotel rooms have been assigned, there will 
be ample space available at the Lassen and the Broad- 
view hotels, which are only a short distance from the 
Allis. Handling these reservations is a tough assign- 
ment and courteous co-operation with Chief Moore 
will make it easier for all concerned. 
* * * 

Gallup Map & Stationery Company, Kansas City, 
Mo., was visited again recently by robbers who broke 
open the office safe and took what cash was found 
as well as quite a bit of critical merchandise from 


the shelves. 


* * * 


P. R. McCollem Office Furniture Company, received 
quantities of fine publicity in the Kansas City papers 
during November due to their part in the furnishing 
of the new City National Bank of Kansas City. Further 
details appear elsewhere in this issue. 

If you have not yet met that most genial person 
known to his many friends as “Montbatten” Williams, 
you have a treat in store. “Montbatten” is one of the 
Schooley organization in Kansas City and is also secre- 
tary of NSA District No. 8. 

*” * ~ 

Your correspondent was the recipient of one of those 
late long-distance phone calls very recently, with Jack 
Ellis of F. S. Webster Company and Pete Masterson 
of ACCO Products Company, on the sending end. It 
came from somewhere near Portland, Ore., and was 
NOT a collect call ... but very important, as you may 
well realize. Jack’s wife, Esther, managed to slip in 
a few short greetings. Business must be good out that 
way or they might have AGAIN tried to get a collec. 
call through. 


* * 7 


We cannot help but mention the fine entertainment 
afforded the delegates to the November Wichita meet- 
ing previously referred to, when our host, Earl Scott, 
invited all present to dinner and dancing at the Crest 
View Country Club near Wichita on Saturday evening 
following the close of the meetings. It was a most 
enjoyable way to wind up a day of hard work, and 
was much appreciated by all present. 

* . * 


In best Winchell manner, orchids to Claude Myers, 
Jr., of Myers Office Furniture Company, Kansas City, 
Mo. Claude does not know that some of us learned 
of his recent very kind act, but it should not go with- 
out an expression from all of us. Claude recently, of 
his own volition and without a word to anyone, ordered 
a headstone placed at the grave of his and our de- 
parted friend, Charlie Hick, former Art Metal Con- 
struction Company representative in this territory. 
That is surely a gift from the heart. 

* 


* * 


Hugh Alexander, for the past several years station- 
ery manager and buyer at Skinner & Kennedy Sta- 
tionery Company, St. Louis, resigned January 1 to 
accept a similar position with W. H. Kistler Stationery 
Company, Denver, Colo. 


* 2. 6 


President W. B. Bohart of the Midwest Travelers 
Club conferred recently with the other club officers to 
discuss the resignation of Peter C. Masterson from the 
first vice-presidency, effective December 31. Pete, as 
you may know, has been transferred to the west coast 
by Acco Fastener Company. To fill that vacancy, the 
officers followed the club by-laws and elevated Izzy 
Voda from second to first vice-president and appointed 
Bill Pickering to the office of second vice-president. 
At the conclusion of the coming April convention, Mr. 
Voda will succeed to the presidency with Mr. Pickering 
moving to first vice-president and an election will be 
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YOU furnish 


the steel 





If you or your customers can supply us with 12 to 24 
gauge sheet steel, we will supply you pound for pound 
with any selection of Lyon standard products now in 
production. 





) Or, we will manufacture to your customer’s specifica- 
tions, in Lyon production run quantities, assemblies, 
sub-assemblies, or parts in gauges No. 8 and lighter up 
to No 30. 


N will make 


the product 


—AND YOU GET PROMPT DELIVERY 


LYON METAL PROOBOUCTS, (NCORPORATE D 


General Offices: 128 Monroe Avenue, Aurora, lilinois 
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Branches and Dealers in All Principal Cities 
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A PARTIAL LIST OF LYON PRODUCTS 


¢ Shelving ¢ Kitchen Cabinets eFiling Cabinets Storage Cabinets eConveyors Tool Stands ¢Flat Drawer Files 
e Lockers @ Display Equipment *Cabinet Benches ¢Bench Drawers eShop Boxes *Service Carts Tool Trays * Tool Boxes 
e Wood Working Benches ¢ Hanging Cabinets ¢ Folding Chairs © Work Benches ¢Bar Racks *¢Hopper Bins «© Desks « Sorting Files 


e Economy Locker Racks © Welding Benches «Drawing Tables *¢ Drawer Units @ Bin Units © Parts Cases * Stools elroning Tables 
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NATIONAL Orrice MANAGEMENT ASSOCIATION 
29th INTERNATIONAL CONFERENCE 


AND 


ANNUAL OFFICE EQUIPMENT EXPOSITION 


KIEL AUDITORIUM 
ST. LOUIS— MISSOURI 
MAY 23, 24, 25, 26, 1948 


W T A. C. Spangler, National Office Management Association 
k 12 East Chelten Avenue 


Philadelphia 44, Pa. 














the mark of quality 


Brief Cases of 
DOP pe Bil Ly Sun Fan Top Grain 


Cowhide 







A name that means the best in leather 
goods; brief cases, zipper envelopes, 
ring binders, catalog cases and brief | |) ff 


bags made of highest quality leather. 





Nationally advertised. | J a‘ = 
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CHARLES DOPPELT & CO. 


2024 S. WABASH AVE. CHICAGO 16, iLL. 


ee 


eed 


232 OFFICE APPLIANCES, January, 1948 























held at the annual meeting in Wichita to name a 
second vice-president to succeed Mr. Pickering. This 
is the first time for a long while that one of our 
southern members has held a club office. 

a * * 

Among those many loyal workers in District No. 8, 
we cannot pass without expressing the feelings of so 
many of the dealers of their sincere appreciation of 
the efforts of J. L. Wren, Jr., of Oklahoma City. “J. L.” 
is always ready to assist in every way any program 
for the aid and betterment of the association and 
region. Seldom has he missed any regional meetings 
or a national convention and has spent much of his 
time and money to further the success of both. We 
thank you much, J. L. 

7 +. * 

Another hard worker, of whom you will hear and 
see much of these next few months, is Earl Scott of 
Bauman Office Equipment Company, Wichita. It was 
Earl who came to the governor’s rescue when he was 
unable to get a Kansas City hotel to take the 1948 
convention due to the hotels overcrowded condition 
during April. Earl immediately called Wichita from 
the Kansas City meeting and arranged with the Allis 
Hotel to take care of us and then organized the 
Wichita dealers to handle the local arrangements. 
Earl has been a very active and loyal co-operator in 
region work for many years and his past experience 
in this work will be of great value to those attending 
the Wichita convention. 

a a * 

Word recently came through that the old war-horse 
of the Kansas City Stationers Association, Irving 
Shockley of Samuel Dodsworth Company, gave recent 
notice of his desire to resign from the presidency of 
his local association. Irv has held the leadership of 
that group since the passing of his and our grand old 
friend, Bill Reuter, but now feels that his undivided 
attention is needed at Dodsworth’s. Irv has been a 
fine leader and held the full co-operation and con- 
fidence of his local group and we hope he will con- 
tinue to offer them his good counsel. Irv is also 
treasurer of District No. 8, NSA. 

* ~ ” 

Those present at the November committee meeting 
at Wichita, Kans., were expressing their disappoint- 
ment that W. E. “Bill” Smith and H. J. “Herb” Walsh 
of Ace Fastener Corporation, were unable to be pres- 
ent. Word had been received that they were on a 
business trip through the South and were headed for 
that meeting, but we learned they were detained. 
Sorry! 

* * * 

REMEMBER to send your hotel reservations, imme- 
diately, for the April 16-17 convention to H. E. Moore, 
Goldsmith Book & Stationery Company, 116 S. Topeka 
Ave., Wichita, Kans., and he will acknowledge them 
with assignment to the best rooms then available. 
Your prompt co-operation will be appreciated by the 
Wichita committees. 

— o> 


EMBARGO PROTESTED BY CANADIAN GROUP 


A considerable number of Canadian workers, includ- 
ing a proportion of war veterans, will be thrown out 
of work if the Dominion Government persists with its 
embargo on the importation of office machines, a 
delegation of the Canadian Office Machine Dealers’ 
Association told Mayor Camilien Houde of Montreal 
recently while on their way to Ottawa to interview 
members of the government on this subject. 

The embargo, they pointed out, is not only on 
importations payable in United States funds, but all 
importations, no matter where from.—RC. 

—_————___—_ o-oo 


ELMIRA, N. Y., FIRM TAKES NEW LOCATION 


Hazelton’s, operators of an office appliance firm in 
Elmira, N. Y., has moved to a new location at Main 
and Second Sts.—GET. 
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END ALL “WRAPS” PROBLEMS 


Valet Costumers and Racks 
keep clothing “in press”, 
aired on spaced hangers, 
and hats on ventilated 
shelves. Save floor space— 
accommodate 3 persons per 
sq. ft. Fit in anywhere. Life- 
time welded construction. 

Where lockers are needed 
for lunches, tools, aprons, 
etc., use PETERSON Locker 
Racks. 5 ft. x 15 in. unit 
provides I2 persons with 
hangers, hat spaces and in- 
dividual 12 in. x 12 in. x 
15 in. lock boxes. These 
combination units are widely 
used to double capacity of, 
or eliminate, locker rooms. 





Write 
for 
Bulletin 
H-13 





VOGEL-PETERSON CO. 


“The Coat Rack People” 


624 South Michigan Ave. Chicago 5, U. S. A. 





() COCKTAIL SMOKER #22 


Has /4!/,"' top serving as table and 
catch for ashes and butts. Height 
26''; roomy 18" ash tube. Base 10" 
(solid steel | pc.); finish: plated 
chrome or English highlighted 
bronze. Packed individually. 


SMOKER #20 [) 


Smart and durable. Big 
18"' ash compartment tube 
requires less emptying. 
Height 26"; plunger aids 
quick disposal; tray 10!/2"’; 
base 10"' (solid steel | pc); 
finish: plated chrome of 
English highlighted bronze 
Packed individually. 





Stands for every pur- 
pose in chromium or 
bronze plating. Litera- 
ture on request 
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The New Automatic 
ROTOSPEED DUPLICATOR 


Model "'C”’ 





COMPARE THESE FEATURES 


@® ECONOMICAL—For over 35 years, the least ex- 
pensive method of beautifully reproducing typewrit- 
ing, handwriting, drawings or ruled forms. ®@ EASY 
TO USE—Automatically feeds post cards or paper 
up to 9x 16 in. Automatic roll release. @ FAST—Each 
turn of handle produces a perfect copy. ®@ SMART 
DESIGN—Chrome and wrinkle enamel finish, all 
metal construction, and long-wearing brass bearings. 


ATTENTION DEALERS—A few profitable territories are still 
open for ROTOSPEED. Write for full information today. 






THE DAYTON TYPEWRITER COMPANY oy 
. Thad it IP 
516 Wayne Ave Dayton 10, Ohio (ice 8 








“FAVORITE” 


STEEL SEALED EXPANDING ENVELOPES 





78 years 


Yes, seventy-eight years making expanding 
envelopes for sale in leading stationery 
stores. An outstanding record such as this 
is your guarantee of good salable mer- 
chandise that is readily sold whenever and 
wherever offered for sale. 


THE COOKE & COBB COMPANY 


Origina tors of f xpu nding Specialties 





4116 FIRST AVE. BROOKLYN 32, N. Y. 
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ROTOSPEED J 
Also a Complete Line of Tags made by The Horstman Printing Co. “SSS "hj 





TEXAS TRAVELERS CLUB NOTES 





Virginia Leonard, Correspondent 





Along the grapevine we hear that Russell C. Hill, 
president of Maverick-Clarke Company, can claim all 
honors for the 1947 deer season. While hunting on his 


_ lower county lease below Pearsall, Tex., he shot an 


18-point buck. 
> * * 

The Baker Company of Lubbock recently opened 
the Baker Office Equipment Company at 415 W. Texas 
in Midland, Tex. This now gives the Baker Company 
three stores serving West Texas with six men on the 
road. B. A. Barton is manager of the new Midland 


store. aca Was 


Harry Waldron, vice-president of W. A. Sheaffer Pen 
Company, spent the latter part of November in San 
Angelo, Tex., visiting his daughter and getting in on 
the deer and turkey hunts. He also visited the trade 
in that area. aay 

After the first of the year the J. C. Bair Company of 


Austin will begin an extensive remodeling and enlarg- 
ing program. They are taking over the entire second 


| floor of the building at 103 E. Ninth, thus acquiring 


5700 square feet for a complete office furniture de- 
partment with both steel and wood desks and files and 
a safe department. The furniture department will be 
arranged for seven separate set-ups for office displays. 
On the first floor 25 per cent more sales floor space will 
be acquired and the printing department is being 
enlarged. Bob Tobin, who comes from a family of 
printers (being the son of the founder of Tobbins, 
the pioneer printing company of Texas) is now head 
of the commercial and social stationery printing de- 
partment at J. C. Bair Company. For 30 years, Mr. 
Tobin was associated with his father and for a number 
of years was with A. C. Baldwin & Sons of Austin. 
J. C. Bair Company has just acquired a new fireproof 
model warehouse at the rear of 912 Congress which 
will give them 2400 square feet storage space. 


* * * 


Miss Sue Harding of Fulton Stationery Company, 


| Houston, is still laid up with a broken collar bone re- 
| ceived when the car in which she and Mrs. Jeffie 
| Fulton were riding was struck by another car. Mrs. 


Fulton was badly shaken up and the 10-day-old Ford 
coupe took quite a beating. 
* * . 
E. J. Dunn, manager of Southwestern Stationery 
& Bank Supply, Amarillo, drove to Dallas for Thanks- 
giving and brought back Mrs. Dunn and their 3'4- 


| year-old cutie pie daughter who had flown to Dallas 


several days prior for a visit with relatives. 
+ * * 

The Thomas Office Equipment Company has opened 
at 413A North Ervay St., Dallas, handling business 
machines and office supplies. The business is operated 
by Wm. F. Thomas, Sr. and his son. 

* * . 

Welcome back to the good old U.S.A. to Hugh 
Normant. Hugh has resigned as Great Britain repre- 
sentative for the Eagle Pencil Company. 

+ a a 

Pillot’s Company, Houston, has secured a one-year 
lease on a building at Rusk and Fannin and the move 
will be completed in January. 

* + +o 

Complete remodeling is underway at the Fulton 
Stationery Company in Houston. The north wall has 
been removed between the store and their former 
warehouse next door, thus gaining much needed furni- 
ture display space. Mexican tile blocks will be used 
to cover the entire sales floor. 

7 + * 


Formal opening of the Sabine Office Supply Com- 
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Walden RoSeils Gnanaur 


They Correct Mistakes in Any Language 






No. 399 TRI-PLY — for typists 
CENTER PLY — soft gray 

ink and type eraser 

OUTER PLIES — red rubber, 
for all general erasing 


No. 235 CORAL — Versatile coral pink 
soft ink eraser; bias beveled for erasing 
details; broad flat surfaces for cleaning. 









WELDON ROBERTS RUBBER COMPANY 


Newark 7, New Jersey 


WORLD’S QUALITY STANDARD 








Here’s an easy way for you to prove in your store that Blackbourn Systems sell and repeat 


TRIAL OFFER on Blackbourn Systems 


This Is BLACKBOURN'S will select and ship you only ONE EACH of 25 of their BEST selling Records for 
your approval—if upon arrival and inspection you don't honestly feel they are simpler—more com- 
The Deal plete and sensibly arranged and more salable than any similar records you have ever seen simply 
return any or all of the books immediately for complete credit. 
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We will include with your The Blackbourn Systems, Inc. 





1 

| | 
trial order: Attractive window and | 222s. Cedar Lake Road | 
counter cards—letter inserts—illustrated catalog | Minneapolis 5, Minnesota | 
covering complete line and other advertising helps. | ; 

| As per your Trial Offer Ad, send the 25 Best Selling 
l Blackbourn Records less your standard stationer's discount 
THE BLACKBOURN SYSTEMS, INC. | ... 
222 SOUTH CEDAR LAKE ROAD MINNEAPOLIS 5, MINN | ! 
‘| Street City State | 
| | 
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DISTRIBUTORS 


AND 


WHOLESALERS! 


The NEW comeinarion 


PLASTIC CHROME 
Poem UTILITY WALL BRACKET 





175 mooromsay lane. \V'S AWESTERN PRISMATIC 
FLUORESCENT 
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e NO GLARE 


e NO EYE STRAIN a = 
e NO SPOT ~. 
LIGHTING | 
’ 


IN A WIDE 
VARIETY OF COLORS 





















NOW READY 
FOR DELIVERY! 


FLUORESCENT 
LIGHTING COMPANY WRITE FOR CIRCULAR GIVING 
3242 W. ROOSEVELT + CHICAGO, ILLINOIS COMPLETE DETAILS 


AA 


BILLFORM 
VN 

PROCESSED BACK STORMS PROCESSED BACK CARBON PAPERS are 

free f |, easy to handle, and durable. MAY NOW 

CARBON PAPERS lei lenin ATTRACTIVE IMPRINT DESIGN 


ON BACK AT NO ADDED COST. 








IMMACULATE Another “Different” TYPEWRITER CARBON 


CLEAN TO HANDLE, CLEAN 
“SUPER CLEAN” TO ERASE, FREEDOM FROM 
CARBON PAPERS : 


FEED ROLL OFFSET. 
H. M. STORMS CO. hooky ie ny. 
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pany in their new building at Beaumont, Tex., was 


held December 20 with open house from 1 p.m. until DEALERSHIPS OPEN 


9 p.m. This new completely modern store is 50 feet 


wide, 100 feet long and has a 50 x 40-foot balcony. CHOICE TERRITORIES 





Officers of the organization are J. E. Johnson, presi- 
dent; W. L. Loomis, vice-president; and Lola M. Cole, AVAILABLE... 
secretary and treasurer. 
. ie THE NEW 
That was quite a hunting trip enjoyed by Bob White, 
E. L. White Company, Ft. Worth; Frank Ducos and FA N D EF xX 
Paul Elhert, Maverick-Clarke, San Antonio; and O. D. 


lives, “Deadeye" MeDaniel gota deer anda turkey UNIQUE . . . REVOLUTIONARY 


and Bob White got a deer. The “got” is used ad- 






visedly. Rumor says Mr. Ducos shot a deer but at FANDEX 
least he took none home. He says he just killed time. VISIBLE RECORDS 
A posse went out looking for O. D. Mann when he FOR SPEEDY 
didn’t return to camp. 
ie. REFERENCE 
Lyle Hauck, sales manager for all Maverick-Clarke 1. er visibility at 
stores, had quite a hobby in his turkey raising but 2. Eliminates card mis- 
with the prices turkeys are bringing today he couldn't 3 Seete teeantted =P 
resist so now he’s in the market for a new hobby. " removal of cards. 
4. Use own cards—no re- 


* * * 
writing necessary— 


simply transfer to 
FANDEX. 

5. FANDEX UNIT FITS 
standord file cabinet. 


USES STANDARD INDEX CARDS 


R. A. (Dick) Wagner, San Angelo, spent a busy De- 
cember on the committee to raise funds for the Square 
& Compass Club of Sanatorium, Tex., for a recreation 
center and traveling to Waco to attend the Texas 
Grand Lodge for several days 


gaa SIZE3x5—4x6—5-x 8 
With all the glowing reports of the Texas deer sea- 
son, Henry Moore, manager of stationery departments ie cae RLLSTRATES SEE 


of The Steck Company, Austin, and Henry, Jr. had 
their plans all made for a first try at the game late 
in December. Haven’t heard how their luck was. FA w D E X, | Nw C. 

sin os 15 SPRUCE ST. NEW YORK 7, N. Y. 

Mrs. Doris Klokau, assistant to Maverick-Clarke Beekman 3-6893 

(San Antonio branch) purchasing agent, Amos Grim- 
singer, was married December 28 to E. T. Teller, West- 
hoff, Tex., in Cage Chapel Travis Methodist Church, 
San Antonio. Mrs. Teller, who had been associated 


with Maverick-Clarke for the past six years, has re- ; : : 
signed to become a housewife. Cash in on Transfer Time! 


The Morris-Vance Business Equipment Company has MAYFAIR DELUXE TRANSFER CASES 


opened a downtown store in El Paso and will have a 
complete office supply department. Jack Morris is | 
president of the firm. 















a * x 


The flu bug caught up with Joe Peatling of F. S. 
Webster Company and Joe was confined to his home 
in San Antonio before Christmas. 

* ~ * 

Amos Grimsinger, purchasing agent for Maverick- 
Clarke stores, was absent from his desk for a number | 
of days during December due to illness. 

Gordon Stevens, formerly outside salesman for Rus- 
sell Stationery Company, Amarillo, is now floor man- 
ager. 


* * * 


Wendy Joy arrived December 4 at the Wendel HEAVY 





Pickens home in Dallas. Wendel is connected with | GAUGE 
the Dallas branch of Carpenter Paper Company. 
* * * STEEL 
On November 15, Miss Ted Bautista, cost accountant ne po 
for the printing division of Russell Stationery Com- : 
° : : f —_— ur H 
pany, Amarillo, was married to Frank Dyer, traveling ou “Was oa leo Wome . “sae _— ets gee 
representative of American Type Founders of Dallas. Card Files Ring Binders 3 | bei 0 3 24 
The Dvers will reside in Dallas Cash Boxes Smokers - IAVOICe x x 
e vyers eside a Desk Dr. Inserts Sorting Trays 4. Check 9x 4x24 
is Oe: Desks “nl ag 5. Voucher 534x 8!/y x24 
Our condolences to Joe Cockrell, sales manager and pol eg BRE 8 oy Se ; 
buyer for Von Boeckmann-Jones, Austin, whose father, Letter Trays Typewriter Tables With or Without Rollers 
J. A. Cockrell, passed away November 21 in Park- Post Binders, Waste Baskets PROMPT DELIVERY 
dale, Ark. 
‘im the ending of she feral vear. the stationery || ... HE MAYFAIR COMPANY 
With the ending of the fiscal year, the stationery || 315 1. DESPLAINES ST. CHICAGO 6, ILL. 








department of Maverick-Clarke (San Antonio) held 
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MAPS ‘* 


OVER ALL OTHERS 





Quick selling 
CLEARTYPE MAPS are preferred over all others 
for Business, School and the Home. 


MAPS FOR EVERY PURPOSE ! Arrangements 


AMERICAN MAP CO. INC. 


16 East 42 St, New York 17, N.Y. 
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WARSHAW fotores 





Roll Labels 
Guides 
Index Cards 
Folders 


Protex 
Stickons 


Mending Tape 


Gummed 
Index Tabs 











MR. DEALER: 

Now is the time to replenish your stock of 
WARSHAW filing supplies. 

Despite shortages of materials WARSHAW 
has established an outstanding reputation of 
making deliveries and dealers have come to 
depend on WARSHAW to supply their de- 
mands. 

Each year MILLIONS of WARSHAW filing 
folders, index cards and other filing supplies 
go out to stationery dealers throughout the 
land. 


FAST SELLING... PROFITABLE TOO 


THE WARSHAW MfFG. CO., INC. 


1 MAIN STREET 


BROOKLYN 1, N. Y. 


238 





their annual dinner party on December 5. Big juicy 
steaks were served to 50 department personnel and 
their guests from the Houston and Corpus Christi 


Maverick-Clarke branches. 
- ” 7 


The National Printing & Stationery Company of 
San Antonio moved to new and larger quarters at 111 
West Romana St. in December. This is an old estab- 
lished firm in San Antonio and they incorporated 
September 1, 1947. Officers are Floyd E. Jett, president; 
Paul G. Miller, vice-president; G. G. Grabenheimer, 
secretary; and Bob Crockett, sales manager. Mr. Jett 
would like manufacturers to send him their latest 
catalogues and price lists so that he can bring his files 


up to date. 


* * * 


Grover Gregg is now representing just one company, 
Cooke & Cobb, and will cover the South and South- 


west. 


* * *» 


It was a baby girl, Linda Ruth, who arrived at the 
Jack Hughes household November 3 in Abilene, Tex. 
The proud father owns Hughes Printing & Office 
Supply in Abilene. 


* * * 


William E. “Bill” Brimer, who formerly traveled 
West Texas for Columbia Ribbon & Carbon Company, 
has joined the Haygood’s Office Supply Company of 


Lubbock, Tex., as city salesman. 
a * * 


Mrs. Al Eisemann, wife of Maverick-Clarke’s vice- 
president, is up and around again after having been 
hospitalized a number of days in December. 

* * * 

On February 1, Warren Bair, son of J. C. Bair of 
J. C. Bair Company, Austin, will become a full time 
salesman for his father. Warren has been attending 
Texas University. 

* * * 

David B. Brown, general manager at Russell Sta- 
tionery Company, Amarillo, and family spent Thanks- 
giving with relatives in Shreveport, La. 

* * * 

It was the thrill of a lifetime when nine-year-old 
Rodney Cockrell, son of Von Boeckmann-Jones’ sales 
manager and buyer, Joe Cockrell, got his first plane 
ride. His dad took him along on a business trip to 


Dallas recently. 
I 
COLUMBUS, OHIO, FIRM CHANGES HANDS 

The State Office Supply Company, 44 S. Third St., 
Columbus, Ohio, which has operated under the same 
ownership for the past 30 years, recently changed 
management. 

O. W. Lintner, who founded the business, has dis- 
posed of his interests to his former employees, all 
veterans with the organization. This group is headed 
by J. J. Walsh as president. Mr. Walsh joined the 
firm one year after it was founded. 

Others who are identified with the new organization 
include Bordley Lime, vice-president; A. Lloyd Earl, 
secretary; and John Kight, assistant secretary. 

Under the new management the company will re- 
tain its old name. No change will be made in the 


other personnel. 
asia ts 


ROYAL NAMES NEW REPRESENTATIVE 


Manager Wesley H. Beckwith, Royal Typewriter 
Company, recently announced that Robert H. O’Neil, 
who has a broad background of selling experience, 
has been appointed to cover the upper New York and 
Vermont areas as a district portable representative, 
under the supervision of Royal’s Metropolitan portable 
sales manager, Harry Rudnic. 

Mr. O’Neil will give assistance to Royal portable 
retailers in salesmanship, display, demonstration, ad- 
vertising, and other promotional phases of their op- 
erations. 
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@ Catalog Cases @ Superb Workmanship 
@ Ring Binders @ Choice Leathers 


@ Zipper Envelopes @ Smart Styling 





@ Sample Cases @ Patented Features 





SEE OUR DISPLAY 
At The Luggage & Leather Goods Show 
Morrison Hotel e Chicago e February 15-20 











Combination File and 
Luggage Carrying Case 


No. 128. Baby Walrus or 
Shark Grain 

No. 228. Aniline Top Grain 
Cowhide 

No. 328. Pigskin 

No, 428. Imported Water 
Buffalo 


Size: 17 x 11%x 5 


THE NATIONAL BRIEF CASE LINE 


for Salesmen ... Executive .. . professional 


” 


men and students, meets all the demands of 
the trade. Each case expertly planned to 


meet specific needs. . . . Each case designed Frame Top Case 

No. 120. Baby Walrus or 
Shark Grain 

No. 220. Aniline Top Grain 
Cowhide 

No. 320. Pigskin 

No. 420. Imported Water 
Buffalo 


for maximum efficiency and useability. .. . 


Size: 
wc iit27 
18 x 14 x 8” 


NATIONAL BRIEF CASE Manufacturing Co. 


512 South Peoria Street . “Chicago 7, Illinois 




















INDEXES 


...@ full line 
AVAILABLE NOW! 





here's an AICO Index perfectly adapted 
to any use. So fill all your customers’ in- 
dexing needs from the full line of AICO 
Indexes and AlCO-Grip Insertable Index 


- 


Tabs. These quality indexes come in color- 








packages labeled so that customers 
can visualize the exact contents. Their 


quick turnover means greater profits for 


For time-saving efficiency—it's AlCO 
Indexes, manufactured by Index spe- 


cialists with th rry-nine years ot ex- 
perience designing and making dur- 


able indexes that stand up under 



















PRODUCTS R= 
LOOSE LEAF INDEXES 
DESK PADS 
e CELLULOSE SPECIALTIES 
GS tigne' Company PROTECTIVE HOLDERS 
503 S. JEFFERSON 'ST., CHICAGO 7, ILLINOIS 


WORLD'S LEADING MANUFACTURERS OF INDEXES AND INDEX TABBING 
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All Chrome Finish 
Precision Locked; All Pur- 
pose Stapling Machine; 
Tacker—Temporary and Per. 
manent Stitch 


Precision Locked; Low 
Priced; Will Stand Up Under 
Heavy Duty 












A44 STAPLES 


Constructed Of the Finest 
Stee!; Guaranteed To Give 
100% Stopling Satisfaction 


STAPLES 
Guaranteed 100% Round 
Wire Of The Finest Qual- 
ity; Standard Staple To 
Fit All Machines; 


COMMANDER 
STAPLE REMOVER 


Quickly and Easily 
Removes Every Size 
Staple From Paper; 
Soves Fingernails; 
Will Not Tear Pa- 
per 













Wrist Action 
Heavy Duty 
Eosy Operation-Temporary 
ond Permanent Stitch; 


|*)--2 he we 2 dee eee oe 


30-38 MAUJER STREET * EVergreen 7-5144 e@ 3 2Oke) 2&4. iva. han & 












BRIGHT 


LEATHER 
FURNITURE 


BRIGHT creations give a wealth of charm and No. 1900 Sofa 
distinction to every business establishment. 
They enable an executive to express his own 
individuality in his daily surroundings. Rich, 
luxurious, comfortable and durable, all 
BRIGHT numbers are within the reach of the 
buyers purse. 

Though the material situation remains some- 
what unreliable. we are now able to resume 
some of the services you used to find so con- 


venient and profitable in your operations. 


BRIGHT CHAIR CO., INC. 


127-133 BLEECKER ST. NEW YORK 12, N. Y. 


No. 28 RC 
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Seen and Heard 


in Southern California 


By J. Edward Tufft 


1719 Fremont Ave., South Pasadena 


New stationery stores are continuing to open in 
the Los Angeles area. The need for more and more 
business establishments is obvious, inasmuch as sta- 
tistics released by the Los Angeles County Planning 
Commission indicate that approximately 20,000 people 
are locating in the county each month. During the 
year 1947, to date, 204,574 people have settled within 
the borders of the county, giving the county at the 
moment a total population of nearly four millions. 

Christmas sales are reported as completely satis- 


factory. This applies not only to stationery and 


accessories, but also to office appliances. 
. . * 

Arthur B. Metcalf, Hermosa Beach, who attended 
the organization meeting of the local office machine 
dealers’ association and showed keen interest in the 
proceedings, claims a record of more than half a 
century in this industry. 

Mr. Metcalf spent many years as combination sales- 
man and mechanic for Remington, Underwood, and 
L. C. Smith in Terre Haute and Fort Wayne, Ind., 
but moved to Los Angeles in 1921. Prior to this move 
he was serving as branch manager for the last named 
company, but took the position of city salesman after 
moving to the Coast. He liked the West and remained. 
After a few years in this capacity he was with the 
Sundstrand Adding Machine Company for six years. 

Although Mr. Metcalf has owned a couple of busi- 
ness establishments himself during his career he states 
that he prefers to confine his efforts mostly to the 
mechanical end of the business. Mr. Metcalf was a 
friend of the late Art Ames, founder of the Ames 
Supply Company, and states that he was pleased to 
meet Hazen Ames, a son of Art Ames, during his 
recent trip to the Coast. 

H. F. Robertson, who has been sales manager and 
shop foreman for the Parker Typewriter Company in 


Pasadena for ten years, died recently following an | 


operation. He is survived by his widow, two daughters, 
and seven grandchildren. 

Prior to moving to Pasadena Mr. Robertson had 
been engaged in similar work in the Harbor area 
south of Los Angeles. His home at the time of his 
death was in Arcadia, a few miles east of Pasadena. 

G. E. Miller, one of the proprietors of the Southern 
California Adding Machine Company, had a good 
stroke of luck recently, or rather he missed a piece of 
hard luck. He had made reservations for an airplane 
trip to New York but was forced to cancel the reserva- 
tions because M. F. Swann, another partner in the 
company, who was out on a hunting trip, was unable 
to get back on his scheduled date. The plane that 
Mr. Miller would have been on crashed in Bryce 
Canyon killing all aboard. 

Mr. Miller later made the trip by rail. In Chicago, 
he attended the annual dinner and dance revue given 
by the Chicago Office Machine Dealers’ Association at 
the Morrison Hotel. He states that he found adding 
machines still somewhat scarce in the East as they 
are in the West. 

Carl Novorska of the Brush Development Company 
of Cleveland, Ohio, stopped in Los Angeles recently 
for two days, and while there announced some new 
developments in the Mail-a-Voice. His company, he 
states, has been making rapid strides in improving 
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A TRIUMPH 
IN MODERN 
DESIGN 


GOOD TO 
LOOK AT! 


eee 





It sparkles in four fresh modern color combinations: 
Gray and clear transparent plastic. 
Gray and clear green plastic. 
Gray and bright red plastic. 
Gray and clouded green translucent plastic. 


IT IS EASY TO USE: 


Positive Point-Stop, precision ground Cutters, ac- 
curately cut smooth operating gears and Easy-grip 
Handle. Simple to adjust for mounting on horizon- 
tal or vertical surfaces. 





Rite-Rite Mfg. Co. Downers Grove, Ill. 
Subsidiary Joseph Dixon Crucible Co., Jersey City, N. J. 














mm BUCKEYE 


ATT TInTm 4 CARBON PAPER 
CARBON PAPER AND RIBBONS 











Buckeye SUPREME carbon 
papers are curl proof, smudge 
proof, long wearing, easy to 
handle. The SUPREME coating 
formula provides uniform color, 
strength and durability. Five 
weights and five finishes for stand- 
ard and noiseless typewriters. 









= a 


Psa 
RIBBONS For 


All typewriters 
Teletype Machines 
Adding Machines 
Tabulating 
Machines 
Addressograph 
Machines 
Photostat or 
Photographic 
Blue-print 
Multigraph 
Machines 


THE FG UiHE very & CARBON CO. 








Buckeye SUPREME ‘typewriter 
ribbons recover more rapidly and 
provide cleaner, sharper impres- 
sions than ordinary ribbons. 










7209 ST. CLAIR AVENUE © CLEVELAND 3, OHIO 
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FLEWELLING HAS IT! 


The latest development in tubular 
typewriter stands. 





1. No protruding cas- 
ters to damage shoes 
and clothing. 


2. Bottom cross brace 
set far back allowing 
maximum leg room. 


3. Easy finger tip op- 
eration of Raising & 
Lowering mechanism. 


4. New, modern drop 
shelf support. 


STURDILY BUILT 
STRONG and RIGID 


~~ and Walnut my e- ne 
x 18". Shelves 9" 8" 
Shipped K. D. 


This stand will appeal 
to you — IT'S TOPS! 


List Price $24.00 


Good Trade Discounts 


C. Flewelling Co. 


4427 Firestone Blvd. South Gate, Calif. 

















LETTER 
BOX FILE 





An Amfile adaptation of the old-time box file. Cov- 
Pull tab at 


back. Suit-case catch. Equipped with index. Packed 


ered with marble paper, orange back. 


12 to carton. 


this machine. These developments will be incor- 

porated in the machine ready for market early in 1948. 
* * 7 

The General Office Furniture Company has moved 

from its old address at 1047 S. Los Angeles St., to 

927-31 S. Los Angeles St. The warehouse has been 


| at the latter address for some time. Special mention 


GENERAL OFFICE 28% FOANITURE COmpany § 
ua ae wa eae ladial 2S the Sa ae 


GENERAL OFFICE § FL JRNITURE (CO 





GENERAL OFFICE FURNITURE CO. NEW OFFICES 


might be made of the unique announcements of the 
move to the new address which were mailed out in 
large number to customers all over Los Angeles. 

~ + a2 

The Joe D. Hale Company, 314 N. Robertson Blvd., 
factory representative, has taken on the Defiance cal- 
endar pad line of the Defiance Sales Corporation, New 
York. This line was formerly represented by Charles 
Hyatt who also carried the Acco-Hunt Pen Company 
line in eleven western states. Mr. Hale likewise covers 
this entire territory. 

A new salesman with the Hale company is Bill 
Reynolds, formerly with R. C. Allen Business Ma- 
chines, Inc. Mr. Reynolds during the war served with 
the Army Air Forces. In his new position he will 
travel in Southern California. There are now eight 
salesmen connected with the Joe D. Hale Company 
and there are three people in the office. 


Tom O’Rourke, formerly with the Savel Commer- 
cial Stationery Company at 1216 Maple St., Los An- 
geles, has purchased Tredway’s Stationery and Gift 
Shop in Tracy, Calif. Mr. O’Rourke was general man- 
ager at the Savel company and had been since the 
founding of the company some 17 years ago. A 
surprise dinner party was given in his honor by Mr. 
Savel at which the eleven employees of the company 
were present, and the guest of honor was presented 
with a gold wrist watch by the host. 

Mr. Tredway, whose store has been the only one of 
the kind in Tracy, is retiring. Mr. O’Rourke states 
that he has always dreamed of owning his own place 
of business and is happy with this opportunity. 

Forrest Yorke, who has been connected with the 
order department of the Savel Company, takes Mr. 

















Ie Gross lots ’ ’ 
i Per Doz. Per Doz. O'Rourke's place. s.. bie 
No. 890 Lette Size, 16-divisic A-Z : 17.00 5.50 : s 
! : Pp tter ng * oonrn $ : aes The Economy Sales and Service Company is the 
b} s Oo. < ¢ Pr . « ; - is -< 5 B.7§ $ 
if eter Eins, Sicivinton: 1-0 ange 18.75 = name of a new establishment at 2600-2616 Sunset 
Hi No. 892 Cap Size, 16-division A-Z...... . 19.75 19.00 Blvd. F. Shubert is the proprietor. 
, { No. _ Letter Size, double thick (Jumbo) * * * 
igh 24-divisi A-Z ae. ined 25.50 24.50 7.2 . . 
Ht Agi ayporits 5c <a ai : Fanny E. Weiss, proprietor of a stationery store 
No. 599. Similar to No. 890 but made of steel. $2.70 each | known as the Downey Stationers, located at 8315 E. 


’ 3rd St., Downey, has added commercial stationery. 
OrpER Topay. Send for Amfile Catalog showing ee oe 
| A meeting of the Stationers Association of Southern 
| California at this writing is scheduled to be held at 
AMBERG FILE & INDEX CO. | the Los Angeles Athletic Club on January 14, accord- 
1608 Duane Boulevard @ Kankakee, Ill. | ing to Blake Lockard, secretary. R. A. Thomas, presi- 


complete line of filing specialties. 
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CHECK FRege 
EIGHT HILCO 
FEATURES: 


Front Paper Stop. Assures Accurate Registration. 


Automatic Roller Release. Eliminates Smudged 
Sheets. 


Automatic Counter. Counts only printed sheets. 
Enclosed Drum. Automatic Inking. 


Hilco Slipsheeter can be attached. 


5R0 50 Plus Tax Automatic Feed. 
- IMMEDIATE DELIVERY. Paper Pusher is automatically lifted and carried 


back to feeding position, to eliminate lint on the 
stencil. 


DEALERS are REQUESTED TO WRITE FOR 
COMPLETE CATALOG AND DISCOUNTS. 


TECH MnVJWCRAaPLi 
TECHNY e . ae 


se? 


Drums are quickly interchangeable for color printing. 


















The New 
““PRECISE”’ 


TRIMMING BOARD 


Has the Features 
That Clinch SALES! 


Blade Sizes List Prices One exclusive and top selling feature is the patented adjust- 





No. 310%” $5.00 able paper guide which locks or releases the paper with a 

No. 412%” 7.00 finger flick. Makes square cutting and accurate trimming 

pee eae aa pint ne simple, fast, foolproof. Two white scales on black in six- 
~ Ne. Ta=86%” 31.00 teenths permit fast, reliable measurements. Only finest, sea- 
2,327,000 West of Rockies. aga 82d hardwood used in the ebony finished board. Finest 
10% to list. steel blades are carefully ground for keen, neat cutting, last- 


ing use. Models 5, 6 and 7 have special safety spring. 
Material and workmanship strictly guaranteed. “Precise” 
boards are the finest obtainable with the features your cus- 
tomers want and the prices that win you sales. 


ORDER YOUR NEEDS TODAY! 


AMERICAN PHOTO LABORATORIES 


Dept. A, 28 N. LOOMIS ST. CHICAGO 7, ILLINOIS 







FINGER-TIP 
» CONTROL LEVER 
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“Sentry” most tamper-proof 
small safe on the market! 


Dealers find excellent “talking points” in the added pro- 
tection features of the handsome new metalescent finish 
“Sentry”. 


“Sentry's” dial ring is embossed in the 12-gauge one-piece 
door—can never be moved to throw off combination. 


Dial sleeve is welded to door; 2 of the three lock wheels 
being fastened to this sleeve making it impossible for the 
lock to be punched. Even if dial is knocked off, 2 wheels 


“Sentry’s’ tamper-proof dial ring remain to hold bolts. 
is embossed in door, can never 
be moved. 


These and many other features such as rubber-tired 
wheels make “Sentry” an easy seller for dealers every- 


where. 










DIMENSIONS 
Outside 241/2” x 17/2” x 171/2” 
Inside 15” x 12” x 121/2” 


BRUSH-PUNNETT C0. 





| sentry 545 West Avenue, Rochester 11, N.Y. 


SAFES 












WHERE EXPERIENCE COUNTS! 


THE FINE QUALITY, THE SMART 
MODERN PACKAGING OF REY- 
BURN’S UTILITIES IS THE RESULT OF 
MORE THAN HALF A CENTURY OF 
MANUFACTURING EXPERIENCE. 
SUCH EXPERIENCED WORKMAN- 
SHIP IS WHY YOU CAN, WITH 
ASSURANCE— 


“BUY REYBURN’S--AND YOU BUY THE BEST” 
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FINEST 
QUALITY 


THE REYBURN MFG. CO. , lac 
16th ST. AND INDIANA AVE. 
PHILADELPHIA 32, PA. 

NEW CHICAGO BRANCH FACTORY AND WAREHOUSE 


2030 N. NATCHEZ AVE., CHICAGO 35, ILL. 
TEL. TUXEDO 8000 
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dent of this association, and also governor of the new 
District No. 14 of the National Stationers Association, 


hoped to prepare plans for the district meeting to | 


be held May 13. 

The meeting in addition to general business will 
also have the regular social features including supper 
and entertainment. 

+ 7 « 

William R. Vedel has established a new place of 
business known as the Commercial Offset Printers at 
630 S. Greenleaf St., Whittier, Calif. 

os * + 

E. C. Roberts of the Hunting-Roberts Company, 
2223 E. 37th St., Los Angeles, recently figured in an 
automobile accident in the state of Washington and 
was hospitalized for a week. He was forced to cancel 
the rest of his planned trip. He is now back on the 
job and feeling O.K. E. H. Hunting is the other 
member of the firm. The company distributes general 
office equipment, specializing somewhat on steel. 

~~ * . 


J. R. James, general manager of the Los Angeles 
branch of the Friden Calculating Machine Company, 
reports that E. P. Callanan has joined the sales force 
of the organization. Clarence H. Koerselman, formerly 
of Iowa, has also recently joined the service force. 
Juanita C. Ward is replacing Mildred Hufford in the 
office. Miss Hufford has resigned. 

+ * ” 


Nocturnal Service and Supply Company, 6711 S. 
Avalon Ave., Los Angeles, recently had an interesting 
experience. When Drew Pearson’s Friendship Train 
was in town Mr. Pearson discovered that he needed a 
typewriter. Inasmuch as the Noctural company is 
about the only one in the city open all night it was 
called upon for the machine. A portable was sent 
out and everybody was happy. 


Otis A. Kissack of the Office Equipment Company, 
Santa Barbara, and Mrs. Kissack were among those 
attending the organization meeting of the Southern 
California Office Machine Dealers Association. The 
Kissacks went into business in Santa Barbara on 
March 1, 1942, and typewriters were “frozen” only five 
days later. However, they succeeded in business and 
for the last year and a half have occupied a room 
20 x 140 feet in dimensions at 629 State St. They 
also make use of a full basement. Their first location 
was at 16 East Figueroa St., Santa Barbara. 


ee 


SPRINKLE SAWDUST ON ICY WALKS 
“Has it ever occurred to you,” asked the wag, “that 
when it freezes it always slippery side up?” 
This writer had never thought of it in that way 


before, but it’s a fact, isn’t it? However, the point to be | 


brought out is this:—next time your sidewalk or street 


is covered with ice, sprinkle sawdust on it instead of | 


the old customary ashes, sand, or cinders. Sawdust 
is a superior non-skid material. It may cling to the 


soles of your shoes almost as tenaciously as ashes and | 


sand but it does not ruin carpets, rugs, or hardwood 


floors. Sawdust absorbs moisture more efficiently and | 
After the | 
ice is melted and the moisture is dried away the saw- | 


adheres to the ice just as well or better. 


dust remains but is less messy; it is then easily swept 
or washed away. Sawdust is ligher in weight; it 
“floats.” 
cause it is less harmful to automobile tires; it is not 
abrasive and doesn’t “cut.” 

Sawdust is commonly used on tile and other floors 
because of its sound-deadening and non-skid qualities. 
It is a clean substance. In fact moist sawdust is some- 
times spread over a floor and then swept up again 
thereby picking up every trace of unwanted dust and 
dirt. Try sawdust. It is not expensive and can usually 
be purchased at local furniture, lumber, and wood- 
working plants. Some lumber yards carry it in stock. 

WFS. 


* 
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On the street sawdust is preferable too be- | 








THE NEW... IMPROVED! 





— 
“EVEREADY” @ DUPLICATOR 


A Modern Hectograph in Sheet Form 


® 3 Gelatin sheets 9” x 13” each attached to sturdy all aluminum, 
rust proof, warp proof base. Fully protected against dust and 
injury by a heavy impregnated cover and gold embossed 
leatherette. 

e Rubber suction feet hold duplicator firmly to desk or table top, 
allowing operator free use of both hands. 

@ Each sheet capable of producing over a hundred copies. Worn 
out sheets easily replaced 

e The usual hectograph process is employed—simply press original 


on the sheet by hand. 

Sheets need not be washed 

within 48 hours. 

An ideal low-priced duplicator essential to practically any business 
irm of moderate scale. 


after use; they clear themselves 


Also manufacturers of Hectographis Hi Test 
refills and metal tray Gelatin Duplicators. 


For DOMESTIC and EXPORT trade 
Send for NEW CATALOG “O” 


HECTOGRAPHIA CORP. 


Manufacturers 
110 WEST 17th STREET NEW YORK 11, N. Y. 














5 ways to make more 
sales with NEV-R-KURL 


Show how NEV-R-KURL outpoints ordinary carbon 
at least 5 ways to make it a best seller wherever 


its benefits and economies become known. Show 


that NEV-R-KURL 


. is plastic-backed, no wax on 
the back to slip or slide. 


. has more body. is easier to 
handle, though no thicker than 
ordinary carbons. 

- won't curl, tree, smudge or 
wrinkle. 


. is most economical, produces up 
to 50% more clean sharp copies 
per sheet by actual test. 


. works equally well in bookkeep- 
ing and billing machines. 





Make a one sheet trial to prove these selling 


points of NEV-R-KURL. Keeps 
back for more 


customers coming 


PRIint. PRODUCTS 


PROCESS CO., INC. 


| ROCHESTER 4. NY 
ee PROTYPE 
TYPEWRITER 
RIBBON 










CLEAR. PRINT 
WOOD STAMP Se 





CARBON PAPER 
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PACIFIC NORTHWEST NOTES 











Storage or Wardrobe C. M. Litteljohn, Correspondent 


Cc A B i be E T S Roger Sherman, branch manager of Pitney-Bowes, 


Inc., office appliances, at 1512 Second Ave., Seattle, 





72”x34"x18" Style 4ST (shown) with 


4 adjustable shelves. Also available, Wash., has been welcomed into the ranks of the Seattle 
ee Type, Style 1WA, and Chamber of Commerce. 

i Se ae cons Experiencing large expansion of stationery and of- 
Handles fice supply business, the News-Record of Renton, 


Wash., newspaper of that community south of Seattle, 

has established a separate business as the Renton 
Stationery & Office Supply Company, with new and 
enlarged quarters. The newspaper had formerly oper- ' 
ated the stationery business in connection with its j 
newspaper plant, but now it is on its own as a supplier 
of stationery and office equipment supplies to many 
Renton businessmen, and other residents. 

A large group of “typewriter specialists,’ banded 
together as typewriter dealers who “specialize in sales 
and service” joined in a co-operative sales promotion 
and advertising campaign for putting over the new 
Royal portable typewriters. These were the Roper 
Office Machines Company, W. C. Dieter Typewriter 
f Company, E. W. Hall Company, Inc., and the Wash- 
igh CABIN ETS ington Typewriter Company, all along Second and 

Third Ave., Seattle. 
2912"x24"x18" also Counter-High, 42”, Shouldering new civic responsibilities, Thomas M. 










LOCKERS 


78x12"x18" Single Tier 3 or more 
wide. 





























7 io “ “ 
— Pelly, president of Lowman & Hanford Company, adds 
q EXTRA-HEAVY GAUGE EQUIPMENT his new appointment as division leader for the Seattle 
ne ait, eth eas Chamber of Commerce in 1948. 
in en ee eee ane Keys Mr. Pelly is president of the board of trustees of 
Ht Write for Free Cata ce jit nn nel cemnattenaatad the Helen Bush School of Seattle; a director of the 
ial ieier histo Gaebes- ' a Seattle Trust & Savings Bank; is most active on ways 
a Sans ene eer Sepetins tavited and means committee of the Seattle Chamber of Com- 
STANDARD STEEL EQUIPMENT CO., Inc. merce, and its program of work committee; a trustee 
Mfgrs. of Steel Cabinets, Lockers, & Shelving of the Lakeside School and the Seattle Symphony 
Dept. OA, 117-20 14th Road, College Point, L. I, N. Y. Orchestra; member of the mayor’s civic arts commit- 
tee, and a director of the Olympia State Bank & Trust = 
Company. 


* +. * 


Back a ain The Kirk’s Office Supply business of Yakima, Wash.., 
g a oe | is backing a girls’ bowling aggregation on the lanes 
of this apple city of central Washington. 


* * - 


R. H. Taylor, district manager of the Elliott Address- 
ing Machine Company, 3224 Western Ave., Seattle, was 
recently elected to the Seattle Chamber of Commerce. 

* ~ * 

Extensive demand for office equipment has sprung 
up in Eastern Washington College at Cheney, Wash.., 
as the result of augmented enrollment. Desks, chairs 
and other equipment were recently purchased from 
the Farragut Naval Station. These do not fill the 
need and only relieve the strong demand for office 
equipment to a small extent. 

* * * 

Building collegiate interest through its new college 
district store, Lowman & Hanford Company, devotes 
its large windows to a display of Tyee Annuals, year 
book of the University of Washington, since 1900, when 
the book was first printed. Lowman’s has printed the 
The paper fastener that Tyee practically every year since then. The earliest 
one, now 47 years old, mirrors the striking contrast 
to styles and customs of to-day. 


: ’ 
saves time—and tempers: 








* * * 
sige es — pepe Robert O. Bateman was recently appointed as the 
| Capacity and 2 Capacity new advertising manager of the J. K. Gill Company, 
Vow available for im with 23/, centers. Portland, Ore., according to George Halling, general 
nm pisete delivery. Packed 50 to a box. manager. Mr. Bateman was formerly the assistant 
i Write for prices and Features Prong Lock Compressor production manager of the Portland office of Bots- 
Ei . rah. | ae . eh ford, Constantine & Gardner, after serving in the 
vy amples of tive funest for permanent fastening. public relations department of the U. S. Army’s Sig- 
fastener made. Eliminates broken finger nails. nal Corps during the war. 
* * ” 
i ACME SF, val In the Ben Franklin League, oldest league for bowl- 
t TJasicict (4, 512 FIFTH AVE., N.Y. 18 ing in Seattle, the California Ink team has swept to 
iN the top of these paper houses and graphic arts busi- = 
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seca minentiere 
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FAULTLESg 


VISIBLE RECORD 
BINDERS 


pie WER 6. 


Built-in Shift 
Automatic Sheet Lifter 








STATIONERS 
LOOSE LEAF CO 


ee: MILWAUKEE 1, 524 N. Broadway 
SPEED-UP POSTING NEW YORK 3, 114-116 E. 13th St. 


















FULL FRONT 
DESK MAT 


“RUFBAK” 
Type 
FF 


ee 3% ag ah <3 aa e a eS i as se ‘6 i Spe # 
ie pee ape ¥ a. vm oe af, ER eae ; 
‘ - cae - , pe ‘4 ae 3 4 . 
€ = i ‘ : ey sie + eal eee kek : x ~ 
goal sansa Pi Pe POSE SLE TEP epee nes BELLO 
ahs rine * ‘ =— Ee ‘caine eee ee 
FS aS i SE. tags ee ee ee es " Fs senasaee snes 2 


Bickett specializes in the 
manufacture of mats for 
use in offices. Made of 
high grade rubber, col- 
ors—black, maroon, 
brown, light green, dark 
green, marbelized stocks. 
A complete range of 
sizes. Mat held in posi- 
tion by desk legs which 
rest on edge of mat. For 
double use desks place a 
Bickett Full Front Mat 


on each side. 








Write for stock chart— 
price list. 


The advantage of a full front Desk Mat is clearly demonstrated by the illustra- 
tion. A Full Front Desk Mat makes a very beautiful and serviceable installation. 


L. M. BICKETT COMPANY, WATERTOWN, WISCONSIN 


Rubber Manufacturers 
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(Co m fro NTs WAN NBLE IN 


TANR TOME | 


Theres a Comfront: Chair to Match 
Any Style or Line You Carry 


There's a model of the new, complete COMFRONT® Line that 
matches all the desk designs you sell. In modern or conventional 
styling, the COMFRONT® Line gives you these three extra ad- 
vantages for quick turnover: 

¥ BETTER POSTURE... EASIER! 

¥ NO ABRUPT, SHARP EDGE! 

¥ CLOTHING DOESN’T BUNCH UP UNDER KNEES! 


Send for complete information and prices today. 





g new. INDIANA CHAIR COMPANY 





* Cross-section of 
The COMFRONT Angle 
















centenary tena. 
SSCA 





Let 5 face the facts 


The present shortage of sheet steel is hamper- 
ing our production to a considerable extent. 
In spite of many such obstacles we are shipping 
a large quantity of Peerless Files to our many 


dealers throughout the country who still insist 


upon buying QUALITY PRODUCTS. 


PEERLESS STEEL EQUIPMENT C0. 


UNRUH AND HASBROOK STS., PHILADELPHIA 11, 
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nesses allied with the stationery trade. Rolling to new 
highs are Vince O’Keefe, Les Crebassa, Moxie Yerabel, 
Larry Dion and Del Faris. 

* 7 - 

The Bennett Paper & Supply Company, Inc., was 
recently formed and duly incorporated with capital- 
ization of $25,000 at Vancouver, Wash., by Guy Ben- 
nett. 


SS ee 








VICTOR DISPLAY—A view of the Victor Safe & Equipment 
Co., Inc., booth at the Second Annual Office Equipment 
Dealers convention, Waldorf Astoria Hotel, New York City, 
October 27-28. Almost all of the many Victor products were 
included in the display but the feature attraction was de- 
clared to be the new Viseco Action Desk Tray that pops the 
papers into the user’s hands. 
92 


GREGG ISSUES NEW COLLEGE TYPIST BOOK 


“Training for the Office Typist, College Course” has 
been issued by the Gregg Publishing Company, 270 
Madison Ave., New York 16, N. Y. The 64-page booklet, 
prepared by Harold H. Smith, sells for 60 cents and is 
offered as a series of integrated typing jobs identical 
with Part IV of “Typewriting Technique, College 
Course.” 

The booklet is a brief finishing course in typing, 
designed especially for students in business schools, 
colleges and universities. It consists of 75 assignments 
in which the student builds skill in producing prac- 
tical office typing jobs and improves further his basic 
typing skill. The course is made more realistic by the 
fact that in carrying out the project the student works 
as a hypothetical employee in different departments 
of a business concern. The practical jobs in the project 
include the typing and disposition of correspondence 
with customers, correspondence with supply houses, 
interoffice correspondence, tabulations in many forms, 
purchase requisitions, rough draft, form letters, tele- 
grams, file cards, duplicated work, itinerary, adver- 
tising copy and legal papers. 

= 
LOUISIANA FIRM SEEKS REPAIR BUSINESS 

In announcing its opening recently, the new 
A. & B. Typewriter Service, Bastrop, La., said, “No 
longer is it necessary for you to send your typewriters 
to Monroe or other distant points and wait a week, 
or maybe a month for their return. Just ring 54 and 
ask for Harold. He’ll be out in a jiffy to pick up your 
machine to repair, clean and fix up. Prices are reason- 
able and our repair man is an expert in repairing all 
makes of adding machines and typewriters. He for- 
merly operated a typewriter and adding machine re- 
pair shop for a number of years in El] Dorado, Ark.” 

The new business will feature several well-known 
makes of typewriters, both standard and portable 
machines, and is owned and operated by Harold Al- 
puente and Nathan Bolton. The firm is located in the 
Enterprise Building —EEG. 
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2 of RAND NEW START ) 
q B for your employees’ 
$ wraps. Start the 
new year in your office with 
shining chrome costumers! 
Ard designed master office 
costumers provide ample 
room without crowding coats 
or mashing hats. Get your 
employees’ wraps off to a 
right start in the morning 
The shining chrome splendor 
of Ard costumers match 
other office accessories in 
our line. Write for brochure 
today. 
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WALL COAT and HAT RACK 





REVOLVING 8-HOOK PEDESTAL COSTUMER NO. 14CB 


Overall length of No. 42C is 42’. Three 1” horizontal 
bars hold hats; the fourth bar, spaced 10” from wall, 
holds more than 20 hangers. Rack fastens to wall 
at top and bottom. Available in 6’ length. No. 14CB 
has 12” dia. wheel with 8 triple-bend hooks; 1%” 
chrome column, 25-lb. black crackle base joined with 
fitted neck. 


AR 


ALL METAL 


OFFICE 
TABLE 


MFG. CO. 13 vine sT. 


Evansville 8, Ind. 















Part No. 1005 
immediate Delivery 
. Shipped Knocked Down 
individual Cartons 
Shipping Weight 14 Lbs. 
Work Area 34x 15” 
Height 26%“ 










@ MODERN DESIGN 





@ UNUSUAL 
STRENGTH 


@ CHANNEL LEGS 
@ RIGID BRACING 
@ ROUNDED EDGES 


@ SELF LOCKING 
WINGS 


Nothing was spared in the construction of this streamline table. New 
production tools and methods make this table more compact, stronger 
and lighter. The wings have a new type bracket that eliminates the 
danger of accidental falling when in use. GUILD craftsmanship assures 
safety, comfort and beauty of style. 


TOLEDO GUILD 


PRODUCTS, INC. 


515 MADISON AVE., TOLEDO 4, OHIO 
666 LAKE SHORE DRIVE, CHICAGO 11, ILL. 
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INCORPORATED - CHICAGO 


REPRESENTATIVES 


Marion V. Follin James H. Davison 
O. D. Mann Henry L. Guth 
330 E. Ohio St. Chicago, II. 











HOUSEHOLD NECESSITY FOR VALUABLE PAPERS 





1. Lock with Two Keys 
7 REASONS 2. Recessed Handle. 

3. Two Complete Steel 
Way the Walls. 

4. Size Suitable for All 

Standard Business 

Papers. Fits in Bu- 

Fire-Resistant \ reau or Dresser 
Drawer. 


S E Cc U R I T Y B 0 xX 5. Extra Protective Lip 


Under Hinge. 


ffers m and better protection for 
rane pore r - 6. Quarter Inch Treated 


your valuable papers . 
Asbestos Insulation 
BE SAFE RATHER THAN SORRY 7. No. Metal Contact 


S$Q@OO SLIGHTLY HIGHER / between Outside 
LIST N WEST , and Inside Walls. 


Inside Dimensions 82 x 122 x 31%. Weight 101, Ibs. 
Colors—Office Green, Office Gray and Maroon. 





SEND A TRIAL ORDER TODAY 


BISON DISTRIBUTING CO. 


1202 HERTEL AVE. BUFFALO 16, N. Y. 
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NEWS NOTES FROM NSA DISTRICT NO. 7 





Merrill D. Hasty, Correspondent 


Your Seventh District National Stationers Associa- 
tion meeting is now planned for April 21 and 22 at the 
Hotel Savery, Des Moines, Iowa. It has been suggested 
that you come on the afternoon or evening of April 
20. This will give you an opportunity to get ac- 
quainted, and register if you wish. An evening of 
good fellowship is promised by the Iowa Stationery 
Dealers Association. Those wishing to play golf will 
have the pleasure of playing on a beautiful private 
course. Travelers, start talking up this Des Moines 
convention. You all recall the turnout we had at the 
last Des Moines meeting. Let’s do as well or better this 
time. 

Make your reservations at once—this is very im- 
portant, due to the fact that the Drake relays will be 
held at the same time. 

~ * + 

A meeting to make plans for the regional assembly 
was called recently by governor Arthur Kenworthy, 
Storey-Kenworthy Company, Des Doines, Iowa. Neces- 
sary committees were appointed and plans are made 
with the management of the Hotel Savery. Wilbur F. 
Cannon, Fidler & Chambers Company, Davenport, 
Iowa, and Northwest Travelers Club Vice-president, 
Arnold Berglund, assisted in the conduct of the meet- 
ing. Members of the Stationers Association who were 
present were as follows: Wilbur F. Cannon; Arthur 
Kenworthy; C. C. Holley, Franklin J. Sadelok, J. Ever- 
ette Taylor, Rolla R. Baird, Dawin D. Dare, Leonard 


| A. Rhoods, and Bill Campbell, all of L. W. Holley & 
| Son, Des Moines; Frank Zeller, Des Moines Stationer 
| Company, Des Moines; R. Storey, Storey-Kenworthy 
Company, Des Moines; B. J. Bristoll, Koch Brothers, 





Des Moines; Don Barnard, Zaisler’s Stationery Com- 
pany, Des Moines, Iowa; G. E. Cook, News Printing 
Company, Newton, Iowa; Robert W. Parrott, Matt Par- 
rott & Son, Waterloo, Iowa; Floyd Kongsvik, Curtis 
1000, Inc., St. Paul, Minn. 

Northwest Travelers present were Arnold Berglund, 
Jos. Dixon Crucible Company; Al Nordstrom, Smead 
Manufacturing Company, George Lazier, Boorum & 
Pease Company; Vie Lydon, Robert Valleau & Com- 
pany; W. Irving Mackey, Cook & Cobb Company; Mer- 
rill D. Hasty, Sengbusch Self-closing Inkstand Com- 
pany. 

John Thompson and John Jacobchick of The Globe- 
Gazette Company, Wapeton, N. D., were in Minneapolis 
recently and reported business as usual. 


* * * 


V. L. “Vice” Lydon is Bob Valleau’s son-in-law. But 


| that isn’t all. He is selling right along with Bob, is a 
| member of our club and also the field division of NSA 


| He gets around fast. 


* * * 


Charles Coyle, Storey-Kenworthy Company, Des 


| Moines, is one who may go down but he has a speedy 
| return. Charlie just underwent an appendectomy 
and already has returned to part time work. You can’t 


keep a real man down. 


> * * 


You may laugh at ball point pens, but Ed Dawson 


| of Koch Brothers, Des Moines, is gathering them for 
| his collection. He’ll welcome help. Also, send him 


| a large collection of them. 


any antique or foreign made inkstand, as he also has 


* 7 


The Knights of the Road and the W. A. Sheaffer Pen 
Company lost a good man, but he can be found at 
Zaiser’s in Des Moines. He is the new Zaiser manager, 
Don Barnard. 

Mr. and Mrs. Leo Blied, Blied Office Supply Com- 
pany, Madison, Wis., were enjoying the Minnesota- 
Wisconsin football game until Minnesota turned on 
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OMFORTABLE CHAIRS 
4y “Taylor 


New Taylor Executive Foam Rubber Comfortable-Posture Chair pro- 
vides Comfort in both Working and Relaxed Positions. Unusual in its 
pivotal hinged-posture back that follows and supports the body in 
restful comfort regardless of position, this new Taylor Senior Execu- 
tive Model provides luxurious seating. Deep molded foam rubber 
cushioning for softness, and proper supporting springs for depth of 
comfort. Back is broad and attractive. Seat is thick and wide. Five 
adjustable features. Genuine Walnut frame covering is full top grain 
leather or with DuPont Plastic Cavalon or Gros Point Fabric optional. 
@ The Taylor line is complete. @ Full line of other Taylor Comfort- 
able-Posture Chairs for every office duty. Other lines in 
full range of models and pricing in All Wood Bank of 
England and Commercial Flat Back. Also Turned Leg and 
Modern Chairs. Upholstered Models. Special finishes to 
match any new desk colors, wood or steel. @ Write for 
dealer proposition—a few choice territories not covered. 








CHAIRS Style No. 481414 









6, 2 
Rites. o | ED GED GED GHEE END GED GUNES GED GED CNET END GE ED ES ED a ee ee eee es ae 
| THE TAYLOR CHAIR COMPANY Date ee 
Bedford, Ohio 
| Please send dealer proposition and open territory. | 
) | 
The*Iaylor ChairCompany fii | 
BEDFORD, OHIO, U.S.A FOUNDED 1816 | Address ’ : 
| 
| City State | 
| 
| By Position | 
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No. 1181 No. 1161 Wo. 1101 Ye. 2103 Wo. 1106 Be. 1162 Fe. 1182 He. 1108 
SPECIFICATIONS NO. a GREEN LOCK wT. 
NON SUSPENSION CLOSED VERMIN PROOF BOTTOM a of Ra co as aa ~ 
" f. ega F, . 
BALL BEARING = 26!/2"" DEEP ub 5 heller Os aad 3 
WE USE BALL BEARING ROLLERS 3x5 or 4x6 cards LIST 59.22 68.99 125 
1106 8 Drs. 3x5 or 4x6 cards LIST 99.77 109.54 150 
NOT ORDINARY ROLLERS 1151 3 Dr. Letter LIST 4258 52.35 75 
Packed in the Best Cartons Available to Insure Safe Delivery to You 1152 3 Dr. Legal ae 46.48 56.25 85 
x 1181 2 Dr. Letter Li 33.20 42.97 60 
FOB FACTORY USUAL DEALER DISCOUNTS af poe ER a 


Order a Sample Today 


HILLSIDE METAL PRODUCTS, INC. 


MANUFACTURERS OF METAL CABINETS 
129-02 HILLSIDE AVE. * RICHMOND HILL 18, N. Y. > VIRGINIA 7-2524, 9-8755 
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with LINOLEUM TOPS 


fut sa 










QUALITY, APPEARANCE 
and Utility You Can Sell 


@ Modern Styling 


@ Linoleum Top with Satin Finish 


Aluminum Binding 





© Stes! Box Type Logs THREE POPULAR SIZES 


x34" © 60x34" + 42’'x30” 















72 








@ Beautifully Finished 





@ Finish—Gray or Green; Oak, Walnut 


or Mahogany 
WRITE TODAY FOR PRICES 


5631 West Madison Street 
(ening aA, Va. CHICAGO 44, ILLINOIS 


EXCLUSIVE TO DEALERS 








Youll Welcome... 


The New Rose “WELDED” Master Units 
Highest Grade SPIRIT CARBONS welded to top 
quality MASTER PAPER 


AVAILABLE IN 3 GRADES: LONG, MEDIUM, AND SHORT RUN 


Special treatment for backs of units overcomes carbon discoloration .. . NO BLEEDING .. . adds to eye- 
appeal. Easy release for printing, typing, or for pencil use. May be obtained with or without perforation. 


All colors: BLACK, BLUE, PURPLE, GREEN, BROWN. Private Imprint Brands. Write for details. 


SPIRIT CARBON PAPER ° MASTER UNITS, PLAIN OR PRINTED 
HEKTOWRITER ROLLS e DUPLICATING FLUID ° HAND CREAM 


ROSE 


lt | b B () \ \ \ I) CA R B ON General Offices and Factory 


MANUFACTURING CO., INC. 701 SPRING STREET, ELIZABETH 4, N. J. 
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the steam. Later a good time was had by all at Harry’s 
Criterian Club. Better luck next time. 


* . * 


Ray Hammond just returned from a business trip 
to the Twin Cities and Winnipeg. He brings the sea- 
son greetings from our Canadian friends. 

* * - 

The Northwest Travelers Club held its annual Christ- 
mas party on December 20 at the Red Feather res- 
taurant, Minneapolis. It was a pleasant day and a 
grand time was had by all. Several ideas are brought 
up pertaining to the regional meeting in Des Moines, 
April 21 and 22. Several greeting cards were sent. One 
to the one and only Bill Smith. Seasons greetings were 
sent also to Ken Chase, who is still very ill. Send him 
a card. His address is 1838 Fairmount Ave., St. Paul, 
Minn. Archie Hoffman of Japs-Olson Company, c/o 
Chamber of Commerce, Minneapolis, is having a very 
unpleasant time with an infected eye. An old time 
greeting was sent to Billy Allen, formerly of Joseph 
Dixon Crucible Company. He is now in Michigan. If 
anyone knows of any more on the sick list, please send 
us their names. A card from the outside world is very 
entertaining to one who is shut in. 

A letter from Larry Ackert was read at our Christ- 
mas party. Larry is retiring from the Eaton Paper 
Company, with which he spent many pleasant years. 
His successor is Jack Guntrum. Knowing Jack, we are 
sure he will enjoy his new position. Larry’s address is 
942 Dorrean, Temple City, Calif. 

Those present at the Christmas party were as fol- 
lows: Vie Lydon, Bob Valleau & Company; Jack Berry, 
Browne-Morse Company; Arnold Berglund, Joseph 
Dixon Crucible Company; Ivan Cornelius, Northern 
States Envelope Company; Vern McCann, W. A. 
Sheaffer Pen Company; Fred Luly, Dennison Manu- 
facturing Company; Harry Bergquist, Boorum & Pease 
Company; Fred Scheafer, Sanford Ink Company; Roy 
Clarke, F. S. Webster Company, and Merrill Hasty, 
Sengbusch Self-closing Inkstand Company. 

“Every Time You Help the Other Fellow Up the Hill, 
You Get a Little Higher Yourself.” 

——— 


SPENCER ANNOUNCES SAMPLING PROGRAM 

Spencer Rubber Products Company, Manchester, 
Conn., recently announced a co-operative sampling 
program. 

This campaign was introduced to their dealers by 
a teaser card with the letters “B.L.B.I.H.”, followed in 
a few days by a letter explaining that “B.L.B.1.H.” is 
“Biggest Little Box in History,” an exact replica of 
Spencer’s exclusive “No Spill” box, filled with a gen- 
erous sample of new 100 per cent rubber bands. These 
boxes will be mailed from the factory and will bear 
a card showing the name of the dealer by whose court- 
esy the sample was forwarded. Dealers will submit 
their own mailing lists and pay less than half the 
costs. 





GLOBE-WERNICKE DISPLAY—This interesting booth at- 

tracted visitors to inspect products of The Globe-Wernicke 

Co. at the last NSA convention. Through an oversight the 
picture was not carried in previous editions. 
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Eaton Paper Corporation, Pittsfield, Mass. 
© © 








EATON'S 


PAPERS |. 




























Fast profits are yours 
with this fast-selling, 
quality check writer. 
Now more than ever with the new Instant K_ button- 
type machine, plus the well known Instant H model, 
you will find the latest development in check protec- 
tion with Safeguard. 


@ OUTSTANDING FEATURES @ LARGE PROFITS 
@ $10,000 FORGERY BOND @ FAST TURNOVER 


ALSO INQUIRE ABOUT THE MINI-MAILER 
\ THE IDEAL FORTABLE ADDRESSING MACHINE 





1 Information Today 






4 Wait — Write Fo 


wy” 





OVERSEAS DISTRIBUTOR 
Safeguard international, 3312 Lancaster Ave., Philadelphia 4, Pa. 
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““FINGER-TIP”’ 
Control we 


Executives, pro- 
fessional men, 
production, stock, 
and credit depart- 
ments find — in- 
creased efficiency 
in their opera- 
tions time using 
the ) 
MANAGERIAL FILE 


This file gives finger-tip control. Important records, let- 
ters or other papers are available instantly. The drop- 
front construction provides ease in inserting and with- 


drawing contents. The file is made of steel, desk height, 
quality hardware, large rubber casters. It is a natural to 
be included in sales of desks and to sell to businessmen 
who must have papers available for frequent reference. 
It is made where the desk file originated. 

Complete information upon request. 


NortHwest Meta Propucts Co. 
1337 E. MASON STREET, GREEN BAY, WISCONSIN 















254 


SOUTHERN TRAVELERS NOTES 


Jack Autry, Correspondent 





Glad to hear Hal Sanford of Sanford-Hall Company, 
Jacksonville, Fla., is back on job after undergoing 
serious operation. 

E. G. Knight of 3154 DeMedici Ave., Jacksonville, 
Fla., is now representing Art Metal Construction Com- 
pany in this territory. 

Glad to hear Henri Petetin of Henri Petetin, Inc., 
is back on job after a short spell in hospital. 

George Slater of Eberhard Faber Pencil Company is 
on road to health after serious operation in an At- 
lanta hospital. A quick recovery to you, George. 


Are There Any Travelers Who Remember When: 

There were many smaller cities of 15,000 and 20,000 
which had no stationery and office supply stores? ... 
When local printer sold all the cotton tags and so 
forth? ... When you could call on a stationer at 8:00 
A.M. and find him in? .. . When a stationer placed 
large semi-annual orders? ... When we bought script 
books? ... When the southern territory of most manu- 
facturers represented everything south of Washington, 
D. C., and west to El Paso, Tex., covered usually by 
one man? 

Things Never Expected to See ’Til Now: 

Lady smelling Christmas card when told by clerk, 
“It had a sweet sentiment.” 

Stationer’s salesman and his boss caught in some 
bar-room during heavy rainstorm. 

Bashful school boy, wanting gummed reinforce- 
ments, asking for a box of canvas holes. 

Colored delivery boy trying to lead a cow while also 
riding a bicycle. (Sign on bicycle read, “Your Sta- 
tioner.’’) 

Large gentleman requesting clerk to show him that 
bound book with “ARM-EASE” paper. 

(Please page Sam Orr.) 

i pie 
MASS DISPLAY OF CLIP BOARDS GETS RESULTS 


Even so simple an office items as a clip board can 


| benefit from “glamorizing”’ in mass displays, accord- 


ing to Kistler’s, Denver, Colo. Instead of keeping the 
clip boards back in the cardboard boxes in which they 
are shipped and producing them on request, Kistler’s 
has built a mass display near the main office supply 
cash register station, and invites customers to look 


| over the choice at leisure. 


Three large stacks of clip boards are shown, at $.65, 
$.70, and $.80, for sizes ranging from 8 to 12 inches. 
Two tiers of the clip boards are stacked neatly in 
plain sight, some with pads of notebook paper clipped 
under the clamp, others plain. “Sight of the mass dis- 
play often reminds the businessman who uses the 
telephone a great deal in taking notes that he has 
difficulty in keeping his note pad in place while the 
other hand is holding the telephone,” it was pointed 
out. “We bring up this point whenever we see some- 
one looking at the clip board display with interest— 
and the relatively small sale of $.60 to $.80 is almost 


a foregone conclusion.’—RAL. 
ee 


CURTIS R. BENNER JOINS REX FIRM 

Curtis R. Benner, formerly in the typewriter sales 
division of the Underwood Corporation, has become a 
partner in the Rex Typewriter Exchange, 207 Massa- 
chusetts Ave., Indianapolis, Ind., announced L. G. 
Rexroth, the other partner, who for 20 years has oper- 
ated a typewriter exchange at this location. Mr. Ben- 
ner will have charge of outside sales for the firm.— 


AK. 
= —___ 
NEW ORLEANS FIRM NAMED BOOK DEPOSITORY 
Thomas J. Moran’s Sons, Inc., New Orleans, La., has 
been designated a depository for Louisiana state 
school-books.—JHR. 
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NORWOOD ‘De Luxe ” MEMO 


List $4.75 f.o.b. 
Chicago. Ship- 
ping weight per 
doz.—40 Ibs. 
Attractive 
Hammered 
Bronze color. 









“THE BEST 


bé ” 
NORWOOD “Mew-o-a1D IN ,, Dealers handling Norwood Memos 
Shipping weight per dou DESK MEMOS have definite sales advantages 


Two models—the “Mem-O-Aid" for the mass market retailing at $2.00—the "De Luxe" for 
the executive, the home and personal or business gift use, retailing at $4.75. 






Both models in rich durable baked enamel finish, all steel construction, handy large filing 
compartment under hinged writing platform, standard 3!/." x 250 ft. paper roll, occupies as 
little desk space as an ordinary scratch pad, no moving parts to wear out or get out of adjust 
ment, extra large writing space. 

The “De Luxe" model also includes, personal telephone book, (over 400 name capacity) 


three year calendar—3 months showing—removable ash or pin tray—pen or pencil holder— 
large storage compartment can be used as |, 2 or 4 sections—5" ruler and letter opener. 


Here's quick, profitable sales. 
WRITE TODAY Individually packed—sales producing counter displays furnished. 
FOR DEALER DISCOUNTS. 


188 W. RANDOLPH STREET, Dept. O 


NORWOOD ‘Sone ee 











Illustrated here in this cross-section view 
is the latest scientific inking principle. 
Fresh ink travels by capillary action di- 
rectly to the pen-point. 


This eliminates the large shallow dip- 
compartment which, as commonly used 
to feed pen-points, causes deterioration 
and waste of ink. This new way, the 
last drop of ink in the container — as 
fresh as the firsts — is fed directly to 
the pen-point, and there is no waste. 


im 


. 


New Capillary-Action Handi-Pen Desk Sets 
by Sengbusch 


. with new inking principle — new writing ease — new beauty that 
pleases everyone — 3 big sales-building features all in one standard line. 





Here is a desk set with unsurpassed per- vidual writing styles. These points are irid- 
formance features, heretofore unknown in ium-tipped, too — for long life. The set 
any inverted-bottle type unit. It has the style, itself holds a long-lasting supply of fresh 
weer ge ge agp See ee princes a ink — there is no waste or deterioration. Songhacch Mdndiopes deilk sabe 
and satety irom spil age that appeals to plied in pleasing two-color combinations. 


Put these outstanding performance fea- 
Those who have used the new Handi-pen tres to work for you. Stock up with popular- 

desk set call it the writing champion. They priced doce engi desk sets, 4 take care of 

like the smooth, effortless, instantaneous writ- your regular Customers and attract new 3 

ing with fresh ink—and the wide variety of | buyers, Reap the rewards of fast turnover Sengbusch Self-Closing Inkstand Co. 

pen-points that permits selection for indi- and large volume sales. 


every one, Sets retail from $3.25 up. 


318 Sengbusch Bidg. * Milwaukee 3, Wisconsin 


OFFICE APPLIANCES, January, 1948 255 











BRIEFCASES | 







Let this handsome, two- 
partitioned leather briefbag 
tell your story. . . ample 
room for business papers, 
books, samples, or your 
overnite needs. 







An easy-to-carry Sales 


Executive's case. . . 
enough gusseted pockets ff 


to hold everything in 


readiness for quick 
presentation. 


Leatherchaff, ine 


CHICAGO 8, ILLINOIS 


AT LOWER COST! 


Equally comfortable 
too, for this Krueger 
chair features an extra 
large, recessed masan- 
ite seat and curved 
steel back rest scien- 
tifically designed to 
assure correct Ppos- a 
ture. Single action { <2 
folding, positive 

seat lock and a 

smoothly baked finish are 
features which enhance 
its standard of value. 


WRITE FOR DESCRIPTIVE FOLDER 


13 UJ 2Gis [2 


METAL PRODUCTS @ GREEN BAY @ WISCONSIN 





IHN 
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SATELLITE 


STANDS 
Are Available Again 





All Models Shown in our 
circular are being pro- 
duced again. 

For over 45 years these 
stands have been mar- 
keted by us—there are 
Now Thousands of satis- 
fied users. 


Originators and Design- 
ers of Adjustable Type- 
writer Stands. 


Heaviest Stand on the 
market which eliminates 
top-heaviness even with 
a machine on it. 


i) 


Hundreds of letters of testimony in our files—a rep- 
utation we are mighty proud of. Cast iron, weight 
55 lbs. Sturdy construction—oak, walnut or mahog- 
any tops. Ball bearings, wrinkle baked enamel finish, 
Brown, Green or Black. 





Liberal discounts to dealers. 
Write for 1948 price list and circular showing reduced prices. 


ADJUSTABLE TABLE CO. 


117 MICHIGAN ST. W., GRAND RAPIDS, MICHIGAN 




















: DRAWING AND TRACING PAPERS. 





PENCIL POINTERS 


TYPE CLEANER 





CARDINELL CORPORATION - MONTCLAIR, NEW JERSEY 
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stock MOORE 


METLHED MAPTACKS 


PYGae ase sHAPES AND COLORS 











Plain, numbered, lettered and spe- 
cial markings. 


Over 3,000 different combinations. 
Sturdily made with sharp steel points. 
Nationally advertised. 


Map companies sell the Moore line— 
Exclusively. 


Use Moore Marking Tacks for price boards, 
bin markers, counter and window displays 








Makers of famous Moore Push-Pins and Pushless Picture Hangers 


MOORE PUSH-PIN COMPANY 





Since 1900 
113-25 Berkley St. Phila. 44, Pa 


| 


SOME EXCLUSIVE 
DEALERSHIPS / 


STILL AVAILABLE 
e 


Yncrease your sales with 


INDICATOR 
CARBON 


PATENT APPLIED FOR 


Ho New... Hts Different 


e INDICATES END OF LETTER 
e CLEAN TO HANDLE 
e CARBONS REMOVED QUICKLY 


e EVERY OFFICE NEEDS IT 





SALESMEN: 
SOME TERRITORIES OPEN 


ALLEN & COMPANY 


Manufacturers 
CARBON PAPERS INKED RIBBONS 
11-15 Vandewater St., Dept. M, New York 7, N. Y. 
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“Felton presents... 


Fulton 
DATERS : NUMBERERS 


Service 


DATERS - NUMBERERS 


Your dater business should be our business! 
Do you realize how well made and how com- 








‘ce Cee eee eee ee oe oo, 


plete is our line of Daters, Numberers, Stamp 
Pads and Office Printing Outfits . . . a tradi- 
tional favorite in the industry! 


Write for Catalogue 





rr VV YY VeVUVerrrerrerererererererereeR  wvyvTjrTTrTr. 


Fulton SPECIALTY CO. 


FACTORY AND SHOWRCOM 


82 Fulton Street, Elizabeth 1, N. J. 


ieee _——— eee ee eC FC ee eC eC ewe eee mee wm eo eee ee eo eo eo oe ee ee & @ @ « 


_—-—- ee « & @ ~& @ « FESS OSC SSCS SCC SC CeO eee eee ee oe oe @ « 
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roll labels 


GUMMEDO PEeeroeates I 












New! Improved! Comparison will con- 
vince you Daco Roll Labels are excep- 
tional. Evenly gummed, properly per- 
forated they are the easiest, cleanest 
tearing roll label on the market. Daco 
Roll Labels are used for folders, guides, 
envelopes, mailing lists, packages and 
dozens of other office and household 
purposes. They come in eight popular 
shades, white, buff, manila, blue, cherry, 
green, canary and orange. 

Priced to sell, Daco Roll Labels are 
attractively boxed and packed, twelve 
to a carton. Immediate delivery. Order 
today. Dept. O. 
















wes 


Be 
DACO CARD & INDEX CO 


301 Congress Street Boston 10, Mass. 
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“PERMA” 


TRADEMARK REGISTERED 


Most Rigid - Easily Mounted 


DESK TOP 
COLD e« HEAT e« WATER 
Will Not Deteriorate ''P ERMA’ 

















oy : 
BROWN -«- GREEN 
STYLE C 3/16" 


Psy f 
at Bet 


BLACK - 
STYLE B 1/8" 


PLAIN BACK GREY FELT BACK 
30x54" t 30x54" to 


Special Sizes Solicited See Catalogue For Dealer Discount 


Geo. E. Fox & Company 


320 N. La Salle St. Chicago 10, Ill. 


CEJ-U-DEX 
SHIELD TABS 
















Easy 
to apply 


10 TABS 


IN ENVELOPE 





MADE INU S.A. 
USED IN 
POST BINDERS 
LEDGERS 
SCRAP BOOKS 
NOTE BOOKS 


CARD FILES 
LETTER 
ALBUMS 


RING BOOKS 


CEL-U-DEX CORPORATION 


1 MAIN STREET BROOKLYN 1, N. Y. 
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BUSINESS OPPORTUNITIES 





Wanted Abroad 


india Firm Wants Contacts With American Manufacturers—George’'s 
Jacques, Post Box 372, Bombay, India, a firm desiring to handle Ameri- 
can office equipment, wants full details, catalogs, prices and so forth 
resulting in exclusive agencies for India and Pakistan. Products wanted 
include adding and calculating machines, addressing machines, card 
record systems and equipment, cash registers, check writing machines, 
communicating systems and equipment, dictating and recording equip- 
ment, duplicating machines, filing cabinets and supplies, letter sealing 
machines, loose leaf books and forms, mailing room equipment, order 
and invoice systems, tabulating machines, telephone recording, time and 
job cost recorders, time stamps, typewriters, typewriter bookkeeping 
machines and watchmen’s clocks. 


Wanted at Home 


Trade Literature Wanted By New California Firm -A new firm is 
Whitmore’s Office Specialty Company, 333% E. Florence Ave., Los An- 
geles 3, Calif., recently opened by Clark G. Whitmore, who has been 
in the stationery business for the last 12 years He has served with 
Yawman and Erbe Manufacturing Company, Vernon Stationery & Print- 
ing Company and Grimes-Stassforth Company. Catalogs are desired by 
Mr. Whitmore who plans to specialize in filing systems, equipment and 


office specialties 


Mich., Firm Will Act As Manufacturers’ 
Equipment Co., 882 W. Wanut St., Kalamazoo, Mich., 
desires to establish contact with manufacturers of office supplies and 
equipment for the purpose of becoming their agent. The firm deals in 
office supplies and jewelry “direct to consumer.” 


Kalamazoo, Agent.—The 


Wm. Marker 


Sales Company, 


Exclusive Lines Desired by Ohio Firm.—The Constant 
business, is 


506 Caxton Bldg., Cleveland 15, Ohio, a newly opened 
desirous of obtaining exclusive lines of office supplies. 


Texas Firm Wants Lines of Merchandise—Westex Typewriter Exchange, 
Box 1441, Levelland, Tex., operated by Charles Stigler, seeks office 
supply lines and steel equipment as well as safes, cash registers and 
adding machines. 








CORPORATION REPORTS AND 
FINANCIAL NOTES 





directors declared a common stock 
December 30 to stock of record 
paid in 1947. Regular dividend on 
stock was declared, payable Jan- 


Inc., Canton, Ohio—The 
25 cents a share payable 
This makes $1 a share 
$25 par value preferred 


Diebold, 
dividend of 
December 20 
414 per cent 

K 


uary 1.—A 


Youngstown, Ohio--The company de- 
on common stock, payable December 17 
on stock of record November 26. This brings the payments on common 
for 1947 to $38 a Directors also declared a regular dividend of 
$1.75 a share on preferred stock, payable January 2 on stock of record 
Dec. 17 A.K 


General Fireproofing Company, 
clared a dividend of $1 a share 


share 


lowa.—Directors on No 
10 cents per share 
{0 cents to be paid 


W. A. Sheaffer Pen Company, Fort Madison, 
vember 5 declared a regular quarterly dividend of 
and an extra dividend of 30 cents, or a total of 
November 25 to all common stock of record at close of business. No- 
vember 15, 1947. The increase of 20 cents in the extra dividend is to 
partially offset the smaller dividend paid in May and August. 


L. C. Smith & Corona Typewriters, Inc., Syracuse, N. Y., on December 


5 declared a dividend of 50 cents a share on common stock, payable 
January 2 to stockholders of record December 15. The company has 
this vear paid a total of $2 a share on common stock, there having 
been four payments of 50 cents a share each in January, April, July and 


October. (Syracuse N. Y. Post Standard, December 6) 


ee 


DENNISON HOUSE ORGAN WINS AWARD 


Dennison Manufacturing Company’s house maga- 
zine, “What Next?” received the Direct Mail Advertis- 
ing Association’s Best of Industry Award at that or- 
ganization’s thirtieth convention, held recently in 
Cleveland, Ohio. 

The magazine was adjudged the best direct mail 
campaign in the paper specialties industry for 1946-47 
and, as such, will be exhibited—along with award 
winners in other industry classifications—before ad- 
vertising clubs, graphic arts groups, and similar organ- 
izations, during the coming year. It then will be made 
a permanent part of various educational files and 
libraries for reference purposes. 

“What Next?’, a bi-monthly publication dealing 
with sales promotion and retail merchandising ideas, 
is distributed to leading stationery dealers through- 
out the United States and Canada. 
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up as the Challenger dealer in your city. 
Challenger Duplicator Ink 
alsa ond Correction Fluid 
CHALLENGER, INC. 


125 WINDER ST. DETROIT 1, MICH. 


7) DIZ LD: 
f (VAM EGE j 
—, — 
| STENCIES 7 [ 
, NOW YOU CAN GET THEM AGAIN | 
4 Challenger stencils are well known—used exclusively in many large | 
firms. When you try them, you'll find you get clearer impressions 
| and more of them—that they are really better in many ways. i 
j ORDER YOuR INITIAL | 
a 
4 STOCK DIRECT—ON | 
es MONEY-BACK GUARANTEE! 
I You don’t have to gamble. We want you to let your best customer } 
| try them. The results are guaranteed. We'll refund the amount of 
| your entire order if you are dissatisfied. Set yourself | 








SQUIRES 
Perfection 


SELF CLOSING 
INKWELLS 


For the first time—a dependable self- 





closing inkwell at an attractive low price 
for offices, hotels, institutions, classrooms 
and homes. It is simple yet so positive, 
consists of only 3 parts built to serve a 
lifetime. Attractive, modern design har- 
monizes with all styles of furniture. Easy 
to keep clean. Easy to refill. 


Usual trade discounts. Write for sample today 


ASSOCIATED STATIONERS 


SUPPLY CO. 
CHICAGO 6, iLL. 


E. RUSSELL WHITE 
Portiand 13, Ore. 


A. J. McCRAE 


Toronto, Ont., Canada 
OR 
SQUIRES 
INKWELL COMPANY 


Pittsburgh 15, Pa. 
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NEW Fox Cushions 
RUBBER FOAM FILLER 


Panama Fiber 
And Friezette 
penn, 


Materia 
3 SIZES 
A 17x18!/," 
B 15x17" 
C 14l/x15" 





STYLE 401!/, 
A $5.00 


STYLE 402!/, 2" RUBBER FILLER 


1," RUBBER FILLER 
B $4.50 C $3.50 


A $7.00 B $6.50 C $6.00 


FLAKED LATEX RUBBER FILLER 
STYLE I115!/, 1" Thick 
$2.50 Large Or Small Size 


STYLE 602!/, 2" Thick 
A BC $5.00 


REGULAR DISCOUNT 


Geo. E. Fox & Company 





320 N. La Salle St. . Chicago 10, Ill. 





Office Workers 
Love the Original 





Plastic Type 


Cleaner 





Because it's the mod— 
ern, efficient, completely 

thorough type cleaner! 

@Easily applied...just a gentle tap 
on the keys and presto...it's clean! 

@Clean...does not stick to hands... 
odorless... will not soil clothing 
(no liquid to splash) 

@iInexpensive to use...longer lasting! 

@Sold by stationers throughout the 
country...used by business firms 
throughout the world! 

@Ask your stationer...or write 


NORTA DISTRIBUTING CO 
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Suspend-O-Folder 
PERSONAL DESK FILE | 
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The POSTAL SCALE LIST c 
your customers have been looking for . . . the : 
ACCURATE Model 101A, an all-metal scale n 
with patented cantilever spring action (no 
coils). Domestic postal rates in various classes Complete with 
up to 12 ounces. Table top (2)2” x 3”) de- THE SUSPENSION FOLDER 
, =e Letter and OF MANY r 
pressed in center to accomodate mailing tubes. apa re " 
Three colors: office green, red and ivory. EXCLUSIVE FEATURES b 
Si 
Write for Illustrated Price List $4 B 
ACCURATE PARTS MFG. CO. Vs ADVANCO PRODUCTS T 
DST cAlt 12441 Euclid Avenue er BI sectors o seticr sos tne suri G 
ALS CLEVELAND 6, OHIO 148 WEST 24TH STRECT WE vom pone CMelsea 31276 ‘ 
847-4 J 
IEA SOR SA hi 
Sé 
te 
bi 
sk 
st 
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Are R ized | | fo 
re Recognized |. fo 
“i ba eres | “F 
Standard for a 
LP AIR MAIL PAPER ye 
over 30 years | U. 
fs * MANILAS 
Consistently high quality c MANUSCRIPT COVERS 
...up-to-the-minute packag- ine 
: | * ONIONSKINS Th 
ing...a profit-and-prestige rien 
line you'll sell with pride. _* MIMEOGRAPH PAPERS | we 
: | e) 
Inquire about our Franchise * ENVELOPES | an 
Sales Plan—the short cut au 
to bigger and better sales. : 
: ! 
ey 7 fa Wi 
/WANSCO fee | : 
g | cor 
Fer i ing 
PAPER PRODUCTS CO., : | for 
409-411-413 PEARL ST., NEW sai ; is “a -. 
— Se _— | 193 
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IBM APPOINTS LOVELL TO HIGHER POST 


International Business Machines Corporation re- 
cently announced the promotion of Gordon P. Lovell 
to the position of assistant to the IBM general sales 
manager. He was previously a district sales manager. 

Mr. Lovell joined IBM in 1932 after his graduation 
from Colgate University and served at Newark, N. J., 
until 1939, when he was made electric accounting 
machine manager at Syracuse, N. Y. He served in 
various managerial positions also in Chicago, Dayton, 
Ohio, and New York, N. Y., until 1946, when he was 
made a divisional sales manager. He became a dis- 
trict sales manager in the same year. 

He is succeeded as sales manager of District No. 1 
by McLain B. Smith, previously electric accounting 
machine manager in Philadelphia, Pa. Mr. Smith 
joined IBM in 1933 after his graduation from Ford- 
ham University and served at Rochester, N. Y., Hart- 
ford, Conn., Washington, D. C., and Chicago until 
1942, when he entered the U. S. Army. He was dis- 
charged as a major in 1946 and returned to IBM as 
assistant electric accounting machine manager in 
New York, N. Y. He was made electric accounting 
machine manager in Philadelphia early in 1947. 


—_———_— oe 


GRUMBACH IS NEW BERGER REPRESENTATIVE 


Appointment of Frank J. Grumbach as district rep- 
resentative of the Berger Manufacturing Division, 
Republic Steel Corporation in Charlotte, N. C., has 
been announced by R. W. Helms, general manager of 
sales of Berger Division. Mr. Grumbach will handle 
Berger sales in North and South Carolina, western 
Tennessee, southern Virginia, Augusta and Savannah, 
Georgia. 

Mr. Grumbach has been with Republic Steel for 12 
years, starting in the accounting department. Recently 
he has been connected with Berger’s special product 
Sales division. He is a native of Cleveland and at- 
tended Cleveland College. In his new Job Mr. Grum- 
bach will handle the entire line of Berger steel lockers, 
shelving, shop equipment, special products, filing and 


storage cabinets. 
a 


OAKVILLE APPOINTS W. T. BLAIR 


The Oakville Company, division of Scovill Manufac- 
turing Company, Waterbury, Conn., recently an- 
nounced tne appointment of W. T. Blair to sell Oak- 
ville’s yellow box line of clips, fasteners, pins, and so 
forth, in New England and upper New York State. 
“Bill” was born and reared in New England and is 
a graduate of Boston University. During the last 
years of the war he saw considerable action in the 
U. S. Navy. 


os -o—___—- 


FIRM INCORPORATED TO ISSUE STOCK 


The H. & W. Specialty Company, Toledo, has been 
incorporated to issue 250 shares of no par value stock. 
The firm will be the distributor in a three-state area 
for burglar-proof floor safes, and also will distribute 
automotive accessories. Officers are E. J. Howe, presi- 
dent; Fred C. Weiss, vice-president and treasurer, 
and R. A. Hutchinson, secretary. They hold the same 
posts in the Howe-Weiss Oil Company, Toledo.—AK. 


a 
SKAGGS IS NAMED MANAGER OF STORE 


Arthur Skaggs has been appointed manager of the 
William B. Burford Printing Company’s store at 10 
E. Market St., in downtown Indianapolis, Ind. The 
company also has a warehouse store at 603 E. Wash- 
ington St., on the ground floor of the ten-story Bur- 
ford Building. 

Mr. Skaggs is widely known in the office equipment 
and supply field, in which he has been active since 
1935. He is a native of Indianapolis.—AK. 
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List end free samples! . 
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FOR DOMESTIC & EXPORT TRADE 





@ Manufacturers Of Carbon Papers and Inked 
Ribbons For All Uses. 


@ The ‘’Profit Line’ For Dealers 








General Offices & Plant 


U. S. TYPEWRITER RIBBON MFG. CO. 


621-623 CHERRY STREET 
dall@: fae te 
Established 1595 



































FASTER 
OFFICE NUMBERING 


the FORCE Mode! 150 
AUTOMATIC NUMBERER | 


Numbering problems be- 
come simple with the pop- 
ular priced, self-inking, fully 
automatic FORCE Model 
150. It has consecutive-dupli- 
cate-repeat movements, and 






large, clear numerals. A 
graduated gauge plate makes 
it easy to place 
accurately. 


numbers 





Send for free catalog 
of the famous FORCE line of hand numbering 
( machines for every purpose. 


WM.A. FOR 


eor 


E & COMPANY 


216 NICHOLS AVENUE. BROOKLYN 8, NEW YORK, U.S.A 
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“KLEER-VU~ 
PERFORATED STEEL TRAYS 


| 








NJ ’ Te" : 
SENSATIONAL! 
RETAILING AT ONLY 5@e PER TRAY 
Sturdily constructed of heavy gauge steel . . . yet 
weighs only 11 oz. Full size 14” x 914” x 24%” 
equipped with four rubber feet, olive green fin- 
ish. Three dozen to carton. Build-up supports 


available. 





, te 


’ SEVERAL EXCLUSIVE DISTRIBUTORSHIPS 
| STILL AVAILABLE 


FARIN MFG. | 


CoO 
FF @ 
NATIONAL SALES AGENTS 


MILTON STONE ASSOCIATES 
320 BROADWAY NEW YORK 7, N. Y. 











Now... SILVER GRAY CHAIR MATS 


to Match Gray Office Furniture! 


4 





A new color is added to the line of Service Chair Mats— 
SILVER GRAY to harmonize with gray office furniture. Don't 
miss this opportunity to sell more color to the style con- 
scious business men of America. 
5 colors available: SILVER GRAY, Brown, Green, Black and Maroon 
2 Sizes: Standard Size 36'' x 48''; Executive Size 48'' x 54’ 

ORDER TODAY 





WooDALL [NDUSTRIES [NC. 





2035 So. Calumet Ave. ° Chicago 16, Ill. 








Popular, profitable 
gift item ... the 
handsome new Apsco 
Dexter Deluxe Model 













Enjoy fast 
turnover, too, 
with Apsco 
Giant, Premier 
and other 
quick-selling 
models. 


AUTOMATIC PENCIL SHARPENER CO. 
World’s Largest Producer of Pencil Sharpeners 
ROCKFORD, ILL. * LOS ANGELES + TORONTO 








RITE-LINE 


Reg. U. S. Pot. Off 


COPYHOLDER 


The Rite-Line All Metal Copyholder is portable, 
compact, efficient and attractive. Dealers $175 
and stationers find it a ready seller at 15 


Price includes 10" eye guide. Tax extra. 
Extra for 15” extension eye guide $1.10 
Extra for 20” extension eye quide $1.25 

Write for Full Particulars 


RITE-LINE SALES COMPANY, INC. 


1S Maiden Lane, New York 7, MN. YY. « 407 Se. Dearborn St., Chicage &, t!. 
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LIP-TIPPER 


Patent Pending Trade Mark Registered 


THE PENCIL POINTER 





ZIP-TIPPER, the pencil pointer, does a perfect job of point- 
ing the lead. It is clean, fast, and convenient. 


For a round point, draw the pencil toward you, rotating it 
a complete revolution. For a chisel point the pencil is not 
rotated and is held more vertically. 
The abrasive used in making Zip-Tippers is of the highest 
quality, and it will last a long time. 


Sells for 25¢ each 
Comes 3 dozen to a box, each ZIP-TIPPER individually 


enveloped. IMMEDIATE DELIVERY 


CROFOOT, NIELSEN & CO. 


205 WACKER DRIVE CHICAGO, ILL. 
Telephone—RANdolph 3341 








TYPEWRITERS 
ALL MAKES 


TYPEWRITER RIBBONS 
ADDING MACHINE 
RIBBONS 


BOOKKEEPING MACHINE RIBBONS 
CARBON PAPERS 
DUPLICATING STENCILS 


HEADQUARTERS FOR 
ROYAL TYPEWRITER PARTS 
© FOR DEALERS 


REGAL TYPEWRITER COMPANY, INC. 


200 Hudson St. New York 13, N. Y. 
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TuBuLaR Coin WrapPERs 
Stationers! It's your Line—Exclusively! 


"Steel-Strong” Products are sold through 
Stationers and Office Supply Dealers only. 
We have no retail salesmen to pizate your 
customers and cash in on your missionary 
work. 


Write for liberal discounts and sales help on: 


Coin Wrappers Lead Seals 

Bill Straps Seal Presses 

Coin Bags Teller's Moisteners 
Currency Bags Manual Coin Counters 
Draw String Bags Currency Racks 
Metal Clasp Bags Wrapper Cabinets 
Night Depository Bags Sor Trays 

Linen Shipping Tags Coin Storage Trays 


owney Change Trays 












THE C. L. DOWNEY CO. HANNIBAL, MO. 


ANOTHER GOOD NUMBER 






LEADER AMONG 
POPULAR-PRICED 
NUMBERING 
MACHINES 


Over a million in use in all parts 
of the world! Accurate, reliable, 
easy to handle. 3 movements: 
consecutive, duplicate, and repeat. 
Triplicate and quadruplicate may. 
be substituted for duplicate at no 
extra charge. Choice of 4 styles 
of figures. Unconditionally guar- 
anteed. Roberts No. 49 is THE 
number to feature as a popular 
machine at a popular price! 


IMMEDIATE DELIVERIES 


Western | ASSOCIATED STATIONERS SUPPLY CO. 
Distributor | 229 South Jefferson Street, Chicago 6, Illinois 


ROBERTS NUMBERING MACHINE CO. 


714 JAMAICA AVENUE BROOKLYN 8, NEW YORK 
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INCREASE 


Your Proftt 


... WITH TE C PRODUCTS 


PENCILS 


For Every Purpose 


LEADS 


For Every Use 


Featuring 


“MISTAKE MASTER” 
ERASERS 


TEC QUALITY PRODUCTS ARE TOPS 


Sold by Leading Suppliers Everywhere 
PLEASE SEND FOR LATEST CATALOGS 


TEC PENCIL CO., CULVER CITY, CALIF. 








S ELL 
- Spring Keys 


| UNIQUE DIFFERENT 


for typewriters, bookkeeping 
and billing machines 





Stenographers are astonished and de- 
lighted with the soft cushioning 
effect, and easy action which MASTER SPEED KEYS provide 
when installed on their typewriters. 


Write for full informat.on. 


SPEED KEY CORPORATION 


340 COLUMBUS PLACE . BROOKLYN 33, N. Y. 





DON’T PASS UP THAT ORDER 


BANK PASSBOOKS 

POCKET CHECK CASES 

3-ON CHECK BINDERS 

CREDIT PAYMENT BOOKS 

TAB - CUT LEDGER CARDS 

VN @ alin | Oh Dil) (Cam -1010),6) 

THUMB - CUT PASSBOOK ENVELOPES 
We make them all . for the TRADE ONLY 


ATIONAL PASSBOOK & SUPPLY CO. 


Cleveland 14, Ohio 


* 
* 
* 
* 
ss 
* 
* 





112 Hamiiton Avenue 
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Mdse. Stock and Buying 


Shows—On Hand—On Order 


How to control Merchandise Stocks—Inventory—Purchases. 
Facts at fingertips—ten Handifax show facts on 200 items— 
mdse. on hand—on order—changes in cost and selling price 


—shipments—outs—sources. Color Signals. 


Ask for FREE Samples and Information. 


HANDIFAX 


VISIBLE RECORDS 


Ross-Gould Co. 
313 North 10th Street 
St. Louis 

















FOLDING CHAIRS 


NON-FOLDING CHAIRS 


TABLET ARMCHAIRS 
—FOLDING TABLES 





Immediate Shipment 
from N. Y. Stock or 
Factory 


Don’t Turn Down Chair 
Inquiries! 





No. 65 





All styles—for classrooms, cafeterias, 
sales meetings, etc. 


ADIRONDACK CHAIR COMPANY 


DEPT. 15-1 1140 BROADWAY 








Near 26th St. MUrrayhill 3-1385 Ms. Ve U, 0. Y. 








S 
\RIE  ° 
4 


L 
oD F&F, 
comin? \ 


DAYTON STENCIL 
WORKS CO. *oiic™ 





A Snappy Salesman 


of fifty years ago looked like this. To- 
day he has doffed the checks, the high 
hat and the walrus mustache, but he 
still depends upon his 


Beach’s AA 
“Common Sense” 
Expense Book 


to give him a quick, accurate record of 
his traveling expenses. 


BEACH PUBLISHING CO. 
7338 Woodward Ave., Detroit 2 
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“A POSTAL CLERK FOR LIFE" 


—MITE 


ONE POUND POSTAL SCALE 


SENSITIVE «+ 
SEE YOUR JOBBER OR WRITE 


$2.50 RETAIL 
$2.75 WEST COAST 





ACCURATE + DEPENDABLE 








sz 
at 
ee. 


i 


EXPORTERS NOTE — 





DESIGNED FOR FOREIGN TRADE. 





INQUIRE ABOUT THE 9 OZ.-250 GRAM SCALE 


B-T COMPANY, INC. 
277 E. ERIE STREET 
MILWAUKEE 2, WISCONSIN 




















the ACME 


MIDGET 


A light weight, handy 
desk stapler with 
quiet, velvet smooth 
lever action! 






The ACME Midget, like every other member of the Acme Silverstreak 
line, is built to stand more than ordinary abuse—to last many years 
with minimum service requirement. ACME is favorite with large indus- 
trial concerns. In stapling, ACME does more and does it better. 
See our Silverstreak folder. 


ACME STAPLE COMPANY 


1648 Haddon Ave. Camden, N. J. 
ALSO MFR. ACME NO. aa, 2—SU RESHOT—SIMPLEX 

















MARKILO 
CHLLULOIO PRODUCTS 









Loose-leaf envelopes, punched; card-cases, any 
size; menu covers; factory record protectors; tag 
holders; bill-fold envelopes; stamp containers, etc 
Made of acetate (flame resistant) transparent 
cellulose. We build to fit your particular need 


Write us for details. 
Markilo Company, Mfrs. 
8633 S. Racine Ave. Chieago 9, U.S.A 








The Last 
Word in 
Desk Files 


FILO 


Sturdy. Accommodates 
the largest telephone 
books and the thinnest 
folders. This file will in- 
terest you. Get particu- 
lars today. List $7.95. 
Proper discounts. Mini- 
mum shipment 3 files. 





Hg 









aa 


PAT. APPLD. FOR 
— tip adjustment. No screws. 


No reds. Efficient. Altractive. 


Weber Office Specialty Co. 


1328 W. 6th St. Los Angeles 14, Calif. 
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IMMEDIATE DELIVERY 


_-__ o_o oe - 


POSTBINDERS 


First grade biue canvas . . . Black imitation leather corners . 
Metal hinge. Also full black imitation leather. 
SIZE 9144" x 11%” LIST $3.50 EACH 
all other sizes also carried in stock 


RING BINDERS 


Finest quality black flexible imitation leather with 3 rings. 
SIZE 11” x 8Y2” 1” capacity LIST $2.30 EACH 
all capacities and sizes also carried in stock 


SPECIAL BINDERS 


We offer very prompt delivery on all special manufactures. 
USUAL DEALER DISCOUNTS 


CONSOLIDATED LOOSE LEAF INC. 


"Manufacturers to the Trade” 
536 PEARL ST., NEW YORK 7, N. Y. 





COrtiandt 7-9688 











MARTENS 
TYPE CLEANER 


THE 
PERFECT FLUID 
AND NEW 
PATENTED 
APPLICATOR 


Request sample and 
full details on your 
oes letterhead 

* 


THE MARTENS TYPE CLEANER 
DIAMOND POINT 2, N. Y. 





t- MAP PUD 
1]|sotssras”Sevsae vas 
|) pe ese me etree 











ug 
The Martens Type ease Co. 


Mamelm ere 
_ew YORE CITY 























REG. US PAT. OFF. 


MARES 
BES Gaye! PASTING A 


; A profitable and na- 
tionally advertised 
line. Clean and 
speedy. Stocked by 

leading distributors 

omreoe 

DEALERS! Write for 

eg and Distributors’ 


“SELL THE BEST!’ 


UNION "RUBBER ry “ASBESTOS CO. 
Trenton, WN. J. 
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* STAR * 


PEencit FHein+rerRk PAD 


12 long lasting sheets to each pad. Wood base and 
handle. Gives tapering sharp point for all precision 
drawing and writing. Sought after by artists and drafts- 


men. 
Size 6!/ox1 4%". List 10c ea. Usual trade discount. Min. 


shipment one gross. Packed 3 doz. in counter display 
carton. No stock complete without this item. 
Free sample if desired. 


WOOD PROCESSORS, INC. 
120 N. GREEN ST. CHICAGO 6, ILL. 














You can 
multiply your volume 
of business by selling 
stationery and office special- 
ties to your customers. We 
supply all necessary advertising 
matter. Send for Price List. Full cy 
details and a richly illustrated 
100-page catalogue describing 
many unusual items will be 
sent upon receipt of 25 cents P, i 
(coin or stamps) to pay part of costae 
















16 DRAWER METAL UTILITY CABINET 


For Filing Catalogs, 

Insurance and Legal 

Forms, Printed Matter, 
Tools, Cuts, Etc. 





Cabinet—Outside: 26'' 
H. x 20" W. x 16!" D. 
Drawers—Inside: 2!/,"' 
say wee 6 @. 


Stack Two-High (52'') 
and you have Standard 
File Height Cabinet. 


Star Steel Equip Co. 


Room 605 53 W. Jackson 
Chicago 4, Ill. 


ThI97907 


LIST PRICE $36 








Users say Meilicke 
Calculators are a 
necessity where pay- 
roll and tax calcula- 
tions are involved. 
With a Meilicke you 
just tip a card and the 
answer you want is right in 
front of you—to the fraction. 
No levers—no machine ad- 


justments. You just tip a card il 
and save time—worry and mistakes. Meilicke Calculators 


are compact, attractive, handy. Dealers should acquaint 
their customers with Meilicke Calculators. 
Meilicke Systems, Inc, Site cin s 











TS KEVANLD)  Ferent Beis 
Changeable SIGNS 


for every purpose 











Manufactured for indoor 
and outdoor use. 


Send for illustrated 
literature. 


ACME 


BULLETIN & 
DIRECTORY BOARD CORP. 
37 East 12th St. 

NEW YORK 3, N.Y. 


PREFERRED BY 
STENOGRAPHERS 


More than 4500 dealers will tell 
you that Clarotype is the one type 
cleaner which repeats consistently 
and makes worth while profits. 


































Ss 
of YN ORB 4d - 


THE BEST KNOWN TYPE CLEANER 
KNOWN AS THE BEST 
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The Clarotype Company, Inc. 
261-A Broadway, New York 7, N. Y. 


STENCIL BACKING | 
SHEET USERS, 


YOUR OWN IMPRINT on your stencil 
backing sheets—Produced by a unique 
process which individually punches, 
prints and perforates each sheet auto- 


matically —-ANY COLOR—ANY IM- 
PRINT—PROMPT DELIVERIES. 


write for details— 


STENCILBACK MFG. CORP. 


115 WOODWORTH AVENUE, DEPT. A, YONKERS, N. Y. 











Sell 
Engraved 
Wedding 

Announcements 


No Investment 
Simplified Price List 
America’s Lowest Prices 








Social Engraving Sample Book mailed for deposit of $1.00 which is 
refunded after receiving $10.00 net of engraving or return of sample book. 


NATIONAL ENGRAVING COMPANY 


BIRMINGHAM 5, ALABAMA 
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ALL METAL SMOKERS 


with the exclusive patented dispensing feature 


NO SMOKE + NO ASH +-NO ODOR 
Reduces Fire Hazard 


Just a flick of the finger on the push button and 
trap door opens completely emptying ash tray. 
Bowl closes automatically ... positively air tight! 
Ideal for offices, lounges, waiting rooms, rest 
rooms, display rooms, restaurants, stores—any- 
where people smoke! Write for folder showing 


THE COMMODORE our complete line 
NO. 20 SHOWN-—svPistributorship Available 












666 LAKE SHORE DRIVE 


CHICAGO 11. ILLINOIS 


Sell the Drafting Pencil 














THAT WON'T 


BREAK LEADS - Sell Elastichwuch 


Lead is gripped by rubber collet that 
or breakage Roll stop keeps rolling Knurled chuc 
ened steel prevents damage nm sharpening leac 
Indexed tip identifies lead in pencil All standard leads usable 
CHUCK pencil, List $1.25 ea. single end—$1.75 ea 

trade discount A guaranteed pencil. 


SOLD BY LEADING JOBBERS 


WINSLOW PRODUCT ENGINEERING CORP. 


614 S. MAPLE AVE. « LOS ANGELES 14, CALIF. 











shio and prevent r 


slippa 


pencil fron 





WE CARRY A COMPLETE LINE OF 


ERSCO 


ENVELOPES AND FINE PAPERS 


ROTARY CUT CARDS—RULED GOODS 


SALES « ORDER BOOKS 


BOND PAPERS—TABLET PAPERS 


Send for Free Illustrated Catalog. 


1930 PATTERSON AVE. 
NEW YORK 6], N. Y. 


























cee 
Ce 


LINE 
of 
CANVAS 
AND 
LEATHER 


MAIL 
BAGS 


FREE DESCRIPTIVE 


TOT AQ 


CANVAS PRODUCTS CO. \Y 
Corner Marquette 

& McWilliams Sts. 
FOND DU LAC, wis. 
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ENVELOPE DISTRIBUTOR 





se 


a ee er at os 
leather Wal 





Has 


— ee ee Te av 
Made’ of strong, durable ite. 20 
compartments, marked alphabetically. wide, 67%,” 


4%" high, 34” 


decp. Partitions have cut-outs for easy inspection and removal of 
envelopes. Dividers made of Tekwood—more durable than cardboard 
or fibre. No. 301—Retalls for $5.00. 


Statement size, 8” high, 225%” wide, 82" deep. 
No, 302——Retalis for $7.00. 
Shipped in individual corrugated cartons. 
Send Trial Order. Regular Trade Discounts. 


WOOD PROCESSORS, INC. 


120 N. GREEN ST. CHICAGO 7, ILL. 


























| 


WM. 







Handle the line that has meant faithful 
quality for three quarters of a century. 
Quality Pp Tools Since 1870 


i = 


BERNARD 





TRADE MARK FH 


df 


EYELET PLIERS - PAPER PUNCHES 
STAPLE REMOVERS (Catalog on Request) 








SCHOLLHORN COMPANY 


3001 Chapel Street, New Haven 9, Connecticut 




















ROLLING STORE LADDERS 
“A” Type Ladders . Library Ladders 


Por use with Filing Cabi- 
nets and Shelving, in Of- 
fices, Vaults and Store 
rooms. 


Made of Oak and Birch, 
in a variety of heights 
and styles, with wheels 
and Automatic Safety 
Brakes. 





Uend for Folder 
and prices. 





Il. D. COTTERMAN 


4535 N. Ravenswood Ave. 
CHICAGO 40 











CASH REGISTER 


World-Wide Service 


WRITE FOR LATEST CATALOG 


Chicage Cath Register Parti Ca. 


2810 W. ADDISON ST CHICAGO 18, ILL 
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SAID 


site 
hits Highth 


“Vd have preferred 


gnawing my royal bone 


Ensconced on a 


Kigyelehvone throne’ 


WHILE a “throne’’ of 

Royalchrome may be a bit 

out of line with your own 

need, you must admit this 

lusty monarch knew a thing 

or two about comfort. The 

cushioned ease, sleek, func- 

tional elegance and stream- 

lined strength of Royalchrome Furniture are things 

everyone appreciates. There’s subtle flattery implied 

when you provide Royalchrome distinction. You'll find 
that people will return the compliment. 


NEW DELIVERY SCHEDULES: 
Royal office furniture can now be delivered within 30 to 60 days 


Don't miss — GEORGE J. HECHT, Publisher 

Parents’ Magazine Chairman, American Par- . 

ents Committee, speaking on... ‘PIGS AND ‘ Meeseseeeoaoteeneeee eeeveoes 
COWS VS. GIRLS AND BOYS.” One of a 

series of public service presentations entitled 

“INVITATION TO SPEAK,” sponsored by the 

Royal Metal Manufacturing Co. and appear- 

ing currently in TIME and NEWSWEEK 


ROYAL METAL MANUFACTURING CO. 


Chicage e New York oe Preston, Ontarie 
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FULL LEGAL SIZE...SIMPLE TO OPERATE 
100 OR MORE COPIES PER MINUTE 


The Model C Lettergraph offers you every essential feature of even 
the most expensive machines. It’s a full size, big production stencil 
duplicator that can handle any job from post cards to legal size. It’s 
always ready to deliver clear, sharp copies in any quantity desired 
at speeds of 100 or more copies per minute! Offices, stores, schools, 
churches, clubs, etc., will find the Model C a fine investment that 
quickly pays for itself. Sturdily built for years of satisfactory service. 


RETAIL PRICE 


$472° 


EXCISE TAX INCLUDED 


PRICE INCLUDES THE FOLLOWING INITIAL SUPPLIES 
4 Legal Size Stencils, 2 lb. can Black ink, Ink Brush, ink 
Pad, Bottle Correction Fivid, 1 Stylus, Signature Plate, 
Leatherette Cover and Complete illustrated Instruction 
Book. Shipping weight, 32 Ibs. . . « «+ «© «© © «@ « 


| THE HEYER CORPORATION 


CHICAGO, ILL. 






INSIDE INKING 
The Model C Lettergraph 
has a large, legal size 
open perforated cylin- 
der which is inked from 
the inside with a brush— 
easy, quick and conven- 
lent. Assures even spread 
and flow of ink. 


SINGLE ARM FEED 
Sturdy single arm design 
provides maximum space 
for convenience in load- 
ing paper. Cast alumi- 
num feed arm has self- 
levelling action, is quickly 
adjustable for different 
weights and sizes of 
poper. 


HOOK-ON TRAY 
Lerge capacity, all 
metal receiving tray 
hooks into place on ma- 
chine allowing tray to be 
suspended over edge of 
table orcabinet.Requires 
less space, provides 
greater accessibility. 





















WHAT MAKES UNDERWOOD 


A research-minded organization t! in the principal cities of the world. Experience and 


i 
stopped improving its products. For more than fifty time have taught the business world that an 


consecutive years Underwood has enjoyed uncha Underwood is always the happiest choice among 


lenged leadership, based on a long list of engineet typewriters 


ing ‘‘firsts’’ in typewriter advantage S 
Underwood's post-war Standard . . . a master- 


Setting the standard of performance by offer piece of typewriting engineering. It brings you 
ing typewriters with greater flexibility, speed, Rhythm Toucl a wonderful addition to the 


a . ] a ' : 
‘ urs ‘ urapd é VCI ( wit 4 T . . , 
wccuracy and durability than we many Underwood features you’ve always en- 


{ 


available . . . by always ke ping a stride joyed. Rhythm Touch is a new typing concept 


Volume of satisfied users. . . understanding a delightful new experience in typewriter 
the typewriting problems of business in gen performance. Speed seems effortless. Fingers 


eral, and secretaries in particulat More than move easily over the new perfectly balanced 


6,000,000 Underwoods, reaching all corners keyboard 


of the globe, have been helping to speed the , ; 
er ae ee egg OD Spee 1 the These are the things that make Under- 
world’s business. eink hes ee 

wood America’s first-choice typewriter... 


World-wide sales and services, conven that make Underwood ‘Typewriter 
ient to everybody in the United States and Leader of the World.” 


SOT Sw wr ogee 


—_.__ Underwood. - 
ee), ati 


4 


Maragu ner 


PANU Rae 8 by a as 


Typewriters . . . Adding Machines . . . Accounting Machines 
Carbon Paper . . . Ribbons and other Supplies 


One Park Avenue, New York 16, N. Y. 


Underwood Corporation Underwood Limited, 135 Victoria Street, Toronto 1, Canada 


Sales and Service Everywhere 


Copyright 1917, Underwood Corporation 





